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IRWIN puts proved power 
of national advertising — 
behind dealer Christmas sales 




















IRWIN auger bit set 


in beautiful hardwood chest 
wpe on the practical and useful side. Wood- over 9 million selling messages will feature 
ing tools to treasure for years to come by home Irwin B : : 

handyman, hobbyist, professional woodworker. orchest Sets as practical gift selections 
And downright modest in cost, too. So— put an 
Irwin Auger Bit Set on your list of gifts to buy. 
A special someone will be happy you did. Sold 
only through independent hardware dealers. The 
Irwin Auger Bit Co., Wilmington, Ohio. 





Higher unit sales for Irwin dealers! A $15.50 sale in fact 
for every 13 bit Irwin Borchest your customers buy this 


Christme 7 
ristmas for the home handyman, hobbyist: or professional 
woodworker. 


i And there will be plenty of push on other Irwin items. tc 
j s, too. 


SIVE BITS: America's most 


versatile wood-boring tools. 
Easily adjusted to desired size. 
Two types, small and large sizes. 
Boring range from %%” to 3”. 
Ideal for the home handyman who 
wants a practical range of auger 
bit sizes combined in one effi- 
cient tool. As low as $2.40. 


IRWIN SCREW DRIVER SET: 
Another practical gift idea being 
featured by many Irwin dealers. 
Set of 5 drivers with genuine 
tenite plastic handles in 
colorful red and ivory 
gift box. Drivers heat 
treated, accurately bal- 
anced, highly polished. 
Gift set of 5 only $2.49. 


IRWIN 


the original solid 
center auger bit 
© 


Screw drivers 
Screw driver bits 


Pint Bits as low as $2.40, A screw driver set of 5 units 
or only $2.49. Auger bit sets as low as $6.50. And these 
attractive prices will appe: i ico-snind - 
active prices will appeal to quality and price-minded Christ: 
mas shoppers alike. | 
Make sure your Irwin stocks are complete. Make sure Irwin 
screw drivers auger bi i | 
ew drivers and auger bit sets are on display when the big 
Extra profits ; pe 
oxtre s are yours to take, if 
do. Th i — a mada! ~ 
e Irwin Auger Bit Co., Wilmington, Ohio. 


Christmas rush comes. 
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~~ kien from EKCO 


The “SELLING-EST’ Advertising 


Campaign in Housewares History! 


Flint Food Mixer 


e 
The best! Perfect for 7 ore ro its 
. \ 
‘ i Flint Kitchen Tools! 
‘ or OU ° Ideal home gift. Guar- 


anteed 15 years! Order 
The greatest magazine and newspaper now! 
campaign in Housewares History will sell 
more EKCO and Flint products for you Ekcoware— 
this Christmas! The gift of a lifetime! 
EKCO WILL SEND CUSTOMERS TO ee 
YOUR STORE PRE-SOLD ON EKCO FOR “ 
CHRISTMAS GIFTS. Get Ready Now! 
Tie in! Feature and display EKCO and 
Flint for more sales, more profits! 


EKCO PRODUCTS COMPANY 
CHICAGO 39, ILLINOIS 


Sold in Canada by Ekco Products 
Co. (Canada) Ltd., Toronto 


\ 
sats S : 
EKCO Stainiess \ 4 mf 


Keepsake Set—The 
modern gift! Complete 


range! Order now! 


at af 


=, 
e- s " 
‘ Flint Holdster Sets — 
” Better! Tops for gifts! 
2 Order now! 
“a \f 

THE GREATEST NAME IN HOUSEWARES 


EKCO BUILDS MORE BUSINESS FOR YOU! 
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The 18,000,000 
Kwikset Locksets 
placed in trouble-free 
service since 1946 are 


ance of this policy. 
OUSEWARES 





a testimonial to the accept- 


KWIKSET sells on a 


strict one-price basis 


to all its customers. 


KWIKSET continues its 
established policy of 
protection to its cus- 
tomers against price 
changes. 


KWIKSET products are 
supported by vigor- 
ous national advertis- 
ing & merchandising. 


KWIKSET sells only to 
selected, recognized 
hardware jobbers 
and contract hard- 
ware distributors. 


KWIKSET maintains a 
constant program for 
the improvement of 
present products and 
the development of 
new ones. 


KWIKSET Locksets 
are precision manu- 
factured and uncondi- 
tionally guaranteed. 
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No QUESTION about the wide appeal of this multi-job 
tool. “Handy” is indeed the word for it... Two files 
in one make it just the thing for the home, car, garage, 





shop or farm. Its unique design and colorful appear- 
ance are eye-catching, desire-creating, sales-making. 
And profits-accumulating. 

Don’t you want to put the HANDY FILE into your 
line-up? This is the peak season for “fixin’ and sharpenin’ 
things.” Display Nicholson Handy Files and they'll play 


Two files a catchy tune for your cash register. 


s : 
in one HANDY FILES come to you individually cellophane-wrapped. 


neatly packed in 1-dozen display cartons—all ready to go to 





One side single cut work for you. Set your own retail price in the space on the lid. 


—for sharpening and Price to you, $5.47 per cartoned dozen. Your profit at suggested 
smoothing. Other retail price of 69¢ each (or $8.20 per dozen) : $2.73 (or 3344% 


side double cut—for 
fast stock removal. 


One cutting edge; NICHOLSON FILE CO. - 25 ACORN ST. - PROVIDENCE 1, R. I. 


aa aa 
one safe (uncut) (In Canada: Nichoison File Company of Canada Ltd., Port Hope, Ontario) 


edge. Flat, colorful “ ai 
handle with hang-up cvCls p> 
 ><_° 
< u.s. A.” Mange <a 


of selling price). 










hole. Easy to carry 
(no bulge)—slips into 
hip or side pocket. 
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Chain on the Farm 


® There’s lots of chain used on the farm... and by subur- 

banites, too. Here you see illustrated some of the chains 

that sell every day. There are many more, but these are the 

ones that you should carry now to meet the needs of your 

d customers. A few bags of each on counters here and there 

in your store will make sales for you. 

Check your stock right now. Then order them from your 

AMERICAN CHAIN wholesaler who will give you prompt 
NO. 516 service on whatever you need. 

UTILITY CHAIN 


i 










NO. 201 
SWING CHAIN 
; @ These tie-out or picket chains are made in 4 sizes— 
1, 1/0, 2/0, and 3/0. Two lengths—20 and 30 feet. Fur- yp 
: i 2 ‘ . EL-WEL-TRA 
nished with a swivel every 10 feet. Bright or zinc plated TRACE CHAINS 


finish. Packed one chain in a strong cloth bag. 





STYLE NO. 120 © Grab hook on one end, slip hook on 
other end,-and swivel in center when so ordered. Furnished 
self-colored, bright, or coppered. Made in sizes—\”, 
5/16”, 3%”, 7/16", 4%”, and %”. Lengths as desired. 







* 








Get This FREE 
“Fingertip Facts about Hardware Chains” 


Contains useful information for all 
hardware people. Write today. 












’ 


AMERICAN CHAIN DIVISION 
AMERICAN CHAIN & CABLE 


York, Pa., Atlanta, Chicago, Denver, Detroit, Los Angeles, New York, 
Philadelphia, Pittsburgh, Portland, San Francisco, Bridgeport, Conn. 
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Just Among Ourselves 


Informal Editorial Comments 


The Whole Team Should 
Know the Signals 


Anyone who has watched or played football 
understands that everybody can’t be the quar- 
terback. 


They also know that the linemen and the 
other backs are just as important to winning 
a game as a quarterback. 


The success of a football team depends upon 
how well all 11 players work together as a 
team. A quarterback is pretty helpless if the 
linemen do not open up a hole for him to go 
through. Conversely, all the holes in the world 
are no good if the quarterback doesn’t know 
the signals and isn’t where he should be, when 
he should be. 


Any coach will assure you that everybody 
on the team is important; everybody must know 
the signals and the job he is expected to per- 
form. Otherwise, you have no team. 


The hardware business is pretty much like a 
football team. For many, many years the team 
of the manufacturer-wholesaler-dealer has been 
playing a pretty good game together. By work- 
ing together, by using the same signals, they 
have built a team that has withstood many 
storms and challenges. 


There is every reason to believe that if this 
team continues to function as a real team, it 
will continue to be successful in the future. 


Some folks, for reasons of their own, would 
like to break up this successful team. Then, 
there are some members of the team who seem 
to feel they could do better playing on another 
team. 


It takes a long, long time to develop a win- 
ning team. Before anyone decides to leave a 
winning team, he ought to give it very careful 
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thought; he wants to be darn sure that he 
doesn’t switch to a team that may look good, 
but doesn’t know how to win a game. 


This issue of HARDWARE AGE contains, in 
some detail, a report of the discussions that 
took place at the recent convention of whole- 
salers and manufacturers at Atlantic City. 


These discussions covered many phases of 
the present wholesaling picture. The problems 
facing the wholesaler are important to the 
dealer. The proper solution to these problems 
is important to the success of the whole team. 


A dealer who understands the problems that 
vex the wholesalers is in a far better position 
to make intelligent decisions than the dealer 
who goes along blindly, ignoring the situa- 
tions faced by the other members of his team. 


With the thought in mind that everybody on 
the team should know the signals, we recom- 
mend to dealers a careful reading of the con- 
tents of this issue. 


Always Pleasant— 
Always Instructive 


One of the pleasantest trips we make each 
year is to the Builders’ Hardware Convention. 
This meeting and exhibition makes no claims 
to being the biggest, or the most spectacular. 
But it does perform a tremendously important 
service for a very important segment of the 
hardware trade. 


Recognition of the value of this service can 
be seen in the steady growth in the number of 
exhibits and in the consistently excellent at- 
tendance that marks every such meeting. 


Like all other parts of the hardware trade, 
the builders’ hardware people have their prob- 
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lems. And like retailers and wholesalers, the 
chief problem is the profit squeeze. 


A weighing of the factors that enter into 
the squeeze in the builders’ hardware trade 
leads one to feel that at least a part of it is 
self-induced. 


Failure to know precisely what are one’s 
operating costs is a sure way to commercial 
homicide. Yet, it is apparent that many build- 
ers’ hardware firms use plain guesses as to 
their costs when making bids. 


The lack of true cost figures invariably leads 
to the vicious merry-go-round of cutting your 
estimates too close. You fail to make money, 
so next time you cut it still closer in order to 
keep going. You keep taking money out of one 
pocket to put into the other. The pace gets 
faster and faster, until finally you fall off the 
merry-go-round—broke. 


It is still quite legal in this country to make 
a profit. It may be more difficult each day, but 
it’s still legal. 


But the way some folks act, you would get 
the impression that profits are illegal. 


The National Contract Hardware Assn. and 
the Society are, with a keen insight to the 
needs of the future, attacking this profit prob- 
lem from many angles. The meeting in Cleve- 
land heard some real common sense talk on 
this subject. If just a few firms will heed the 
advice given at the meeting, important steps 
will have been taken toward eliminating the 
profit squeeze. 


The efforts of the association to correct this 
situation deserve the support of everybody in- 
terested in builders’ hardware. 


It's Quite a Job, 
But Well Worth It 


The inconveniences of travel, the strange 
foods, the unusual effects of the drinking water 
in some cities, the uncomfortable beds and the 
sometimes unwise hours involved, often gives 
rise to the question of the value of attending 
all these meetings. 
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informal editorial comments 


Careful consideration, however, demonstrates 
that the values of these meetings outweigh the 
inconveniences. The opportunity for personal 
meetings with many other people who face the 
same problems you do is productive of an in- 
telligent understanding of the problem and 
intelligent corrective action. 


A year’s letter writing never accomplished 
half so much as one face-to-face meeting. 


For our part, we feel that the past several 
weeks of travel have been most valuable in 
keeping us abreast of trade problems and de- 
velopments. We feel, too, that our publishing 
of the reports of these meetings is valuable in 
that it helps spread trade knowledge among a 
great many people who, for various reasons, 
were not able to attend the meetings personally. 


HARDWARE AGE has been reporting important 
trade meetings for many years. With our type- 
writers we endeavor to bring you an accurate 
distillation of the discussions of the meetings. 


With our cameras we try to catch the atmos- 
phere of the meetings and to bring you fresh 
photographs of the people you know and who 
are making news. 


Reporting these meetings is not a simple 
task. It takes a lot of hard work; it takes many 
men with varied skills. 


This task is, however, made easier and more 
pleasant by the generous cooperation that is 
invariably extended us by the officers of the 
various meetings we cover. 


We are especially grateful for the assistance 
and courtesies extended us in Cleveland at 
the Builders’ Hardware Convention by John 
Schoemer, Bob Ryan, Ron Winters and Bill 
Mathewson and other members of the official 
family. 


In Atlantic City our job was made easier by 
the generous help and encouragement given us 
by all the Fernleys and Art Faubel. 


We hope that all these men, and the many 
other folks in the trade who have been touched 
by our reporting activities, will accept our 
sincere thanks. 
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NO OTHER LOCKSET in the low-price field 
OFFERS YOU SO MUCH 


LOCKWOOD'S 
New ‘C’ Series 

@ All brass or steel parts, no substitute 

metals 


@ Full-size, solid brass 5-pin cylinders 


@ Revolutionary new boring jig for easy, 
foolproof installation 


@ Reversible without change 


@ Complete functions 





Colorful Sample Mounts 


make your selling job easier! 


1. Handsomely finished in attractive new sprackle- 3. 3 styles available: ‘“Y’ — 4 sets, as illustrated; 
textured effect: soft blue mount, black base with *“X”? — same as “Y”, without handle grip; ‘““Z’’ — 
sales message on orange stripe, light blue identifica- mount for any single lockset. 


4. Get complete details on these beautiful, useful 


2. Descriptive information on mount tells how lock- mounts and the new ‘C’ Series locksets from your 


LOCKWOOD jobber. 


LOCKWOOD HARDWARE MANUFACTURING COMPANY 
Fitchburg, Massachusetts 
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NEWS and Views 


By Washington Bureau of 
HARDWARE AGE 


U.S. Supreme Court Refuses 
Action On Fair Trade Laws 


Retailing can now expect greater willingness on the 
part of manufacturers to enter into Fair Trade agree- 
ments. 

This results from the U. S. Supreme Court’s refusal 
on October 19 to upset State Fair Trade Laws, making 
it a clear victory for small retailers. 

In rejecting a challenge to Fair Trade, presented by 
the Schwegmann Brothers, New Orleans supermarket 
operators, the Supreme Court has indicated its en- 
dorsement of the principles of the McGuire Fair Trade 
Law, and has spelled out defeat for the rash of anti- 
Fair Trade lawsuits that has broken out in the courts 
during the 15 months that the McGuire Law has been 
in effect. 

Manufacturers who have been reluctant to sign Fair 
Trade agreements with retailers now have a clear-cut 
assurance that their suggested retail prices are legal 
in all States except Missouri, Texas, Vermont, and the 
District of Columbia. 

Fair Trade again has met the highest legal test in 
the land—and has won. 


OUTLOOK—Governing bodies in the three 


non-Fair Trade States and in Washington, 


D. C., now have new grounds for reconsider- 

& ing their refusal to honor Fair Trade pacts. 
Look for new drives to end price wars in those 
areas through Fair Trade bills. 


Congress Expected to Act On 
Freight Absorption Legislation 


Increasing customer resistance to the freight bills 
now tagged to some factory shipments points to a 
Congressional showdown next year on freight ab- 
sorption legislation. 

Bills to clarify the right of sellers to pay freight on 
the products they ship have lain dormant on Capitol 
Hill for the past several years. As long as manufac- 
turers enjoyed ready markets, there was little pressure 
on Congress for corrective action. 

Today, with more and more customers exercising 


10 


their right to shop around in the market, the story is 
different. There’s a growing belief in Congress that 
a legislative straightening-out of the delivered price 
problem can no longer be postponed. 

In this year’s Congressional session, bills authoriz- 
ing sellers to pay freight charges languished before 
Senate and House subcommittees. 

There wasn’t enough pressure to force legislation to 
a vote. But the scramble for customers is slowly and 
surely forcing a change in attitude. 


OUTLOOK—New life is due to be pumped 
into the drive for corrective action early this 
cy year. If the drive is successful, manufacturers 
located far from their customers will be able 
to meet other firms’ prices. 


Home Folk Asking Congressmen 
For Bigger Income Tax Slash 


Word that wage earners are expecting more than 
the slated 10 pct cutback in income taxes is getting 
back to Washington from the grass roots. 

Too many in low brackets are wise that the new hike 
in Social Security withholding may wipe out much or 
all of that saving. 

This talk is causing some Congressmen to think now 
in terms of backing a further cut, of say 5 pct, for 
lower incomes. It all adds to the problem of where 
and how, and what new levies may be spotted to hold 
the budget deficit down. 

A proposal for a National sales tax won’t be made 
next year. Retailer-consumer protests convinced the 
White House that it’s too hot to handle. 

The current word on Administration strategy is 
that the Treasury will send to Capitol Hill a number 
of revenue-raising programs, perhaps recommending 
none, thus leaving the responsibility directly in the lap 
of Congress. 


OUTLOOK—The door is still open for an 

excise tax at the factory level. Watch for the 

$ Tax Committee to lean toward a new corporate 

rate of 50 pet, cutting excise rates in half, but 

adding more items, including some hardware. 
(Continued on page 162) 
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There’s a Brand New Feature in 


McKINNEY 
BUTT HINGES 





a special E-Z OUT Notch for easy removal of pins! 


Removing pins from ordinary butt hinges is often 
an annoying job—especially with button tip 
pins. But, with McKinney Butt Hinges, it’s 
simple and easy because a new McKinney feature 
has been introduced! 

A specially designed E-Z OUT Notch located 
on the pin knuckle at the upper left corner of the 
right leaf now makes it easy to remove the pin, 
whether ball tip or button tip. Note that the 
notch is at the top of the hinge—where it should 
be, and where it is most natural to remove the pin. 

The notch is so designed that the carpenter’s 


handiest tool (when hanging a door), the screw 
driver, can be used to push the pin up without 
marring or damaging the edges or faces of the 
butt hinge. When the butt hinge is set, the notch 
is inconspicuous . . . practically invisible. 

Careful attention to the little but important 
details of design like this McKinney E-Z OUT 
Notch, is another reason why builders and build- 
ing owners alike agree that—‘‘To be sure, you 
couldn’t make a better choice than McKinney.” 
McKinney Manufacturing Company, 1715 Liver- 
pool Street, Pittsburgh 33, Pa. 


McKINNEY ; 


Quality Hinges Since 1865 / “4, ry 4 
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LATEST 


Kitchen Wall Clock 


Called Wafer, this thin, self- 
starting electric wall clock has been 
added to the Sentinel line. Hands 





are black in contrasting design. 
Sweep secondhand is red. Two-piece 
metal case is available in yellow, 
red, chrome or white. Retail price, 
$4.95 plus taxes. FE. Ingraham Co. 


For more data circle No. 1 on postcard, p. 175 


Ammunition Sets 


Here are three Ideal Reloading 
Sets which allows a shooter to pro- 
duce custom-made ammunition 
while saving money. Economy Set 
provides all tools necessary for re- 
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INFORMATION ON NEW 





loading cartridges and retails for 
$31.50. Quick Load Set, for quicker 
reloading of cartridges, retails for 
$39.50. Bullet Casting Set (illus- 


trated) provides necessities for 
producing accurate bullets and re- 
tails for $28.50. Lyman Gun Sight 
Corp. 


For more data circle No. 2 on postcard, p. 175 


Flashlight 


Eveready No. 7253 Spot-Flood 
flashlight can throw either a con- 
centrated spotlight beam for long 
range use or a diffused floodlight 
beam for close range—with a single 





flick of the switch. It has special 
new Eveready double-filament lamp, 
similar in principle to that used in 
automobile headlamps. If one of 
two filaments burns out, the other 
is available for immediate use in 
an emergency. It also features un- 
breakable polyethylene lens-guard, 
ring-hanger, and heavy-gage seam- 
less brass case, chrome-plated on 
nickel for lasting finish. Case has 


square design. National Carbon Co. 
For more data circle No. 3 on postcard, p. 175 


PRODUCTS AND SERVICES 


Kitchenware 


Chef set combines stainless steel 
copper bottom cooking utensils and 
Flint stainless steel kitchen tools on 





the same hang-up rack. Set con- 
sists of 1% and 2 qt. covered sauce 
pans, 10 in. covered skillet, small 
two-tine fork, turner-scraper, and 
stainless steel hang-up rack with 
adjustable hooks and space behind 
rack to store covers. Suggested 
retail, $26.75. Ekco Products Co. 


For more data circle No. 4 on postcard, p. 175 


Home Power Workshop 
Complete, five-in-one home power 
workshop with tilting-arbor mech- 
anism operates as a saw, sander, 
lathe, horizontal drill press or ver- 
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Want more information on these 
products? Then use free post 
card on Page 175. 


in hardware merchandise... 


FOR THE HARDWARE DEALER 


tical drill press. Angle cuts up to 
45° can be sawn and smooth-sanded 
while work stays level. As a lathe, 
it is equipped with a conventional 
tail stock which has a quick-locking 
ram with good leverage and a full 
3 in. of travel. Tool operates as a 
vertical drill press without disturb- 
ing the main bed of the machine; 
has a 0-3 in. depth of cut indicator 
and will drill to the center of a 15- 
in. circle. Plana Centric Tools. 


For more data circle No. 5 on postcard, p. 175 


Clothesline 


This PlymKraft Fibre-White 
clothesline does not absorb moisture 
and its plastic treated surface 





keeps the line clean and dry. It 
does not need frequent tightening 
and is held equally well with plas- 
tic or wooden clothespins. It is 
packed 1 doz. 50-ft. hanks, two 
connecting, to a display carton. 
Plymouth Cordage Co. 


For more data circle No. 6 on postcard, p. 175 
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Decorating Material 


Star Dust Tinsels are for dec- 
orating and trimming holiday ma- 
terials. Package contains metallic 
in five colors, silver, gold, blue, red 
and green, and tube of adhesive 
which has pencil point-type appli- 
cator. Material adds color and glit- 





ter to gift wrappings, gift cards, 
signs, window and mirror trims, 
and can be used also for decora- 
tive touch on lamp shades, cloth 
and sweaters. Twenty-four pack- 
ages are in a display unit. Shef- 
field Bronze Paint Corp. 


For more data circle No. 7 on postcard, p. 175 


Forged Iron Hardware 


This new line of forged iron 
hardware is for use in kitchen, 
living room, den, game room and 
other rooms in the house. It comes 
in black, old copper and Swedish 
iron. Line consists of knobs, 
latches, handles, strap hinges, H 

(Continued on page 172) 


TO HELP YOU 


SELL 





NEW DISPLAYS 
AND OTHER DEALER 
Fee HELPS 





Coffeemaker Offer 
Popularity Pack contains a selec- 

tion of six different models of 

coffeemakers, and includes free a 


SILEX 


COFFEE MAKER HEADQUARTERS 





$3.50 coffee warmer. Value of en- 
tire Pack is $43.25; dealer cost is 
$23.99. Silex Co. 


For more data circle No. 8 on postcard, p. 175 


Metal Key Sign 


Four-color metal sign for lock- 
smiths, saying “We Make the Finest 
Keys,” is available in single or 
double - faced models. Made of 
weatherproof, rustproof steel, sign 
is 36x18 in. It has baked enamel 
finish and is decorated in red, black, 
yellow and silver. Pair of keys is 
embossed on the face to give three 





(Continued on page 198) 
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HARDWARE 
July ” STORE 
We sis SALES 
1953 (Seasonally 
= e ia adjusted) 


$219 (in millions) 


$200 





$190 


Source: Dept. of Commerce 











Hardware Industry 
Shows No Evidence 
Of Business Relapse 


If a business recession is under 
way—as many are warning—it’s 
fortunate for the country’s retail- 
ers that their customers haven’t 
yet become aware of the fact. 

An overall increase of 6 pct in 
retail sales in August belies re- 
cession rumblings. 

Certainly hardware retailers 
haven’t yet felt the constrictions 
of a business reversal, having just 
come through the best summer, 
saleswise, they’ve ever had—about 
6 pet better than in 1952. 

Likewise, hardware wholesalers 
experienced a good season, having 
done 5 pct more volume in the 
summer months than they did in 
1952. 

Also, hardware’ wholesalers’ 
stocks in relation to their sales 
were only fractionally higher at 
the end of the summer than they 
were at the same point in 1952. 

While the volume of sales has 
been most encouraging at all 
levels, there is growing concern 
in the hardware trade over the 
shrinking margins of profit, due to 
creeping business costs. 


14 
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> Retail Sales Higher in August 


p> Instalment Buying Slows Up 


» Big Rise in Personal Income 


Current Business Readjustment is Viewed 
As Healthy Purge of Economic Faults 


The National City Bank notes 
in its monthly business letter that 
current adjustments in the econ- 
omy are wholesome. It is easy to 
assume, says the bank, that on the 
basis of current indications there 
will be some gap between demand 
and supply next year as compared 
with 1953. But, the letter empha- 
sizes, “similar gaps indicated in 
the past, notably just after the 
war, were filled in ways the pessi- 





10% Gain Expected 
In Christmas Sales 


A 10 pct increase in Christmas 
retail trade this year over the 
1952 holiday is predicted by 
Standard Factors Corp., follow- 
ing a survey of 19 chains, 14 
department stores and 3 super- 
markets. 

Retailers surveyed expected in- 
creases to show up in house- 
wares, home appliances, silver- 
ware, men’s furnishings, jewelry, 
lingerie, blouses, skirts and food. 

Suburban stores expect the 
greater part of the predicted 
increase. 











mists never foresaw.” 

The possibility of adjustments 
should not inspire dread, but 
rather optimism, suggests the 
bank. The immense historical 
progress which mankind had made 
in its standard of living can be 
ascribed in the last analysis to 
finding ways to produce and dis- 
tribute better and more cheaply. 

The current adjustment sug- 
gests it will be one where costs 
are lowered and efficiency is im- 
proved—and this means improve- 
ment in the entire economic out- 
look, says the bank. 


Sales Drop in August 
For Big Hardware Firms 


Large hardware firms, operating 
from one to 10 stores, in select- 
ed metropolitan areas, generally 
showed a decline in sales from 
July to August, in the monthly re- 
tail survey of the Bureau of the 
Census. 

Only two counties, Jefferson in 
Alabama and Providence in Rhode 
Island, showed higher sales for 

(Continued on page 230) 
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Plants at: 
Philadelphi 


HARDWAR! 


The year’s biggest news 
in bolt and nut 


merchandising . . . 
RB&W’s 


NE“ Handy-Man 


BOLT and NUT KIT! 


Y 50 bolts, 50 nuts, 8 washers—all bright zinc-plated Yes, it’s the hottest bolt-seller of this 


° P year—or any year—the way this new 
w A big bargain for every home-owner RB&W merchandising “first” is catch- 

















































yy Designed for fast sales to the “Fix-it-Yourself” trade ing on! 
e . e 
| Typical home repair jobs——— 
es Dealers go for the Kit because it... OUTDOOR FURNITURE APPLIANCES AND FIXTURES 
ests 4Wé e Gives shoppers self-service item LAWNMOWERS AND GARDEN EQUIPMENT RECREATION EQUIPMENT 
historical oSeves ime ter dealer ont shopper BICYCLES, WAGONS, OTHER LARGE TOYS 
had _ * Builds bigger unit sales of bolts 
yg can be Ke e e 
. ¢ Sells on sight—from point-of- d d 
alvsis | | *Sopthane play As advertised in 
heaply. ¢ Provides good profit margin Get behind IRHA’s big, nationwide promotion to the multi-billion 
ent sug: dollar Parte now ll market 1 ow 5 LIFE * Pt ne a nana 
| Home-owner for i spread features ‘‘make-it-yourself, fix-it-yourself, do-it-yourself’’ pro- 
noted costs $ go for the Kit . jects for the home. Following pages will feature hardware, tools and 
cy is im- because it... RB&W’s HANDY-MAN kit. Get set to tie in with this big promotion 
improve- by ordering a good stock of kits...place self-displaying cartons on your 
omic out- ¢ Contains wide assortment of counters. ..and count up those moneymaking impulse sales—it sells 
needed bolts on sight! ; 
¢ Eliminates frequent shopping trips Shopper s Sell Themselves 
st e Gives them quality items at low Eye-catching self-displaying carton of 10 kits 
° cost does all the selling for you. Just insert panel 
Firms ea with message behind kits and you’re on the 
: way to extra profits. 
operating fastening jobs " 4 
in select- Your RB&W distributor is all set to sup- 
generally . Keeps bolts handy at iy ply this revolutionary new HANDY-MAN 
ion teal all times , S Order Bolt and Nut Kit. Remember—the Oct. 
; (4 5 LIFE will be selling for you, too. That's 
onthly re- \ / your cue to phone or write in your order 
uu of the SiN § OW today. Get quality merchandise in a 
e quality package —and that means 
Berson money in your pocket! 
in Rhode 108 YEARS MAKING STRONG THE THINGS THAT MAKE AMERICA STRONG 


sales for] Piants at: Port Chester, N. Y., Coraopolis, Pa., Rock Falls, Ill., Los Angeles, Calif. Additional sales offices at: 
230) Philadelphia, Pittsburgh, Detroit, Chicago, Dallas, San Francisco. Sales agents at: Portland, Seattle. Distributors 
from coast to coast. 
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"INSECT WIRE SCREENING 








CUSTOMERS LOVE IT. » » because Chase Bronze and 


Chase Alclad Aluminum Insect Wire Screening is quality-built to last, 
to keep its neat appearance through long usage. 


yin 


® 
€ Pip 
€ 











ie Ja) 
see 

















INSECTS HATE IT. » » because it 


resists corrosion for years! Plus . . . each 
wire in Chase screening is double- 
crimped to keep openings square and true. 


DEALERS PUSH IT. » » You'll want 


to stock this screening with the nationally 
advertised Chase name. For your 
convenience, it cuts easily. ..and octagonal 
package stores without waste space, 
can’t roll off shelves. 


@ h d my - P BRASS Bic COPPER The Nation’s Headquarters for Brass & Copper 


Albany T Cleveland Kansas City, Mo. New York San Francisca 
WATERBURY 20, CONNECTICUT © SUBSIDIARY OF KENNECOTT COPPER CORPORATION Atlanta Dallas Los Angeles Philadelphia Seattle 

Baltimore Denver T Milwaukee Pittsburgh Waterbury 

Boston Detroit Minneapolis Providence 

Chicago Houston Newark Rochester T ( T sales 

Cincinnati Indianapolis + New Orleans St. Louis office only) 
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You’ve never seen anything 


os 


\P Big Selling Features — 


like it! 
3 

. \, new “’Quad-Volute” design, 

\ nationally-known motors, 

} bronze impellers, brass ven- 

X turis and nozzles, rotary 


seals, heavy-duty tanks! 


4 


Designed for Volume Sales! 
Two complete “Champion” 
groups (“3 and '2 H.P.) that give 
you the right model for 82% of 
the total jet pump market! 


E A 


A complete line! ‘’‘Champion’’ 
models are available on horizontal 
tanks, with vertical tanks, or you 
can buy the pump alone. 


Compare prices! You'll find the 
“Champion” group is the lowest- 
priced in the field—yet there’s no sacri- 
fice of Rapidayton’s famous quality. 





100% tested! Not just a motor 
“run-in,” not just a “spot test.”’ Every 
unit must meet rigid inspection stand- 
ards ina full pumping test with water 


; & Copper 
San Francisco i 
<= and only 
Waterbury 


T sales 
office only) 
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Convertible —and we mean con- 
vertible. Same ejector works on shal- 
low wells or on deep (4” or larger) 
wells — nothing extra to buy. You 
can get single-pipe models, too. 


Write now for more details 


CHAMPION 


CONVERTIBLE JET PUMP 


THE DAYTON PUMP & MFG. COMPANY 
Dayton 1, Ohio 


o 


dagionw has it! 








HIS 


is 
the 
one 


you’ve 
been 
waiting 
for 





Seymour $mitn 
No. 700 $2995 


RETAIL 


Saves user’s back — he stands as he trims @ 





Reaches hard-to-get at places easily @ Saves 
user's time—it trims as he walks, and pulverizes 
as it cuts. Dual action—Rolls back and forth easily 
on wheels. Readily swings side-to-side to cut 


You've been asking for it! We've been 
spending months in development work, 





designing, testing, re-designing, re-testing— 
and NOW, the Electric Lawn Trimmer 
you can sell in volume because 









the price is right, and 
because you and millions 
of gardeners know the 
name behind it. 





Biggest ever-s= =: 
Seymour Smith => 
Consumer ddvertising - 


campaign will - = = 






Seymour Smitu 


18 


wide swath. 


2 *Powerful, AC-DC 
motor with substantial 
radial thrust ball bear- 
ing. Hardened and 
ground tool steel shaft. 


* Easy one-hand opera- 
tion. Has auxiliary grip 
for two-hand, side-to- 
side operation. 


*Bracket on handle 
for holding up to 100 
feet of cord. 


Written guarantee with every machine. Also available - 
50 ft. rubber covered cord extensions—the 700-C. 


* EXCLUSIVE 
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Slip-clutch protects 
cutter knife and motor 
from damage by ob- 
structions. 


Cutter knife can be 
file-sharpened without 
removal. Easily re- 
placed. 


Colorful sales card 
packed with each trim- 
mer. Envelope stuffers, 
ad mats also available. 








bec 
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Tough, long-lasting 
screen wire of 
Alcoa’ Alclad Aluminum 
meets Federal specifi- 
cations. It is woven 
to the most rigid 
standards of quality by 
these leading screen 
weavers. 


Alabama Wire Co., Inc. 
American Wire Fabrics Corp. 
Chase Brass & Copper Co. 
Clinton Wire Cloth Co. 


Cyclone Fence Division 
(American Steel & Wire Co.) 


Dixie Screen & Wire Products Co. 
Gilbert & Bennett Mfg. Co. 


Hanover Wire Cloth Div. 
(Continental Copper Steel 
Industries, Inc.) 


Heilig Bros. Co., Inc. 

The C. O. Jelliff Mfg. Company 
Keystone Wire Cloth Co. 

New York Wire Cloth Co. 

Pacific Wire Products Co., Inc. 
Pennwoven, Inc. 

Phifer Aluminum Screen Company 


Reynolds Wire Division 
(National-Standard Co.) 


Southern Aluminum Cloth Company, 
Incorporated 


Spargo Wire Company, Inc. 
Standard Wire Cloth & Screen Co. 


Wickwire Brothers, Inc. 


ALUMINUM COMPANY OF AMERICA 
1922-K Alcoa Building, Pittsburgh 19, Penna. 


(ALCOA) 


Alcoa | 
Aluminum 


ALUMINUM COMPANY OF AMERICA 
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The Feature Every Mower Buyer Wants 





Sells the Cream of the Mower Market 


Now you can give power mower buyers exactly what 
they’ve wanted for years—a reel-type power mower 
that cuts dandelions, plantain, buckhorn, and other 
lawn-marring weeds as short and smooth as the 
grass itself! 

The Moto-Mower Weed-Topper, a sickle bar 
placed just ahead of the reel—cuts the tops off all 
stem-type weeds and grasses, actually pre-mows the 
lawn, so that the reel blades can do the clean, 
smooth finishing job of cutting for which the reel- 
type mower is famous. 

You can absolutely guarantee this two-in-one 


Moto-Mower with the Weed-Topper feature to do the 


THE MOTO-MOWER COMPANY =. 





4600 Woodward Avenue -: 


cleanest, smoothest job of any mower on the market! 

This combination of the sickle bar and reel is an 
exclusive and patented Moto-Mower feature, and is 
available only on Moto-Mower power lawn mowers. 

The Moto-Mower Weed-Topper story is the top 
mower news for 1954—it will be told to millions 
of power mower prospects in 1954 through powerful 
and consistent national advertising, localized adver- 
tising, point-of-sale displays, and colorful descriptive 
literature. The Moto-Mower line for 1954 offers 
a complete range of sizes and prices in both reel- 
type and rotary-type models. Get complete informa- 
Moto-Mower line 


tion about the from your 


hardware wholesaler. 


Detroit 1, Mich- 

















YOU CAN COUNT ON PLYMOUTH 


To come up with 





rrawniven 2 ea 


Exclusive new design! The finest sprinkler on 
the market! Mounted on self-selling display for 
quick, profitable sales. Convenient carrying 
handle for extra consumer appeal. deiantintiiieslede 
unserews for quick 
flushing or attaching 


®@ Copyrighted design @ Extruded Vinylite 28 
exclusive with Plymouth for extra strength odditional lengths. 
® Sparkling transparent green 
Suggested Retail 25 ft. $3.75 


Worthmor, 1 


BRAN D NE W 


® Always lies flat @ Gives even gentle spray 


Green side up for sprinkling; red side up for 
soaking. Has special clamp for quick, easy 
flushing or for adding extra lengths. Top qual- 
ity priced for volume sales. Attractive display 
Attractively packaged. 


ackage. ct Pee 
p G fe El ages Lightweight and conven- 


®@ Electronically led for ® Sprinkler holes ient to carry. 


greater durability electronically punctured 
© Lightweight and flexible for extra strength 


Suggested Retail 25 ft. $2.98 





Also ask your jobber for the 


PLYMOUTH /xydce GARDEN HOSE LINE 








NUE 09h erable Pasi. tutwears hubber i /= 5 
o> 25 Feet 4 * 


PLYMOUTH Featherweight 3 A 
100% Vinylite Garden Hose 7 a) : 
In Opaque and Transparent m7 AY 


WORTHMORE Featherweight 
100% Vinylite Garden Hose Solid machined brass reattach- 


able couplings can be quickly 
In Opaque and Transparent and easily reattached with a 
screw driver. Designed exclu- 


man Ong sively for plastic hose. 


Mounted on dis- 
play card and 

k i : 
$’Guarasined by > Shield — a = 
Good Housekeeping ee peering aid 


* 
Seeras Aoveanisto WOES 





Originators of Plastic Garden Hose 


— RUBBER COMPANY, Inc., Canton, Mass. 
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IWARWOOD 


FORGED STEEL TOOLS 








THE COMPLETE LINE 


Warwood makes the complete forged 
tool line backed by 100 years experi- 


ence in production of steel tools. 


By ordering from one source... 
— WARWOOD 
you will distribute the best in design, 
quality, and finish in addition to mak- 
ing a real saving in office work, freight 
and warehousing costs. 
TOOLS FOR: 
GENERAL CONSTRUCTION 
AGRICULTURE and GARDENING 


MINING and INDUSTRY 
RAILROAD TRACK MAINTENANCE 


—= 
CPPS 


PROTECTIVE PACKAGING SINCE 1854 
on we 





Sea a hae 





WARWOOD TOOL COMPANY, Wheeling, West Virginia 





NEW- COLORFUL: STURDY | ... 


Te 





FAC 


Compactly designed to help you 
sell high-quality Hodell Chains 
more rapidly and profitably 





Get ready to sell more chain with this eye-catching 
new Hodell Chain Merchandiser. Ask your jobber 
for it. 

This modern Chain Merchandiser with its well- 
balanced chain assortments stops store traffic and 
constantly reminds your customers that you have the 
dependable chain they need. 

The Chain Merchandiser requires less than two 
square feet of floor space. It is sturdily built of tubular 
steel and brightly finished in red and yellow enamel, 
and available with your own choice of two fast-selling 
chain assortments. 

Your jobber can give you full details on the Hodell 
Chain Merchandiser and chain assortments . . , de- 
signed for bigger chain profits for you...or write 
directly to us for the illustrated three-color folder that 
contains full information. 


HODELL CHAIN COMPANY 
Cleveland 3, Ohio 
Div. of The National Screw & Mfg. Co. 





THREE ¢ 


In addition 
BOY _ illust 


FASTENERS && } HODELL cue of CHESTER HOISTS Model ou 
gines; 21 
engine. 
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the COLD FACTS 
about the HOTTEST MOWER 
en the market 


ALUMINUM 


“TRWU-BU 


FACT NUMBER ONE... New Features 


“Pulverator” leaf mulcher. Easy to install and ready to pulverize 
leaves in a matter of minutes. Sound-Silencer Muffler makes the 
LAWN-BOY the quietest 2-cycle mower on the market. Quick 
Disconnecting Handle attaches and detaches in seconds. Gives 





extra yards of storage space in cellars or garages yet it gives 
absolute, controlled safety. 





FACT NUMBER Two e e e More Features 


Add the new features above to the ones that made the LAWN-BOY America’s most 
modern lawnmower and you've got a mower you can sell with pride. The LAWN-BOY 
trims closer. It won't scalp. It’s all aluminum alloy construction and it’s simple to 
operate. The Iron Horse engine is designed and built exclusively for lawnmowers. 
What's more, the LAWN-BOY cuts any height grass and it cuts it with ease. Compare 







these features against those of any other mower on the market. 


FACT NUMBER THREE... 


1954 Promotion Most Complete in Lawnmower History 


Here are the facts! A 4-color 2-page spread in LIFE magazine for the second 
year, and 23 other ads in SATURDAY EVENING POST, BETTER HOMES AND 
GARDENS, AMERICAN HOME, PATHFINDER and FARM JOURNAL. In addition, 
every “key dealer” will be listed in a newspaper ad in his area at no cost to 
him. Next time you hear about advertising support, get the facts . . . then com- 
pare! You'll see why the LAWN-BOY is the best known lawnmower in America. 


PULVERATOR SOUND SILENCER MUFFLER 
The blade picks up leaves, This new muffler makes the 
inds them, a whirls the LAWN-BOY the quietest 2-cycle 
the expanded mower on the market, because 
metal grill e they‘re grated of its low sound level. You can 
to bits, then ejects the tiny frag- hardly hear it across the street. 
ments re a> the lawn It’s die-cast as an integral part 
th Pat een chute. of the housing so it cuts out 


squeaks and rattles . . . elimi- 


It's easy Pe install, easy to 
nates vibration noises. 


remove, And once retail store 
~ * ai try it... they're 
so 





AVAILABLE THROUGH WHOLESALERS FROM COAST TO COAST 
THREE OTHER MODELS RPM MANUFACTURING COMPANY 


In addition to the pe Sac - — 


ace illustrated Lamar, Missouri 

Is include a aim inch Be Bs world’s largest ae of Rotary Power Mowers 
- 18 inch economy model and a : A Subsidiary of Outboard, Marine & Manufacturing Company 
17 inch electric model. 18 inch Makers of Johnson & Evinrude Outboard Motors 
models oyueeed with 2-cycle en- gp teg gee ae ond ame in Canada by 
gines; 21 model with a 4-cycle ‘ Outboerd, Morine & Manufactur 7 &. Co., of Coneda, Ltd. 
engine. Peterborough, 
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Here’s your 54 sales story on the 





1953 established SUPPLEX as the fastest selling Sprinkler 
on the market. 

® Millions of satisfied users told their neighbors about SUPPLEX. 
And this built-up demand will pick up right where it left off, zoom- 
ing sales over your counter right from the start of the season. 


SUI ‘s Make the SUPPLEX success story of 1954 your sales success too! 





Be sure you're well stocked with SUPPLEX! 





* 


SPRINKLER fan, 


TRIPLE TUBE * ON A REEL 


hive 


ATTRACTIVE 
PACKAGING 


SUPPLEX has pio- 
neered in bringing 
watering equipment 
up front in your store. 
The tell-all story on 
this new display pack- 
age sells SUPPLEX for 
you. 





SUPPLEX is THE SPRINKLER 
packaged on a handy reel for 
easy storage and longer life. 
It will not rot, rust, or mildew, 
even when stored wet. 




































PATENTED* 


TRIPLE TUBE construction 


The SUPPLEX SPRINKLER is a seamless 
triple tube of strong, extruded vinyl. Be- 
cause it is a triple tube, it’s wider than 
it is high! It must always lie flat and 
spray upward only, even when curved - 
around irregular areas or up and down 
grades. Beware of Single Tube Sprink- 
lers: They roll and twist uncontrollably 
in use, and spray in all directions. Be- 
cause of the downward jets, such sprink- 
lers cover less width (square footage) 
for a given length, and may damage 
lawns. Only the TRIPLE-TUBED SUPPLEX 
provides 
POSITIVE LAWN PROTECTION 


* Manufactured under U. S. Pat. No. 2,621,075 
Otner Pats. Pend. 


FLUSH-OUT CLAMP CONSISTENT NATIONAL ADVERTISING 

in Magazines, Newspaper Garden Sections, Radio and Television 
Since silt, mud, or pipe scale cannot cling to 
the mirror smooth walls, such impurities may AGGRESSIVE MERCHANDISING 
collect at the very end of the Sprinkler, and FREE REELS 


can be removed through the flush-out clamp. 
SUPPLEX SERVICE KITS will be available to ATTRACTIVE DISPLAY PACKAGING 


easily mend tears by lawnmowers, sharp tools, DEALER AIDS 
or similar accidental damage, and for tailor- Mats, Window Streamers, and Envelope Stuffers 


made sprinkler lengths. 
TELEVISION FILMS 

















Suggested retail 


MODEL # 600 $ 9 8 
25 foot length covers a rectangular area 
25 ft. long by 25 ft. wide (625 sq. ft.) 

with STORAGE REEL 













Suggested retail 


4 98 MODEL #1000 
50 foot length covers a rectangular area 
50 ft. long by 20 ft. wide (1000 sq. ft.) 


with STORAGE REEL 
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Here’s your 54 sales story on the 











SUPPLEX Mas 
GARDEN HOSE WAY_4 


10 YEAR GUARANTEE 


Here’s real aggressive merchandising . . . 
selling Garden Hose on a FREE REEL! 


Every gardener wants a good reel: You’re 
giving your customer what he wants when FREE REEL + 
you sell SUPPLEX HOSE ON A REEL! * 









CAN BE SHUT OFF AT THE NOZZLE 
AND LEFT UNDER FULL PRESSURE IN 
HOTTEST SUMMER SUN FOR DAYS! 


It’s this rugged construction that makes SUPPLEX 
outlast its guarantee, a guarantee that brings 
» SUPPLEX cost per year below that of inferior hoses! 











RE \ 
lil. CITT Re > 


Solid machined brass. Locked-tight seal assures 
increased coupling grip as water pressure in- 
creases. Leaky couplings or accidentally damaged 
hose can easily be repaired at home. Soules its 
of reattachable male and female couplings avail- 
able to splice hose or for tailor-made lengths. 


SUPPLEX 50 FT. STANDARD suggested retail 9895 WITH REEL Fa 


SUPPLEX CORPORATION =? oflsssow 


Division of Industrial Synthetics Corporation 





GARWOOD, NEW JERSEY 


Manufacturers of SUPPLEX FLEXIBLE SPRINKLERS 
and SUPPLEX REINFORCED GARDEN HOSE 
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2 Outstanding KoZazy Power Mowers 
Priced to Sell on Sight! 


Here are the two “best buys” of the coming selling 
season and the most impressive values in power 
mowers since Heineke led the way in pricing power 
mowers for the mass market. Compare either of these 
power mowers, feature by feature, with any other 
brand and you'll be convinced EXCELLO is your best 
buy for volume sales and volume profits in 1954. 
Write today for complete details! 






Model 
214 


Self-propelled through front wheels. Cast 
aluminum shroud for light weight and 
maximum safety! Rear discharge chute 
to expel clippings evenly! 2 H.P. Briggs 
& Stratton engine. Every wanted feature 
built into this superb power mower! 


Model 
i184 


18” ROTARY 





Has many outstanding features of the 21” 
model including cast aluminum shroud, 
rear discharge chute, 8” aluminum wheels, 
floating tubular steel handle. 1.6 H.P. 
Briggs & Stratton engine. A quality power 
mower throughout! 
















It All Adds Up to MORE SALES, MORE PROFITS in ’54 
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America’s Most Popular Power Mower... the 
7 EXCELLO Heavy Duty Model 52I 









fast turnover, quick profits. 


@ 1.6 H.P. Briggs & Stratton Engine @ Full 
21” Cutting Width e Positive Action Clutch 
® Finest Quality Materials Throughout 








New 4-color National Magazine Advertising 


Full-page, 4-color ads in Life, Saturday Evening Post and Better Homes and 
Gardens will tell the EXCELLO power mower story to practically every home owner 
in the country this year. 5 other leading national magazines will carry supporting 
ads through the selling season. With the coming of Spring, gardeners in your 
community will go shopping for the new EXCELLO rotaries or one of the familiar 
EXCELLO lightweight or reel models “as advertised” in LIFE 
...the POST... BETTER HOMES. Get lined up now to 
cash in on yoyr share of this business sent to you 
by these important publications. 






Show EXCELLO with Pride... 
Sell EXCELLO with Confidence 


EINEKE & COMPANY 


% Since 1902 





Springfield, Illinois 


AS 
ne flud 2 Lightweight Rotary and 2 Reel 
Models to Help You Cover the Market 


— ee 


\, — 
2 Cycle Ny Electric 18” Reel 24” Reel 
Rotary Mower ‘ Rotary Mower Power Mower Power Mower 
Model 318-GR \ Model 183-ER Model 518 Model 524 





in 18” lightweight rotary power An 18” pusn-button controlled A sturdy, easily operated power 


has an enviable record of year-after-year trouble-free service... 
is easy to handle...and is priced just right. Your customers 


will be glad to recommend it .. . you will like the easy sales, 


=», 





A deluxe, heavy duty power 


It’s the power mower everyone likes! Cuts grass like magic... 


ee 


sy, 
— 
Ke 
— — 






Nation-Wide Service 
Eliminates Dealer Headaches 


In addition to new merchandise, new ad- 
vertising and an expanded line broad 
enough to help you clinch every sale, 
Heineke & Company, through a recently 
established group of authorized service 
dealers, frees you completely from service 
headaches ... permits you and your sales- 
men to spend all their time selling. This is 
just One more reason why you make more 
sales...more profits... with EXCELLO. 


~~ 













Year ‘Round 
Radio and TV 
Support 


EXCELLO power mowers are 
given away each week on 
‘“*‘Ladies Fair,’’ ‘‘Welcome 
Travelers’’ and the ‘“‘Bob 
Crosby Show,” as well as on 
a variety of other shows. Mil- 
lions of listeners hear these 
radio and TV shows each 
week...hear and see the 
mame EXCELLO...are being 





Power, Extremely maneuverable 
bd *conomical to operate! Cut- 
disc, fully enclosed, has 4 
er knives of tough onyx spring 
Peel, Multiple cutting heights. 
eversible handle for mowing in 
direction. 





It’s a Promise’’... from EXCELLO...The Trouble-free Line 


power mower for the small lawn. 
Plugs into any 115 volt, 60 cycle 
A.C. power outlet. Fully enclosed 
cutting disc with 4 cutter knives of 
tough onyx spring steel. Multiple 
cutting heights. Reversible handle 
for two-way mowing. 


mower for small to medium size 
lawns. Very maneuverable. Light 
and easy to handle... fine for 
women, Full 18” cutting width. 
1.1 H.P, B & S 4-cycle engine. 


mower for lawns up to estate size, 
124” dual wheels and dual idler 
pulley clutch. Precision built 
throughout. Full 24” cutting width. 
2 H.P.B & S 4-cycle engine. 





conditioned to demand EX- 
CELLO when they buy a power 
mower! 


































John Bean Division of Food Machinery and 
Chemical Corporation in Lansing, Michigan 
has recently announced to the trade the addi- 
tion of a complete line of small, garden and 
home type sprayers. 


Although John Bean has been in the sprayer 
field since 1883, this is their first venture into 
such small spraying units. Last year they did 
present two high pressure power sprayers — 
the Spray-Pal and the Spartan, which were 
termed the first such sprayers designed to fit 
the homeowner's pocketbook. 


The addition of the new hand and compressed 
air sprayers completes the John Bean small 
sprayer line and offers the wholesaler and 
retailer an opportunity to sell products backed 
by the reputation and experience of over 70 
years in the sprayer field. 


For more information on any of the units or 
on the complete line of products write to Dept. 
200, John Bean, Lansing 4, Michigan. 





SS a 
odel 1060 3 qt. continuous sprayer, Model 1050 24 oz. continuous sprayer, Model 1065 1 qt. continuous sprayer, Model 1070 1 qt. intermittent sprot 
xavy tin plate, brass nozzle. graduated glass jar, brass nozzle. heavy tin plate, brass nozzle. heavy tin plate. Locked soldered se 






oo 


Ndest Power Sprayer Manufacturer in U. §; 
Introduces Complete Line of Garden Sprayers 








ABOVE: The John Bean Spartan — 3 G.P.M. at 300 Ibs. pressure — 15 or 25 gal. 
capacity — gasoline engine or electric power. 





LEFT: The John Bean Spray-Pal — 200 lbs. pressure — 5 gal. capacity — stores 
in 242 sq. ft. — gasoline engine or electric power. 


A. Model 1000 large opening tank sprayer. 334 gal. cap. galvanized tank. Seamless 
brass pump and brass angle nozzle. 


B. Model 1005 3! gal. galvanized tank with attached funnel. Seamless brass pum 
and brass discharge valve. 


C. Model 1010 has 11 gal. galvanized tank. Seamless brass pump and adjustable 
brass nozzle. 
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Wherever People 


Wek and Play 


They're Buying 


GLEASON WHEELS 
Like These! 












Semi-Pneumatic Tires have proved to be the Best Selling 
Wheels for the Hardware Trade. The biggest volume of 
Semi-Pneumatic Tires are made in these sizes. Millions of 
wheels in these sizes are purchased annually by Equipment 
Manufacturers. 


Sell The Proved 5 Best Sellers! 


They are in the vital load carrying range of 60 to 250 Ibs. 
per wheel... for Rotary Mowers, Garden Tractor Accessories, 
Caddy Carts, Garden Furniture and other portable equip- 
ment. An investment of less than $55.00 gives you as well. 
rounded and profitable a Wheel Department as your largest 
competitor . . . all 5 popular sizes in a total stock of only 
23 wheels, 


GLEASON 521 Wheel Deal—Sells Them for You 
(5 Sizes — 23 Wheels) 

Your customers See ‘em, Spin ‘em, Buy ‘em. Wheel Deal 

Display provides Maximum Display Punch in Minimum 

Space . . . Maximum Profit with Minimum 

Effort. Mail the coupon NOW. 





GLEASON®CORP. 


6511 W. State Street, Milwaukee 13, Wis. * 


Please send us All The Facts on \) \S 
the 521 Gleason Wheel Deal. Jove 





Address alirieepneteiiihcitinesiatitibdaliaisicien iia: Ea) are ; 


Pa 
eee ee ee ee 


City State. coscecnsessssneestasusamecsoessseceseceass 
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Merchandising 
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v Lawn Fence and Gales 
Straight, parallel wires . . . even picket 
tops... anda durable galvanized finish 
make Cyclone a better-looking, longer- 
lasting fence. It is available in both 
woven and welded styles . . . single-loop 
and double-loop construction . . . in 
heights of 36, 42 and 48 inches. And 
there’s a complete line of matching Gates, 
as well as Flower Bed Border (16” and 22” 


high) and Trellis (18”’, 24”, 30” wide). 


32 


“Your customers will 


iy 


v Hardware Cloth 


Cyclone Hardware Cloth is recognized as 
the top-quality woven cloth with its flat 
welded selvage that fits snugly under 
moldings and is easy to weld to steel. 
Wires are straight and even and heavy 
galvanizing helps assure long life. It is 
manufactured in 2 x 2,3 x 3, 4x 4 and 
8 x 8 mesh sizes, as well as 34” and 54” 
heavy grades. . . in 24, 30, 36 and 48-inch 
widths. Complies with all requirements 


of Commercial Standard CS-132-46. 


v Insect Wire Screening 


The firm, even mesh and lasting good 
looks of Cyclone Insect Wire Screening 
mean a good job every time it’s used. And 
customers have a choice of three ma- 
terials — Galvanized Steel, Bronze and 
Aluminum. It is offered in standard 
18 x 14 mesh...in 24, 26, 28, 30, 32, 34, 36, 
42 and 48-inch widths. Complies with all 
requirements of Commercial Standard 


CS-138-49. 
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find what they want 
in the complete line of 


Cyclone Hardware Products 


HIs is the time of the year that home- 
‘fa are thinking about property im- 
provement ... they’re getting ready for jobs 
like erecting a fence, repairing window and 
door screens, cleaning up the yard, and simi- 
lar tasks. And, as a result, it’s the season for 
special sales effort on Cyclone “Red Tag” 
Hardware Products. 

When you handle these Cyclone Hardware 





v Catch-all Baskets 


It’s easy to see why Cyclone Catch-Alls have 
been called “the biggest basket value on the 
market today.” They hold nearly three bushels 
of waste. The close mesh, heavy wires and cir- 
cular shape make this a basket that will last and 
last. The raised bottom permits ample draft for 
complete combustion. 


U-S*S CYCLONE ‘e?7 HARDWARE PRODUCTS 


Products, you have just what your customers 
want. They include complete lines of woven 
and welded Lawn Fence, Flower Bed Border, 
Trellis, Lawn and Farm Gates . . . Insect 
Wire Screening in Galvanized Steel, Bronze 
and Aluminum . . . Hardware Cloth woven 
with the exclusive welded selvage . .. and the 
big-value Cyclone Catch-All Basket. 

Every one of these products bears the fa- 
miliar Cyclone “Red Tag” label that cus- 
tomers recognize as a symbol of top quality 
in hardware products. It’s like having an 
extra salesman on your floor. 

Check your stocks today and fill in any 
gaps from your jobber at once. Then you'll 
be ready to cash in on the big demand for 
Cyclone Hardware Products. It’s a demand 
that’s hitting its peak in the next few weeks 
but you'll find it will stay at a high level all 
through the year. 


CYCLONE FENCE DEPT. 

AMERICAN STEEL & WIRE DIVISION 
UNITED STATES STEEL CORPORATION 
WAUKEGAN, ILLINOIS SALES OFFICES COAST-TO-COAST 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


H 
ARDWARE CLory CATCH-ALL 8 


INSECT WIRE SCREENING 





ASKETS 


" 
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Turnover and profit on the sale of 
galvanized ware are yours when 
you stock and display the J&L line. 
People know the J&L name—they have 
confidence in its reputation for quality 
and sturdy service. They buy it 

when they see it in your store. 


J&L Ware is priced to cover the 

big volume market . . . and yield a healthy profit 
to every hardware dealer. Your local 

Hardware Jobber can provide you 

with complete information concerning prices and 
deliveries. Call him today—get those 

extra profits with J&L Ware now. 


JONES & LAUGHLIN STEEL CORPORATION 


Container Division 
NEW YORK 17, NEW YORK 
Galvanized Ware Plants: Toledo, Ohio, and 
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Atlanta, Georgia 

































from DUBLIN, GA. => 


LOVETT & THORPE HARDWARE CO. 
tell us that the Dublin Country Club was 
done in Kay-Tite four years ago and 
“would make a good advertisement.” 


from MARION, S. C.—W. LEE FLOWERS & CO. write: 


“We handle this item strictly on a jobbing basis and have only sold Kay-Tite to building 
material, hardware and general merchandise stores for resale. 

“The largest account we have on Kay-Tite is Pee Dee Building Industries, Marion, S. C. The 
writer has just talked with their Mr. Jones and finds that they have two (2) large buildings painted 
with Kay-Tite over concrete block. They also sold Clark’s Tobacco Warehouse, Mullins, S. C., and 
six (6) houses in a row on Jacee Terrace here in Marion.” 


< from HOLYOKE, MASS. 


J. RUSSELL & COMPANY reports: 


“We have had nothing but good reports on its use 
and we find an increase in sales for it all the time. 

“We used some here in our own plant in our boiler 
room where there was a seepage and it has worked very, 
very well.” 





KAY-TITE applied in boiler room 


from MAPLEWOOD,N.J. => 


MAPLEWOOD STONE & SLATE CO. sells to some out- 


standing home builders and developers: 
BRUNARD HOMES, Pearl River, N. J. 


ELMER HARRING & CO., Chatham, N. J. 
SHORE MANOR HOMES, Spring Lake Heights, N. J. 





KAY-TITE applied to inside of cellar walls 


YOU, TOO, ARE INVITED TO GET A PROFITABLE SHARE OF KAY-TITE... 
WRITE FOR FACTS and PRICES 

TE PROTECTS MASONRY "Sr. 

ST WATER SEEPAGE: - - 


tela 

















WEST ORANGE ° 


ELEVEN FAR WESTERN STATES CONTACT KAY- 
1717 WESTLAKE AVENUE, NORTH, SEATTLE 9, 
More than 20 years of satisfactory 5 rte 


BRICK . STUCCO 
CINDER BLOCK 
ROUGH MASONRY 
UNGLAZED TILE 
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Permite P 
No other paint can mak 


“Permium” is our name for the secret stabilizing ingredient in the Permite vehicle 
carrying the 99+% pure aluminum pigment. Because of this secret ingredient in 
the vehicle—EXCLUSIVE WITH PERMITE—our Aluminum Paints positively will 
not lose color nor deteriorate with age, whether or not the can has been opened. 
The vehicle makes the difference! 

Permite leafs faster, too! Thus more layers of overlapping aluminum pigment reach 
the surface of the vehicle as the paint is applied. Result, a heavier coating of alu- 
minum for greater brilliance and longer lasting protection. 

No wonder Permite, the first aluminum paint line scientifically developed in com- 
pletely ready-mixed form, is preferred by Industry, by Painting Contractors and 
by Home Users! 

Yet, for all of their advantages, Permite Aluminum Paints are priced competitively 
and the profit margin is good. Write today for prices and details of the Permite 
Aluminum Paint franchise. 


ALUMINUM INDUSTRIES, Inc., Cincinnati 25, Ohio - + Paint and Varnish Division 
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\ a j KNIVES 


The HYDE BHE 
Series of Super Hy- 









\ dex Flexible Steel 

: Taping Knives all 

have heavy brass 

heads on handles as 

illustrated below. 

BRASS HEAD SERVES 
AS HAMMER TO 
DRIVE IN NAILS AND 


OBSTRUCTIONS ON 
THE JOB. 





HYDE 
HELPS YOU SELL 
MORE GLASS CUTTERS 


Place on a counter a self-serve dis- 
hed play of Hyde precision cutters in four 
: attractive assorted colors. Customers 
will just naturally reach for the colored Glass 
Cutters first—they’ll notice the perfect balance, 
the keen cutting wheel—no wobble—no unsteadi- 
ness—tungsten alloy steel revolves on a brass 
bearing for smooth rotation. Made by Hyde. 





DELUXE BLACK AND SILVER PUTTY KNIVES 
Es.) AND SCRAPERS 


The best money can 
buy for discrim- 
inating buyers 
and craftsmen, 


Super Hydex Steel. Heavy 
Gauge. Individually Ground. 
Steel Clear Through Handle. 
Tough Plastic Handle. Priced 
right for the trade. 

40% Dealer Net Profit. 


SE 





SPEEDSTER — 
THE NAME FOR PAINT 
AND WOOD SCRAPERS 


Hyde Speedster Scrapers are 
vibration free, eliminate 
chatter marks, leave a smooth 
uniform finish. Different 
sizes for all types of scraper 
requirements such as; floors, 
stairs, cabinets, boats, etc. 
Simple wing nut makes 
blades easy to change and 
permits scraping in corners 
as shown below. 








BLUE DIAMOND PUTTY 
KNIVES AND SCRAPERS — 
FAMOUS BEST SELLERS 

FOR HOME REPAIR 
E) CUSTOMERS » HIGH QUALITY 
LOW COST LINE. 


The most attractive 

line of Putty Knives 

and Scrapers on the 
market today. 





Eye and Buy Appeal. High Car- 
bon Steel. Mirror Finish. Tough 
Plastic Handle. Cobalt Biue Color. 
Popular Prices. 

40% Dealer Net Profit. 


SHATTER-PROOF 
PLASTIC HANDLE 


HYDE 








LINOLEUM, VINYL TILE 
AND ROOFING KNIVES 


Hyde Linoleum and Roofing 
Knives are noted for their out- 
standing features. They cut 
faster, last longer and give 
utmost satisfaction to the 
craftsmen. Available in many 
different blade styles and sizes. 
See these Knives illustrated in 
the new Hyde Catalog. 


ORDER ALL HYDE TOOLS 
FROM YOUR JOBBER 





MANUFACTURING CO., SOUTHBRIDGE, MASS., U.S. A. 





NEW HYDE 
SALES 
MERCHANDISERS 
SELL TOOLS 
FASTER! 






NEW No. 903 
Full 40% Profit 


Here is America’s most 
beautiful and fastest 
selling home repair tool 
combination on the 
market today. 





NEW No. 8 
Full 40% Profit 


This new Sales Mer- 
chandiser shows the use 
of each Hyde Speedster 
paint and wood scraper. 





NEW No. 7B 
Full 40% Profit 


This beautiful self-serve 
unit makes Hyde Black 
and Silver tools stand 
out like jewels. 


f ted 









Write For This 
New Catalog 


QUALITY HOME REPAIR AND PROFESSIONAL TOOLS SINCE 1875 
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LIQUEFIED 





WITH 


DISPOSABLE FUEL TANK 



















e@ A really fine tool of superior quality ... e Has wide-range positive-control flame 
complete with all-brass burner and fittings. adjustment for varying job requirements. 

@ Lights instantly ... is handy, clean, easy e Compact in size... fits conveniently in 
to use. tool box or pocket. 

e@ A year-round seller . . . ideal for solder- @ Operates within a wide range of tem- 


ing, light brazing, many other uses in the peratures ... burns in any position. 












home, at the shop, for hobbycraft @ Complete with pressure relief valve. 

work, _ , : @ Special accessories available (as illus- 
® No filling required ... entire fuel tank trated below) to do more jobs... 

is replaced as needed (which means easier, better, faster. 

steady repeat business for you). e Tested, sales-proved merchandising aids 
em, On coprewes heavy-gauge large-dia- free on request... display cards, win- 

meter tank designed for greater stability, dow streamers, newspaper ad mats, 

easier handling. electros, etc. ~~ 


Display Packaged / 
$695 eeeoine 
As illustrated, every Turner No. LP500 


Torch comes individually packaged in 
COMPLETE bright red and blue die-cut counter 
display box at no extra charge to you. 
Eye-catching . . . informative (tells a 
complete sales story) ... a “natural” 
for effective counter merchandising 
either singly or in mass display. 





e 
REPLACEMENT FUEL TANK 





om ‘e ie y ia 


THE TURNER BRASS WORKS + SYCAMORE, ILLINOIS + SINCE 1871 
39 
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The most 
modern idea 


TMA 


brushes 





The hottest 
idea in 
paint 


ERS 
rollers ALL-PURPOSE PAINT ROLL 








New WOOSTER DECO-MART sells brushes, rollers and related items ~ New Rc 


Brand new! This modern wire rack dis- 
play has a stock of 66 Wooster nylon 
varnish and wall brushes, 12 packaged 
combinations of roller and tray, 6 single 
rollers, and 12 replacement covers. All 
brushes are of Multiflag construction— 
all roller covers are the new FABRIC 
“X”’. Shelf space accommodates two open 


er 


an 
bia 
— 
pat 


roller-and-tray units, or paint cans and 
other merchandise that you may wish to 
display. No extra charge for wire rack. 
A natural for displaying brush and roller 
merchandise in a minimum of space. 
Place your order now with the Wooster 
distributor for Catalog Number 3904... 
then watch brush and roller sales soar! 





Cash in on the ““DO-IT-YOURSELF” decorator market 
with this modern merchandiser Retail Valu: 


Flaw lhis | 
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od 
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sell more brushes and rollers 


Look at this photo of the working ends of two brushes, 
seen through a plate of glass! On the left is an ordinary 
nylon brush. On the right is a Wooster Multiflag 
Nylon Brush . . . produced by the sensational and ex- 













































clusive new process perfected by Wooster . . . with as 
many as five or six tapered and buffed flags on each 
filament. 


You can actually see the abundance of many, finely- 
tipped flags, usually found only on Chinese bristle. 
Each of these hundreds of minute flagged ends does 
its job smoothly. Combined, they give more and better 
mass coverage. That means better painting than ever 

. - smooth-working paint brushes that appeal to 
your customers! 

Only in Wooster Brushes can they get genuine 
Multiflag construction . .. the result of years of ex- 
perience and continuing research with nylon. Make 
sure your distributor knows you want Wooster Mu/ti- 
flag Nylon Brushes on your very next order! 








Here at last are truly all-purpose paint applicators . . ; 
Wooster FABRIC “X” Paint Rollers that apply all 
paints, enamels, varnishes, and even shellacs! 

Out of scientific experimentation with famous textile 
mills, followed by long testing, Wooster has perfected 
the FABRIC “X” miracle cover. The nap is long 
enough to carry a good load, yet short enough and 
resilient enough to lay a smooth coat. An exclusive 
new adhesive, binding fabric to core, now permits 
painting with all materials and cleaning in any sol- 
vents without damage to the roller cover. 

Covers are changeable, low in cost. Rollers also fea- 
ture the snap-off, snap-on end caps that permit quick, 
easy cover Changeovers without painty fingers. 

Now, you can sell one type of all-purpose paint 
rollers instead of stocking many types for various 
paints. Ask your distributor for details on the new 
Wooster FABRIC “X” Paint Rollers! 


WOOSTER 


4-piece Wooster FABRIC 
“X” All-Purpose Painting 
























d Kit includes big roller, small 

* trim roller, angular sash Fine brushes and painting ® 
<. brush... all in metal tray. 2 
or Suggested dealer cost of ' 

: 62d dieu 40% desler tools for over 100 years! 


gross profit. Order Catalog 
No. R-900. 










THE 


WoosTER Now | 


BRUSH COMPANY NATIONALLY 
ADVERTISED 


SPECIAL 
FOR FALL 
PROMOTIONS 
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PAINTER PETE SAYS: 
SS Mow...2-Coats-a-Day Painting 
chilly wih 20-M VINYL 
Ae SEALER and PRIMER” | 









se eiggeony “4 . , ag onenege veanevennnens 5 nager 


) 
i 4 Amazing, New COOK & DUNN Finish 
Dries Hard in 20 Minutes! 


One of the most versatile paint products ever developed for both 
Master Painters and Amateurs, 20-M Vinyl Sealer and Primer: 


@ Can be used with one-coat coverage @ When mixed with spachtle ... can be 
over porous, highly alkaline surfaces, sanded in one hour. 
and hot plaster. @ Has a spreading rate of 450 sq. ft. 
@ Is an excellent high-hiding, quick- per gallon. 
drying sealer and undercoater for use (Available under both 
under or over all types of enamels, C&D and private labels) 


flat, alkyd or latex base paints. 


C&D HELPS DEALERS SELL .. . Hard-hitting advertising . . . in newspapers and 
magazines, on radio and television, at point-of-sale and via direct mail . . . is 
particularly designed to bring you more store traffic. You'll get faster turnover 
and greater profits when you stock Cook & Dunn Paints. 





Have you tried these 


DEALERS + JOBBERS + MFRS. AGENTS NEW, BIG-MONEY MAKERS? 


Dun’s Pride White | Dun’s Pride White | Harmony Hues Vinyl & Latex 


ONE COAT FLAT WALL ENAMEL aletang. 08 TINTING TONERS 
VELVET FINISH 


Prepared House Paint Absolutely Odorless! 8 colors 
C&D or 


x , for Vinyl & Lat 
Mildew Resisting 100% Pure Alkyd Desycitie batade or Viny atex 


Fume Proof Coatings 


COOK & DUNN PAINT CORP. 


nofitabl, 
Box 117, Newark 1, N. J. Paintings!fun with HAL & DUNN 


Trade Mark 
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LAYER-BUILT PADS 


Big, cushiony, workmanlike tools 
for cleaning, rubbing, polishing, 
and smoothing. 


HOUSEHOLD PADS 


Economical, sanitary, full-bodied 
pads for cleaning, scouring, and 


polishing pots, pans and 
kitchenware. 


BULK POUND TUBES 


The homemaker's and professional 
worker's economy buy for home, 
shop and general industrial use. 


THE WILLIAMS COMPANY 


215 W. FIRST STREET, LONDON, OHIO 








ae OTHER TORCH aE all these features AT ANY ae 








1001 uses for the “DO-IT-YOURSELF” market 

including sweat fittings, silver soldering and 
light brazing. For home owners, farmers, 
housewives, painters, plumbers, electricians, 
radio repairmen and auto body mechanics 









* Colorful silent-salesman display carton 

* Many hours of operation on one can of fuel 

* Clean, sootless, odorless flame — more than 
2200° F 


Mfg. Company 
* Inexpensive, convenient, throwaway fuel 30 Cummington St 


container 79c each list BOSTON 15, MASS. 
* Backed by the famous LENK Warranty Dealers’ Choice For Over 30 Years 
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ABRASIVE KIT 


@ Handy — neat— complete. 

@ Big 16-page book of step-by- 
step instructions. 

@ 22 sheets of assorted sand- 
papers (8 different grits and 
grades) ...including garnet 
cabinet and finishing papers 
— silicon carbide waterproof 
papers—aluminum oxide 
moulding cloth...the very 
papers the professionals use. 

@ World’s best abrasive papers 
—by CARBORUNDUM. 


DISPLAY IT—ADVERTISE IT—and you'll sell it! Each box 
of 10 kits is a colorful, powerful, point-of-sale display. 
Spot them at strategic locations around your store—in 
your paint department, with your unfinished furniture, at 
your cash register, in your window. 


@ Spot these 

display boxes 
throughout 
your store. 


Timed for 


Send the coupon for free dealer price sheet and free news- 


' 

| 

| 

| 

| 

* | 
irha os [| FF | paper ad mats. Give us your wholesaler’s name, too. 

| 

| 

| 

| 

| 

| 


@ At presstime for this ad, advance orders have 
completely cleaned out two big pre-announce- 
ment production runs. To meet this flood of de- 
mand, we are making every effort to increase 
our stocks in order to fill your orders promptly. 


PROMOTION 


ORDER TODAY | 
ORDER ENOUGH | 
| 
| 
| 


On your new Furniture Refinishing Kit, send me Dealer Price Sheet Free Ad Mat 





MY NAME STREET & NUMBER 








CITY ZONE STATE 


Call your wholesaler 
or mail coupon to 





MY WHOLESALER’S NAME & ADDRESS 


CARBORUNDUM 


REGISTERED TRADE MARK 


90-328 
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YOU GET SELLING POWER 
AND GRIPPING POWER 


WHEN IT SAYS “JACOBS” 


ON THE CHUCK 














Jacobs multi-craft key type chuck guarantees the well-known Jacobs accuracy, gripping power 
and durability. 


A good way to judge power tools 
and a good way to sell power tools is 
to make sure the name “‘Jacobs”’ is on 
the chuck. Your customers expect it! 

Home hobbyists know what they 
are buying — and what they want. 
Continuous advertising in SATURDAY 


46 


EVENING POST keeps reminding them 
that for years Jacobs has been the 
world’s leading chuck. This advertis- 
ing also reminds them of the many 
uses for power tools. It encourages 
them to buy, through you, such at- 
tachments as wire brushes, sanders, 








means qual 
cia! 


YOU CAN'T MISS. If chere’s a Jacobs 





ch 
I 
os 
f 
C 


iFIT‘S A 


JACOBS CHUCK 


iT HOLDS 














Frequent ads like this in SATURDAY EVENING 
POST, promote the sale of power tools... 
remind people to look for the name Jacobs 
on the chuck. 


polishers and buffers. This advertising 
builds business for you and confidence 
among your customers. 

It’s worth checking every electrical 
drill in stock now to make sure it is 
equipped with a genuine Jacobs 
chuck. When it is, it holds . . . business 
for you. The Jacobs Manufacturing 
Company, West Hartford 10, Conn. 


IF IT’S A 


JACOBS 


iT HOLDS...Business for You 
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SELF-SERVICE Tool Bar 


AUGMENTS YOUR WALL TOOL SECTION 
COMPLETES YOUR TOOL DEPARTMENT 


IMU CRLFINTICS" TOOLS 
NN 72777 


| | \| \ \\ iy em alae SS 
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ATTRACTS 
“‘DO-IT-YOURSELF”’” 
TOOL-USERS 


ALL *TOOLS GUARANTEED 


EACH TOOL INDIVIDUALLY PRICE-MARKED, 
THE FIRST REQUIREMENT 
FOR MODERN SELF-SERVICE RETAILING 











ASK OUR DISTRIBUTORS’ SALESMEN — 
THE PECK, STOW & WILCOX CO., Since 1785, Southington, Connecticut, U.S. A. 
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It's more than the money... 


















FOR 
woopD 


Set H14 Cz 
Drills with \ 
quick chip 

shanks fit all 
drills. In p 
box with Ch 


FOR TH 
HANDY 


Set H13 Com 
13 fast-wo: 
drills to gc 
portable ele: 
drill you sel 
to 1/4” by 6: 
covered box 
mas sleeve. 


° For the Porter-Cable "=m 
Franchise Story, write: 


PORTER-CABLE MACHINE CO. —_ 7 | Po ah Aes ok ed Res 


1120 N. Salina St., Syracuse 8, N. Y. 
In Canada write: Strongridge, Ltd., London, Ont. 


Saws * Belt Sanders * Orbital Sanders * Routers * Planes * Hedgshear ,° Clechric Tools. 
Shapers * Chain Saw °* Drills * Bench Grinders * Combination Drill Sanders is 
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THE STA 


7 \\ a 


hristmas Merchandise 


AT MAKES PROFITABLE SALES THROUGHOUT THE YEAR 


How to \ 









:\ 


FOR METALCRAFT 


Set H45 High Speed Drills with 
Standard’s new, fast cutting point 
for metal. 1/4” shanks fit all electric 
hand drills. In plastic box with 


Christmas sleeve. ee i t h 


STANDARD’S 
Drill Sets 


FOR — <a is 
WOODCRAFT 5 Here ate 8 reasons why you 
Set H14 Carbon Steel , sell 


Drills with wide flutes for Profit more the year around by stocking and 
quick chip removal. 1/4” 
shanks fit all electric hand 


drills. In plastic covered p : 
Seg ; at 1. Nationally Advertised your customers 
box with Christmas sleeve. ‘ 
recognize Standard’s reputation for 


displaying Standard’s popular drill sets 


top quality 


FOR THE eg se , ial 2. Priced to Sell Standard’s Drill Sets 
ire in a range of prices to attract the 


HANDYMAN by si us or thrifty holiday buyer 


Set H13 Companion set of 
13 fast-working, metal 
drills to go with every 
pod electric or bench : \ 277" 4. Compact to Save Counter Space. . . Stand 
rill you sell. Sizes 1/16 i> ird Sets are designed to give you high 
to 1/4" by 64ths. In plastic 
covered box with Christ- 
mas sleeve. 5. Unlimited Market Thousands of home 
workshops, mechanics, farmers, electri 


3. Packaged for Bigger Unit Sales... Stand 
id Sets are easy to stock and display 


dollar business in small packages 


cians, carpenters, and sheetmetal workers 
rrcom elcoier imal cae, 


6. Free Selling Helps Available without 

. cost, are attractive colored Christmas 

Red Shicld Vays sleeves, Newspaper Mats, clectros, and 
Seelam ertiliiags 

lo hoost profits for thy holutlay hicd thy year around 


: 7. Brand Preference...Since 1881 Stand 
shau this advertisement to jour distributor salesman ard Shield Brand Tools have been the 
hy ae for the assarviment of Standard packaged drills choice of industry 
and free selling help 8. Availability... Your Riera tices supplies 


you with quantities you want when you 





want them 


STANDARD [OOL (10. 


3950 CHESTER AVENUE CLEVELAND 14, OHIO o 





FACTORY BRE ANCHES IN NEW YORK « DETROIT «© CHICAGO + DALLAS «© SAN FRANCISCO 


THE STANDARD LINE. /wist Drills - Reamers - Taps - Dies - Milling Cutters - End Mills - Hobs - Counterbores - Special Tools 











Superior LEG AND WORK 
BENCH ASSEMBLY 


¢ IT'S COMPLETE 
e IT'S IN DEMAND 
e IT'S PRICED LOW 


Here is what the perfection- and 
price-conscious customer has been 
waiting for! A complete assembly 
including all bolts, nuts, lockwash- 
ers, to construct a custom de- 
signed professional bench in a 
matter of minutes. 


Legs and cross supports are of 
high quality heavy 14 gauge 
steel. Cross supports for tip are 
18 inches long and for shelf 20 
inches long. Holes drilled for fast- 
ening top and shelf. 


And talk about economy . . . it's 
cheaper than buy- LIST PRICE 
ing wood and cut- 
ting to fit per- 
fectly. 





YOUR SALES WILL BE 


Didi4 








Superior WORK BENCHES 





Superior POWER TOOL STANDS 

Professional power tool stands as low as $11.75! Superior 
tool stands are four ways better: less vibration . . . less 
noise . . . power tools are more secure . . . tool and stand 


become practically one unit. 


Hardwood top and motor mounting shelf firmly fastened to 
heavy gauge steel legs. Available in a variety of models 
designed for ali popular types of power tools. Comes k.d. 
with holes drilled and countersunk, and hardware for quick 


assembly. 


Superior HEAVY DUTY STEEL LEGS 


Get a larger share of the "Do It Yourself Market" 
with Superior Heavy Duty Steel Legs. Benches, 
stands, utility tables, etc., can be made into any 
length or width, in heights from 20" to 32". Four 
legs in set, including 2 brackets with each leg for 
top and shelf mounting. Packed with all nuts and 
bolts in one carton. 

Made of heavy gauge steel—will support a quarter 
of a ton. Designed with slight outward pitch for 
maximum rigidity and strength. AND .. . far less 
costly than buying wood and cutting it to fit per- 
fectly for a work bench. 


pigh 


WITH Sasercor 








Here’s the work bench that can’t warp—can’t split 
—is built better and COSTS LESS. Top is heavy 
hardwood, tongued and grooved. Natural wood 
preservative finish. Legs are heavy gauge steel 
with brackets and cross bars securely bolted, elim- 
inating vibrations. Shelf can be adjusted to various 
heights and top has graduated slots for holding tools. 
The ‘‘Junior’’ (left) retains Superior high quality 
craftsmanship and materials. The ‘‘Junior’’ is avail- 
able in two sizes and the standard benches are 
available in five sizes. Benches come k.d., with all 
hardware included for quick assembly. 

















SUPERIOR PRESSED 


STEEL COMPANY 


Manufacturers of pressed and stamped steel products for over 25 years 


3 Maitland St. Boston 15, Mass. 
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Original and Genuine 


Read this guarantee 
: —on millions of 
* RAID wrenches 


HEAVY-DUTY PIPE WRENCH f eee. 


ist with guaranteed housing— 
still the only one! 


If (iis Housing ever. 
Breaks or Distorts we 
will replace it Free. 


t split 
heavy 
wood 
steel 
, elim- 
arious 
) tools. 
quality 
5 avail- 
es are 
ith all , , ‘ ‘ ‘ ‘ 
with replaceable jaws—non-slip, non-lock, instant grip on pipe. 


with adjusting nut in open housing—always spins to pipe size, 6’’ to 60’. 
with handy pipe scale on hookjaw. 
with comfort-grip I-beam handle—with handy hang-up hole. 


with end pattern pipe wrench—for pipes crowded or against flat surfaces. 
No wonder RIGID is the world’s most popular pipe wrench. Stock and sell 
popular RIGID ’s for tops in fast, profitable turnover! 


THE RIDGE TOOL COMPANY, ELYRIA, OHIO, U. S. A. 


Wor!.-Saver Pips iools--Most Popular in the World 

















































how BALANCE helps 
you sell more sledges 


= to yourself and your customers that Warren- 
Teed sledges are in perfect balance . . . with a flick 
of the wrist. Place a sledge with the polished face down 
and give it a whirl. It spins smoothly while maintain- 
ing an upright position. That’s Balance. 


Men who buy and use heavy hand tools know the 
value of a sledge that strikes true every time; that does 
not mar tools on the receiving end of the blow; that 
is safer because it is balanced accurately. 


Forged from special open hearth steel, Warren- 
Teed sledges are made to last. Striking faces are 
polished to a mirror-like finish, then protected with 
clear lacquer. Painted Dutch Blue to attract the quality 
buyer’s attention . . . they stand out from the rest. 


Order Warren-Teed sledges today, demonstrate 
their balance to your customers and watch them sell. 
Write, if you desire more information. 


tected from scuffing and scratches. 


WARREWATEED 


WARREN TOOL CORPORATION 


General Offices... . Warren, Ohio 


Eee all Shipped with or without handles, four to a carton 
cz for easy handling and efficient storing. Fully pro- 


Export Division . . . . 30 Church St., New York 7, N. Y. 
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LOOK AHEAD +, Chrutimos Buying and Fropits 


: \ %&” SHANK WOOD BIT SETS No. H-23 
Sh POWER AUGER BIT SETS No. H-736 
x 


Retail 6 sets | $19.68 
an Retail 6 sets | $33.00 
‘ Your cost} 13.12 


Your cost | 22.00 Frog 



















































Retail | 24.96 YOUR CUSTOMERS 
Your cost et WILL LIKE THESE 
DOUBLE-CIRCLE 
TOOLS... Fe 











STRAIGHT SHANK DRILL SETS 
‘N FOLDING METAL CASES No. H-HE-26 


Retail 3 sets | $22.38 
Your cost| 14.92 


$7.46 


they build 
Christmas 




















@ Whether your customers are 
home workshop enthusiasts or tradesmen, 

they will prefer professional type DOUBLE CIRCLE 

Tools as gifts. 

DOUBLE CIRCLE TOOLS are merchandised with smart packaging to 

help move off your shelves. Their quality is unsurpassed . . . they build 

repeat sales. 

GIFT PACKAGING in the form of removable sleeves printed in bright 
Christmas colors are provided with these DOUBLE CIRCLE TOOL sets. 


Suggesting DOUBLE CIRCLE TOOLS as gift items will meet with ready 
trade acceptance . . . you'll sell more... order a stock today... 
display them. . . they'll sell themselves. 















Yu" SHANK METAL HIGH SPEED 
DRILL SETS No. H-39 


Retail 3 sets | $21.84 
Yourcost| 14.56 


Prog it $7.28 
CHICAGO-LATROBE 

















AVAILABLE AT YOUR 
HARDWARE 
JOBBERS 


















DOUBLE CIRCLE 
TOOLS 





DRILLS e REAMERS © COUNTERSINKS e COUNTERBORES © CARBIDE TCOLS ¢ SPECIAL TOOLS 
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ee 5 f 
> Step up your Christmas sales by dis- They off 
playing these popular Crescent Tools Mu‘ “Eee Po -:..... $800 a 
in bright red, green, white and silver AC18 a SS aniey Wee... be $2.30 
holiday boxes. Wrappings are applied ACIIO Txt, Soqacter Wrench... $8.00 
over standard Crescent boxes and can 126 Si inch lin jim, thin none Plier... $4 90 Therm 
be removed after the Christmas season ee ably at t 
en ye OS ”..... ae 
if any stock is unsold. Order from your 
jobber now. These quality tools make 
‘ . . . The 
ideal gifts in the popular price bracket. rae 

CRESCENT TOOLS tou, 
: dril 
dril 





iy of the Srtisan 


Sy, A) & 5 IG iv Tym of Eucllence 
_ M. = D - 


Crescent is our trade-mark, registered in the United States and abroad, for wrenches and other tools. Sold by leading distributors and retailers everywhere ond made only by | CLE 


CRESCENT TOOL COMPANY, JAMESTOWN, NEW YORK 
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Your Customers Will Like 
the Superior Performance 
of these NEW 


( CLEVELAND 


CARBIDE TIPPED 


MASONRY 
DRILLS 























Home owners, farmers, contractors .. . 

all your best customers . . . will admire 

the many outstanding features of the new 
CLEVELAND Masonry Drill. It’s the modern, 
efficient drill for all types of masonry, including: 


STONE « CONCRETE 
BRICK e MARBLE e SLATE 
They offer many advantages over older methods. Their 
superior performance assures 
Straight, round holes e Less noise 
Efficient dust removal e Long life 
Easier operation 


They may be used in drill presses or portable electric drills, prefer- 
ably at the slowest possible speed. 


ALSO AVAILABLE IN HANDY SETS 


There’s extra profit in selling CLEVELAND Masonry Drills 
in sets. Three popular assortments. Containers are made of 
tough, durable plastic with individual pockets for each 
drill. They are compact and convenient. The right size 
drill is always at hand... in full view. 


THE CLEVELAND TWIST asi co. 


1242 East 49th Street . Cleveland 14, Ohio 
Stockrooms: New York 7 * Detroit 2 * Chicago 6 * Dallas 2 * San Francisco 5 * Los Angeles 58 
E. P. Barrus, Ltd., London W. 3, England 


CLEVELAND HARDWARE JOBBERS EVERYWHERE ARE READY TO SERVE YOU 
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Amarillo Hardware Company Amarillo, Texas 
American Hardware Supply Co.—Pittsburgh, Pa. 
Arett Sales Corp.—New Rochelle, N.Y. 


Baird Hardware Company—Gainesville, Fla. 

Baker & Hamilton—San Francisco, Cal. 

Bay Cities Wholesale Hardware Co. —San Francisco, Calif. 
Beckley Hardware & Supply Co.— Beckley, W. Va. 
Belknap Hdwe & Mfg. Co.—Louisville, Ky. 

Benson, L. A. Co.—Baltimore, Md. 

Billings Hardware Co.— Billings, Mont. 

Blish, Mize & Silliman Hardware Co.—Atchison, Kansas 
Bluefield Hardware Cu,—Bluefield, W. Va. 

Bluefield Supply Co.—Bluefield, W. Va. 

Bostwick-Braun Company— Toledo, Ohio 

Boyer -Campbell Company—Detroit, Mich. 

Bruce-Rogers Company—Fort Smith, Ark. 

Buchanan- Williamson Supply Co.—Grundy, Va, 

Budrow & Company—Los Angeles, Cal. 

Buhrman-Pharr Hardware Company —Texarkana, Ark.-Tex. 
Buyrn, Old & Eaton, Inc.—Norfolk, Va. 


California Hardware Co.—Los Angeles, Cal. 
Carlisle Hardware Co.—Springfield, Mass. 
Central Hardware Company—St. Louis, Missouri 
Central Wholesale Co.—Boise, Idaho 

Charleston Hardware Co.—Charleston, W. Va. 
Clark Hardware Company—Nashville, Tenn. 
Cleveland Hardware Co.—Shelby, N.C. 

Cotter & Company—Chicago 11, Illinois 

Crisman Hardware Co.—Chattanooga, Tenn. 
Cullum & Boren Company—Dallas, Texas 


Danser Hardware & Supply Company— Weston, W. Va. 
Dawson, G. R. & Son—Chester, S. Carolina 

Drumheller Company—Walla Walla, Wash. 

Dunham, Carrigan & Hayden Co.—San Francisco, Cal. 


Emmons-Hawkins Hdwe Co.—Huntington, W. Va. 
Erb Hardware Co.—Lewiston, Idaho 


Famport Hardware Co.—New York, N. Y. 
Farwell-Ozmun-Kirk & Co.—St. Paul, Minn. 
Findlater Hardware Co.—San Angelo, Texas 
Foster-Thornburg Hardware Co.—Huntington, W. Va. 
Fox Brothers Hardware Co.—Pine Bluff, Ark. 

Fries, Beall & Sharp Co.—Washington, D.C. 


General Hardware & Supply — Philipsburg, Pa. 
Goodkin Hardware Company— Hollywood, California 
Goshorn Hardware Company— Charleston, W. Va. 

Hall & Company—Spartanburg, S. Carolina 

Hardsocg, Martin The, Company—Pittsburgh, Pa. 
Hardware Distributing Company— Seattle, Washington 


>. 
ly you from’ 


<i 


bi - 


Harper & Reynolds Corp’ Les Angeles, Calitornia 
Hibbard, Spencer, Bartlett & Co.—Chicago, Illinois 
Hight Co., The W.T.—Boston, Mass. 

Holmes Hardware Company—Pueblo, Colorado 
House-Hasson Hardware Co.—Knoxville, Tenn. 
Hubbard, Geo. W. Hardware Co.—Flint, Mich. 
Hubby-Reese Co., Inc.—Waco, Texas 

Hulfish, Worth & Sons—Alexandria, Va. 

Hunt & Mottet Co.—Tacoma, Washington 
Janney-Semple-Hill & Co.—Minneapolis, Minn. 
Jellico Hardware Co., Inc.—Jellico, Tenn. 
Jensen-Byrd Company—Spokane, Wash. 


Kane & Keyser Hardware Co.—Belington, W. Va. 
Keith-Simmons Co.—Nashville, Tenn. 
Kelley-How-Thomson Co.— Duluth, Minnesota 
Kruse Hardware Company—Cincinnati, Ohio 


Leonard, Chas. Hardware Co.—Petersburg, Va. 
Loewenstein & Sons—Charleston, W. Va. 

Logan Hardware & Supply—Logan, W. Va. 

Long-Lewis Hardware Company—Birmingham, Alabama 
Lovett & Company, Inc.—Wrightsville, Ga. 


McCarty, H. J. & Company—Detroit, Michigan 
McClung, C. J. & Company—Knoxville, Tenn. 
McComb Supply Company—Harlan, Ky. 
McMaster-Carr Supply Co.—Chicago, Ill. 
Marshall- Wells Company— Duluth, Minn. 

Maxwell Wholesale Hdwe Co.—Oakland, Cal. 
Miller, C. H., Hardware Company—Huntingdon, Pa. 
Missoula Mercantile Company—Missoula, Montana 
Momsen-Dunnigan-Ryan Co.—E! Paso, Tex. 
Monroe Hardware Co.—Monroe, N. C. 
Moore-Handley Hardware Co.—Birmingham, Ala. 
Morton, Chas. E. Company—Los Angeles, Calif. 


Newark Specialty Company—Newark, N. J. 
Northern Wholesale Hdwe Co.—Portland, Oregon 
Norton Hardware Company--Norton, Virginia 


Oklahoma City Hardware Co.—Okiahoma City, Okla. 
Orgill Bros. & Company—Memphis, Tenn. 
Ott-Heiskel! Company—Wheeling, W. Va. 


Pacific Tent & Awning Company—Fresno, Calif. 

Paxton & Gallagher Co.—Omaha, Neb. 

Pennsylvania & West Virginia Supply Corp.— Wheeling, W. Va. 
Persingers, Inc.—Charleston, W. Va. 

Persinger Supply Co.—Williamson, W. Va. 

Phillips Hardware Company—Cambridge, Maryland 
Phillips, |. W. & Company—Tampa, Fla. 

Pritzlafl Hdwe., John—Milwaukee, Wis. 

Prutzman, H. C. Company—Alteona, Pa. 

Railey-Milam Inc.— Miami, Fla. 


pads 


Raleigh Hardware Co.—Beckley, W. Va. 
Ravel Bros., inc.—Albuquerque, N. Mexico 


Saginaw Hardware Company—Saginaw, Michigan 
Schelly, C. ¥ .& Bros.—Allentown, Pa. 

Schlatter Hardware Co.—Fort Wayne, Indiana 
Seattle Hardware Co.—Seattle, Wash. 

Seller Bros. & Company—San Francisco, Cal. 
Shapleigh Hardware Co.—St. Louis, Mo. 
Sickels-Loder, Inc._—New York, New York 

Simon Hardware Company—Oakland, California 
Somers, Fitler & Todd Co.—Pittsburgh, Pa. 
Southern Hardware Company—Charleston, W. Va. 
Southern Hardware Co., inc.—Helena, Ark. 
Southwestern Hardware Co.—Oklahoma City, Okla. 
Sovetts, R. D.—Los Angeles, Calif. 

Speer Hardware Co.—Fort Smith, Ark. 

Stearns, F. C., Hardware, Inc.—Hot Springs, Ark. 
Sterling Hardware Company—Hazard, Kentucky 
Strange-Jones Hardware—Clinton, Okla. 

Stratton & Terstegge Co.—Louisville, Ky. 
Stratton-Baldwin Co. Inc.—New Orleans, La. 
Stratton- Warren Hardware Co.—Memphis, Tenn. 
Summers Hdwe & Supply Co.—Johnson City, Tenn. 
Superior -Sterling Company—Bluefield, W. Va. 
Swank Hardware Co.—Johnstown, Pa, 


Thomson-Diggs Co.—Sacramento, Cal. 
Townley Metal & Hdwe Co.—Kansas City, Mo. 
Tracy- Wells Company Columbus, Ohio 
Tryon, Edw. K. Company—Philadelphia, Pa. 


Union Hardware & Metal Co.—Los Angeles, Calif. 


Valley Supply Company—Elkins, W. Va. 
Van Camp Hardware & Iron Co.—Indianapolis, Ind, 
Virginia Wholesale Company—Appalachia, Virginia 


Watkins-Cottrell Company—Richmond, Va. 

Weed & Company—Buffalo, N. Y 

Wein Hardware Co., Inc.—New York, N.Y. 
Western Wholesale Hdwe Co.—San Francisco, Cal. 
Williamson, Ben & Co., inc.—Ashland, Ky. 

Willis, R. F. & Bros., inc.—Penns Grove, N.J. 
Wilmington Wholesale Hardware Co.— Wilmington, Del. 
Wilson-Pugh Company—Cumberland, Md. 
Wimberly-Thomas Hdwe Co.—Birmingham, Ala. 
Woodbury Hardware Company—Portland, Ore. 
Woodward Hardware Co.—Cairo, Illinois 
Woodward, Wight & Company—New Orleans, La. 
Worth Hardware Company—New York, N. Y. 
Worthington, George Co.—Cleveland, Ohio 


Zork Hardware Co.-El Paso, Texas 







made by JUDSEN RUBBER WORKS, Inc., 4107 W. Kinzie St., Chicago 24 
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TOUGH HEADS... 


wu TH 


Republic Upson Cap Screws 






@ Tough heads to outlast hard-muscled 
mechanics, armed with heat-treated 
wrenches... 


Sharp threads that will tighten 
smoothly and powerfully with full 
engaged-thread area to resist pull-out. 


Republic Upson Cap Screws are but one 
mémber of the family of Republic 
Upson products ... more than 20,000 
styles, sizes, and types of highest- 
quality precision-made fasteners for 
all industries. 


REPUBLIC STEEL CORPORATION 
Bolt and Nut Division 

CLEVELAND 13, OHIO e GADSDEN, ALABAMA 

Export Department: Chrysler Building, New York 17, N. Y. 
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No. 134 
DOUBLE FACE 
BLACKSMITH 

SLEDGE 
In Red-E-Pak car- 
tons, with or with- 
out handles, for 
convenient ware- 
housing. Weights 
from 2 to 20 Ibs. 


100 YEAI 
TOO 




















Klein-Logan tools bring your cus- 
tomers back again and again be- 
cause they give such good service! — CUTTER MATTOCK 
And it is that repeat business that Shipped without han- 
makes more profits for you. , dles. Forged in 3 5 
__. Customers automatically reach for praiihte ob ouch anh 
oa ; the “red heads” in preference to in 5 and 6G Ib. sizes. 
others, attracted by their red color — 
and beautifully stained handles on 
many of the Klein-Logan tools. 
| Klein-Logan tools have extra 
durability forged in. Each is rian 
SS al satin, Sess genta Gea | 
_ best suited to its requirements by 
forging methods perfected over a— 
period of almost one hundred years. © 
A trial order will prove what Klein- 



















No. 1 














No. 30 
RAILROAD OR 
CLAY PICK 








Five to 10 pound 
weights, without han- 
dles. Many other types 
of picks available, too. 





Klein-Logan Co. 


South 13th and Breed Sts. 


_ Logan tools can do for you. 


Order from your jobber or write 















No. 260 
PINCH POINT 
CROW BAR 


Bundled in units of 
two or three, or shipped 
individually. Weights 
from 10 Ib. to 26 Ib., 
pinch or wedge point. 
Also 3 Ib. and 6 Ib. 
pinch point only. 






1856 


for name of nearest distributor 






SALES REPRESENTATIVES 
E. R. Palmtag Co. 


San Francisco 7, Calif 
Los Angeles | 2, Calif 
Portiand 9, Ore. 

Salt Lake City, Utah 
Seattle 1, Wash. 


The Austin Co., 
Albuquerque, N.M. 
Surpless, Dunn & Co. 

Chicago 64, Ill. 
Louis Williams & Co. 
Nashville 3, Tenn 


Pittsburgh 3, Pa. 


Surpless, Dunn & Appleyard, Inc. 
New York 13, N.Y. 


PICKS © MATTOCKS © HOES © HAMMERS © SLEDGES © BARS © WEDGES © MINING AND RAILROAD TRACK TOOLS 
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98 SELECTED CADMIUM NO. 1 STOVE BOLT NO. 4 HOUSEHOLD SELECTED 


PLATED WOOD SCREWS ASSORTMENT IN STOVE BOLT ASSORTMENT PAN HEAD TYPE “A” 
Flat Head GLASS JARS in Glass Jars with Size Dividers SHEET METAL SCREWS 
14— %” x No.8 Packed ye ps to a carton in Each Jar. 80 Pes., 6 Sizes, CadmiumPlated 
14— 1”xNo.8 Bue All Round Head and Plated ” 
14—1%"x No.8 10 Pes. each of 10 Sizes en - mee _ 30 — %" x No. 6 
‘ 20— “%~x %e 30 — %” x No. 6 
14— 1” x No. 10 Flat Heads Round Heads 1S tha Me 30 — 4%" 
yy,” 3 3 1 3 — ’A’ xNo.7 
14 — 1%” x No. 10 Ax hg vax re 15—1%x %e 30 — %" x No. 8 
Round Head a) * hs % x he 10— %xw% 15 — %” x No. 10 
14 — %" x No. 5 a x a Ix Ke 10— 12% 15— 1”xWNo. 10 
Oval Head te% =“ 10— 1% x % 
on, 4" xn 
14 %,” x No. 6 1% x Ya 

















"My Hardware Dealer 


Cure has 4 Real Deal... 
in these AMERICAN 


Crew and Bolt 
Assortments" 


Home workshoppers all over the country really go 
for these new American Assortments. Because here, 
in 4 plainly labeled, handy jars, they get all the 
most popular sizes of Wood Screws, Sheet Metal 
Screws and Stove Bolts. Soaring sales prove that 
this orderly, complete home-stock is just what the 
customer wants. . . instead of having to buy ‘6 of 
one and }% doz. of the other’, every time he has a 





ne” 
G/ 





) 
/ 


job to do. All his needs are right at hand. ql Ls 
And this new American package deal is just as a, ~<a) 


all carriers. Just stencil and ship them out. . . no COMPANY 
packing charges. Yes, everyone profits from this aang 8h Suir eg — 
new American Deal. Write for price schedules. gy Willimantic, Conn. 


Office & Plant, Norristown, Pa. 
Office & Warehouse, Chicago, lil. 


these 12-jar cartons are re-shippers acceptable to 3 p | | SCREW 


much to the convenience and advantage of whole- ¢), 
salers as it is to retailers and their customers. For nm AMERICAN ace 
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Take your choice... a complete Tool Department in 
a sales-handy Floor Rack Display, or a Junior Tool 
Department on eye-catching Action Boards for wall 
or counter. Either way, you’ re in business. . . a money- 
making Hand Tool Business tailored to fit your store 
and boost your profits! 


These NONE BETTER Displays are designed to 
sell Tools for you. Simply choose the Assortment 
you want, the right size for your store, then get set 
for SALES. Handsome Display Rack with ten popu- 
lar Sets (5 alloy steel—5 carbon steel) and 90 fast- 
moving Tools. Action Boards display the fastest- 
selling individual Tools from the NONE BETTER 
Line. Let your customers SEE ’em—they’ll WANT 
‘em... BUY ’em. 


Get your share of the money-making Hand Tool 
Business. Write today for details and sales-active 
prices! 











THE NEW BRITAIN MACHINE CO., NEW BRITAIN, CONN. 
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Rebs cent, 


“GUERYTHING HINGES ON HAGER/“" 


FREE! | you enjoyed laughing at Herb Brammeier’s mirth-making cartoon this — 
month, send for Hager’s new book containing 28 full-size popular “Everything 
Hinges on Hager” cartoons! It’s FREE! Just address 


C. Hager & Sons Hinge Mfg. Co. + 139 Victor Street * St. Louis 4, Mo. 
Founded 1849 — Every Hager Hinge Swings on 100 Years of Experience 
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The FREE-WHEELING LOCK is THE ONLY 
CYLINDRICAL LOCKSET OF ITS KIND THAT 


installs as ONE unit! 


A boon to the “do-it yourself” trade as well as the 





PAT. NO. 2,307,110 
OTHER PAT. PEND. 


professional mechanic! Can’t be beat for speed 
and ease of installation. Free-wheeling knob spins 
when locked — thus preventing forced entry and 
damage to mechanism. Smartly styled with lock- 
ing push-button in knob. Unlocks automatically by 


turning inside knob. 





Pre-Assembled e Always in Perfect Alignment 
5-Pin Cylinder e Brass Latch 
Solid Brass Trim with Concealed Screws 


INTERIOR. SETS 
with Matching Trim for REDDI-MOUNT 


Available for Passage, Bedroom 
and Bathroom Doors 


Fully Guaranteed 


MANUFACTURED BY: 


J. CHESLER & SONS, INC. 


BROOKLYN 37, N.Y., U.S.A. 


The trim in this lockset is completely self- 
aligning. Guides are of the telescoping 
type which eliminates fumbling in install- 
ation assembly. No wood screws in trim. 
a? 
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HARDWAR 












WHEW... THOSE NEW VICTOR WALL 


AND CEILING VENTILATORS REALLY SELL!” 








“T haven’t had such a big week since I got my first power lawnmower! Guys 
walk in for an extension cord, walk out with a new VICTOR VENTILATOR! 
They like its good looks, quality features, and the fact that it’s made by a 
time-honored name in the ventilating business—VICTOR! 








“If you'd like to run yourself ragged making sales—and money, too—sec 
your Victor Distributor. He’ll have you mopping your brow in no time!” 







Here’s the line that’s attracting all the business— 
from homeowners... from builders! 



















© Smortly-designed, one-piece grille permits maximum oir passage! 
e Comes in standard snow-white enamel finish, or in chrome at slight extra cost! 
© “Stor” and “stops” by eany-reach pull chain 

© Powered by induction- » motor . . pA ated th Come er TY eagtiont 
© Whisper-queth = 

© Propelier and motor assembly “snap in”—easy to install, to dean! 


3 

































* Comes “knocked down” for quick, 1 
e Available in two sizes—8" (Model V-83) end 10” (Model V-103)! 
yY VICTOR 10” WALL OR CEILING VENTILATOR! v-cwros 
© Wall or ceiling installation optional! 
\T * Kingz vant duct prvides 20% mor co scone dct ree, Wont “ke” on 
air delivery—ever! 
7 e Deer gad ae prepares mest ar dre, dean tt, rome 
b&b ; ed cir in a hurry! 
the 
2ed 
ins 
ail For on-location sales . . . VICTOR’S New Floor Display! 
The best “‘silent salesman”’ you ever had! Snares homeowners and 
ck- speculative builders, too! Comes ready to set up—ready 
b to make sales for you. Ask your Victor Distributor for your FREE floor 
Y display today! 
There’s never a “slump” in the ventilator business! It’s a four- 
seasonal salesmaker. For all the facts, call or visit your 
Victor Distributor soon! 
Lockland, Cincinnati 15, Ohio. Dept. HA1O 
Victor also makes a complete line of attic and 
1 VENTILATORS AND FANS exhaust fans. Ask about them! 
& 
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National Metal's 


Popular 
PACKAGED 


WEATHERSTRIP 


Is All Dressed Up 
And Ready To 


GO! 
In Its Smart 
NEW CARTON 


Because the home maker 
sees savings in time and 
money at a glance, Na- 
tional's Packaged Weather- 
strip for doors and windows 
has been a_ fast-moving 
item for years. 

Now, in its dapper new 
carton, it appeals to the 
eye as much as the pocket- 
book. 

It's the same high quality 
bronze, measured to fit one 
door or window (ample 
stock of standard sizes) 
without trimming. Com- 
plete with nail and screw 
supply and simple installa- 
tion directions. 








Miopapaahaar. 


Send for Catalog 
Page A24a 


NATIONAL METAL 
PRODUCTS COMPANY MANUFACTURERS OF 


—~ 


* Zine and Bronze Weatherstripping 
* Stampings * Bronze and * Aluminum Awnings 
Aluminum Thresholds * Zinc Products 





* Metal F Scree - 
myiasis aimee Window Guard Units * Quonset Hut Window 


* Special Rolled for Mobile Machine Units 
Mouldings Shop * Industrial Polishing 
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No. 505 


Solid Brass Trim and Bolt, Five Disc Tumbler. 
Cylinder Locks or Unlocks from Outside. Easy 
to apply to Storm Doors or combination Storm 
and Screen Doors. 


Folks will soon be 
starting to Winterize 
their homes. They will 
need Storm Door Sets, 
Closers, Locks and 
Latches. 





— 


— Don’t let them 
find you out of stock 


Chel 


® 


KEIL carries a line of 
dependable Storm Door 


sets and closers, priced 
at a Profit to YOU! 


































Contact your jobber, or 


o” 
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No. SC 2 P KEIL 
Seamless Steel, 1/4,” dia. Dull Brass Finish. Heavy oe” 
Duty Special Tempered, Adjustable Spring. Revers- ¢ LOCK CO. 
ible for Right or Left Hand Doors. rr - 
nc. 


, 
of Charlestown, N.H. 


of Please send us full informa- 
tion regarding styles available and 
oe” prices. 


Name —_ 





Street address 








Pi Ci ty. State 
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Homeowners, builders, contractors—they’re all 
good prospects when you point out the advan- 
tages of Getty Casement Operators. 


Getty Operators give easy, finger-tip con- 
trol over any kind of casement window. They 
turn smoothly, freely. They hold the window at 
any position. And they’re built for years of 
trouble-free service. 


As a closing point, tell your customers 
that Getty Operators are used on more case- 
ments than all other makes combined. You'll 
do yourself a good turn by picking up some 
nice extra business. 





There’s a Getty Operator for 
Every Type Wood or Metal Casement 


An inexpensive angle-drive 
operator for residential 
wood casements. Hand- 
some — precision-built — 
lubricated for a lifetime of 
tough duty. 


Same construction as 
+4715, but drilled for 
metal casements. The ideal 
replacement for inferior or 
worn out operators. 


3348 NORTH 10TH STREET + PHILADELPHIA 40, PA. 
Canadian representative: A. N. Ormsby Co., 23 Scott St., Toronto 
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THE FERRY CAP & SET SCREW CO. 


e CLEVELAND 13, OHIO 


2155 SCRANTON ROAD e 


“SHINYHEADS” 
America’s Best Looking Cap Screw 
Made of high carbon steel — AISI 
C-1038—to standards for Full Fin- 
ished hexagon head cap screws— 
bright finish. Heads machined top 

bottom. Hexagon faces clean 
cut, smooth and true, mirror finish. 
Tensile strength 90,000 p.s.i. 
Carried in stock. 





“LO-CARBS” 


Made of AISI C-1018 steel —bright 
finish. For use where heat treat- 
ment is not required and where 
ordinary hexagon heads are satis- 
factory. Hexagon heads die made 
to size—not machined. Points 
machine turned. Tengile strength 
in accordance with SAE Grade 2. 
Carried in stock. 





FILLISTER CAP SCREWS 


Heads completely machined top 
and bottom. Milled slots—less 
burrs. Flat and chamfered machined 
point. Carried in stock. 


“SHINYLAND” STUDS 


All studs made steam-tight on ta 
end unless otherwise apocitied. 
with flat and chamfered machined 
pa. Nut end, oval point. Land 
etween threads shiny, bright, 
mirror finish. Carried in stock. 


* 
CONNECTING ROD BOLTS 


Made of alloy steel — heat treated — 
threads rolled or cut — finished to 
extremely close thread and body 
tolerances — body ground where 
specified. Expertly made by the 
pioneers in producing connecting 
rod bolts by the cold upset process. 


For ornamental purposes. Steel in- 

i a | covered. Finish: plain, 

c plat , cadmium plated. Size: 

said 9/16", aya" , 15/16" across the flats. 





“HI-CARBS” 

Heat Treated Black Satin Finish 
Made of high carbon steel — AISI 
C-1038. Furnished with black satin 
finish due to double heat treat- 
ment. Hexagon heads die made, 
not machined. Points machine 
turned; flat and chamfered. Ten- 
sile strength in accordance with 

AE Grade 5. Carried in stock. 


SET SCREWS 


Square head and headless — cup 
point. Case hardened. Expertly 
made by the pioneers in ap ym | 
Cup Point Set Screws by the col 
upse goes Cup points machine 
turned. Carried in stock. 


FLAT HEAD CAP SCREWS 


Heads completely machined top 
and bottom. Milled slots — less 
burrs. Flat and chamfered machined 
point. Carried in stock. 


* 
ADJUSTING SCREWS 


Valve tonpet adjusting screws — 
Hexagon head style — to blue print 
specifications—hexagon head hard; 
polished if specified — threads soft 
to close tolerance— points machine 
turned; flat and chamfered. 


% 
SPRING BOLTS 


Case hardened to proper depth and 
ground to close tolerances. Thread 
end annealed. sapones in various 
head shapes, with oil holes and 
grooves o different kinds, and flats 
accurately milled. 


FERRY PATENTED ACORN NUTS 


Tapped 1/4” to 3/4" inclusive. 
Cross section of Ferry patented 
acorn nut, showing how steel hexa- 
gon nut fits snugly into shell. 








j 
f 
] 
f 
a 


Pioneers and Recognized Specialists, Cold Upset Screw Products since 1907 
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TANDARDS 


carried by 
LEADING 
DISTRIBUTOR 










SPECIALS 


furnished to 
BLUE PRINT 
SPECIFICATION 





WRITE FOR 
INFORMATION 


SEND FOR SAMPLES 
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You know he'll never lose you... 


YOUR GUIDE... you know he'll take you where 
you want to go, by the quickest, easiest route. 
That’s exactly what Bristol Brass aims to do... 
to get your order to you the same way. And 
that takes experience and character... both in 
~ the company and in its product. 


Matter of fact, that’s why so many people 
keep standing orders with Bristol Brass .. . be- 
cause they know those orders will never get lost. 


They’ll be where they’re supposed to be, right 
on time, and right according to specifications 
... be it sheet, rod or wire. 


The BrisTtoL Brass CORPORATION, makers of 
Brass since 1850 in Bristol, Conn. Offices or 
warehouses in Boston, Chicago, Cleveland, Day- 
ton, Detroit, Los Angeles, Milwaukee, New York, 
Philadelphia, Pittsburgh, Providence, Rochester. 


Frith Fechin eons Bross ot ite Best 
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MOVE FASTENERS 
FASTER THAN EVER! 


Each of these colorful metal 
display racks — furnished without 
charge and requiring minimum 
counter space — hold 72 clear-vue 
cartridges, 6 cartridges each 

of the 12 fastest selling sizes. . . 
with every red top flashing an 
irresistible “come on”! Just place 
one or more of these silent 
salesmen on your counter and 
watch your fastener profits climb! 


HELPS CLERKS 
SPEEDS SALES 


Clear-vue holders permit rapid 
visual control of all sizes. No 
more counting and guessing 
games for your clerks. Identical 
prices mean faster sales. 


RINGING UP 
MMs QUICK AND EASY 


INVENTORY CHECK-UP 


No losses from stock mixups, 
broken packages, empty cartons. 
Refilling display takes seconds! 


“EVER-HAN DY” MERCHANDISERS... 


SHIPPED AS ONE 
COMPLETE PACKAGE 


Each Eagle Self Server is pack- 
aged as a complete unit with free 
wire display rack in one shipping 
carton. The rack is fully loaded, 
plus one complete replacement 
of 72 cartridges. Retail 

value $21.60 each. Replacement 
stock — as low as 12 cartridges 
of one size. 


Nils 


1. “Ever-Handy” Kromite Wood Screws 
2. “Ever-Handy” Brass Wood Screws 
3. “Ever-Handy"Stove Bolts 

4. “Ever-Handy” Sheet Metal 


and Machine Screws CONTACT 
i 2 ce ee on Gon, YOUR JOBBER... 


TERRYVILLE, CONNECTICUT TODAY! 
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CORBIN ; 
HAS BIG NEWS | 


FOR you! 











SOMETHING BIG is in the wind at Corbin! 
It’s the third step in Corbin’s big new 
campaign to put Corbin retailers in 

position to be headquarters for both 

lock and builders’ hardware business. 


First step was the DEFENDER, Corbin’s 
fine new standard duty cylindrical lock. 


Then came the Corbin GUARDIAN, 





the quality lock in the lowest-price field. O 
NOW comes the biggest news of all — the big 
the CORBIN PACESETTER PLAN. ene 
It’s a sensible, workable plan to equip aan 
your store — economically — to handle more y 
builders’ hardware needs for light con- usins 
struction. It’s simple. It has no “package eras 
deals’’. We firmly believe you'll be ineieibe 


delighted with it. So... 


Ask your Corbin Distributor 
about the Pacesetter Plan. 


He has the full story now. Ask him about 
Corbin’s Display Contest, too! 


/ 








\ 
P. & F. CORBIN Division IF 
The American Hardware Corporation e ( 


New Britain, Connecticut 
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W. P. (Bill) Atkinson Lumber & Hardware, Midwest City, Oklahoma. 
Architects: Noftsger & Lawrence, Oklahoma City, Oklahoma. 








an OPEN-VISION PITTSBURGH STORE FRONT 
shows more... Wins more customers! 








“ (‘oME in and look around” 
C says the hardware store with 
the big, open-vision front. The better 
you display your merchandise, the 
more shoppers you'll attract, the 
more you ll sell. Hundreds of better- 
business, bigger-profit success stories 
from merchants in all sorts of busi- 
nesses have proved the wisdom of 





Store Fronts 
and Interiors 
by Pittsburgh 
= J 


IR 
















PAINTS GLASS 


IN CANADA: 
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building or modernizing with an 
open-vision Pictsburgh Store Front. 

In this attractive hardware store 
good use wasmade of several quality 
Pittsburgh Products. The big, clear 
windows are glazed with Polished 
Plate Glass. Pittco Store Front Metal 
was used for glass holding members, 


four Herculite Tempered Glass 
Doors in Pittsburgh Door Frames. 
For more examples of Pittsburgh 
Store Fronts, and suggestions of how 
you, too, can build for better busi- 
ness with Pittsburgh Store Fronts, 
send for a free copy of “How To 
Give Your Store The Look That 





PrIiQ‘Tti ses UL Ge 





and the two entranceways feature Sells.” There is no obligation. 
Ss Gn ceED Ge GSD ED Sn GN SENDS ED GD GED NN ND ENS END END ND SEY ES SERED SEND ND ED NE GD GY GD GD SEEN OD END GEER “ 
Pittsburgh Plate Glass Company | 
Room 3370, 632 Fort Duquesne Blvd., Pittsburgh 22, Pa. 
} your Without obligation on my part, please send me a FREE copy | 
$4 of your modernization booklet, “How To Give Your Store | 
of Te The Look That Sells.” 
sells POOR. 6 oc cdcvesccccccccceesesesoseeescdeerecoueweoces ; 
NE Sb nkcnsseddcsddd Ghent ew eeendnededss 4éceese | 
| 
BD Nsddecdvuncdesesdsoesaaeemess DE aa Wes nde awes | 
a ee ee ee I 

CHEMICALS BRUSHES PLASTICS FIBER GLASS 
ae Se ee S COMPAN Y 


CANADIAN PITTSBURGH 


INDUSTRIES LIMITED 








Rim WICKS 
FOR QUICK PROFITS 








KINDLERITE 


R/M’s standard quality 
woven asbestos kindler. 
A sturdy, long-lived 
wicking with wire core 
in both warp and filling 





| No matter which of these three wicks 

your customers select, you get a gen- 

erous profit. R/M Wicks are the pick 

of the wicks. They give clean, reliable 

burning. They’re made to last, and to yarn. Packaged 52 ft., 6 ft. 

k — = and 100 ft. to the box, in widths of 
ae Seeman PPY- of %”, 1”, 1 %" and 1 %”. 
















QUIK FLAME 2 WOVEN GLASS 


The most efficient 
kindler ever devel- 
oped for range 
burners. Patented 
open mesh construc- 
tion provides best possible 

results with distillate oils. The 
extra-heavy wire core yarn keeps 
the kindler upright in the burner channel. Glass ’ 
yarn at burning edge facilitates the removal of burning edge. Packaged 5) ft., 


carbon deposits. Packaged 6 ft. to the box, 7” 6 ft. and 100 ft. to the box, in widths of 
and 1 %” wide. ve", F 1 we end 1 36". 


The acme of perfection 
in stove kindlers, assur- 
ing long life and maxi- 
mum stove performance. 
The only glass wicking 
woven with a wire core in 
every strand to protect the 














RAYBESTOS-MANHATTAN, INC. 
ASBESTOS TEXTILE DIVISION, MANHEIM, PA. 


Factories: Manheim, Pa.; No. Charleston, S.C. 


RAYBESTOS-MANHATTAN, INC., Manufacturers of Asbestos Textiles eTeflon Products e Packings « Mechanical 
Rubber Products « Abrasive and Diamond Wheels « Brake Linings * Brake Blocks « Clutch Facings « Fan Belts 
Radiator Hose « Rubber Covered Equipment « Sintered Metal Products « Bowling Balls 
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A HE retailer with a PRISCILLA Exclusive 
Dealership franchise has good reason to 
smile! For highly profitable advantages 
are attached to handling and featuring 
PRISCILLA WARE Aluminum Utensils. As 
the sole outlet for the line in your locality, 


PRISCILLA WwW ARE'S your turnover and profits are protected. 


You offer a complete selection of attrac- 


E telustue tively styled cooking utensils—and quality 
is assured by the exclusive “Priscilla Un- 






PROFIT POINTS conditional Guarantee.” Isn’t it hard to 
beat a proposition like that? 
Nen-compotitive Trading Ares — The Coupon Will Bring You Full Information 
Only one Priscilla Ware dealer in a 
given area assures favorable competi- e 





tive position. 





OuURABLE AUMINUS 





PRISC i LA | 

Uns ARE 

UNCONDITIONALLY GUARANTEED 
A a 


Unconditional Guarantee — proof 
positive of Priscilla Ware quality; fully 
protects you and your customers. 







Complete Selection — from a wide 
range of modernly designed al 
cooking utensils. 









LEYSE ALUMINUM COMPANY 
KEWAUNEE 3, WISCONSIN 
Half a Century Of Craftsmanship In Aluminum 


regarding the Priscilla Ware Exclusive 


4? r 4 \ | 
D R i § C i iin 4 . » Dealership Franchise, and newest catalog. | 
ul A R € : . w ‘ Ee ee  teieaatin win l 


Speaks ive Itself ~a “ f3 , “ Bere f PETER? woe ccveccvccsscccccccccccccscccccceseececececcceccoesssesscccccccescooscoocsocscoees | 





SEND COMPLETE INFORMATION | 
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ANOTHER FIRST!! 


ABERCROMBIE’S NEW 
HI-LO HEATERETTE™ 


Patent applied for (*HEATERETTE — Trade Mark registered in U.S. Patent Office) 


Made in the United States of America 


HEAVY GAUGE 
SCARCE BRASS = 


CONDUCTS HEAT BETTER 


“ CONSTANT HEAT 115°F to 210°F 
FOR 4 to 36 HOURS AT YOUR 
SELECTION 






ar 





SPARKLING BRIGHT = 
CHROME FINISH =~ 
NATIONALLY "Worn 
ADVERTISED = a 





ELEMENT MADE ~Z- 
WITH PRECIOUS — 
PLATINUM 











EXCLUSIVE CONTOUR =<" 
FIT FOR HAND OR 
POCKET 










HI-LO HEATERETTE POCKET HEATERETTE 
f $.49 $395 $350 
=S FLUID MAY ~~ Extra profits with Fluid! Sell a can with every 


=_BE MAILED 





4, Pocket Heaterette sold! No price increase! 


One word of caution! Hi- Lo Heaterette and Original Pocket Heaterette are 
THE quality hand warmers. Guaranteed by Abercrombie’s — in business 
since 1892! Both Heaterettes same size and made of chrome plated heavy 
gauge brass absolutely essential to the proper conduct of heat. Packed in 
double draw-string flannel bag with handsome sell-on-sight package. 


Tens of thousands were sold last year to people who work or play out- 
doors — Hunters, Fishermen, Sportsmen, Spectators! Excellent for relief 
of arthritic pains — use in place of hot water bottle or heating pad! 


; <__ <> HEATING ELEMENT HEATS QUICKER — HEATS LONGER — OUTWEARS ALL : 
“2 OTHERS. EXTRA PROFITS ON EXTRA ELEMENTS! 
NEW INCREASED 


DRAFT ELEMENT DAVID T. ABERCROMBIE CO. 


No price 
increase! MANUFACTURERS OF FINE CAMPING EQUIPMENT * 97 CHAMBERS STREET, NEW YORK 7, NEW YORK 


76 HARDWARE AGE, OCTOBER 29, 1953 








HARDWA 


<* Nz 


(32 


Y | (AWA 


A 
= 


Ry” avOWe 
ewe 


SPORTSMAN 
FLASHLIGHTS 


IN 3 SIZES - 
DISPLAY THEM ALL 
YOU'LL SEE 
SALES RISES! 


Ray-0.Vacs, SPORTSMAN flashlights 


Ray-O-Vac tells your customers about the Sportsman flashlights 
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in ads like this running in national magazines. 


This ad appears in Saturday Evening 
Post, October 31; Progressive Farmer, 
November; Collier's, October 16; Coun- 
try Gentleman, November; Farm Journal, 
October; Farm & Ranch and Southern 
Agriculturist, October. 

SPORTSMAN flashlights are the 
perfect companions for the outdoor 
man. Whether the S22F two-cell, the 


S$32F three-cell, or the S21F junior 
size, these sturdy ring-clipped flash- 
lights can be depended on in any 
weather. Mounted on display card or 
available in small individual cartons. 
And of course they use famous Ray-O- 
Vac LEAK PROOF Brand flashlight bat- 
teries—the only batteries fully sealed 
in steel. 


RAY-O-VAC COMPANY 


Madison, Wisconsin « Ray-O-Vac, Canada, Ltd., Winnipeg, Manitoba 
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Let’s have a practical, profitable SWING-A-WAY Christmas! 
















Build big displays of SWING-A-WAY products to attract 
women and men. They'll stop to buy because SWING-A- 
WAY is the perfect gift for every woman who has a 
| kitchen. It’s a gift that is practical, and beautiful too. 


Your customers will be looking for SWING-A-WAY gifts 
| right up to the last minute, so keep your stocks complete 





all through the Christmas season. 


SAYS E 


Star of T 









AUTOMATIC CAN OPENER 
. WATCE 


through th 
ing his sell: 


' Saiiitiiaiean — 
st OVLGIE SE i i Ada aia LO OED, Ge | 


seeing his { 
And in 
are promot 


Indianape 
San Anto 
Charlotte 
Seattle: 
KNIFE SHARPENER a 
oledo: 
San Fran 


AUTOMATIC CABINET 
CAN OPENER 





Cae he 


LES —_ Watch for | 


TIE IN—CASH IN on the big Christmas promotion! SATURD« 





powerful national advertising! ads in BE’ 

i  ) sparkling gift packaging! PROGRE. 

ICE CRUSHER &) window streamers, newspaper mats! | thnew Ge 
A 


for the biggest Christmas ever. ya. 


Fas — << 
ge a first name eo; 
(] | $_\)} im can openers 7S 
Winwaas re" o AlbPorpone 
ood Mixer 

““""_ SWING-A-WAY MFG. CO., ST. LOUIS 16, MISSOURI 


In Canada: Fox Agencies Ltd., Port Credit, Ontario 
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mas! 
ITS THE GIANT OF THEM ALL, 
_| THIC NEW GENERAL MILLS 
= 
Ko 
“BIGGEST WAFFLES YET! 5.0 than | 
any other by 13% (a full 11 square inches) 
Bakes four plate-size servings... enough 
to feed the whole family at once.” 
SAYS DAVE GARROWAY 
Star of TODAY (NBC-TV Network) 
—= ag 
. “CHANGE GRIDS IN A JIFFY! 
" 8 Just 
nee oe ll press the exclusive Snap-latch like this 
to change grids in no time at all; and your 
WATCH GARROWAY SELL General Mills Appliances for you right customers will go for those heat-resistant 
peeing. | through the big Christmas selling season. Every Monday and Tuesday, he’ll be work- eee ee 
ing his selling magic on his popular morning television program Today. You'll enjoy 
seeing his famed selling technique. 
And in 14 areas not reached by the Garroway show, these popular TV programs 
are promoting General Mills Appliances: 
LOCAL TV SHOWS, TOO! 
Indianapolis: “Cinderella Weekend” WFMB-TV Los Angeles: “California Living” KNXT 
San Antonio: “Tommy Reynolds Show” KEYL Spokane: “Elaine Gray's Kitchen” KHQ-TV 
Charlotte: “Carolina Cookery” WBTV Salt Lake City: “Doin’ the Town” KSL-TV 
Seattle: “King’s Kamera” KING-TV Portland: “What's Cooking” KPTV 
=NER San Diego: “General Store” KFMB-TV Denver: “Ray Perkins” KFEL-TV 
Toledo: “Woman's Window” WSPD-TV Milwaukee: “What's New” WTMJ-TV . St a 
San Francisco: “KPIX Kitchen” KPIX Nashville: “Luncheon at the Noel” WSM-TV ' . 
“LIKE TWO 11-INCH SKILLETS —_ 
MORE NATIONAL MAGAZINE ADVERTISING ABOUT TO BREAK! ee a eee 
perfectly flat .. . wonderful for cooking 
——— Watch for full-color General Mills Appliance advertisements on the back cover ofthe pancakes, bacon and eggs, hamburgers.” 
motion! SATURDAY EVENING POST, November 7 and December 5 issues; plus other big 
tising! ads in BETTER HOMES & GARDENS, SUNSET, SUCCESSFUL FARMING, : 
aging! PROGRESSIVE FARMER. It’s part of the tremendous campaign that’s making . ea 
ats! the new General Mills line the most talked-about appliances in the country! ss 
: Home Appliances 
SPONSORED BY 
ee Grill-Watfle Automatic Tru-Heat tron and 
Food Mixer Boker Coffee Maker Steam lroning Attachment 
SSOURI 
Ontario 
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THE DEALER ere 
COMES FIRST nie 


IN PURITAN’S divide it! 
sell half! 














NEW PACKAGING 


PROGRAM! examine it! 


no soiling! 


PURITAN 
OFFERS THE DEALER 


th wt: 
ahi =m 


i> 
Plane, Lr 
SELF-SELLING PACKAGES! Unigene Guatend by > 
y e i lousekeeping 


40, * 
” 45 apveansto WSS 






Each of Puritan's many clotheslines and sash cords is packaged in a bright, 
eye-catching package that protects its contents from soiling. Each package 
tells the complete story of how the contents are used, where they are used 
and how much the unit costs. A number of Puritan products are now packaged 
in the completely new loop-handle, break-away package illustrated here. 


Other products in the line are being converted to this faster-selling package Pr 


as rapidly as conditions permit. 
EASIER PRICING! 


The newer packages developed by Puritan may all be marked in the case 
before removal for shelf or counter display. Just open the case end 
indicated and stamp or write each price in the circle on the package end. 

















There is no limit fo the number of 
ways that you can effectively display 
Puritan's new loop-handled packages. 
Tumble them in basket or carton... 
hang them from nails or other pro- 
jections on wall or island display . . . 
stand them up on counter or barrel 
top at the back of the store ... or 
stack them in your front display window 
in interesting patterns. 


PURITAN CORDAGE MILLS, inc 


Manufacturers 
LOUISVILLE, KENTUCKY 
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‘“‘In first 45 days...sales of 
GOLD SEAL LINOLEUM TILE 


$3,500!" 
4 3 0O eo. 
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Bill Levy shows how easy it is to display and sell 24 pomeres of 
tile in only 5 sq. ft. of floor space with the Gold Seal Tile-O-Matic. 
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Here’s how it all started. In a nut- 
shell, Bill Levy was fed up with 
selling tile on price alone. He had 
an idea he could trade his cus- 
tomers up to linoleum, from less 
expensive asphalt tile, IF he could 
find the right kind of linoleum tile. 
He chose the 9 “Fashion-Floor” 
ae in Gold Seal Linoleum 

ile—put them right up front in 
this Gold Seal Tile-O-Matic where 
his customers could see a complete 
color range. 

Did it pay off? From the opening 
gon , it started averaging 300 sq. 

t.a ay—at full mark-up! \t quickly 
threw his asphalt tile in the shade, 
proving once again that people 
will pay more for a demonstrably 
better product. Bill Levy says that 
“the Gold Seal name is well- 
known everywhere, and the beauty 
of the tile sells it over other names 
and other makes.” He is building 
up a full stock of the tile to be able 
to fill orders promptly. 

Mr. Levy apologizes for only be- 
ing able to supply us with this one 
picture. He would have taken 
more, he says, but customers were 
waiting to buy the product. 

Are you interested in increasing 
your sales? 


Congoleum-Nairn Inc. 
Customer Service Dept. 
Kearny, N. J. 

Yes, | am interested in increasin 


sales of Gold Seal Tiles with the Tile. 
O-Matic. Please send details. 


SEAL 


Trape-marx @® 
FLOORS AND WALLS 
CONGOLEUM-NAIRN INC., Kearny, N. J © 1953 
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Now’s the time 
to do your 
stocking! 





HE six items on this page are bound to 

have real “sock” with your customers. 
The buying public are going to be seeing them in 
Taylor’s big Christmas promotion in the 
national magazines. That means they are going 
to be asking about them. It will be to your 
advantage (spelled P-R-O-F-I-T) to have them 
in stock. When a customer says: ‘““Do you have a 
Taylor...... ”—be able to say—‘‘Yes!”” Order 
your stock of these Taylor instruments today! 
Taylor Instrument Companies, Rochester, N. Y., 
and Toronto, Canada. 





piece of 
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TAYLOR INSTRUMENTS MEAN ACCURACY FIRST a 


82 HARDWARE AGE, OCTOBER 29, 1953 


Creotors « 









Fastest selling plastic dinnerware on two counts... au 


Beautiful design and guaranteed 





>. 
pr 





BROOKPARK Modern Design 


Vesigner s squore shape an » Mel -laelachiols ola Mlamellslsl-ta 21a me) nviting 


Replacement is guaranteed on any 
piece of Brookpark dinnerware which chips or breaks in 
normal household use within a year. 


Nationally advertised in 
Better Homes & Gardens, American Home, 
House Beautiful, House & Garden, Living, 
New Yorker, Good Housekeeping 


molded plastics, inc., cleveland 9, ohio 


¢reators of BROOKPARK, ARROWHEAD and EFFICIENCY WARE 


break-resistance! vw 
D, styled by Joan Luntz 


| 
| 





£ 


. 4 





molded of Melamine plastic 


BROOKPARK Desert Flower 


New pe shape with decorative flora tif. Worry-free dinnerware 


Ask Your Jobber for BROOKPARK by name or send 
for catalog sheets and full information. 


International Molded Plastics, Inc., Dept. HA 1029 
Cleveland 9, Ohio 


Rush catalog sheets and full information on Brookpark to: 
Name 

Store Name 

Address 

City, State 

My jobber is 


WHAT'S BOOSTING 


BOKER 
TREE BRAND ? 


Yes, sir, BOKER has its own 4-Point Plan! QUALITY so de- 
pendable that the sale of any one item paves the way for future 
sales of other Tree Brand Cutlery. MARKUPS that give you a 
“reason why” for pushing BOKER. PRICES that cut sales 
resistance to a minimum. NATIONAL ADVERTISING in The 
Saturday Evening Post — 16,000,000 readers — that send ’em to 
you “lookin’ and askin’” for BOKER Tree Brand. 


COMBINATION FOR PROFITS! 


HANDY KITCHEN KIT 


Best seller! Three ‘‘most-used'’ kitch- 
en tools—two knives and shears—in 


a sales-getting handsome wail case. “SUBURBAN” TABLEWARE SET 


Handsome, practical 24-piece Tableware set. 
Genuine Pakkawood handles, stain and burn 
resistant. Choice of box or plastic carrying case; 
slight difference in price. 


, CARVING SETS SCISSORS—SHEARS and 
Sell quickly because they look their EASY PINKERS 
quality! Highest quality steel, curved . - 
to fit the hand. Genuine stag handles. Priced to sell on sight —at a good 
profit! Wide variety of sizes. Quality 


all the way. 


HOUSEHOLD 
UTILITY SETS 


Consist of paring, fruit 
or sandwich, slicing and 
carving knives PLUS 
household fork. Handsome 


POCKET KNIVES walnut wall case makes 
women buy-minded. 
Sell them once, and you'll never carry 
another brand! Fine steel and fine looks 
in patterns to suit every taste. 


“ 

ASK YOUR JOBBER TO SHOW YOU THE 

Tree Gg eranp XY BOKER TREE BRAND LINE 
CUTLE RY ot ©) Catalogs Available on Request 

H. BOKER & CO., INC. 


Established 1837 
101 Duane Street New York 7, N. Y. ATLANTA 


LOUISVILLE 
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A “MUST” FOR SPONGE MOP USERS! 
A SURE-FIRE SELLER FOR YOU! 


Wheeling does it again. a designs and builds this 








The All-Purpose 12 quart Galvanized 
Pail Your Customers Want! 
@ EASIER TO USE! Any sponge mop fits into 
this pail with plenty room to spare! 


@ EASIER TO POUR! New oval shape makes 
a natural pouring lip! No spill! No mess! 


@ EASIER TO CARRY! Carries without bump- 


ing! Perfectly balanced! 


@ SAFER TO USE! Fits securely on sills, steps 


and stepladders! 

















Oval Pail...made especially for use with sponge mops! 


It’s a great new sales-booster! 


Yes, Wheeling makes the news, and you make the 


sales! Get in touch with your Wheeling Representa- 


tive or the nearest Wheeling warehouse. 


Sell the complete line of 


Wheeling Ware, Conductor Pipe, 


Eaves Trough, Gutters, 
Roofing and Cut Nails. 


WHEELING CORRUGATING COMPANY + WHEELING, WEST VIRGINIA 


ATLANTA 
LOUISVILLE 
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BOSTON 
MINNEAPOLIS 


BUFFALO 


CHICAGO 
NEW ORLEANS 


COLUMBUS 
NEW YORK 


DETROIT 
PHILADELPHIA 


HOUSTON 
RICHMOND 


KANSAS CITY 
ST. LOUIS 
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“AMERICAN BRAND” 






Carton protects rope 
Rope stays clean 
Uncoils from carton 
No inner lashings 
Uncoils properly — 
no kinking 
Easy to handle and stock 
Makes attractive display 















6 Sizes—10 Put-ups 

In Individual Cartons 
1/4”, 5/16”, 3/8”, 1/2” dia. in 
600 and 1200 foot coils — 5/8” 
and 3/4” dia. in 600 foot coils 
only. 










100 foot coils up 4 
to 1/2” dia. es 





Ly) MINN 






/ 










AMERICAN MANUFACTURING COMPANY 


MAIL COUPON NOW! Ger complete information on Noble & West Sts., Brooklyn 22, N. Y. 


“American Brand” Rope in Cartons. 


AMERICAN MANUFACTURING COMPANY 
Brooklyn 22, New York 


Rope (Manila, Sisal, Jute, Wifes, Polyethelene, Saran, Glass), Twine, 
Ockum, Packing, Baler Twine, Carpet and Electrical Yarns 





Please send information about 


[ earewmieee ere 


0) Rope In Cartons 0 Handy Coils 0 Handy Twines 


| 
| 
_— | 
| 
| 














Branch Factories: Compony. 
St. Louls Mills, St. Louis 4, Me. | Address 
Delaware River Jute Mills, Philadelphia, Pa. Gi * ‘ 
SALES OFFICES: s - eee J 
Boston Chicago Houston Les Angeles New Orleans Phila. Pittsburgh San Francisco i Gh Ge ee Gls Gite aaee Gs Glee es eee lis es ed 
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A report of the 

















Atlantic City Convention 


the 59th annual convention of the 


National Wholesale Hardware Assn. 


the 43rd annual meeting of the 


National Assn. of Sheet Metal Distributors 


the 105th semi-annual convention of the 


American Hardware Manufacturers Assn. 
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Coleman Is AHMA President; 
Wood Named Vice-President 


R. H. Coleman, Director 
of Sales, Remington Arms 
Co., Bridgeport, Conn., was 





R. H. COLEMAN 


elected president of the 
American Hardware Manu- 
facturers Assn., succeeding 
H. B. Megran, Starline, Inc., 
Harvard, IIll., who became a 
member of the Advisory 
Board. 

B. B. Wood, The Wood 
Shovel & Tool Co., Piqua, 
Ohio, was elected a vice-presi- 
dent of the Association. 
Others elected were the fol- 
lowing Executive Committee 
members for 1956: 

G. S. Culver, Richards- 
Wilcox Mfg. Co., Aurora, III; 
James G. Geddes, H. K. Port- 
er, Inc., Somerville, Mass.; 
Robert R. Raymond, True 
Temper Corp., Cleveland, 
Ohio, and G. F. Wright, G. F. 
Wright Steel & Wire Co., 
Worcester, Mass. John C. 
Cairns, The Stanley Works, 
New Britain, Conn., was 
named chairman of _ the 
AHMA executive committee. 

Arthur L. Faubel, secre- 
tary-treasurer, reported that 
AHMA membership in 1953 
was 480 as compared with 
471—a gain of 9 new mem- 
bers. During the year 32 
new members were admitted 
to the Association, and 23 
resigned. 


Mr. Faubel announced that 
the semi-annual joint conven- 
tion of the manufacturers 
with the Southern Wholesale 
Hardware Assn. would take 
place the week of April 11 at 
the Roosevelt Hotel in New 
Orleans, La. 

Franz T. Stone, Columbus- 
McKinnon Chain Corp., chair- 
man of the Conference Booth 
Committee reported that this 
year 399 booths had been sold 
as compared with 391 booths 
in 1952. He also reported 
that Convention Hall in At- 
lantic City had been booked 
through 1956 for the Con- 
ference Booth Program. 

It is expected that next 
year’s Atlantic City conven- 
tion of the AHMA and the 
NWHA will begin on Oct. 3 
or 4, 


Tax Equality Fight 
Seen Nearing Victory 


Never before in the long 
fight for tax equality has 
there been such a_ great 
opportunity for victory, the 
National Wholesale Hard- 
ware Assn. was told by Seth 
Marshall of Duluth, Minn., 
chairman of the association’s 
Committee on Co-Operatives. 

In his annual report, Mr. 
Marshall said “We believe we 





SETH MARSHALL 


are closer to achieving our 
goal of tax equality than we 
have ever been before, but we 
also know that unless we 
keep up our fight with un- 
diminished effort and sup- 
port, we can still lose.” 

Proposed decrease in cor- 
porate and individual income 
tax rates, ending of the pres- 
ent excess profits tax and the 
need for additional revenue to 
offset these losses, were cited 
as reasons for the committee’s 
optimism. 

The administration’s desire 
to balance the budget was 
also seen as an encouraging 
factor. 

Mr. Marshall told the meet- 
ing that “Taxation of co-op- 
eratives, mutuals, and other 
tax-privileged business cor- 
porations will provide a min- 
imum of $800 million, by offi- 
cial government estimate, and 
perhaps as much as $1.5 bil- 
lion according to other com- 
petent estimates.” 

He outlined the campaign 
of the National Tax Equality 
Assn. using page and half- 
page ads in nearly 1,700 
newspapers in 47 states with 


the theme: “You pay more 
because co-ops and mutuals 
pay little or nothing.” 

The campaign — directed 
toward the consumer—will be 
continued, although but one- 
half of the campaign fund 
has been used. The remain- 
der will be used when new 
tax legislation is being con- 
sidered in committee or is 
actually before Congress. 





3,200 Attendance 
Is Record-Breaker 


A record attendance of 
more than 3,200 members and 
guests was tallied at the re- 
cently concluded National 
Hardware Convention in At- 
lantic City. The 3,200 figure 
represents a slight increase 
over last year’s convention. 

Actual registrations were 
2,999, or more than double 
that of 10 years ago. While 
there was an increase in the 
number of wholesale firm« 
represented at the conven- 
tion, fewer individual whole- 
saler representatives were 
registered. 





Sheet Metal Distributors Study Operating 
Efficiencies; Elect Lee J. Haines 


Sheet metal distributors, 
meeting in their 43rd semi- 
annual session, explored new 
ways to increase their oper- 
ating efficiencies as a means 
of combating rising operating 
costs. 

Since distributors are no 
longer faced with irksome 
and burdensome Govern- 
mental controls, they were. 
urged by J. V. Honeycutt, as- 
sistant vice-president of Beth- 
lehem Steel Co., to find new 
uses for the expanding steel 
supply. 

Honeycutt promised that 
the steel industry can provide 
an adequate supply of gal- 
vanized sheets and other steel 
products. 

The industry, he revealed, 
is currently tooling to give 
better product mix being no 
longer controlled by N.P.A. 


Dr. Raymond Rodgers, Pro- 
fessor of Banking, New York 
University of Business Ad- 
ministration, was one conven- 
tion speaker who took a pessi- 
mistic view of the business 
future. 

He warned that a definite 
business recession is in the 
offing. Labor is now too well 
entrenched to give much 
ground, he said, and advised 
manufacturers that the only 
avenue open to them is in- 
creased efficiencies in all 
phases of their operations. 

He made it clear that he 
was not suggesting plant ex- 
pansion. 

Lee J. Haines, E. E. 
Souther Iron Co., St. Louis, 
was advanced to the presi- 
dency, succeeding Alexander 
Thomson, Tanner & Co., In- 
dianapolis. 
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Net Pricing, Decimal 
Packaging Favored 


A resolution urging manu- 
facturers to give prompt con- 
sideration to changing to net 





THOMAS A. FERNLEY, JR. 


pricing and decimal packag- 
ing where practical was 
adopted at the closing busi- 
ness session of the National 
Wholesale Hardware Assn. 


The resolution resulted 
from a survey of 247 NWHA 
members which disclosed that 
211 endorsed the change in 
pricing and packaging by 
manufacturers. 

Thomas A. Fernley, Jr., ex- 
ecutive secretary, in his an- 
nual report gave preliminary 
business figures for 17 whole- 
sale firms. These showed that 
anticipated sales for 1953 
compared with 1952 would 
show a 3 pct gain. 

Sales for the first 9 months 
of 1953, compared with the 
same period in 1952, showed 
a 4 pet increase. Third quar- 
ter sales for this year were 
up 1 pct over the same quar- 
ter last year. 

Inventories as of Sept. 30, 
1953, compared with the same 
date last year were up 17 pet, 
while inventories as of Sept. 
30, 1953, compared with Dec. 
31, 1952, were up 21 pet. 





President’s Reception, Ladies Luncheon 
Prove Popular Convention Features 


Two new features of this 
year’s National Hardware 
Convention at Atlantic City, 
N. J., were the President’s 
Reception and a special 
luncheon for ladies that had 
a prominent TV personality 


as their guest speaker. 

The President’s Reception, 
held on Sunday evening, Oct. 
12, saw more than 2,200 dele- 
gates and their wives pass by 
the reception line composed 
of executives of the partici- 





= -The receiving line of the President's Reception. 
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Wholesalers Re-Elect Parker 
President for Second Term 


W. A. Parker, president, 
Beck & Gregg Hardware Co., 
Atlanta, Ga., was re-elected 
president of the National 
Wholesale Hardware Assniat 
its annual business metting, 
Oct. 13, at Atlantic City, N. J. 

At the same time, Lee J. 
Haines, E. E. Souther Iron 
Co., St. Louis, Mo., was 
elected a vice-president. Mr. 
Haines at the business ses- 
sion of the National Associa- 
tion of Sheet Metal Distribu- 
tors had been elected presi- 
dent of that group. 

The wholesalers also 
elected the following new ex- 
ecutive committee members 
to serve until 1956: Burrow 


Morley, Morley Bros., Sagi- - 


naw, Mich.; W. W. Conde, 
W. W. Conde Hardware Co., 


Watertown, N. Y., and E. H. 
McLaughlin, Union Hard- 
ware & Metal Co., East Los 
Angeles, Calif. 


W. A. PARKER 





pating associations. It was 
held in Trimble Hall of the 
Claridge Hotel. 


The new _ entertainment 
feature was the luncheon for 
ladies, on Tuesday afternoon, 
Oct. 18, as guests of the con- 
vention. 

Miss Virgilia Peterson, 
authoress, columnist, and TV 
program moderator delivered 
an interesting talk on the 
topic, “Does Our Literature 
Mirror American Life?” 

Other entertainment pro- 
vided for convention dele- 
gates consisted of boardwalk 
chair rides for the ladies, in- 
formal dancing, and a floor 
show. 





Central States Dinner 
Draws Record Crowd 


The annual Central States 
Stag Dinner and Entertain- 
ment during the National 
Hardware Convention drew a 
record attendance of 640 
guests from among manufac- 
turers, wholesalers, and man- 
ufacturers representatives. 


Held at the Traymore Hotel, 
Sunday evening, Oct. 11, the 
dinner was followed by an 
entertainment program in 
which members of the audi- 
ence participated. 

The Central States Hard- 
Ware Club had again spon- 
sored a special train on the 
Pennsylvania Railroad which 
arrived in Atlantic City on 
Sunday morning with 165 
aboard from Chicago, Cleve- 
land, and Pittsburgh. 





John H. Mize Named 
Chief-X of X-Club 


John H. Mize, Blish, Mize 
& Silliman Hardware Co., 
Atchison, Kan., was elected 
Chief-X of the X-Club at its 
annual luncheon meeting on 
Oct. 13 during the National 
Hardware Convention at At- 
lantic City. Mr. Mize is a 
former president of the Na- 
tional Wholesale Hardware 
Assn., and succeeded H. P. 
Ladds, National Screw & 
Mfg. Co. as Chief-X. George 
H. Harper, Baltimore, Md., 
remains secretary-treasurer. 
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How Is Your Constitution? 


by Clarence Manion 


Attorney 
South Bend, Ind. 











CLARENCE MANION 
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Opposite page—National Wholesale Hardware Association 
officers, executive committee members and some of the 
advisory board members, who directed the 1953 conven- 
tion. Seated ore, left to right: Herbert L. George, Marshall- 
Wells Co., executive committee; Henry J. Allison, Allison- 
Erwin Co., advisory board; Spencer E. Cram, W. Bingham 
Co., Sterling W. Tucker, Fones Bros. Hardware Co., executive 
committee; Edward F. Pritzlaff, John Pritzlaff Hardware Co., 
C. J. Whipple, Hibbard, Spencer, Bartlett & Co., advisory 
board; Charles L. Wheeler, Salt Lake Hardware Co., vice- 
president; Paul W. Anderson, Farwell, Ozmun, Kirk & Co., 
executive committee; William A. Parker, Beck & Gregg 
Hardware Co., president; Charles L. Hildreth, Emery-Water- 
house Co., vice-president; S. T. Exley, Jr.. Harper & Rey- 
nolds Corp., Joe W. Pitts, Brown-Roberts Hardware & Supply 
Co., Ltd., executive committee; William P. Tracy, Tracy- 
Wells Co., John H. Mize, Blish, Mize & Silliman Hardware 
Co., advisory board; Ernest C. Kieswetter, W. A. L. Thomp- 
son Hardware Co. and John H. Stauffer, Herr & Co., execu- 
tive committee.’ Standing are, left to right: Thomas A. 
Fernley, Jr., executive secretary; Robert C. Fernley, secre- 
tary, NASMD, and George A. Fernley, managing dire-tor. 
Alexander Thomson, Tanner & Co. and NASMD president 
and NWHA vice-president; N. F. Van Hoogenhuyze, Wm. 
Van Hoogenhuyze Hardware Co., executive committee mem- 
ber, and some of the members of the advisory board were 
not in this picture. 
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“«...concentration of govern- 


mental power always precedes 
the death of human freedom...” 


If the United States should disappear right now, 
the survivors around the perimeters of the earth’s 
surface would immediately be engulfed in such torture 
and terror that those who survived would envy those 
who had not. We are the sole buttress against the 
disappearance of civilization into a terror and a 
torture. 

This country, which is the hope of mankind, is the 
incarnation of four basic political convictions. These 
convictions constitute the foundation of the structure 
sheltering us and beckoning the rest of the world. They 
are in the Declaration of Independence as self-evident 
truths. 

The first of these four convictions was that all men 
are created. There is a God. God exists not as a 
matter of faith, but as a matter of fact. 

The second conviction is that all men are created 
equal, before the law of the land, a projection of God’s 
law. Beyond that we are unequal in every conceivable 
way. D 

God wasn’t class conscious. Neither were the found- 
ing fathers of this Republic. They saw in human beings 
what God put there, individually created men and 
women, everyone of whom was different from every 
other one. 

The third great fact of American life, stated in the 
Declaration of Independence, is that all men are en- 
dowed by their Creator with certain inalienable rights, 
including ‘life and liberty. 

The fourth great fact about government was that 
to secure our rights, governments derive their just 
powers from the consent of the governed. Government 
Was man-made—a servant hired by man to protect his 
God-given gifts. 

Government is a tool, a device, designed by man like 
any other tool to serve a protective purpose. We think 


91 









HARDWARE AGE, OCTOBER 29, 1953 


gration. 
men fou 
ment. 

A yea 
mills in 


owners 
Supreme 


against 

we were 
business 
ances of 


ciation 
right: 
mittee 
vice-pr 











of government now as the all-powerful provider of all 
things for all men. That is a perversion of our history. 

We run from government as George Washington did. 
But we also run to government as he did not do be- 
cause, in his estimation, government was like fire. 
Government is the only threat of tyranny that ever 
faced mankind. 

The founders of this country put the fire of govern- 
ment into iron containing walls called the constitutional 
system, a fire insurance policy holding that fire in its 
place—to prevent its spread into a tyrannical confla- 
gration. For the first time in the history of the world 
men found it possible to restrict their own govern- 
ment. 

A year ago our former President seized the steel 
mills in what was known as an emergency. The mill 
owners took the matter to court, with the U. S. 
Supreme Court ultimately holding that the President 
was wrong; he had to return the mills. This is the 
only country in the world where that could be or can 
be done. Our constitution restricts the power of our 
government. 

You think that you are in the hardware business, 
but the constitution is your business. If it wasn’t for 
that constitution there would be no private business, 
private property or private rights. Instead of being 
free, you would be on parole. 


How Government Limits Freedom 


I think that what we need to do is to declare war 
against the complacency of the American people. If 
we were as careless about our bank accounts and our 
business balances as we are about the declining bal- 
ances of our liberties, we would be in the middle of 
the greatest depression the world has ever seen. 

Woodrow Wilson said 40 years ago that, “The his- 
tory of liberty is the history of the limitation of gov- 
ernmental power.” He went on to say that when we 
resist the concentration of governmental power, we 
are resisting the processes of death because a concen- 
tration of governmental power is what always pre- 





Opposite page—Officers, advisory board and executive com- 
mittee members of American Hardware Maufacturers Asso- 
ciation, serving at the 1953 convention. Seated, left to 
right: B. B. Wood, Wood Shovel & Tool Co., executive com- 
mittee chairman; Mark J. Lacey, Peck, Stow & Wilcox Co., 
vice-president; Spencer T. Olin, Olin Industries, advisory 
board; John C. Cairns, The Stanley Works, executive com- 
mittee; Herbert B. Megran, Starline, Inc., president; R. H. 
Col , Remington Arms Co., Inc., vice-president and 
Herbert P. Ladds, National Screw & Mfg. Co., advisory 
board. Standing, left to right: S. Horace Disston, Henry Diss- 
ton & Sons, Inc., advisory board; H. M. Francis, American 
Steel & Wire Div., Stanley F. Jackes, Jackes-Evans Mfg. Co.; 
Geddes Parsons, P. & F. Corbin Div., M. H. Geisking, Ten- 
nessee Coal & Iron Div., executive committee; Richard Harte, 
©. Ames Co., advisory board; Franz T. Stone, Columbus- 
McKinnon Chain Corp., R. R. Osborn, Turnbuckles, Inc., L. 
G. Pratt, Samson Cordage Works, Harold S. Hobson, Sey- 
mour Mfg. Co., executive committee; John S. Tomajan, The 
Washburn Co., advisory board; Arthur L. Faubel, secretary- 
treasurer; Richard L. White, Landers, Frary & Clark, advisory 
board; Robert G. Patterson, The Lamson & Sessions Co., ex- 
ecutive committee; Harold F. Seymour, Columbian Vise & 
Mfg. Co. and Robert G. Thompson, The Lufkin Rule Co., 
advisory board. Some advisory board and executive com- 
mittee members were not in this picture. 
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cedes the death of human freedom. 

How is your constitution tonight? How is the 
limitation on government, your freedom and the con- 
centration of governmental power? Here in America 
the great new President of the United States finds in 
his hands tonight a greater concentration of power 
than that to be found in the hands of any government 
official outside of the Iron Curtain. No man can mea- 
sure the power of the American President. 

Communists understand very well that a concentra- 
tion of governmental power is a condition precedent 
to the death of liberty. The people of this country 
need now to know more than ever before that the 
definition for despotism is unlimited government. 

The alternative to big government is big, morally 
strong, self-restraining and morally conscious people. 
These people can afford the luxury of a strictly limited 
government. But when that state swells, as ours has 
swollen in our lifetime, it swells because the people 
are shrinking. 

Big government is for little people. If we want to 
shrink the swelling state, then we have an obligation 
to enlarge the area of individual moral responsibility. 
Self-government is the alternative for dictatorial gov- 
ernment. 

We are going to have to revive a sense of religious 
and moral obligation throughout this country, not to 
save our souls, but to save our civilization. 


Why Do Communists Succeed? 


Read the Declaration of Independence. It is marked 
there clearly for all the world to see. If you want to 
preserve the limitations upon government, then in- 
crease the moral limitations upon the individual. If 
you want the government to move out, prepare the 
people to move in. There is a vicarious relationship 
between the size of the state and the moral conscious- 
ness of its citizens. Communists are trying to induce 
us to concentrate government powers. 

What is the formula for the success of communist 
conspirators? They seek to capture the police and to 
get centrally controlled police in their hands. When 
the police are thoroughly communized, they look at the 
ballot boxes. At the next election the citizens are so 
thoroughly terrorized that they vote the country into 
communism—all by the processes of democracy. 

That formula was acted out in 15 nations with 600 
million people, all of whom were captured and swept 
behind the Iron Curtain since the end of World War II. 

In this country when the communist conspirator 
looks for the police, he finds them in 48 separate con- 
stitutional jurisdictions called states. Under our con- 
stitution, police control in the states is further sub- 
divided into the control of counties and cities—it is 
dispersed, not centralized. 

The communist looks at the ballot boxes—the second 
step—in the success of communist conspiracy. Under 
our constitution, ballot boxes are locked away in 48 
separate independent constitutional jurisdictions. Vot- 
ing is a state matter with voting laws at the local level. 

(Continued on page 142) 
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by William A. Parker 
President 

Beck & Gregg Hardware Co. 
Atlanta, Ga. and 

NWHA President 





WILLIAM A. PARKER 


Our Association is the community clearing house of 
the wholesale hardware industry. It is the medium 
through which individual ideas and experiences are 
examined for the benefit of the whole. 

I doubt if there are many members of this Associa- 
tion who can truthfully say they are not right now 
employing in their own individual operations, proce- 
dures which were gleaned from or inspired by Associa- 
tion activity or contacts. 

This service may be even more valuable in the 
future as we move into increasingly competitive sell- 
ing conditions. 

We wholesalers are not merely in competition with 
one another, but also we are a branch of a system of 
distribution that is in competition with other systems 
of distribution. 

The healthier we can keep our entire system—man- 
ufacturing, wholesaling, and retailing—the easier will 
be our task of keeping healthy our individual busi- 
nesses. Our Association is the medium through which 
we can best work in these directions and is missing no 
opportunities to be of service along these lines. 

You are familiar, from the bulletins issued and the 
programs of this and recent conventions, with what 
the Association is doing along the lines of providing 
information and inspiration with which we all might 
pull a little harder on our own boot straps to bring up 
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*‘.-more specialized selling, better 
stock selection, stock control and 
turnover may be a part answer to 
important problems facing us...” 


the level of know-how and efficiency of our own busi- 
nesses, and that of our system of distribution. 

And right here I would like to point out the exist- 
ence of, and briefly acknowledge the services of our 
several committees which are giving so unselfishly of 
their time and making such a fine contribution to our 
progress as wholesalers along these lines. 

The Committee on Office Procedure, during the year 
made two surveys, first, “Mechanical vs. Manual Office 
Equipment,” and second, “Flow of an Order.” 

Our Committee on Warehouse Operations issued two 
reports since last October, one on “Packing Room 
Practices” and the other on “The Warehouse Building.” 

Very extensive surveys on catalog problems have 
been conducted by our Committee on Catalogs and the 
results will be available in the near future. Catalogs 
are an expensive part of a wholesaler’s operations and 
would seem a field where the opportunity exists for 
greater know-how and efficiency and possible cost 
reduction. 

Two interesting leaflets on wholesaling have been 
issued during the year by our Committee on Whole- 
saling, not only to our membership, but to all members 
of the American Hardware Manufacturers Associa- 
tion as well. Quite a number of members purchased 
additional copies for forwarding to their suppliers 
and customers. 

These are our five “boot strap” committees, and all 
have accepted their responsibilities and proceeded 
aggressively to develop information and inspiration 
of real value. We are grateful to every chairman and 
every committee member. 

It has been an interesting year. New opportunities 
and new responsibilities have faced the wholesale hard- 
ware trade as we have moved into what might be called 
the “uneasy peace” following the truce in Korea. But 
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in spite of the uncertainty that existed at this time a 
year-ago, the fact remains that business volume during 
the first three quarters of 1953 has run somewhat 
ahead of 1952, and in many lines at all-time high levels. 

No one can, under existing conditions, do business 
forecasting with any degree of assurance. But we all 
know we cannot ride the crest of a boom forever, and 
even if business goes down a few points as is now 
generally expected, there seems to be no general feel- 
ing that there is cause for great alarm about it. 

To the contrary there are many who feel such a re- 
adjustment, if not too serious, could be a healthy thing 
in our general economic life. A continuance of the 
inflationary trends and a continuance of the causes 
of such trends, many agree, would be to hasten the day 
of real calamity for all. 

One of the great questions facing our country today 
is: Will our people have the understanding and the 
character to permit such a normal healthy readjust- 
ment to take place? There are many who feel that 
most of us in positions of business leadership are not 
doing all we could and should do in helping create in 
the minds of those around us a better understanding 
of the facts of economic life. 

For the first time in years we are again in a more 
or less normal competitive market. Only one year ago 
our industry was working under government regula- 
tions. With the removal of those controls, we now find 
that generally speaking supply is in balance with 
demand. 

The seller’s market has changed substantially to a 





buyer’s market. All of which makes it necessary for 
wholesalers once again to give their best attention to 
efficiency in operation, selling, sales analysis, sales 
training, customer service, cost controls, systematic 
control of inventories, etc. 

In fact the so-called profit squeeze is already with 
us. Inflated costs for many wholesalers have out- 
climbed inflated volume. This has resulted in a shrink- 
age in hardware wholesalers’ net before taxes in spite 
of the existing peak of volume. 

This net before tax figure was just 4 pct this last 
year. It would not require any great decline in volume 
to shrink this net figure even further, possibly to the 
danger point, or even to the vanishing point. 

The existence of this situation suggests very strongly 
the need of closer attention to cost control and the 
elimination of unprofitable services and general all- 
round improved efficiency in operation. 

One of the greatest cost burdens wholesalers, gener- 
ally, have taken on in recent years has been free deliv- 
ery. During excess-profits-tax days the net cost of this 
new service was not burdensome, but it is now becom- 
ing dangerously more burdensome day by day. 

The cost of free delivery service is too great for 
many wholesalers to bear under normal conditions. 
And yet apparently not a great deal has been done 
about it. 

How many of us realize when we sell goods on the 
same old historic suggested schedules and deliver, that 
we as wholesalers are making around 2 pct less margin 
than we formerly did because we are absorbing the 
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cost of delivery? And the retailer when he continues 
to sell at the old established suggested schedule is mak- 
ing about 2 pct more than he formerly did because he 
is relieved of his former freight costs. 

Maybe the retailer needs 2 pct more profit than he 
formerly did, but from industry figures the wholesaler 
needs as much or more margin as formerly and cer- 
tainly not 2 pct less. 

There are probably many things the wholesaler can 
and should do to fill our all-important function of 
bridging the gap between factory and retail store. We 
should never forget we are the selling agent for the 
manufacturer and purchasing agent for the retailer. 
We must give due consideration to the interests of 
both. 

Our manufacturers have the right to expect more of 
us than just to stock their products. Most wholesalers, 
I am afraid, carry such broad lines that to sell actively 
all the lines we carry is beyond the human capabilities 
of our salesmen. 

Some definite thinking and planning in the direc- 
tion of more specialization and real selling of our man- 
ufacturers’ goods, instead of just stocking them, would 
seem to be indicated for many wholesalers. 

For our customers, the retailers, our all-important 
function is to have the goods they need, when they 
need them and at the right price. As Marshall Field 
once said, “A successful store is one that stocks the 
right items in the right qualities, sizes, colors and de- 
signs at the right price.” 

Of course, in our service to the retailer, sales pro- 
motion ideas and material, displays, advertising aids, 
etc., must be given due consideration but of greatest 
importance is merchandise selection. 

Tied in with merchandise selection is stock control 
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and turnover. The wholesaler stock turn has now 
dropped to around the pre-war average of less than 
four times, which is questionable. Maybe the average 
wholesaler should drop a lot of those 30,000 items we 
have always claimed with pride we carried. 

Our average retail customer’s turnover has also al- 
ready dropped to around the pre-war normal figure 
of around two times, and that is far too low to com- 
pete efficiently with outlets of the chain type which 
normally turn their hardware stocks four to five or 
more times per year. 

More specialized active selling, and better stock 
selection, better stock control, and better turnover may 
be a part of the answer to some of the important prob- 
lems facing us. 

In my opinion the hardware wholesaler does not 
have to adopt a defensive attitude towards anybody. 
For over 150 years in this country, the hardware 
wholesaler has rendered an invaluable service both in 
normal times and in periods of crisis. 

We are a stronger industry today than at any time 
in our history. We have no more headaches than does 
anybody else. 

The current wholesale, hardware dollar volume is 
four times greater than what it was in 1940, the last 
pre-war year, and more than twice what it was then in 
actual physical volume. This is most convincing proof 
that an essential service has been, and is continuing 
to be rendered, efficiently and economically, and indi- 
cates; that as long as we continue to work individually 
and collectively toward performing our function prop- 
erly there is a future for the wholesale hardware 
business. 


How to Conduct Sales Meetings 





‘“‘...a meeting must be interest- 
ing to arouse enthusiasm. It must 


create confidence and provide 


information...’ 


framework on which all the acces- 





by T. M. Duer, Jr. 


President 
John Duer & Sons, Inc. 
Baltimore, Md. 
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In our company there are differ- 
ent sales departments. Heading 
our general hardware is Walter 
Krouse, formerly a salesman, and 
an excellent one. His psychology, 
like my own, is that we must sell 
(in the fullest sense) our own 
salesmen. 

A sales meeting must be inter- 
esting to the salesman. That is the 


sories hang. 

We must have interest to get at- 
tention, to get enthusiasm and to 
impart confidence and information. 
How can we create that interest? 

First, the salesman must have a 
schedule in his mind; sales meet- 
ing dates planned well ahead with 
which he will have no conflicting 
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plans, sccial or other ise, co that 
he will not be fidgeting to get loose, 
or worrying about the people wait- 
ing for him somewhere. His mind 
must be free to concentrate on the 
meeting. 

The meeting place should offer 
some reasonable comfort, some air 
of relaxation, free of distraction 
such as telephones or trucks rum- 
bling by. 

If new items are being intro- 
duced, they should be few in num- 
ber so that the salient points of 
each will be remembered and not 
lost in a jumble of facts and 
figures. 

On major or seasonable lines, a 
demonstration by a factory repre- 
sentative is excellent for answer- 
ing questions, for pointing out 
sales features, and for giving our 
men the knowledge and confidence 
to sell the item to their own cus- 
tomers. 

A missionary man, who brings 
in initial orders for a salesman, 
has made a sale in more ways than 
one. When these factory mission- 
ary men are working our territory, 
they are invited to meet with our 
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group, and to give us tne bene.it 
of their experience in the area. 

Samples from the manufacturer 
of the new sales item are on hand. 
Everyone examines them as the 
features are pointed out. The men 
take these samples, backed up with 
factory catalogue pages, along to 
show their customers. 

Just as a carpenter uses a level 
or a saw, so we try to impress upon 
our men the importance of study- 
ing the catalogue pages of our sup- 
pliers so that intelligent explana- 
tions of a product can be made, and 
questions from the dealers an- 
swered. 

The dealer is urged to use this 
point of sale material, particularly 
tear sheets of currently advertiséd 
items, to tie in with manufactur- 
ers’ promotions. 

The items in competition with 
ours are recognized and discussed. 
Then we stress the features that 
will help make sales against this 
opposition. 

Price changes are issued at our 
sales meetings, and these ar2 


checked page by page, pointing out 
to the men the changes and the 
market conditions. 

The men are encouraged to ex- 
press themselves, to take part in 
the discussions, to feel that the 
meeting and its purposes are theirs 
as well as ours; that selling the 
item under discussion is a joint 
responsibility, a mutual challenge 
and opportunity. This is particu- 
larly true where policy, rather than 
some item, is the topic of conver- 
sation. 

We try to impart to the men the 
feeling that we are the middle link 
in the chain from the manufac- 
turer-wholesaler-dealer and public, 
and that we must supply the dealer 
with information to help him sell 
in a competitive market. 

In summary, looking back at our 
sales meetings, have we held our 
“customer’s” interest? Does he 
have the tools with which to work? 
Does he believe in us? Has he 
confidence in our products? 

When all is said and done, how 
good a salesman have we been? 


Economic Packaging 
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by W. H. Terstegge 
President 

Stratton & Terstegge Co. 
Louisville, Ky. 

and 

Chairman 

NWHA Committee on Packaging 
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‘‘... out of 247 votes, 220 favor 
net pricing, 15 oppose it, and 


four are undecided...” 


The hardware industry as we 
know it and as it is represented 
here at this convention is made up 
of three distinct functions: manu- 
facturing, distributing, and retail- 
ing. 

The mass production manufac- 
turer funnels into his plant hun- 
dreds, or even thousands of raw 
material items, and through effi- 
cient line production turns out a 
tremendous amount of merchandise 
for Mr. and Mrs. Consumer. Ameri- 
can manufacturers probably pro- 
duce more efficiently than in any 
other country. 

Through efficient wholesale dis- 
tributors, the manufacturers’ mer- 


chandise fans out to thousands 
upon thousands of retail hardware 
dealers. Wholesalers like manu- 
facturers are continuously seeking 
better, more efficient distribution. 

The retail dealer is the last link 
between Mr. Manufacturer and Mr. 
Consumer. Even though last, he is 
the most important link. 

If the dealer doesn’t sell your 
merchandise to Mr. Consumer, he 
doesn’t place orders with any 
wholesaler, and in turn wholesalers 
do not place orders with manufac- 
turers when your merchandise is 
not moving from their warehouse. 

The first and foremost need of 

(Continued on page 152) 
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Warehouse Equipment and Operations 





a panel discussion by 


James F. White (moderator) 


Treasurer 

Rice & Miller Co. 
Bangor, Me. 

and 

Chairman 

NWHA Committee on 
Warehouse Operations 


Roger K. Becker 


Vice-President 
Ohio Valley Hardware & Rfg. Co. 
Evansville, Ind. 


Fred P. Luthe 


Secretary 
Luthe Hardware Co. 
Des Moines, lowa 


Henry E. Sloss 


President 
Sloss & Brittain 
San Francisco, Calif. 


E. W. Lucas, Jr. 


Plant Materials Engineer 
H. G. Davis, Inc. 


Boston, Mass. 
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One-Story vs Multi-Story Plants 


In recent years there have been 
many discussions regarding single 
storied warehouses as opposed to 
multi-storied warehouses; discus- 
sions as regards warehouse equip- 
ment and operations, but due to the 
type of program, many have hesi- 
tated to either express comments or 
to ask questions. 

The purpose of this panel is to 
first present some interesting facts, 
then to allow the opportunity of ex- 
pressing any thoughts or questions 
that may be of benefit to all as re- 
gards warehousing, equipment and 
operations. 

I believe that you will find each 
panel member frank enough to tell 
not only what they consider is good 
about their operations, but also 
what they consider is negative. 


Discussion By 
Roger K. Becker 


Since the wholesale hardware in- 
dustry has efficient and economical 
distribution as the foundation of 
its business, all well managed 
houses know the mechanics of ma- 
terial handling, together with the 
advantages and limitations of such 


devices as conveyors, fork trucks, 
overhead cranes, straddle trucks, 
and numerous other mechanical 
aids. 

Any executive who is earning his 
salary also knows about the so- 
called streamline methods which 
have been employed, many in con- 
junction with tabulating equip- 
ment, and punched card or elec- 
tronic accounting. The possibilities 
of these electronic devices tease the 
imagination, but there are many 
technical problems to be solved. 

Our industry’s problem is to 
adapt these gadgets, devices, and 
ideas to our use, remembering that 
our big problem is flexibility. 

Planning an efficient operation 
for one item or group of items is 
easy, but when we cover the field 
from axes to building material to 
machine bolts to egg cookers, each 
day presents its own problem. Just 
as there is no substitute for 
brains, there is no substitute for 
elbow grease. 

Our operations are divided into 
two locations. The first, the build- 
ing containing our office, is a three- 
story brick building, a city block 
in length. 

The second, about one and one- 


Panel members are, 
left to right: Fred 
P. Luthe, James F. 
White, Henry E. 
Sloss, Roger K. 
Becker, and E. W. 
Lucas, Jr. 
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half miles away, consists of 10 
buildings, one-story in height, cov- 
ering six acres of ground. The 
buildings are old. We know the dis- 
advantages of this arrangement by 
heart, but that is our real estate. 
We own it, and that is where we 
must conduct our business. 

When we look at the beautiful 
arrangement of some of the most 
modern buildings, we congratulate 
their owners, but we continue along 
with our own problems. Our only 
consolation is that, based on original 
cost less depreciation we are not 
carrying a heavy financial load on 
our real estate. 

We answer the question of 
“What goes where” by arranging 
our layout along catalog depart- 
ment lines. For example, our tool 
department is all in one building, 
our heating and plumbing depart- 
ment is all together, and so on. We 
feel this is the most practical ar- 
rangement. 


Smallest Packing Area 


About the only items I can pre- 
sent as unusual are our small pack- 
ing benches and our teletype ar- 
rangement. I believe that our pack- 
ing area is among the smallest in 
the entire Association. 

We have just 16 lineal feet of 
packing bench per million dollars 
per year of sales, including all pack- 
ing benches in all buildings. We 
do not accumulate or hold any or- 
ders in the packing area. 

The orders merely pass the pack- 
ing area on their way to shipping. 
They must pass there fast, for our 
regular schedule calls for orders 
received in the morning to be 
worked and shipped the same day, 
and with the invoice going along 
with the merchandise. 

To the best of my knowledge and 
belief our method of teletype han- 
dling of orders is unique. In our 
office building an Ozalid print copy 
of the order is given to a man in 
charge of routing, who routes the 
orders down the assembly line. He 
marks on this copy with a red pen- 
cil the warehouse items for the 
teletypist. 

These warehouse items are en- 
tered on our private, closed circuit 
teletype, together with the hour 
and minute of transmission. This 
keeps all departments completely 


HARDWARE AGE, OCTOBER 29, 1953 





Atlantic City Convention Report 





coordinated, and enables us to give 
good service. Each of our locations 
has a complete shipping building, 
and is responsible for its own 
shipping. 

We recognize certain weaknesses 
in our operations other than the ob- 
vious one of the divided location. 

First is the problem of great 
horizontal distances in our one- 
story warehouses. I personally do 
not agree with those who feel that 
everything on one floor is ideal. 
Long horizontal distances mean 
more time, and even an excellent 
conveyor layout is an imperfect 
solution. 

Conveyors are fixed in location. 
Good conveyor layout is very costly, 
and it is never possible to keep a 
conveyor plan up to date all the 
time, and sufficiently flexible to 
meet all the varied requirements of 
day to day business. 

We try to meet the problem of 
horizontal distances by trick pallets 
of our own design. They are single 
faced pallets, 48 in. wide by 60 in. 
long, mounted on 4 in. casters. 
They are equipped with sides 24 in. 
high, and can handle nearly all 
sorts of varied merchandise not 
suitable for handling on our stand- 
ard 48 in. x 48 in. double faced 
pallets. 


Horizontal Distances 


When ready to move, one of these 
special pallets is pushed into a spot 
marked with yellow traffic paint on 
the floor, and the first fork truck 
picks it up and takes it to its desti- 
nation. We have enough fork 
trucks to keep things moving, and 
while this solution to the problem 
of long horizontal distances is not 
perfect, it works quite well. 

Our second problem is lack of 
overhead crane facilities to handle 
5 ton lifts of steel mill products. 
Our buildings are not arranged so 
as to permit a good crane installa- 
tion in the spot we want it. 

A crane location must be exactly 
right, and while cranes represent 
very low cost handling where heavy 
tonnage is involved, they are prac- 
tically useless with outbound ship- 
ments of small lots of assorted 
items. 


Discussion by 
Fred P. Luthe 


In the fall of 1947, we moved our 
entire operation from our old 
multi-story building to our new 
one-floor warehouse. The building 
into which we moved has a floor 
space of 100,800 sq ft. The dimen- 
sions of the completely sprinklered 
building are 240 ft deep by 420 ft 
wide. 

We have parking facilities for 
approximately 150 cars. The truck 
area in front of our shipping floor 
is a paved apron 150 ft wide by 150 
ft deep. The railroad siding is on 
the 420 ft dimension at the back of 
the building. Along this track are 
seven car doors. 

In the main warehouse we have 
six electrically operated overhead 
truck doors opening into a recessed 
dock. This permits inside truck 
loading which means much to us 
in our climate. 


Two Communication Systems 


Our actual shipping floor area is 
90 ft deep by 150 ft wide and is 
surrounded by a masonry partition. 
The floor divides into four sections: 
for truck delivery, for rail, for city 
delivery, and for will calls. 

Two items of equipment common 
to all departments of both the 
warehouse and office are a pneu- 
matic tube system for order dis- 
patch, department to department, 
and a complete intra-house dial 
phone and speaker system. 

The intra-house dial phone sys- 
tem gives completely selective com- 
munication between 29 offices and 
locations in the office and ware- 
house. In addition each of the 29 
phones can connect to nine ware- 
house speaker locations over which 
two-way conversations can be car- 
ried on. 

The switchboard operator also 
has a paging connection over speak- 
ers located throughout the office 
and warehouse. The paging feature 
in itself has saved a tremendous 
amount of time, confusion and the 
bothering others in trying to locate 
the desired party. 





The warehouse operations are 
divided into three departments. 
There is a shelf hardware depart- 
ment, full package and bundled 
goods department, and linoleum de- 
partment. The shelf hardware de- 
partment occupies approximately 
one-third of the warehouse and 
contains the usual small shelf ar- 
ticles and cartoned goods that go in 
either full package or lesser quan- 
tities. 

Open stock of the latter type 
merchandise consists of one open 
carton in the box pallet or shelf. [ 
am speaking of such merchandise 
as Pyrex Ware, paint and Rubber- 
maid as examples. 

In other words, all the merchan- 
dise of this type is kept together 
and surplusing is kept to the abso- 
lute minimum. This simplifies stock 
keeping and reduces oversights in 
order filling. The merchandise in 
this department is stored in shelv- 
ing or box pallets, depending on 
usual quantities purchased. 

In the last two years we have 
added seven rows of steel shelving 
approximately 200 ft long, of which 
each shelf is 5 ft sq with an ap- 
proximate capacity of 6000 lb per 
shelf. There are at least six 5-ft 
shelves per section and each section 
is 12 ft high. The shelving is made 
from used steel construction forms 
and angle iron uprights. 


Order Filling Machines 


We are at present installing port- 
able self-propelled order filling ma- 
chines in each aisle. They will 
travel about 400 ft per minute hori- 
zontally on the floor and lift about 
100 ft per minute vertically. The 
operator can move forward or back- 
ward and up or down in an aisle in 
any combination of motions de- 
sired. The operator sits down to 
work and picks merchandise from 
both sides of the aisle which are 4 
ft wide. 


From preliminary experimenting 
we think one operator can handle 
order filling, restocking shelves and 
stock keeping in two and possibly 
three 200 ft aisles. There will be 
nine such aisles. 

Five more aisles will be devoted 
to the bulky or cartoned items 
bought in quantity such as litho- 
graphed ware, Pyrex Ware, electri- 
cal appliances, and light bulbs, as 
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examples. This merchandise is 
stored in wooden, open-front box 
pallets. 

We have a standard pallet dimen- 
sion for these box pallets of 32 in. 
deep and 48 in. wide. There are 
four inside height dimensions to 
accommodate varying carton sizes. 

The box pallet permits storing 
and order filling of different items, 
stored one above the other, whereas 
ordinary flat pallet storage does 
not. 

These box pallets are handled by 
fork lift. The merchandise loaded 
into them from the carrier is taken 
directly to the order filling area 
with no further handling. 

The fork lift used in this depart- 
ment is a 2000 lb capacity, electric, 
stand up operated machine, with an 
11 ft 4 in. lift. The principal ad- 
vantage of this electric truck is a 
4 ft turning radius, 1 ft shorter 
than any other of which I know. 

The stand up feature in our op- 
eration is very advantageous as the 
operator is off and on the machine 
constantly rather than on long con- 
tinuous runs. 

We use two of these trucks, one 
in the shelf hardware department, 
the other in the full package or 
bundled goods department. 

The full package and bundled 
goods department occupies approxi- 
mately the second one-third of the 
warehouse. We store only items re- 
quiring tagging or at most rebun- 

(Continued on page 134) 


Discussion By 
Henry E. Sloss 


We have a good location, a three- 
story building built in 1910. It is 
adequate but old. There are no 
parking facilities, and we don't 
need them. We would rather have 
a larger building, more parking fa- 
cilities, and two floors. 

In our receiving department, we 
have separate receiving doors plus 
a spur track, which interferes with 
everything. We have a fork truck, 
one only, because we can’t squeeze 
two in the building. Our aisles are 
too short, and the fork truck can 
only operate on the first floor. 





We have mechanical special pal- 
let movers, and most of our mer- 
chandises goes up in the main ele- 


vator, which is 4,000 lb. 


The checking of broken mer- 
chandise is done on the second floor, 
so everything that has been broken 
up has to be moved up in the ele- 
through 
chutes. It makes movement by ele- 
vator essential; hence special pal- 


vator and down again 


lets and pallet movers. 


For storing, we use nothing but 
fixed bins and floor area. We have 
some special boxes for drills, taps, 
related 
items. We have very high ceilings, 
so we have bins that stretch up 
that high and special ladders to 


parts and other small 


get to the high items. 


We do very little rotation in 
our order filling department, ex- 
cept for palletized goods on the 
first floor. We have fixed bins, 
consequently we must operate out 
of a small bin area to a large 


packing room. 


Special parts go to the bins, 
investigating, and 
have been for the last three years, 
a method whereby we can take 
out all our packing bins and pack 
directly from cartons into a pack- 


and we are 


ing area. 


From packing bins, the mer- 
chandise, after being packed, goes 
directly from a chute to the ship- 
ping floor and to a shipping area. 
All tags and material for our 


packing are pre-made. 


All cartons are assembled in a 
shipping area in a_ pre-marked 
area. Large shipments are pallet- 
ized on each floor and some of 
these are brought down the ele- 


vator for faster handling. 


Our communication system is 
public address, with plenty of sta- 
tions; pneumatic tubes for all 
orders to warehouse, and bills of 


lading to the shipping clerk. 


Discussion By 
E. W. Lucas, Jr. 


To the warehousemen of the 
present day, faced with the enig- 
ma of ever-increasing inventories, 
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and a constant reduction in profit 
margins, improved materials han- 
dling methods become a matter 
of prime importance. 

Storage capacity, service to cus- 
tomers, and operating costs — 
these three fundamental factors 
are present in almost all types of 
warehouses, whether one-story or 
multi-story, old or new, rented 
or owned, commercial or indus- 
trial, or, as your case, wholesale 
distribution points. 

What materials handling can do 
for you as a warehouseman de- 
pends largely upon your action 
with regard to these three factors. 

Your approach to these prob- 
lems is best described in terms of 
how you handle such questions 


as number of stories, floor levels, 
cubic space utilization, traffic flow, 
materials handling equipment se- 
lection, and modernization devel- 
opments. 


Economic Warehousing 

A careful analysis of your 
maximum inventory requisites 
should indicate the advisability 
of consideration of increased 
warehouse facilities. 

With today’s prohibitive costs 
in building, the  profit-minded 
warehouser will exhaust every 
possibility towards the utilization 
of his present available storage 
space. 

Often a scale layout of the 
warehouse and the products con- 
tained therein will reveal that 


relocation of merchandise will 
increase storage areas, reduce 
handling operations, minimize dis- 
tances traveled, and clip precious 
minutes from present required 
handling time. 

Take full advantage of ceiling 
heights through a discriminating 
survey of cube patterns on pallet- 
ized stock. Avoid those patterns 
known as “chimney-type” which 
may be the result of improper 
pallet sizes. 

Study pallet loading from a 
capacity standpoint. Maximum 
loading will effect direct savings 
in receiving, but will normally 
predicate larger pallets, heavier 
mechanized equipment, and a re- 
sultant loss in maneuverability. 


(Continued on page 140) 


Central States Hardware Club Banquet=1953 





The 15th annual pre-convention stag dinner and entertainment of the Central States Hardware 
Club held Sunday evening in the American Room of the Hotel Traymore had a record-break- 
ing attendance of 640 members and guests. Honored guests, club officers and directors at the 
guest table are, left to right: Willard B. Dunham, Russell, Burdsall & Ward Bolt & Nut Co.. 
F. M. Haggerty, Van Cleef Bros., Inc., C. W. Sprenger, Carborundum Co. and J. F. Gallagher, 
United Brush Manufactories, directors; Will J. Feddery, Harpware AGE, chairman of advisory 
board; T. W. McAllister, managing director, Southern Wholesale Hardware Assn.; Charles E. 
Nash, Nash Hardware Co., and president of Southern Wholesale Hardware Assn.; Arthur L. 
Faubel, secretary, AHMA; H. B. Megran, Starline, Inc. and president of AHMA; Dwight Myers, 
Swan Rubber Co. and president of the club; James H. Perry, P. & C. Hand Forged Tool Co. 
and vice-president and entertainment chairman of the club; Ben Leve, Carborundum Co. and 
secretary of the club; James A. Billings, treasurer; L. S. Pickup, Stanley Works and vice- 
president; John D. McCue, Edward Hines Lumber Co., Frank J. Koch, McKinney Mfg. Co., 
Rol. B. Plumb, Keuffel & Esser Co. and E. J. Flood, American Chain Div., past presidents and 
Robert Kemp of Irving S. Kemp Co., director. 
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“Is We s—Or Is We Ain't” 








by Charles L. Wheeler 


President 
Salt Lake Hardware Co. 
Salt Lake City, Utah 


The process of orderly and economical distribution 
of a multi-billion dollar volume of hardware sales 
through manufacturer-wholesaler-retailer channels is 
being threatened. It is actually being sabotaged by 
giant mass marketers and chain operators. 

They shout loud and long and far and wide that they 
place hardware in the hands of the consumer at a 
lower cost than the so-called obsolete method of sub- 
sidizing the middle-man (That’s us) for an unneeded 
service. 

They have kept up that barrage of hokum so long 
that the public actually believes it is true. 

We know it is not true because it has been proven, 
time and time again, that the wholesale function, as 
such, cannot be eliminated, regardless of what distri- 
bution method is employed. 

But, of even greater importance to us is that it is 
being demonstrated every day in the year that alert, 
responsible wholesalers perform that function better, 
faster, and at lower cost than any other group. 

Why does this impression prevail? Simply because 
the buying public has never been told the truth about 
this highly respected citizen in every American com- 
munity—the independent retail hardware dealer. 

He has the product knowledge, the know-how, and 
the helpful service that is a natural magnet which 
draws home-owners and householders to his store for 
that priceless plus, service, which only an independent 
retailer renders. 

We have been sitting complacently by, cussing these 
mass marketers, and cussing the manufacturers who 
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“| ,. the Tool-of-the-Month 


promotion is an opportunity to 
activate store traffic for the 
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supply them, but never taking the trouble to take a 
good look at the guy who let it happen. 

The chains have no patent or monopoly on brains, 
ideas or successful operations. True, they have been 
more aggressive than we have been but they are big, 
bad wolves by reputation only. They don’t scare any- 
body one bit who takes the trouble to analyze the 
reasons for their success to date. 

They have grown in the hardware field, more be- 
cause of our own apathy, often bordering on stupidity, 
rather than through any unusual genius on their part. 

If the facts were known, they have their fingers 
crossed and are hoping that this powerful wholesaler- 
retailer setup never wakes up from its present leth- 
argy for they know we have a reservoir of untapped 
selling power that is little short of fantastic and, in 
fact, far greater and more effective than their own. 

The average consumer thinks the big chain operator 
buys for less, sells for less, and that they are much 
smarter and far more powerful than any independent 
retailer or group of retailers could possibly be. 

Unfortunately, these same consumers haven’t the 
faintest idea about the terrific merchandising power 
which these independent retailers, as a group, possess 
because we have never taken the trouble to tell them. 
In fact, we haven’t even taken the trouble to tell our- 
selves. 

There is only one fundamental reason why hard- 
ware retailers have lost so much of the hardware busi- 
ness to these competitors. They don’t have the store 
traffic whereas the mass marketers do have it. 

While the mass marketers’ hardware stocks, gener- 
ally speaking, are not as complete as those of the inde- 
pendent hardware retailer (for it is a side-line with 
most of them), such hardware as they do have is 
attractively displayed to more people, more potential 
customers, in one day than enter the average hardware 
retailer’s store in a full week or even a month. 

What can we do about it? We can lick the pants off 
them if we, as an industry, are willing to flex our 
muscles and really demonstrate our strength. 

I am here to tell you about a program that is as 
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simple as ABC, yet it is utterly fantastic in its possi- 
bilities if we are willing to give it our wholehearted 
support. 

The NRHA has made an excellent start in getting 
its story over to the public through Hardware Week, 
which is gathering tremendous momentum, for it is a 
well-known fact that repetition of good advertising 
dees bring results. 

The current “Do It Yourself” program is one ot 
the greatest pieces of hardware promotion ever at- 
tempted in our industry, and the benefits that accrue 
will be in direct ratio to the enthusiasm and coopera- 
tion of manufacturers, wholesalers and retailers in 
making this promotion pay. 

Here is a third project, which ties in with what is 
already being done. 

The purpose of this proposed program is to create 
more store traffic for the independent hardware re- 
tailer in each of the 12 months of the year. It’s an 
Item-of-the-Month sales and promotion plan that is 
designed to step up the tempo of the cash register, 
and that automatically means more business for whole- 
salers. 

By means of charts, I will illustrate the story of the 
proposed IRHA program. 

(At this point Mr. Wheeler referred to a series of 
charts dramatizing the aspects of the program. The 
following is the substance of his remarks.) 

The big lie is that chain stores sell for less. But 





select 50 hardware items at random from any average 
independent hardware retailer, and duplicate the pur- 
chase from a chain store. Compare sales slips and you 
will see that chain stores do not sell for less. 

But the public doesn’t know this, for prior to the 
Do-It-Yourself promotion, all the public was ever told 
was: “Buy from us because we own our own business. 
We support iocal projects. We are civic-minded. We 
are entitled to the hardware business.” 

But the average consumer doesn’t care where he 
buys his hardware as long as it is of good quality, 
and he has the money to pay for it. 

The problem then is to tell the consumer the truth, 
and to keep on repeating the important fact that the 
hardware man is best qualified to serve him with 
better selections, better quality, better know-how, and 
better values. 

The Item-of-the-Month promotion backed by the 
combined selling power of more than 400 wholesalers, 
8500 wholesaler saiesmen, and 22,000 IRHA retailers 
can create that store traffic. 

(Turning from the charts, Mr. Wheeler made the 
following remarks: ) 

What are these items of the month, and how does 
the plan work? 

The hardware “Item of the Month” plan is simply 
a refinement of the industry’s traditional procedure in 
marketing a new item by doing the job on an industry- 


Mize Named X-Club’s Chief 





Some of the officers of the AHMA, NWHA and Southern Wholesale Hardware Assn. were guests 
of the X-Club at the Marlborough-Blenheim on Tuesday, at its luncheon attended by 35 mem- 
bers and guests. Ex-Chief Herbert Ladds, AHMA advisory board member, was succeeded as 
Chief-X by John H. Mize, Blish, Mize & Silliman Hdwe. Co., a past president of the NWHA. 
Members of the club are past presidents of NWHA, AHMA, SWHA, Texas Wholesale Hardware 
Association and the Old Guard. George H. Harper, Baltimore, Md., was re-elected secretary- 
treasurer of the club and was in charge of arrangements for the meeting. 
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wide basis so that the same item will be offered, ad- 
vertised and promoted in every trading area in the 
U. S. A. at the same time and with the same promo- 
tional program. 

Let’s use a claw hammer to illustrate how it works. 

Let me emphasize that this proposal is subject to 
whatever changes in mechanics may be determined 
upon as we work out the details of the program. 

However, under the proposed plan, a committee of 
retailers and wholesalers set up by the NRHA would 
decide upon the exact type of hammer which they feel 
could be sold on a nation-wide basis as an outstanding 
value to the consumer. 

Manufacturers of hammers would then be contacted 
on the basis of producing such a hammer for the pro- 
motion. Obviously, many manufacturers of hammers 
would have opportunity to bid for this business be- 
cause it is altogether possible that the tremendous 
quantities involved could not be supplied by any one 
manufacturer in the industry. 

The smallest retailer would, undoubtedly, buy at 
least 1 doz. hammers to back up his promotion. Larger 
dealers would buy 3, 6, or 12 doz., or even more. 

If 22,000 retailers ordered only 1 doz. each, the 
aggregate of the wholesalers’ orders from 22,000 re- 
tailers would be something in excess of 22,000 doz. 
hammers, which is a fantastic quantity. 

Therefore, several manufacturers might conceivably 
make the same, identical hammer, or one manufac- 
turer might very properly take over the entire con- 
tract. 


Margins Would Be Maintained 


This merchandise would be definitely identified on 
the items themselves and also on the containers as 
IRHA Item-of-the-Month merchandise. 

The low production cost of a one-run order of this 
size, even when split among several suppliers, is bound 
to result in an excellent retail value on a good quality 
hammer, not a cut price, but a good value. 

It should allow manufacturers, wholesalers and re- 
tailers their historical profit margins. It would un- 
doubtedly result in production economies that would 
make possible an advertising allowance sufficient to 
cover all, or at least a large part of the cost of window 
display material and store promotional material which 
would be provided by IRHA headquarters and sent to 
their members in advance of the Item-of-the-Month 
promotion. 

Under this plan, all retailers’ orders would be placed 
with wholesalers well in advance of each promotion 
and wholesalers’ orders would be placed with the des- 
ignated manufacturers even before a single product 
is manufactured. 

The manufacturer would not have his normal sales 
cost because the orders for those large quantities 
would, figuratively speaking, be handed to him on a 
silver platter. 

The wholesalers would have no inventory problem 
as this would be a one-shot promotion and all of the 
more than 22,000 IRHA retailers would obviously get 
squarely behind the promotion because it would be 
their own selection of merchandise. 
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The item would definitely be competitive, and they 
would be proud to be. a part of this gigantic nation- 
wide project, because for the first time they would be 
aware of their combined selling power. 

The greatest value of this Item-of-the-Month pro- 
gram, even far more important than the sale of the 
actual promotional merchandise each month, is that it 
will positively pull customers into the independent 
hardware retailer’s store, thereby creating additional 
store traffic. 

This exposure of the hardware retailers’ merchan- 
dise to more people will result in unbelievable plus 
sales through impulse buying when the public be- 
comes aware of the hundreds of wanted items in 
retailers’ stocks. 

By means of charts I will now show you 12 items that 
might conceivably be used as “promotional” items. 
Please understand that these 12 items are merely used 
to illustrate the general idea. They are items that 
have been successfully used by our own company in 
recent promotions. 

The actual items for this proposed program, natu- 
rally, have not yet been selected. The selection will 
be made at the proper time by the committee assigned 
to that important duty. 

It must be kept in mind that items selected for this 
type of promotion must have nation-wide appeal. 

(Here again Mr. Wheeler referred to charts to illus- 
trate the 12 promotional items. The following is the 
substance of legends on the charts.) 

A claw hammer of outstanding value is suggested as 
the Item-of-the-Month for January. A coffee perco- 
lator is suggested as the Item-of-the-Month for Feb- 
ruary. 

(Mr. Wheeler explained the purpose of side trips on 
the Item-of-the-Month card.) 


Consumer Acceptance Will Be Gained 


The strips are used to remind consumers that the 
promotion is a twelve-month program. The side strips 
on each monthly card supplied to dealers will show cur- 
rent and previous monthly items under the heading of 
IRHA Recognized Values. 

Items for previous months are listed, while the 
spaces for the months ahead carry a question mark. 
This is intended to arouse interest in the items to 
come. 

The slogan, “IRHA Recognized Values,” will gradu- 
ally establish acceptance for those items similar to 
that of the Good Housekeeping-Approved label in the 
food and appliance field. 

An electric kitchen clock is suggested as the Item- 
of-the-Month for March. A hand saw is the suggested 
Item-of-the-Month for April. 

A baseball and glove is the suggested Item-of-the- 
Month for May. A stainless flatware set is suggested 
as the Item-of-the-Month for June. 

An aluminum chicken fryer is suggested as the Item- 
of-the-Month for July. A three-piece tool set is sug- 
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gested as the Item-of-the-Month for August. 

An electric iron is suggested as the Item-of-the- 
Month for September. A kitchen knife set is suggested 
as the Item-of-the-Month for October. 

An auger bit set is suggested as the Item-of-the- 
Month for November. An electric toaster is suggested 
as the Item-of-the-Month for December. 

Item-of-the-Month promotional material will consist 
of window streamers, window pennants, store banners, 
Item-of-the-Month cards, post cards, newspaper mats, 
teaser cards, Ask-Me-Buttons for salesmen, tip cards 
for product knowledge and sales suggestions. 

(To activate this program, Mr. Wheeler outlined the 
following necessary steps: ) 


industry-wide Participation Necessary 


First, 12 suitable items will be selected. Second, 
participating manufacturers will manufacture the 
items and market them through their regular whole- 
sale channels. 

Third, participating wholesalers will supply the 
items to all retailers. Fourth, IRHA headquarters in 
cooperation with manufacturers will produce and sup- 
ply advertising and promotional material each month 
to all of its members. Fifth, these members will simul- 
taneously, advertise, display, feature and sell the 
Item-of-the-Month. 

(Concluding the demonstration of the program by 
charts, Mr. Wheeler continued as follows: ) 


Only under our free enterprise system can manu- 
facturers, wholesalers and retailers, on a well-planned, 
industry-wide basis work out a program to activate 
store traffic for the independent hardware retailer 
with benefit first of all to the general public, and with 
benefit to each segment of our industry. 

The delegates at the recent NRHA Congress were 
very receptive to this proposed program. 


Waiting for the Green Light 

The Board of Governors of that association are pre- 
pared to act upon the Item-of-the-Month program 
when the other segments of the industry are prepared 
to act. The spotlight is now on us. 

In closing, I bring you back, face to face with the 
rather undignified, but intensely meaningful title of 
my presentation—Is We Is—Or Is We Ain’t? 

Is We Is ?—with all these advantages available to us 
to meet competition—give the retailers an opportunity 
to become mass merchandisers, doing a better selling 
job for themselves and for us, and provide us as 
wholesalers with a vehicle by which we may become 
thoroughly progressive? 

Or Is We Ain’t—what we claim to be: The most 
economical form of distribution and capable of effec- 
tively meeting the keen competition of national chains, 
syndicates and other giant mass marketers who even 
now are skimming off the cream and taking profitable 
hardware business from our type of distribution? 


Conference Booths at Atlantic City-1953 
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Are Gross Margins Adequate? 








by Charles L. Hildreth 


President 
Emery-Waterhouse Co. 
Portland, Me. 


Do you know any hardware dis- 
tributor who has operated in the 
red for the past 10 years, or more 
significantly, in the past three 
years? If so, they are few and 
far between. 

Could it be that they are cutting 
their margins that have been given 
them? Where there are no manu- 
facturer’s published resale prices, 
is it not our own industry problem? 

How can we say margins are 
inadequate if we are setting our 
own? If we are setting our own 
resale prices or margins inade- 
quately, are we doing it from a 
fear of our own competition? I 
use the word “fear” deliberately 
because I believe too often that is 
what it is. 

The most common fallacy in 
cutting our own margins is the 
prevalent idea that by deliberately 
doing it we are increasing our 
profits by increased volume. Is it 
heresy to suggest that it is good 
business to let competition have 
business that is unprofitable to 
you and quite possibly unprofit- 
able to them also? 

Why not run our own business 
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.-. IN Many Cases gross margins 


are inadequate... in many cases 
distributors are to blame... 
manufacturers also have been 


guilty of trying to cut our 


margins...” 


a little more and let our competi- 
tion run it a little less? Is it our 
objective to do all the business 
we can regardless of profit or is 
it to do that amount of business 
in those lines which will show us 
a profit having our eye on what it 
costs us to get the business? 

If we are volume crazy and 
chasing a mirage of profit only on 
the basis of volume, then we are 
the manufacturer’s agent and not 
in business for ourselves. Suppose 
our total volume does shrink but 
our costs shrink more, what is 
hurt but our vanity? 


Need Self-Analysis 


Do not think I am advocating 
either unwarranted high prices or 
a shrinking economy for the hard- 
ware distributor, or less aggres- 
sive selling. I am not. 

I am suggesting that a closer 
scrutiny and analysis of our own 
operations would provide some 
answer to our shrinking profits 
and what we deem to be inade- 
quate margins. I, for one, do not 
favor volume as the panacea for 
all our ills. 

I feel that we cannot talk about 
gross margins without also look- 
ing at the cost factor income of 
the business we are all reaching 
for. There is a vast difference be- 


tween increasing a volume of busi- 
ness that is already profitable in 
order to improve that profit, and 
grasping for an increased volume 
that may not be profitable in order 
to try to bail out of an already un- 
profitable operation. 

Perhaps a sounder way of put- 
ting it would be to think in terms 
of turnover and not volume. No- 
body can deny that to increase 
turnover is to increase profits. 

To the extent that increased 
volume increases turnover it gives 
us profit, but too often increased 
volume comes at excessive in- 
creased costs without increasing 
turnover. 

If we are frank with ourselves 
regarding our shrinking profits for 
the past three years, in all honesty 
we must admit they compare not 
too unfavorably with pre-war 
years and that too many of us be- 
came accustomed during the war 
years to an automatic, year-after- 
year increase in both the dollar 
sales and profits that came with 
inflation. 

It is with reluctance that we re- 
call the normal times when profits 
came as a reward for hard work 
in increasing operating efficiency 
and better selling rather than from 
Government subsidies and _ infla- 
tion. 
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Table | 


Manufacturers’ Profit Percentages 


VS 


Wholesalers’ Profit Percentages 


Net Profit on Net Sales 


Type of Manufacturer 1950 
Bolts, Screws, Nuts, Nails ........ 7.70 
Hardware and Tools ............ 6.09 
Metal Stampings ................ 6.59 
Structural Steel Fabricators ...... 4.91 
Hardware Distributors ........... 2.95 


Net Profit on Net Worth 


1952 1950 = 1951 1952 
6.22 4.95 17.46 © =15.83 13.39 
5.68 3.92 15.26 = 15.59 9.44 
3.60 3.86 16.15 10.60 10.38 
5.07 4.02 14.63 15.82 = 12.54 
284 2.38 10.40 8.88 6.83 





Source: Dun & Bradstreet, Inc. 


Let’s take a look at gross mar- 
gins and what is happening to 
them. I have only two sources of 
information: The annual business 
conditions report of our NWHA, 
and the Liberty Distributors, a 
voluntary association of 29 hard- 
ware distributors, located through- 
out the country, who as non-com- 
peting distributors freely exchange 
operating data. 

Taking the NWHA reports in 
1943, the average gross margin re- 
ported was 22.34 pct. Ten years 
later the average gross margin 
was 20.34 pct or an exact shrink- 
age of 2 pct in our gross margin 
in 10 years. 

If we want to be more current 
or more significant let me quote 
from this year’s annual report of 
our Executive Secretary, Thomas 
Fernley, Jr. 


Gross Margins Are Down 


“Our annual business report in- 
dicates that for 1952 sales were 
down 3 pct from 1951 and that our 
dollar gross margin was 6 pct less 
while dollar overhead expenses ad- 
vanced 1 pet. 

I find on checking the average 
of the Liberty Distributors figures, 
they are quite comparable. Which- 
ever figures you choose to use, we 
can conclude that even within the 
past three years our gross margins 
have diminished by at least 1 pct 
and our overhead has increased by 
1 pet on sales. 

I know of no fairer yardstick to 
measure who is getting the larger 
slice of the hardware business— 
the manufacturer or the whole- 
saler—than the ratios quoted in 
Table I. 
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Granted that the list of hard- 
ware manufacturers is quite brief 
and incomplete, they are the only 
ones listed by classification in the 
Dun & Bradstreet report, and I 
have no reason to regard them as 
other than typical. 

There is one nice thing about 
these figures from our point of 


view. That is that we, as distribu- 
tors, don’t need to worry about 
taking advantage of our manufac- 
turing friends. They seem to be 
doing all right in looking after 
themselves. It looks to me as if 
most of our sources will be able 
to continue in business and it is, 
rather, their worry as to whether 
we are. 

Our object is not to tear down 
our manufacturing friends or 
slander them as profiteers. Neither 
are we a bunch of socialists 
clamoring for a share-the-wealth 
program. 

Our objective is to convince them 
that it is high time that they recog- 
nize our needs for a better margin, 
and that there is economic equity 
in our demands which an enlight- 
ened self-interest on their part 
manufacturers will recognize. 


Where resale prices are fixed by 
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the manufacturer and backed up 
by national advertising, they are 
the only ones who can do anything 
to help. We are not asking pity or 
charity. We are only asking recog- 
nition of cost factors, which they 
have recognized in their own busi- 
ness, but too often have failed or 
refused to recognize in ours. 

Our labor costs have gone up 
just the same as theirs, but gen- 
erally speaking manufacturers 
have already swallowed more wage 
increases, fringe benefits and 
shorter hours than we have. While 
we have more of those problems 
ahead of us, most manufacturers 
have them behind them and have 
still been able to maintain their 
margins. 

Distributors do not hate the 
same opportunity for cost-cutting 
operations as do manufacturers. 
Ours is a service rather than a 
processing industry. There is no 
mass production system to which 
labor saving machines can be ap- 
plied in any such proportion as 
in manufacturing. 

This is just one of the reasons 
why costs of distribution have 
tended to climb while manufac- 
turer’s have been going down. 
What are some of the others? 


Look at Delivery Costs 

For example, let’s take delivery. 
Ten years ago a very small per 
cent of hardware was delivered 
f.o.b. to the dealer’s door. Today, 
much or most of it is, and the 
trend is spreading rapidly to cover 
the whole country. 

The estimate on costs of de- 
livery differ in various parts of 
the country, and with the size of 
the operation but seldom have I 
heard it estimated at less than 1 
pet or more than 2 pct on overall 
sales. 

If we take 114 pet as a fair aver- 
age there are few manufacturers 
who have taken recognition of this 
cost. This is on overall sales not 
just on merchandise delivered. 

It is no answer for the manu- 
facturers to say we weren’t asked 
to make free delivery. Too often 
the practice was started to meet 
the competition of direct selling 
to chains and large stores by the 
manufacturer. 
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In any event, free delivery to 
the dealer is a service that the dis- 
tributor is rendering for the manu- 
facturer and the consumer as well 
as to the dealer. With the im- 
provement in roads and truck de- 
liveries replacing railroad on small 
shipments, you might as well try 
to turn back the tide as to stop the 
trend toward free deliveries. The 
manufacturer should recognize 
that. 

It would also be a bad error to 
overlook the “freight in” costs 
which have increased tre- 
mendously. 

Where the manufacturer is not 
delivering his goods to us, or 
where he has had a freight allow- 
ance in dollars that has not been 


increased as freight costs have 
gone up, the distributor has had 
a direct cut in his gross margin 
by the manufacturer. 

Too often dollar freight allow- 
ances have remained static while 
the manufacturer has increased 
his price to allow for his increased 
costs, including freight, and made 
no provision whatever for the dis- 
tributors’ increased freight costs. 
This just isn’t right and if there 
is any fault of the distributor here 
it is only that he hasn’t howled for 
it as he should. 

Another instance where some 
manufacturers have dealt unfairly 
with us is in the matter of cash 
discounts. They know or should 
know that that 2 pct cash discount 
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is not only historically an industry 
practice with us but that mechan- 
ically it is impractical from a 
bookkeeping procedure to segre- 
gate 1 pct items from 2 pct. 

The expense of so doing is pro- 
hibitive apart from the nuisance, 
and the practice of distributors of 
giving 2 pct across the board to 
their customers is valid. For manu- 
facturers to attmept to cut our 
cash discount from 2 to 1 pct, on 
the theory that interest rates for 
borrowed money are less than 
they used to be is inaccurate at the 
present time. 

I believe it is a subterfuge on 
their part to attempt to increase 
their own margins and reduce ours 
by taking it out of our hides be- 
cause they know that we are going 
to be forced to give the 2 pct 
whether we get it or not. 

I believe any manufacturer that 


either tries to cut his discount 
with us from 2 to 1 pct, or does 
not allow for a 2 pct discount in 
his price set up is deliberately 
offering us an unfair and unsound 
set-up. Or worse, he is intention- 
ally trying to injure our industry. 

In some cases manufacturers 
have deliberately tried, in the case 
of price increases, to give the dis- 
tributor the same dollar profit but 
not the same percentage of profit. 
This is an attempt to cut our profit 
margin. Fortunately I do not be- 
lieve this practice has been at all 
widespread with reputable manu- 
facturers. 

My conclusions are that current 
gross margins, in many cases, are 
not adequate; that hardware dis- 
tributors as an industry have only 
themselves to blame for this situa- 
tion; that by closer analysis of 
their own costs and policies dis- 


tributors will have the courage to 
turn down lines that carry an in- 
adequate margin, and business 
that is unprofitable. That will go 
a long way to cure this defect. 

Let’s spend our time and effort 
on increasing our sales with lines 
that carry an adequate margin. 

Further, manufacturers many 
times have shortsightedly been 
guilty of trying to cut our margins 
either deliberately or by subter- 
fuge and that an enlightened self- 
interest on their part should 
recognize increased costs of dis- 
tribution which they have allowed 
for in their own business but have 
not recognized in ours. 

Once an outlet for their product 
has been lost because of an in- 
adequate margin, it is only with 
great effort and expense that it 
can be recaptured. 


Facts of Distribution 








by E. C. Kieswetter 
President 

W. A. L. Thompson Hardware Co. 
Topeka, Kan. 

and 

Chairman, NWHA 

Committee on Wholesaling 
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Methods are proposed for getting 
wider distribution of the 
NWHA mailers which are the 


key of its educational program 


The Committee on Wholesaling 
has completed two mailers contain- 
ing facts of distribution, both of 
which have been sampled to mem- 
bers and offered to them for dis- 
tribution as they may see fit. 

The first one was put in the mails 
in February, 1953, the next one in 
August, 1953. Other issues of these 
mailers will follow at three or four 
months intervals in the future. 

The regular procedure of the As- 
sociation office has been to mail 
copies of these folders to all mem- 
bers of the AHMA, which includes 
hardware trade publications. 

Each of our members was sent a 
sample copy, and it was hoped that 
individual members might make ad- 
ditional uses of this mailer. How- 


ever, member use of these mailers 
has been very limited. 

In other words, the Committee 
on Wholesaling hasn’t been very 
successful in selling its product, 
and it is my assignment to outline 
methods of obtaining wider use and 
distribution of our product. 

Here are the several groups or 
fields to which I believe these mail- 
ers should be directed: 

Our manufacturing suppliers. In 
order to get our facts of wholesal- 
ing into the hands of suppliers not 
members of the AHMA, the circu- 
larizing or mailing must be done by 
individual members of our own 
Association. 

In the case of our own company, 
we found that we buy from more 
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suppliers who are not members of 
the AHMA than who are, for ex- 
ample, in such lines as toys, auto- 
motive and plumbing supplies, etc. 

It would seem that even to mem- 
bers of the AHMA a personal letter 
from an important customer accom- 
panying one of these mailers might 
be of considerable influence with 
the executives of a manufacturer 
even though one had already been 
sent direct from our Association 
office in Philadelphia. 

This duplication could do no 
harm. The repetitive effect of sev- 
eral of the same mailers from dif- 
ferent customers might be consid- 
erable. 

In this same category are man- 
ufacturers’ salesmen and _ sales 
agencies. This group is in many 
instances quite influential in deter- 
mining manufacturers’ sales poli- 
cies, and if there is anything illumi- 
nating or convincing in the mailers 
which are being prepared, these 
gentlemen should be given an op- 
portunity to see the light, too. 


Need Mailers for Dealers 

Retail dealers. Probably one of 
the basic causes for much direct 
selling from manufacturers to deal- 
ers is the pressure that is brought 
by dealers toward that end. If this 
is correct, then it is very important 
that we convince dealers of the es- 
sentiality of the wholesale hard- 
ware industry in our system of 
distribution and of the necessity 
for the dealers’ support. 

Not all of the mailers that have 
so far been prepared are beamed 
for dealer consumption. For exam- 
ple, Mailer No. 3, whose subject 
will be credits and collections, is 
beamed especially at the manufac- 
turer and might not be appropriate 
for dealer mailing. 

Mailers No. 1 and No. 2, how- 
ever, even though directed to the 
manufacturer, contain information 
that gives the dealer a comprehen- 
sive look at the business of whole- 
sale distribution and might well 
influence his appraisal of the whole- 
sale hardware industry as an indis- 
pensable part of his own existence. 

Another mailer will come out 
sometime in 1954 which will have 
as its subject the relatively simple 
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problems of a dealer and manufac- 
turer working through wholesale 
sources as compared with the com- 
plications of buying and selling di- 
rect. This mailer obviously should 
be distributed to dealers as well as 
to manufacturers. 

Wholesale salesmen and other 
employees. Any employee is a 
better one if he understands the 
basic functions of a company he 
works for and of the position of 
the industry of which his company 
is a part in the broader economic 
scheme of things. 


Employees Need the Program 


It would seem to me that every 
person on the payroll of members 
of our Association should receive 
a copy of our folders and thus ob- 
tain a better insight into the kind 
of a business he is a part of. 

Employees of hardware whole- 
salers, knowing a little more of the 
facts of life of their own kind of 
business, might be more useful 
folks from day to day. 


State and regional dealer asso- 
ciations. Managing directors, as 
well as others on the staff of these 
regional associations, are very in- 
fluential people among our dealers, 
and they likewise should be given 
an opportunity to read this educa- 
tional material that we are making 
available to you. 

Universities and colleges. The es- 
sentiality of the wholesaler, labeled 
sometimes with belittling and dep- 
recating intent as the middleman, 
has been the subject of challenge 
and assault by theorists in our 
schools and colleges. 

We couldn’t be sure, of course, 
that the kind of material we are 
passing out would change the think- 
ing of teachers and professors in 
our schools of higher education. 
Nevertheless they should be given 
an opportunity to see the facts 
which we are using to explain and 
justify the wholesale distributor’s 
economic role. It would therefore 
seem logical that these educators 
who mold the opinion of our young 
people should be on our mailing list. 
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Sales Promotion Men 





by S. D. May 
President 

Bluefield Hardware Co. 
Bluefield, W. Va. 


To avoid any misunderstanding 
as to my ideas regarding sales pro- 
motion men, let me say that they 
are the ones down to whom the 
sales manager passes the “buck,” 
and the ones up to whom the terri- 
tory salesmen pass the “buck.” 

Unlike specialty men promoting 
only one product, or the product of 
only one manufacturer, sales pro- 
motion men promote the sale of all 
products; open, or help to open, 
new accounts and get new fran- 
chised dealers; talk advertising and 
sales; promote good dealer rela- 
tions ; but like the second lieutenant 
in the Army, they have responsi- 
bility but no authority. 

We, in the wholesale hardware 
business in the United States, have 
more capital invested, stock and sell 
more different items than any other 
wholesalers in the world. 

In checking with friendly ene- 
mies in our own and neighboring 
states, we have asked these ques- 
tions: 

How many items do you stock in 
your warehouse? 

How many items do you show in 
your catalog but sell only for direct 
shipment from factory to dealer or 
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“‘, .. they work best on controlled 
lines with franchised dealers . . . 
there must be complete agree- 
ment with territory salesmen 

to avoid friction...” 


secure only for immediate reship- 
ment to dealer from warehouse 
when received? 

The answers were amazing. The 
number of items was much greater 
than anticipated. 

We are confident that some hard- 
ware wholesalers are warehousing 
in excess of 100,000 items; that 
many are warehousing in excess of 
60,000 and probably none are ware- 
housing less than 15,000. In addi- 
tion, we believe that nearly all com- 
panies are illustrating and pricing 
from 10 to 20 pct more items in 
their catalogs for direct shipment 
only. This percentage is much 
greater with those having indus- 
trial supply departments. 


Are Salesmen Order Takers 


Our general salesmen are there- 
fore supposed to be conversant with 
and to have selling knowledge of a 
tremendous array of items includ- 
ing everything from carriage bolts 
to refrigerators; from machine 
bolts to deluxe electric ranges, and 
from lag bolts to pneumatic home 
water systems. 

As a result we have a great many 
order takers. A salesman who 
knows his “stuff,” is a real “find.” 

Frankly, I do not blame sales- 
men as I think we are expecting 
too much of them to have this in- 
formation. 

This brings me up to the ques- 


tion of “How are we to sell those 
lines that we must keep in order to 
maintain our sales volume and 
profit ?” 

Shall we split our territories and 
make our salesmen work smaller 
territories more thoroughly ? 

Shall we make a much greater ef- 
fort, through sales meetings and in- 
structions by department heads and 
factory engineers and salesmen, to 
increase their knowledge and effi- 
ciency? 

Shall we use sales promotion 
men? 

We have tried all methods with 
varying results. From our experi- 
ence it largely depends upon the in- 
dividual salesman. For my part, I 
prefer a, salesman with average 
ability, with lots of ambition and 
energy, to a wise guy with a lot of 
lead in the seat of his pants. 

We have split territories with 
good results and find that when 
this is done good salesmen go to 
work on franchised items with key 
dealers and do a swell job by con- 
centrating. 

We have tried to increase know]l- 
edge and efficiency through sales 
meetings and instruction conducted 
by department heads and factory 
engineers. On some, it “takes,” on 
others it does not. The results have 
been good but this method is not a 
cure-all, 

We have been and still are using 
one sales promotion man. By No- 
vember we will be using two. 
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What are the results? Not too 
hot and costs are too high. Also, 
friction is created between terri- 
tory salesmen and a promotion man 
as territory salesmen resent activ- 
ity of a promotion man in their ter- 
ritory on some occasions. 

Why, you ask, do we have sales 
promotion men? Because we have 
accounts insisting that if we are 
to continue to represent them that 
we must use sales promotion men 
especially trained to sell. 

We can readily see that a sales 
promotion man advertising, pro- 
moting and selling only one product, 
or the products of any one factory, 


is only a specialty salesman, and we 
endeavor to have our sales promo- 
tion man devote more time to ex- 
clusive lines of merchandise other 
than the one he primarily pushes. 

The results have been disappoint- 
ing, partly because he has largely 
been working under one of the de- 
partment heads and not the sales 
manager. That system has not 
proven satisfactory and will be 
changed so that he will work under 
our manager of sales. The second 
sales promotion man will also be 
under the supervision of the man- 
ager of sales. 

We know some companies refer 


to sales promotion men as dealer 
contact personnel. Perhaps that is 
a better name. 

We believe that any company, to 
successfully use sales promotion 
men, must employ perhaps 10 or 
more salesmen; that the system 
works best on controlled lines with 
franchised dealers; that complete 
agreement must be made with ter- 
ritory salesmen to avoid friction, 
particularly if either of them work 
on a commission or “percentage of 
profits” basis; and that the sales 
manager must definitely be the 
“boss” of both salesmen and sales 
promotion men. 
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Hardware Week for 1954 





itha 


De Y Yoursdy 


/# 


WATIONAL 
PROMOTIONS 





by Russell H. Mueller 


Managing Director 
National Retail Hardware Assn. 
Indianapolis, Ind. 


A basic problem in the retail 
hardware business is the necessity 
of getting more customer traffic 
into hardware stores. 

We don’t have to look for thou- 
sands and thousands in more traf- 
fic flow. If we get three more visits 
into our stores by customers, deal- 
ers would have a 3314 pct iraffic 
flow increase. 

We know that 52 pct of what is 
sold in our stores represents im- 
pulse buying on the part of the 
consumer. The other 48 pct comes 
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An appraisal of this year’s 
Hardware Week and Do-It- 


Yourself promotions and plans 


for 1954 


from service items. So if we could 
get three more visits of our cus- 
tomers and get a’ 3314 pct increase 
in traffic flow and with 52 pct of 
our customers impelled to buy 
merchandise, that represents a 
rather substantial sales increase. 

Action to increase traffic is be- 
ing taken by the National Retail 
Hardware Assn., with the help of 
manufacturers and support of 
wholesalers. It is in the form of 
two major promotions a year. 

You saw in the October 5 issue of 
Life a double-page, four-colored 
spread. Excepting production 
costs, it took $63,000 out of our 
budget to tell the consumer to 
“Make it yourself, fix it yourself, 
do it yourself.” 

The spread was followed by five 
pages of manufacturer tie-in ad- 


vertising continuing for a seven- 
page section in that issue. 

That is our “Do-It-Yourself” 
program. 

Why did we go into a “Do-It- 
Yourself” program? It is nearly a 
$4 billion market available to the 
hardware industry, which, inci- 
dentally, exceeds the total volume 
of the entire retail hardware busi- 
ness. 

To get it down to a figure that 
the dealer can understand, it is 
377.10 per family that each dealer 
can aim at in his community. 

IRHA Hardware Week in 1953 
was the greatest mass merchan- 
dising event of the hardware in- 
dustry. Advertising of all types 
exceeded any previous year. 

Let’s examine the cost of this 
advertising in every community. 
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We subscribe to two clipping ser- 
vices.. There were 3,040 of our 
stores that used 134,257 column 
inches of newspaper space. 

We had a little tab sheet in our 
office, and we listed every town, 
newspaper, date, and column 
inches. We checked “Standard 
Rate and Data” to find the cost of 
that advertising. Many of these 
ads were of a cooperative nature. 
Consequently, we listed the num- 
ber of stores. 

Then we listed the mats of those 
manufacturers’ products that were 
included in the kit. We found that 
the total expenditure on the part 
of our dealers in backing up Hard- 
ware Week was $205,078.86. 

The wholesalers tied-in their 
circulars with Hardware Week, 
and 4,725 of our stores used whole- 
saler circulars. We found, by in- 
quiry from those wholesalers, that 
the average cost was $21.74. 

So our dealers spent for circu- 
lars $237,020.35 with wholesalers. 
Combined, the hardware dealers 
in support of Hardware Week 
spent $442,099.11. 


The "54 Display Kit 

IRHA Hardware Week for 1954 
will be even bigger and better. 
This is what the kit will be com- 
prised of: 

There will be 100 double-faced 
pennants. Brand names will ap- 
pear on them. We have two 22x28 
in. posters; two 12x54 in. banner 
streamers that go across the top 
of the dealer’s window. 

We have 100 price cards similar 
to the type used with the Life pro- 
motion, the type that identifies 
and ties in the dealer. 

We will have 75 manufacturers’ 
mats. We had only 29 in the pack- 
age last year. 

There will be an ad pre-print so 
that the dealer will have an ad- 
vance picture of the ad that is to 
appear in whatever national con- 
sumer publication we are going to 
use, 

We have three typical ad layout, 
paste-up sheets. There will be 
news releases and suggested radio 
scripts for the dealer in the kit. 
There will be a wholesaler’s sales- 
man voting card. 

We will have 50 give-away book- 
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Three presidents, left to right: H. B. Megran, retiring 
head of the AHMA; R. H. Westbrook, NRHA, and W. A. 


Parker, 


lets. The booklet will be on lawn 
care, and the customer will be 
asked to come in and get a booklet. 

We will have “Ask Me About 
Hardware Week” lapel buttons for 
store clerks. 

Everything will be in three 
colors—red, blue and gold—and 
the event is planned for April 16 
through the 24th. 

We will have a wholesaler Hard- 
ware Week catalog. In fact, we 
will have two. 

We will have 4,000 executive 
copies for the buyers and key per- 
sonnel in every wholesaling con- 
cern in the country. The manufac- 
turers’ offerings will be exactly 
the same; that is, the layout on 
each page will be exactly the same. 

It will consist of a series of 
eight pages. At the end of each 
eighth page will be a set of eight 
postal cards directed to the manu- 
facturers whose item is repre- 
sented on one of the preceding 
eight pages. 


Two Hardware Week Catalogs 


On the back of the card will be 
printed: “I want more informa- 
tion, I want the product, or send 
me a carload.” I hope it works out 
that way. 

These cards are for direct con- 
tact with the manufacturer by the 
wholesaler. That is the executive 
catalog. 

Then we will supply 8,000 copies 
for salesmen. The only difference 
between the salesman’s copy and 
the executive’s copy is thai the 


NWHA. 


salesman’s copy will not carry the 
postal cards. 

The book is designed with per- 
forated pages, so if you don’t 
handle a manufacturer’s product, 
you simply tear that page out, 
thus tailoring the catalog to fit 
the lines you handle. That pre- 
pares your salesman to do busi- 
ness with the catalog. 

We are also going to send to all 
of our 22,000 stores a complete 
listing, illustrated with descrip- 
tions, of the manufacturers’ offer- 
ings, as a check list. 


Repeat Salesman's Contest 


Last year we had a wholesalers’ 
salesmen contest. We are going to 
do the same thing this year, but 
we will take the winner and his 
wife to San Francisco where our 
convention will be held. He will be 
introduced as the “Wholesalers’ 
Salesman of the Year.” 

This year we are also going to 
keep a tabulation of all salesmen, 
and we will report to all whole- 
salers how their men tied in with 
Hardware Week. The wholesale 
house that has the greatest sales- 
man participation will be awarded 
a plaque of gratitude and appre- 
ciation from the hardware re- 
tailers. 

The dealer who ties in best with 
Hardware Week is going to get a 
Chevrolet truck. I don’t know what 
color it will be. It doesn’t make 
any difference because it will be 
so covered with IRHA decals that 
the color will be insignificant. 
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Here is the promotion schedule. 
We will have an announcement to 
all wholesalers which will give 
the entire schedule of Hardware 
Week; the schedule of everything 
that we are going to do, when we 
write to the dealers, to whole- 
salers, etc. Everything is going to 
be sent to wholesalers on Octo- 
ber 26. 

We will have charts and fact 
books. We will have wholesalers’ 
sales material in the form of 
charts for presentation at meet- 
ings. 

Then from December through 
March 15, some representative of 
the National Association will 
make a presentation at the state 
conventions. It will be geared to 
the dealer level. 


We are going to send whole- 
salers a glossy print of every 
manufacturer’s offering. That is 
for the development of circulars. 

You are going to get awfully 
tired of seeing my name because 
you wholesalers are going to get 
11 distinct mailings on Hardware 
Week signed by me. You will be 
fully posted. 

Incidentally, the dealers will re- 
ceive 12 letters. We are going to 
give them one more shot than the 
wholesalers. 

On Apri] 16 through the 24th, 
when Hardware Week comes off, it 
will be backed up by an ad similar 
to the Life ad. It will be in four 
colors, and it will be a double-page 
spread. 

A poor job was done for us last 


year, but believe it or not, with 
one page of advertising in the last 
April 16 issue of Saturday Evening 
Post, $1 million worth of business 
advertising was carried in that 
publication backing up Hardware 
Week. We are going to insist on a 
little better distribution of that 
advertising in 1954. 

Last year for the first time, we 
had manufacturers identified on 
pennants and banners, catalog 
pages, etc. Over half of the whole- 
salers in the country tied in with 
Hardware Week in 1953. 

And we had four times as many 
retailers taking part in last year’s 
promotion than ever before. The 
highest figure we ever had, before, 
in participation in the event was 
3,200. 


The Flow of An Order 





A Two-Part Discussion 


by E. W. Parker 


General Manager 
Wayne Hardware Co. 
Fort Wayne, Ind. 

and 


Norman F. Luekens 


Treasurer 
The Geo. Worthington Co. 
Cleveland, Ohio 


Discussion by 
E. W. Parker 


Our orders are written by the 
salesmen on a special process paper 
form for copy purposes and mailed 
to our main office in a special en- 
velope which we supply the sales- 
men and one which it recognized at 
once when reaching the office. 

The envelopes are not opened by 
the department opening the mail, 
but are immediately sent to the 
credit department and opened there 


116 


Atlantic City Convention Report 





A description of how two 
wholesalers handle incoming 


orders 





E. W. PARKER 


by the credit manager or some as- 


sistant. 
Each order is checked by the 


credit manager and passed for 
credit or handled in whatever man- 
ner is necessary depending upon 
the status of the account. 

After the orders have been ap- 
proved, they are transferred to the 
sales department where they are 
checked for various reasons, and 
the orders are given a number 
which is registered in an order 
book before being sent out to the 
warehouse. 

All orders go to the office of the 
shipping superintendent who passes 
them out to the order clerks accord- 
ing to the number of items on the 
orders. For instance, if orders have 
a few items, they are sorted out 
to cover an area where a number 
of orders may be worked at one 
time. On the other hand, if it is a 
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rather lengthy order and the mer- 
chandise required is scattered over 
many floors, we find it best to give 
the order clerk the one order to fill. 

As the orders are filled, the items 
are checked off and back-checked 
by the checker when they reach the 
shipping bench and then are handled 
by the packer. All persons handling 
the orders from the time they are 
received by the shipping superin- 
tendent until they are returned to 
him, carry the initials of the per- 
sons filling, checking, and packing 
the orders. 


How Pricing Is Handled 


For shipping, the number of 
packages in the shipment is shown 
on the back of each order, and the 
shipping superintendent makes out 
the bill of lading or delivery ticket 
and places the order in a basket 
which carries all completed orders. 
They are picked up by members of 
the pricing department, or turned 
in by the warehouse superinten- 
dent. 

While in the pricing department, 
the orders are priced and extended, 
and in addition to this, the cost is 
entered on each item. The order is 
priced by one person and turned 
over to another for extending and 
adding up the invoice. Then it goes 
to a third person who checks the 
extensions and additions. Before 
running invoices, a proof tape is 
prepared on the selling and cost 
and turned over to the accounting 
department to check against the 
posting totals. 

As this order has been written 
on a translucent sheet, it is ready 
for invoicing, and we use the 
Bruning white copy process. Our 
order is so formed that it will bear 
the name “Invoice.” 

One small strip on the order is 
not duplicated. It carries all infor- 
mation that is not passed on to the 
dealer. In the matter of a few 
hours, our invoices are all finished 
and ready to mail. 

After this, the orders are sorted 
out to group the orders from each 
Salesman. At this time the totals 
are accumulated on a Monroe book- 
keeping machine and tabulated on 
cards showing the sales and cost 
day by day and accumulated totals 
to date. 


HARDWARE AGE, OCTOBER 29, 1953 


Then the invoices are placed in 
alphabetical order and posted to the 
various accounts. While this post- 
ing is going on, there is a sheet in 
the posting machine that also 
makes our journal record of the 
accounts receivable. This is all 
done on a Monroe posting machine. 
This is where we compare our to- 
tals with the tape previously men- 
tioned. 

We have a statistical department 
that accumulates figures on major 
lines where we are required to 
make reports weekly to the manu- 
facturers. At this point the in- 
voices or orders are ready to be 
filed and are checked out of the or- 
der book and placed in a folder 
under the customer’s name. By re- 
ferring to this folder, we find all 
of the orders written for the cal- 
endar year plus all copies of corre- 
spondence and credits. 


Comments by 
N. F. Luekens 


Just about a year ago we inau- 
gurated an order writing system 
that was new to us. This system 
provides for the use of Multilith 
Process Duplicators to reproduce 
orders written by our salesmen on 
Multilith Masters. 

I shall tell you why we decided to 
change our former method and why 





NORMAN F. LUEKENS 


we decided to use this new system. 

We had been using gelatin hec- 
tograph copies for our order filling 
and we typed invoices for billing. 
The poor copies produced by gela- 


tin hectograph caused many errors 
in filling the orders and typing in- 
voices became increasingly difficult 
with the shortage of typists. There- 
fore, we knew we needed a duplica- 
tor that would give us clear, clean 
copies for filling the orders and 
suitable for use as invoices to our 
customers. 

We wanted to eliminate the re- 
typing of our orders and at the 
same time we were of the opinion 
that we could improve our clerical 
operation. If in this process we 
could also reduce our handling 
costs we, of course, were also in- 
terested in that. 


Photographing Orders 

We thoroughly reviewed various 
photo copy procedures, and proc- 
esses utilizing transparent copy 
paper and determined that this 
kind of process would not produce 
the number of copies we need fast 
enough ‘for our purposes. We re- 
quire up to nine copies of an order. 

The new method has answered 
our purposes very satisfactorily. 
The copies are every bit as good, if 
not better than the original mas- 
ters. 

In describing our procedure in 
order handling, I will confine my 
description to the regular order 
written by the salesman in the field 
and mailed into the office in the 
regular way. You will understand, 
of course, that there are variations 
from this procedure for “will call” 
orders and “direct” shipment or- 
ders and-the like. 

Our salesman writes his order 
with a ballpoint pen on a Multilith 
Master. The master has two parch- 
ment paper copies, ene of which is 
for the customer and the other for 
the salesman. Parchment paper is 
used to prevent the carbon from 
blacking through to the copies. The 
order is mailed to our office in an 
envelope large enough to take the 
order without folding it. The size 
ef the order is 84x11 in. 

When th order master is re- 
ceived in the office, the name and 
address of the customer and the 
shipping instructions are checked 
with a master card file. At this 
time any orders in our file for ship- 

(Continued on page 142) 
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Sheet Metal Men 


Atlantic City Convention Report 





Discuss Industry Problems 





“Today, more than ever before, 
the warehouseman and the order 
clerk are bigger factors in the dis- 
tribution of sheet metal products.” 
That statement was made by John 
P. Speck, Tiffin Art Metal Co., 
Tiffin, O., speaking on the topic, 
“Service and Its Place in Our Busi- 
ness,” at a session of. N.A.S.M.D. 

“I think that clerks on the order 
desks are almost as important in 
our operation as the salesmen on 
the road. Even the telephone girl 
is an important part of the service 
We must give our customers,” he 
added. 

In a brief discussion that fol- 
lowed, one distributor raised the 
question of whether sheet metal 
distributors are giving away too 
much of their profit in the form of 
free services to customers. 


Cause Extra Expense 


As an example, the speaker cited 
that distributors are talking about 
making loose shipments of some 
metal products but in actual prac- 
tice are actually bundling, packing 
or crating at extra expense. 

Lee J. Haines, newly elected 
president of the association, led a 
discussion on the subject, “The 
Storing of Sheet Metal Products.” 

He explained how his warehouse 
has been mechanized to take 
5,000 lb. lifts of flat sheets from 
freight cars, which by the use of 
fork lift trucks are stacked in high 
piles. He also explained his com- 
pany is taking greater quantities 
of coiled steel which can be 
stacked along walls, in order to 
cut down on warehouse space. ' 

Ray P. Farrington, Potts-Far- 
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Study service, warehousing 
methods, customer relations, 
credit and collections at annual 


meeting 


rington Co., revealed that most 
metal products in his company’s 
new warehouse is now palletized. 
He explained that at first it was 
rather difficult to introduce pal- 
letizing as organized labor was 
opposed to it, but that by this time 
everyone is convinced that this is 
the best way to warehouse. 

“I visualize that maybe within 
the next five years entirely new 
storing techniques may be devel- 
oped which will completely change 





Some of the officers of the National Assn. of Sheet Metal Distributors. 


our present warehouse practices,” 
Mr. Farrington speculated. 

The value of dealer sales meet- 
ings and how to conduct them was 
another subject that was discussed 
in forum fashion, at the Monday 
morning session of the sheet metal 
group. 

One distributor said that the 
warm air heating field offers the 
greatest opportunity for dealer 
training work. Another dealer 


(Continued on page 134) 





Seated front row, left to right, are: A. M. Vorys, Vorys Brothers, Inc. 
advisory board member; Alexander Thomson, Tanner & Co., retiring 
president and new member of the advisory board; Lee J. Haines, E. E. 
Souther Iron Co., president; John P. Speck, Tiffin Art Metal Co., advisory 
board member; rear row, A. B. Lewis, Palmer-Donavin Mfg. Co., new 
executive committeeman; Ray P. Farrington, Potts-Farrington Co., advisory 
board member, P. M. McKenney, Conklin Tin Plate & Metal Co., executive 


committeeman. 
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“BIG 4° 


my) BIG 4” Hanger and Rail 


The heaviest of doors slide open and closed — easily, 
quickly and quietly. Hanger wheels operate on steel 
roller-bearings sealed by a large protecting hood, 


Heavily embossed for added strength. 


Custom-built for heavy duty 


Strong and stoutly constructed to deliver friction-free perform- 


ance the year ‘round regardless of the weather. 


The special Braced Rail designed to serve the “BIG 4” provides 


an even, perfect tread for the swift gliding hanger wheels. 
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“BRACED” RAIL 


MANUFACTURING COMPANY 


STERLING * ILLINOTS © 








A report on the 
Builders’ Hardware Convention 


Builders Hardwaremen 
Study Varied Problems 


Operating costs, training programs, chapter 
organization and putting emphasis on quality 
are key subjects at meeting of 2200 builders’ 
hardwaremen at annual meeting in Cleveland 


Methods for putting profit into the builders’ hard- 
ware business, the training of young men as hardware 
consultants, the building of stronger chapter organi- 
zations and the importance of selling up in builders’ 
hardware contracts were a few of the many timely 
topics that received the attention of members of the 
National Contract Hardware Assn. and the American 
Society of Architectural Hardware Consultants at 
their annual convention in Cleveland, Oct. 4 to 7. 

Registration at the meeting exceeded 2,200 members 
and wives and included 150 architect guests. 

The annual exposition of builders’ hardware, held 
simultaneously with the convention, featured the dis- 
plays of 88 exhibitors, five more than the preceding 
year. 

The exhibits were marked by the introduction of a 
number of new designs and new decors. Emphasis was 
placed on techniques for cutting down installation time 
and costs, both through the design of the hardware 


and by the use of special tools and jigs. Important’ 





New president of 
NCHA is Jno. 
Worner, Jr., of 
Jno. Worner & 
Son, New Or- 


leans. 
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improvements in labeling and packaging were also 
apparent. 

A feature of the exposition was the displaying of 
a large collection of reproductions and original samples 
of early American wrought iron hardware by Myron C. 
Teller of Kingston, N. Y. 

The business sessions were highlighted by the elec- 
tion of new officers for both groups. Jno. Worner, Jr., 
of Jno. Worner & Sons, Inc., New Orleans, was in- 
stalled as president of NCHA. Ralph J. Compton of 
Ralph J. Compton-Sales, Los Angeles, was elected 
president of ASAHC. 

The importance of forming strong regional groups 
was stressed by several speakers. Ralph Compton, the 
new ASAHC president, pointed out that the primary 
aim of his efforts while serving as the chief executive 
of the group will be the encouragement of local society 
chapters. 

As a step in that direction, Mr. Compton announced 
an enlarging of the membership of the Chapters Com- 





New president of 
ASAHC is Ralph 
J. Compton of 
Ralph J. Comp- 
ton -Sales, Los 
Angeles. 
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-- || Sap] FREE WIRE RACK 
Anzye) STAR SALESMAN 


Offered Again With Olin *333 Assortment 
BIG SALES-MAKER IN 23,000 STORES 


Again this fall by popular demand Olin offers the out- 
standing sales success of ’52—Olin *333 assortment with 
FREE wire rack flashlight and battery dispenser. Proved 
a powerful sales builder wherever used, eye-catching wire 
rack looks good anywhere, takes litile space, keeps 
battery stock moving fast. 
























SPACE SAVER! 


FREE red-enamelled wire 
rack holds 3 flashlights and 
24 size “D” batteries. Only 4 
inches wide, 30 inches high. 
A star salesman anywhere! 








‘re also 





ying of | Quick Turnover—Good Profit 


samples on *333 Assortment 


lyron C. 7 Olin #333 Assortment shown on 
this page includes only popular 


rh — priced best sellers. Two colorful 
cain: tie flashlight counter display units in- 
ton of cluded to step up impulse buying. 


elected. | A quick money-maker for any 
store. 
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xecutive 8 FLASHLIGHTS TO RETAIL AT $1.19 —Counter dis- 

| society play with 8 Olin #2011 fixt-focus spotlights. 
Polished brass. Chromium-plated fittings. 

nounced Removable end cap. Dealer cost 79¢ each. 

rs Com- 


8 FLASHLIGHTS TO RETAIL AT $1.50— Equivalent 
to other flashlights selling at $1.85. Counter 
display with 8 Olin #2420 two-cell fixt-focus 
spotlights. Lifetime safety-lock switch. 
Chromium-plated brass. Removable end caps. 
Dealer cost $1.00 each. 
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Order #333 Assortment TODAY 
A Real Value!— 
8 #2420 Flashlights with Counter Display 








dent of 8 #2011 Flashlights with Counter Display 

SR alph 48 #1511 Guaranteed Batteries 

ton of RETAIL VALUE .. . $27.52 

Comp- DEALER COST ... 18.22 
Los PROFIT (33.79%) .. 9.30 
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# BATT —48 ag ! 
Olin #1511 Guaranteed batteries Lorg lite, | / LUS—FREE WIRE RACK! 
Popularly-priced. Dealer cost $3.90 carton. 
OLIN INDUSTRIES, INC. - ELECTRICAL DIVISION - NEW HAVEN 4, CONN. 
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mittee. The committee appointed 


by Mr. Compton now includes 
Arthur H. Uhler as chairman, 
George P. Merrill, Howard N. 


Campbell, L. Curtis Booth, Adon H. 
Brownell, T. E. Davidson, Louis J. 
DuFresne, Homer A. Ejichacker, 
Donald B. Gibson, Wm. J. Ziegen- 
hein. 

Jno. Worner, Jr., in accepting 
the gavel as NCHA president, told 
members that, “We have a long 
road ahead of us and much ground 
to cover, but we have come a long 
way since formation of the associa- 
tion in 19384. 

“In the coming year we will do 
our utmost to fulfil the aims of 
the association, including the estab- 
lishment of set requirements for 
hollow metal and kalamein doors. 
We will seek adoption of an educa- 
tional program for the young man 
entering the builders’ hardware 
business.” 


What Is Contract Hardware? 


Ways of clarifying the misunder- 
standing — among member firms, 
architects and others handling 
builders’ hardware — as to the 
meaning of the term “contract 
hardware” were discussed at a 
meeting of NCHA. 

The association voted to change 
the organization’s name to National 
Builders’ Hardware Assn. as soon 
as approval is received from the 
Illinois Secretary of State, where 
the group was incorporated. 

The forum part of the session 
was directed by John R. Schoemer, 
the group’s managing director, the 
main topic being the marketing re- 
search report recently issued to 
members. 

“We are now facing the greatest 
building market in the history of 
the United States,” Mr. Schoemer 
declared. “Preliminary estimates 
are that the overall total in build- 
ing construction in 1953 will be 
$35 billion — an all-time record. 
There are indications that individ- 
ual housing and federal construc- 
tion will not equal the 1952 volume, 
but that commercial construction 
totalling $28 billion will set a new 
record. 

“With this great demand for 
builders’ hardware and the oppor- 
tunity for contract hardware dis- 
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tributors to market their merchan- 
dise at a profit, our research re- 
veals that overhead in the industry 
in 1953 is at a very high level,” 
he said. 

“Instead of selling-up we are 
now making greater efforts to sell 
down. We are fast becoming build- 
ers’ hardware philanthropists. Un- 
less the members of this organiza- 
tion adopt immediate measures to 
plan programs which will enable 


them to learn their overhead costs, 
which naturally must be obtained 
before profits can be figured, we 
will be in the position of abandon- 
ing our efforts as an association in 
behalf of our members and become 
a purely social organization.” 
Marketing of metal doors and 
frames complete with builders’ 


hardware was reported as making 
serious inroads in the sale of hard- 
ware by distributors. 


Some mem- 








Above—Principals at the opening night session were, left to right: 
John R. Schoemer, NCHA managing director; Evan J. Parker, 
president of American Hardware Corp., and Henry LaCossitt, 
lecturer. Mr. Parker and Mr. LaCossitt were the principal speakers. 
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Above—Some of the participants in the AHC education forum 
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were, left to right: J. A. Jutzi, Shapleigh Hardware Co.; J. C. 

Carroll, Union Hardware & Metal Co.; R. O. Miller and V. H. 

Verby, both of Russell & Erwin Div., and Paul Easby-Smith, Jr., 
Builders’ Hardware Corp. 


Below—Leaders of the AHC forum on education were, left to 

right: Adon H. Brownell, Lockwood Hardware Mfg. Co.; Ralph 

J. Compton of Ralph J. Compton-Sales, and R. O. Miller of 
Russell & Erwin Div. 
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You never lose a sale— 
when you have U.S? tapes 


It’s a tape line that’s well-known—containing a tape for every 
job of splicing or insulating— made by one of the largest 
manufacturers of cables and tapes. United States Rubber 
Company’s tapes are well-known because: 
1. They are advertised continuously to your customers 
in all the important trade and industrial magazines. 
2. Sales promotion aids point out constantly the per- 
formance and durability of “U.S.” Tapes. 


3. “U. S.” Tapes are so widely known and so widely 
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U.S. Security Rubber Tape 


For electrical work. Handles easily and fuses 
without heat. An unvulcanized rubber splic- 
ing compound; Security has high tensile 
strength, stretch, tackiness, high dielectric 
strength. 


Also in a specification grade—U. S. Holdtite 
—exceeds A.S.T.M. Specifications. 











STATES 


MECHANICAL GOODS DIVISION + ROCKEFELLER CENTER, NEW YORK 20, N. Y. 


UNITED 
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used that they are the tapes that are wanted—be- 
cause users have found them superior. 


4. Dealers like the quick supply system of “U.S.”— 
25 strategically located District Sales Offices. You 
get fast replacement of stock. 


You can’t miss out on a sale when you stock the “U. S.” Line. 
Remember, there’s a tape for every splicing or insulating job. 
It’s the best way to meet the job requirements of your trade— 
and that means Sales. Stock up now through your jobber. 
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U.S. Security® Friction Tape 


A long-time favorite for electrical and general 
purpose jobs. Strong, tacky tape that grips 
and stays on. High tensile strength. Straight- 
tearing, non-ravelling. .Also in specification 
grade—U.S. Holdtite®—exceeds A.S.T.M. 
Specifications. 
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U.S. Royalastic Plastic Tape 


Makes a thin splice that leaves wiring neat and un- 
cluttered. Does the work of both rubber and friction 
tape on many jobs. Complete mechanical, elec- 
trical protection. Good tensile strength and high 
resistance to abrasion 
and to water, oils, acids, 
alkalies, corrosive chem- 
icals. Good stretch and 
adhesion. Easy to handle. 
Appr. by Underwriters’ 
Laboratories, Inc. 
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Frank E. Eiler of Hardware & 
Supply Co., Akron, Ohio, and 
NCHA president, presides at 
opening session. 


bers suggested that this trend be 
combated by contract hardware 
distributors stocking and market- 
ing hollow metal doors in frames. 
Others opposed this suggestion, 
particularly delegates from the 
west coast. 


A committee will be named to 
develop a feasible plan for all mem- 
bers to use in combatting this situ- 
ation. 

Robert O. Miller of Russell & 
Erwin Div., New Britain, Conn., 
outlined aims of the ASAHC edu- 
cation committee at a forum held 
by the society. 

The better informed both your 
competitor’s and your own em- 
ployees are, the better conditions 
will be in the business, he declared. 
Members were urged to give all 
possible assistance to the group’s 
education program, by lecturing 
even though not accomplished pub- 
lic speakers. 


Training Courses Cited 


Adon H. Brownell, general sales 
manager of Lockwood Hardware 
Mfg. Co., Fitchburg, Mass., and a 
traveling representative of the so- 
ciety’s education committee, report- 
ed that the work of that group is 
being enthusiastically received by 
members of the four chapters and 
by individual builders’ hardware 
clubs. 

Mr. Brownell pointed out that it 
is often better to lose a builders’ 
hardware contract than to take it 
with the use of poor quality mer- 
chandise, for this type of installa- 
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tion leads to customer complaint 
and often early replacement. 


Mr. Brownell told of his efforts 
in educating builders’ hardware 
men since 1924 with different or- 
ganizations and of his writing the 
book, “Taking the Mystery Out of 
Builders’ Hardware,” as published 
by HARDWARE AGE. It was an- 
nounced that he is planning to 
write another textbook on the sub- 
ject in collaboration with Mr. 
Schoemer, managing director of 
NCHA, which will be published by 
HARDWARE AGE. 


The history of a builders’ hard- 
ware training course in Los An- 
geles was outlined by James C. Car- 
roll of Union Hardware & Metal 
Co. of that city, as president of the 





New 2nd 


vice-president of 
NCHA is Wm. Weston of Wm. 
Weston Co., Dallas, Texas. 


Los Angeles Builders’ Hardware 


Club. 


Better training will attract more 
high quality men, whose earnings 
will be in line with their ability, he 
declared. Six of the 25 men taking 
the course in Los Angeles have 
passed the society exams. 


Vic. H. Verby of Russell & Erwin 
Div. told of educational work in 
Seattle at meetings with lectures 
on builders’ hardware terms, door 
closers, hinges, floor hinges, credit 
matters and traffic problems being 
among the subjects covered. 


Builders’ hardware education 
work in St. Louis was outlined by 
J. A. Jutzi of Shapleigh Hardware 
Co. Sample blueprints were pro- 
vided for students to use in take- 
off work, together with other mate- 
rials used in scheduling. 


Paul H. Easby-Smith, Jr., of 
Builders’ Hardware Corp. in Be 
thesda, Md., said that builders’ 
hardware clubs are needed in more 
areas. Clubs already doing educa- 
tion work will, he said, continue 
their programs, but will need help 
in doing so. 

A course costing students $15 a 
year was outlined by Vernon Lewis 
of Marshall-Newell Supply Co. in 
San Francisco. Students use blue- 
prints in making sample schedules 
turned in at class sessions. 


More Chapters Favored 


Arthur H. Uhler, San Francisco, 
of Stanley Works, urged that the 
society work to get state laws to 
enforce taking of examinations for 
qualification as hardware consul- 
tants. He said that he favored 
formation of more chapters of the 
ASAHC for professional builders’ 
hardware men and expansion in the 
number of builders’ hardware clubs 
for both qualified architectural 
hardware consultants and others 
interested in builders’ hardware 
work. 

An innovation for this conven- 
tion was an opening evening meet- 
ing which featured addresses by 
two outstanding personalities. One 
of these speakers was Henry La 
Cossitt, a well-known lecturer and 
formerly associated with the edi- 
torial staffs of Colliers and Amer- 
ican Magazine. 

Mr. LaCossitt appraised the eco- 
nomic and military position of the 
United States at mid-century and 
found that, on balance, the nation 
is in good condition. 





Chairman of the general com- 
mittee for the convention was 
Carl D. Himes, Carl D. Himes, 
Inc., Dayton, Ohio. 
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However, he warned, we are vul- 
nerable to atomic attack in all our 
cities and need to strengthen our 
civil defense and strategic air com- 
mand. 

His opinion was that while inter- 
national tensions will remain for 
some time, there is little probabil- 
ity of a hot war. As a world leader, 
he stressed, America is faced with 
the task of holding the whole world 
together. 

Evan J. Parker, president of 
American Hardware Corp., New 
Britain, Conn., was the second 
speaker of the evening. In an out- 
spoken, practical manner, Mr. 
Parker discussed a number of the 
more important problems facing 
the builders’ hardware trade and 
offered suggestions for overcoming 
these problems. 

There is an unfortunate tendency 
these days, Mr. Parker said, to 


down grade quality in an effort to 
fight rising building costs. This is a 
dangerous practice, he warned, and 


Members of the Past Presidents’ Club hold their annual lunch- 
eon. The club is comprised of past presidents of NCHA 
and ASAHC. 


should be combatted by builders’ 
hardware groups. More emphasis 
should be placed on quality and less 
on price, he urged, since price cut- 
ting, which inevitably follows ex- 
cessive down grading, demoralizes 
an industry. 


Mr. Parker recommended that 


contract hardware firms’ should 
know exactly their operating costs. 
Doing business without this infor- 
mation is a bad practice. 

The speaker also urged that more 
emphasis must be put on service. 
Distributors should have a clear 

(Continued on page 132) 
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EXPLANATORY NOTE OF PRICES 
Items 1, 2, 3, 4 and 6 represent dollars per gross ton 
(2240 lbs.) 
Item 5 represents dollars per net CWT (formerly 
quoted per gross ton). 


Items 7 to 19 represent dollars per hundred pounds. 


Item 20 represents discounts from price list which 
would need to be consulted. 











BK pitor’s Note: Hardware Age presents herewith the revised 1953 edition of the Tal 
Values of Iron and Steel, Wire and other Metals Used in Hardware Manufacture 
of Hardware Age express their appreciation to Oliver Brothers, Inc., compilers of | 
permission to publish this chart. 































































































































































































Col. No. 1 2 3 4 5 6 7 8 9 1¢ 

Item Price Sept. | Sept.5| Oct. 2 | Oct. 1| Nov. 1/Dec. 22) July | Mar. Jan. | Jan. 
No. Material Based, | 1899 | 1900 | 1902 | 1904 | 1905 | 1906 | i908 | 1909 | i9x0 | “19: 

4 | PigIron, Basic..........Youngstown| | | | | 16.76 | 23.00 | 14.60 | 14.95 | 16.88 | 12.: 
2 | Foundry Pig Iron, No. 2......Chicago | 21.00 | 15.60 | 23.00 | 13.50 | 17.75 | 25.50 | 17.50 | 16.60 | 19.00 | 14. 
3 | Bessemer Pig Iron....... . Pittsburgh | 23.75 | 14.00 | 21.76 | 12.86 | 16.86 | 23.86 | 16.90 | 16.40 | 19.90 | 15. 
4 | Steel Billets, Bessemer... Pittsburgh | 38.00 | 17.60 | 29.00 | 19.50 | 26.00 | 29.60 | 27.00 | 25.00 | 27.00 | 19. 
6 | WireRods...............Pittsburgh |__| 33.00 | 36.60 | 26.00 | 32.00 | 39.00 | 33.00 | 33.00 | 33.00 | 24.1 
6 | Heavy Stool Scrap. veces Chicago 15.60 | 9.00 | 18.50 | 10.00 | 14.50 | 17.50 | 11.50 | 12.50 | 16.50 | 10. 
q | Merchant Steel Bars..... Pittsburgh | 2.60| 1.10| 1.60| 1.30/ 1.60| 1.60/ 1.40/ 1.20| 1.48| 1.: 
8 | Tank Plates..............Pittsburgh | 2.75 | 1.10| 1.76| 1.40| 1.76| 1.70| 1.60| 1.90] 1.66| 1.: 
9 | Structural Material........Pittsburgh | 2.25 | 1.45| 1.85| 1.40| 1.70| 1.70| 1.60| 1.30] 1.65| 1.: 
10 | Steel Sheets, No. 24 Black. Pittsburgh | 3.00| 2.75 | 2.40| 1.75| 1.90| 2.26| 2.16| 2.00| 2.10] 1.1 
41 | Steel Sheets, No. 24Galv. Pittsburgh | __ 2.60| 2.70| 3.10| 3.05| 2.75| 3.00| 2.4 
12 | Barb Wire—Galv......... Pittsburgh | 3.26 | 2.80| 2.60| 2.05| 2.25| 2.45| 2.40| 2.40| 2.15| 1. 
18 | Wire Nails—Standard.....Pittsburgh | 2.65 | 2.20/ 1.90| 1.60| 1.80| 2.00| 1.95| 1.95| 1.86] 1.1 
“14 | Cut Nails, 20/d............Pittsburgh | 2.40| 1.96 | 2.05| 1.60| 1.65/ 2.05| 1.76| 1.80/ 1.80| 1.1 
15 | Copper, Ingot.............New York | 18.60 | 16.76 | 11.66 | 12.75 16.62%4| 23.00 |12.8714| 13.00 | 13.98 | 14.: 
16 | Spelter—Zinc.............. St. Louis | 5.36 | 4.0234] 6.26 | 5.00| 6.10| 6.55| 4.35| 4.65| 6.00| 6.1 

cae | Gesb—Ote............+02 St. Louis | 4.60 | 4.32141 4.10| 4.20| 5.26| 6.15| 4.40 | 3.8244| 4.60) 44 
ae | Minis. ...... 2... 0csns New York | 32.00 | 30.75 | 26.00 | 27.86 | 32.60 | 42.70 | 27.20 | 28.65 | 32.74 | 44.1 
me | MeOWle............--0. Pittsburgh | 4.65 | 4.65 | 4.00| 3.30| 3.45| 3.90| 3.70| 3.45| 3.60) 3.4 
90 | Steel Pipes............... Pittsburgh 10% | 67% | 784% 79% | 15% | 14% | 19% 78% | 819 
Col. No. 1 2 3 4 5 6 7 8 9 10 
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Table of Values o 


From 1899 to Sept. 15 


Oey Norte: Prices under the heading “March 21, 1919,” and those marked by 4d 
U. S. Steel Corp.’s prices (to which they adhered strictly) and which prior to NR 
lowed by the independent mills. From Jan., 1920 to Jan., 1921, in some instances, two 
on the chart because of the two markets prevailing on certain steel items. In such insta 
each individual box indicates the one adopted by the U. S. Steel Corp. and the other pri 
were secured in the open market. These two markets were caused by the Steel Corp. ma 
gested in Washington in March, 1919, while the outside market was regulated to a co 
law of supply and demand. This dual price market ceased to exist in November and 
mand had fallen off. 


Attention is particularly called to the long price movements starting in April, 1915, 
July, 1917, to points that were peak ones on most items until this year. In November, 
with or fixed by the Government on a majority of these items. The strong market contin 




























































































































































































































































































7 8 9 10 11 12 13 14 15 16 17 18 19 20 21 0-22 23 24 25 
uly | Mar. Jan. | Jan.1]| Jan. Aug. | April | Mar. | The Peak |Government| May |Mar. 21) Dec. | Sept. | Dec. | April | Sept. | Sept. | Sept. 
08 | 1909 | 1910 | 1912 | i913 | 1914 | 1916 | 1917 | July | sAsreed | 1978 | 1919 | 1919 | 1920 | 1922 | 1923 | 1924 | 1926 | 1927 
1917 | Nev 1917 — 
-50 | 14.95 | 16.88 | 12.37 | 16.46 | 13.00 | 12.50 | 32.00 |Hich 54.00) 33 00 | 32.00 | 25.75 | 34.30 | 48.60 | 24.90 | 31.00 | 20.76 | 19.26 | 17.11 
-50 | 16.50 | 19.00 | 14.00 | 18.48 | 14.44 | 13.50 | 36.65 |, Hih& |) 33.50 | 33.60 | 27.25 | 37.30 | 46.75 | 28.41 | 32.61 | 21.11 | 21.26 | 20.11 
-90 | 16.40 | 19.90 | 15.16 | 18.16 | 14.90 | 14.55 | 37.65 |Hish 5695) 397.25 | 36.16 | 27.95 | 36.30 | 50.46 | 29.96 | $2.77 | 22.01 | 20.38 | 18.00 
00 | 25.00 | 27.00 | 19.50 | 28.40 | 20.17 | 19.60 | 70.00 |, Hish & /éstal Si-00) $159 | 38.50 | 38.50t/ 60.00 | 36.65 | 46.71 | 37.00 | 35.00 | 33.00 | 33. 
00 | 33.00 | 33.00 | 24.50 | 30.00 | 26.26 | 26.00 | 80.00 | Hish& || 67.00 | 57.00 | 52.00 | 52.00t| 355) | 46.26 | 60.00 | 46.00 | 45.00 | 43.00 | 42. 
.50 | 12.50 | 16.50 | 10.60 | 12.75 | 9.75 | 9.16 | 24.25 | 35.50 | 28.50 | 28.76 | 16.05 | 21.55 | 24.81 | 27.44 | 22.38 | 16.55 | 14.26 | 12.50 | 13. 
40 | 1.90| 1.48] 1.16] 1.40] 1.18] 1.20] 3.25 | Hehe”) 2.90/ 2.90] 2.36| 2.36| 238 | 2.00/ 2.6734) 2.10| 2.00| 1.78 
-60 | 1.30} 1.65] 1.16) 1.60] 1.18] 1.20) 4.36 |Hich 1000) 3.95) 3.95] 2.65 | 2.654] 335 | 2.00] 2.60| 1.90/ 1.90| 1.78 
60 | 1.30] 1.65| 1.26 | 1.60] 1.18/ 1.20) 3.60 |, Hib& | 3.00/ 3.00| 2.45 | 2.461] [ip | 2.00] 2.4734 2.00/ 2.00 | 1.78 | 
15 | 2.00] 2.10] 1.65| 2.07| 1.63| 1.65] 4.65 [Hb 875 4.75 | 4.75] 4.10] 4.104] $12! 3.10] 3.73] 3.26 | 2.85 | 3.00 | 
.05 | 2.75 | 3.00| 2.40| 2.97| 2.27| 2.90| 6.50 [Ha 105 5.75 | 6.75 | 6.20| 6.20t| §2%,| 3.86 | 4.82441 4.10) 3.80| 3.86 | 
40 | 2.40| 2.16| 1.86] 2.16 | 1.96] 2.15 | 4.05 |, Hieh& | 4.00] 4.36] 4.10) 4.10] $19 | 3.35| 3.80] 3.49] 3.35 | 3.20 | 
.95 | 1.95 | 1.86| 1.65 | 1.76 | 1.56 | 1.665 |A.S-&W-High& Ave) 3.69 / 3.50 | 3.25 | 3.264] 323 2.70 | 3.00% 2.75 | 2.65 | 2.50| 2 
Co. 3.28 |Ind. 4.00 Raeiach Wikia: 425 Piss Miknieste Basie? 
.75 | 1.80| 1.80] 1.50) 1.70] 1.65 1.65 | 3.60 |, Hish&.) 4.35 | 4.00] 4.25 / 5.70| 6.86| 3.00) 3.25| 2.90) 2.80) 2.80) 2 
8714| 13.00 | 13.93 | 14.26 | 16.90 | 12.68 | 17.10 | 35.75 | 28.90 | 23.60 | 23.60 | 15.01 | 18.48 | 18.05 | 14.46 | 17.16 | 13.08 | 14.187) 13.06 | 14 
36 | 4.65 | 6.00} 6.10| 7.06| 5.46 | 11.25| 10.66| 8.65 | 7.95] 7.14/ 6.20 8.39 | 7.76 | 7.13 | 7.36 | 6.54 | 7.423) 6.22| 6 
40 | 3.8234] 4.60 | 4.46 | 4.20] 3.74| 4.11| 9.63 | 10.65) 6.26 | 6.70| 5.00| 6.89 | 8.25| 6.98 | 8.06| 8.00| 8.522/ 6.05 | 6 
; | oo te ec AR: REE EEK SRT GE OR TEE, CEN SEER: eres ter 
.20 | 28.65 | 32.74 | 44.50 | 60.45 |Hish 65-00 47 98 | 64.36 | 62.60 | Nomina | ith | 67.00 | 54.81 | 44.65 | 37.70 | 45.93 | 49.12 | 68.923) 61.49 | 48 
———, —| ——_|——_—_ {| | — —);——_, — —_}-— 
.10| 3.45 | 3.60| 3.40| 3.60| 3.50 3.20 | 8.00| '$ | 7.75] 7.75} 7.00} 7.00t) §o | 4.76| 6.74| 6.50) 5.50) 5.50| 5 
1% | 19% | 78% | 81% | 80% | 80% | 80% | GO% | 42% | G1% | B1% | 8114%| 8114% 14% | 66% | 68% | 62% | 62% | 62% | 63 
1 4 g 10 il 12 13 14 15 16 17 18 19 20 >. = 23 24 26 





e New discounts are an average applying to sizes %” to 3” black steel pip 
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2 860 85—i(i ti TtiBKCitiHC“‘t kK SCC SSC(‘i‘é RK“ SC*é«é«Cw‘_(tséi‘éS*CKT:C~*«C 
Sept. Sept. | Sept. | Mar. | Aug. July June | June | June | Dec | Sept. | Sept. |Dec. 31) Sept. 30 
1927 | 1928 | 1929 | 1933 | 1933 | i937 | 1938 | 1939 | 1940 | i941 | 1942 | 1944 | 1945 | 1946 
17.11 | 17.00 | 18.60 | 13.60 | 17.00 | 23.60 | 19.50 | 20.60 | 22.60 | 23.50*| 23.50*| 23.60*| 25.25*| 28.00* 
"20.11 | 18.50 | 20.00 | 15.60 | 17.50 | 24.00 | 20.00 | 21.00 | 23.00 | 24.00*| 24.00*| 24.00*| 25.75% 28.50* 
18.00 | 19.26 | 20.76 | 15.00 | 18.00 | 24.50 | 20.50 | 21.50 | 23.50 | 24.50*| 24.50*| 24.50*| 26.25*| 29.00° 
33.00 | 33.00 | 35.00 | 26.00 | 26.00 | 37.00 | 34.00 | 34.00 | 34.00 | 34.00*| 34.00*| 34.00*| 36.00 | 39.00* 
43.00 | 42.00 | 42.00 | 35.00 | 35.00 | 47.00 | 43.00 | 43.00 | 2.00| 2.00%} 2.00*| 2.00%) 2.15% 2.30". 
12.50 | 13.60 | 15.00 | 5.00 | 10.00 | 15.50 | 10.60 | 13.25 | 17.60 | 19.75*| 19.75*| 18.75*| 18.76*| 19.75* 
1.78| 1.90| 1.90| 1.60| 1.60| 2.45| 2.25| 2.15| 2.10 10 | 2.15%) 2.15*| 2.15*| 2.25%] 2.50°. 
1.78| 1.90| 1.90| 1.60| 1.60| 2.46] 2.10| 2.10| 2.10| 2.10*| 2.10% 2.10*| 2.26% 2.50°. 
1.78| 1.90| 1.90| 1.60| 1.60| 2.46 2.10} 2 2.10 2.10 | 2.10*| 2.10% 2.10%) 2.10*| 2.35*. 
3.00| 2.65| 2.86| 2.00] 2.25| 3.15| 3.05 | 3.05 | 3.00| 3.00%} 3.00%} 3.00*| 3.10% 3.925* 
“3.86 | 3.40| 3.60| 2.60| 2.86| 3.80| 3.60| 3.60| 3.50| 3.50*| 3.50*| 3.50%} 3.70*| 3.90* 
3.20| 3.25| 3.20| 2.36| 2.60| 3.40| 3.20| 3.10| 3.40| 3.40%, 3.40" 3.40*| 3.60%, 395 
2.60| 2.65| 2.45! 1.85| 2.10| 2.75| 2.45| 2.25| 2.40| 2.40% 2. 10" 2.40°| 2.764] Pel 360" 
~2.80| 2.70| 2.70| 2.60| 2.65| 3.60| 3.60| 3.50. i 3.86 | 3.85°| 3.85*| 3.85*| 3.85% 5.05* 
14.187| 13.05 | 14.96 | 18.03 | 6.26%) 9.00 | 14.00 | 9.00 | 10.00 | 11.60 | 12.00%] 12.00*| 12.00*| 12.00*| 12.00° 
7.423| 6.22 | 6.26 | 6.78 | 2.99%) 4.90% 6.75 | 4.50 4.60 | 4.8 4.89 | 6.24 8.25*| 8.25*| 8.25*| 8.26°| 8.20° 
0} 8.522/ 6.05 | 6.29| 6.69 | 3.02%| 4.50 | 5.86 £ 4.60 | 4.85) 4.85 a ~ 6.36*| 6.35*| 6.35% 8.10* 
2 | 68.923) 61.49 | 48.07 | 45.38 |24.3414 44. 13/56 62> 43.00 | 48. 48.90 | 64 64.57 [# .00*| 62.00%) 62.00+| 6 52.00* 62.00% 
0 | 6.60 | 5.50) 5.25 5.25 | 4.25 | 4.65 Fee Oe) 5.00 | 5.00*| 5.00% 5.00*| 5.068 5.00* 
| 62% | 62% | 62% | 62% 1 1% 614% 64 H6%| 684% 6815%| 684% 788147 "|0834% “16834% oa2%.9| 0634%" 
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yas a “marking time” or gradual easing off until late 1919, when the market began 
d bounds until July, 1920. This was the turning point of the greatest inflationary 
sssed, which was followed by the Post-War deflation culminating early in 1922. Per- 
ver, was the steady recession in prices from April, 1923, to September, 1929, when 
nting, together with profits, to record heights. 

represent the period of the culmination of the banking crisis. Those for August, 
e prices under the NRA filed Aug. 29 of that year. The June, 1938, figures reflect the 
near the end of that month when the basing point system was broadened by the ad- 
enters, and differentials in price at the various basing points were eliminated or 


marked (*) are based on ceiling prices established by Government Price Adminis- 
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1944 | 1945 1947 1953 | Since Since | No. 
1897 | 1897 

| 23.60*| 25.25*| 28.00* | 36.00 | 43.50 | 46.00 | 46.00 | 52.00 | 54.50 | 56.00 | July 1904 | Sept. 1953) 
| 24.00*| 25.75*| 28.50* | 36.00 | 43.00 | 46.60 | 46.50 | 52.50*| 55.00% 56.50 | Der. 1897 | Senti953| 9 
| 24.50%] 26.25+| 29.00* | 36.60 | 44.00 | 47.00 | 47.00 | 53.00*| 65.50*| 67.00 | Pec, 2897 | Sen..953 |g 
| 34.00*| 36.00 | 39.00* | 98" | 61.00 | 61.00 | 63.00 | 64.00% 69.00*| 62.00 | Dec, 1897 | July i817 |g 
| 2.00%} 2.16¢) 2.30* | 789° | 3.619] 3.40| 3.85 | 4.69°| 4.326°| 4.525 | Ny, 289° | Jub. tst7 | 5 
| 18.75*| 18.76*| 19.75* | 899% | 41.75 | 24.60 | 40.00 | 42.50 | 41.50 | 30.00 | El? | June 917) g 
| 2.15%} 2.26*| 2.50*| 2.90| $3! 3.36| 3.45 | 3.70% 3.95%) 4.16 | Der 1897 | Julyisi7| 7 
| 2.10*| 2.25°| 2.60*| 3.00| 3.40| 3.40| 3.60| 3.70% 3.90*| 4.10 | Pec, l897 | Jub isi7| 
| 2.10%] 2.10*} 2.36*| 2.80| 3.25| 3.26| 3.40| 3.65%] 3.85*| 4.10 | Dc,87| Juytsi7| 











| 3.00*} 3.10*| 3.326*] 3.95 | 4.15] 4.16 | 4.65 | 6.00% 6.126% 6.376 | M795] July.1917| 40 


| 3.60% 3.70% 3.90*| “85! | 6.80) 6.80| 6.61 | 7.31*| 7.365*| 7.616 | Jy,l9"4 | July 1917 11 


| 3.40°| 3.60 ,,29%,,| 4.60 | 6.21] 6.31] 6.20| 7.08% 7.35% 7.85 Prise | ras | 12 
| 2.40% 2.76% Eo 38%. [Cch,, fas] 5-05 | 6.05 | 6.13 | 6.63% 6.97% 7.33 | P*i9% | Sema) 13 
| 3.85%] 3.86%} 6.05*| 5.80 | 6.76 | 6.75! 7.16 | 7.15%) 8.36%) 8.66 | 7777 | Sept.1953| 14 


| 12.00*| 12.00% 12.00* |21.622</23.6214| 17.76 | 24.60 | 24.60 | 24.50 | 30.00 | Feb,1933 | Ma i9i7| 15 









































8.25*| 8.25*] 8.20* | 11.00 | 15.00 | 10.25 | 17.60 | 19.60 | 13.50 | 10.00 | Msx,19% | June. i915| 46 


| 
| 
| 6.35%] 6.35%} 8.10* | 16.10 | 19.60 | 14.926] 15.80 | 19.00 | 15.80 | 13.30 | *%,y7 | Seot.1948| 47 














| 52.00*| 62.00*| 52.00* | 80.00 103.00 |103.00 |103.00 [103.00 |121.376| 81.50 | P*fz35°" | Ssry%s"| 18 


| 5.00% 5.06% 5.00*| 6.75 | 6.80| 7.75 | 7.60 | 8.70% 8.70*| 8.70 | Ney,,188 | July 1917| 49 
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Long-life, 
2 for 25¢ 











MERCHANDISING 














Self-sealing 
pressure cap assembly — 
double protection 
against leakage at top. 


SOLINITE — 


EXCLUSIVE NEW OLIN DISCOVERY... SOLINITE*... 
HELPS PREVENT LEAKAGE, SUDDEN BATTERY FAILURE 





prevents formation 
of ooze at source! 


Moisture-proof 
Suter jacket — extra 
barrier on all sides. 


Protective disk — 
gives added safety 
at bottom, keeps 
contacts firm. 


Trade Mork for Corrosion Inhibitor 


OLIN’S GUARANTEE: If this battery damages your flashlight send it with 
the battery to us. We will promptly give you FREE a new flashlight of 


equal value — plus batteries! 





Order These New Counter Displays Now 


—_ 


48 OLIN No. 1511 

GUARANTEED BATTERIES 

Long-life, guaranteed batteries to sell at 
2 for 25¢ 


48 OLIN No. 1550 

SIZE “D” LEAKPROOF BATTERIES 
Extra long shelf life. No dating 
required. Extra profit for dealers. 
Retail price 15¢ ea. 


COLORFUL— COMPACT — PROFIT PER UNIT 35% 


ELECTRICAL DIVISION, OLIN 
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[iia] NEW OLIN BATTERIES 
| WIN NATIONAL FAME 





Cited by TIME Magazine 


Says TIME about Olin’s new Leakproof 
Battery: “A flashlight battery which is 
chemically sealed against leakage of its 
electrolytic materials was put on the 
market by Olin Industries, Inc. Sealed 
by a chemical, the battery does not 
require thick insulation or an outside 
metal jacket.” 


A New Kind of Battery 
Every Store Should Carry 


There’s more profit for you in exciting 
new merchandise. Be the first in your 
area to stock and feature this great new 
kind of battery—developed exclusively 
by Olin scientists to give America its first 
truly modern battery. 





NATIONALLY ADVERTISED IN 


Saturday Evening Post .@ 
Look « Collier's 
Farm fournal + True 
Country Gentleman 
Outdoor Life 
Boy's Life 








INDUSTRIES, INC., NEW HAVEN, CONN., U.S.A. 
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STANLEY 
ROLLER CATCH 


Your customers will 
immediately spot the 
p convenience of 

this Stanley No. 
infenor 23 Roller Catch 
(for house doors 
that don’t require 
locks). It auto- 
matically holds doors 
securely closed... eliminates rattl- 
ing ... operates quietly and 
smoothly with a push-pull action. 
Easy to install, too, just drill a 7/” 
hole 24” deep in door. Comes com- 
plete with screws — one dozen ina 
box. Be sure to have this fast- 
moving item in stock. . displayed 
prominently for best results. 


THE STANLEY WORKS 
NEW BRITAIN, CONNECTICUT 


REMEMBER . . . THREE HINGES TO A DOOR 


STANLEY 


Reg. U. S. Pat. Off. 


HARDWARE + TOOLS + ELECTRIC TOOLS 
STEEL STRAPPING ° STEEL 
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cut service policy and a well or- 
ganized and completely equipped 
sample room, backed up with well 
assorted, adequate stocks. 

Every contract distributor should 
take off his own jobs, Mr. Parker 
said. Manufacturers are fast end- 
ing their activities in this field, he 
added. Manufacturers are _ also 
dropping the practice of direct bid- 
ding and he also expressed the hope 
that in the future all this activity 
would be transferred to established 
channels. Good progress has been 
made in this direction, he added. 

Mr. Parker warned against en- 
couraging special designs. Special 
jobs, no matter how small they may 
seem, are expensive to produce and 
disrupt orderly, efficient manufac- 





Mr. Builders’ Hardware—that was 
the title accorded John Schoemer 
NCHA managing director, on the 
occasion of a surprise presenta- 
tion of a silver tray at the con- 
vention banquet to mark Mr. 
Schoemer's birthday 





Officers of the 


American Society of Architectural Hardware Consultants 


President 


Ralph J. Compton 
Ralph J. Compton—Sales 
Los Angeles, Calif. 


First Vice-President 
John J. Soeffing 
Adolph Soeffing & Co. 
Philadelphia, Pa. 


Second Vice-President 
L. Curtis Booth 
P. & F. Corbin Div. 


New Britain, Conn. 


Executive Secretary-Treasurer 
W. A. Mathewson 
ASAHC Headquarters 
New York, N. Y. 


Regional Directors 
John N. Tweedy 
Bullard & Tweedy 
Brookline, Mass. 


Henry Peter 
Yale & Towne Mfg. Co. 
Stamford, Conn. 


Norris McNish 
P. & F. Corbin Div. 
New Britain, Conn. 


Christian R. Herr 
Herr & Co.. Inc. 
Lancaster, Pa. 


Lloyd R. Anderson, Mfg. Rep. 
Bethesda, Md. 


Cc. L. Kemp 
Hardware Distributors, Inc. 
Greensboro, N. C. 


Emerson D. Randolph 
Pittsburgh, Pa. 


Russell G. Leonard 
P. & F. Corbin Div. 


New Britain, Conn. 


S. O. Brewer 
Pierson-Lewis Hardware Co., Inc. 
Indianapolis, Ind. 


Elrie I. Stevens 
Stanley Works 
New Britain, Conn. 


Wm. J. Healy 
Sargent & Co. 
Chicago, Ill. 


Wm. H. March 
Tdeal Brass Works, Inc. 
St. Paul. Minn. 


L. E. Nelson 
L. E. Nelson & Son 
Omaha, Neb. 


Robert A. Wesche 
Clark-Darland Builders’ Supply Co. 
Tulsa, Okla. 


Ralph E. Wimmer 
Stratton-Baldwin Co., Inc. 
New Orleans, La. 


W. W. Philleaux 
Huey & Philp Hardware Co. 
Dallas, Texas 


T. C. Stayner 
T. C. Stayner Co. 
Salt Lake City, Utah 


Arthur H. Uhler 
Stanley Works 
Los Angeles, Calif. 


Louis J. DuFresne 
Schlage Lock Co. 


San Francisco, Calif. 


W. R. Stigler 
Dun Bros. Hardware Co. 
Daytona Beach, Fla. 


John M. Wilson 
Coast to Coast Agency & Sales Ltd. 
Hamilton, Ont., Canada 
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- @. COMBINATION PORTABLE-WINDOW FANS 
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Model 2052 A complete Sell-out for Two Straight Years . .; 
Large, powerful Yes, for two straight years every LAU 
ae Fan produced has actually “jumped” 
expanders. from the retailer's shelf to the con- 


sumer’s home. 





Now Further Improved ... New handsome 
designs, improved performance, more 
eye-appeal and superior construction 

.. all add to the “sales-ability” of each 
LAU Fan. 


Plenty of Variety for Fast Sales . . . Every 
possible customer need is better satis- 
fied with a LAU Fan... 5 sizes and 
eight different LAU models. : 


Guaranteed 5 Years... Lau Fan ratings 
are Certified by the PFMA and carry 
UL approval. Fans are guaranteed 
for 5 years and motors carry a 
one-year warranty. 


Also 12” and 16” models - Available 
with side expanders and “TILTA 
ply Co. BREEZ”’ stands as accessories, 


Three sizes in win- 
dow fans! 22”-24” 
and 30” models with 
2-speed electrically 
reversible motors. 
Also single speed 
exhaust models. 











2025 Home Avenue * Dayton 7, Ohio 


THE LAU BLOWER COMPANY, Write for catalogs and full information. 


es Ltd. 
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e@ Complete wind protection for 
doors, glass, and hinges. 

e Heavy compression spring ab- 
sorbs the jar. 

e Strong chain stops opening 
beyond 90°. 

e Sell them to the ‘do-it-your- 
self” buyer. 


THE SHELBY SPRING HINGE CO. 
SHELBY, OHIO 





SPRING AND CHAIN 


DOOR STOPS 
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turing schedules. He urged that the 
industry discourage special designs 
or modifications. 

The speaker noted that the old 
concept of being loyal to one’s prin- 
cipal supplier is disappearing. He 
thought this concept should be re- 
vitalized and practiced in the in- 
terests of economy in all phases on 
contract hardware work. 

Mr. Parker commented on the 





need for training of more consul- 
tants. He hoped that the programs 
| of the groups would be enlarged. 
| It was his opinion that every hard- 

ware distributor should have his 
| own training program. 


Mr. Parker also touched on the 
growing tendency to disregard the 
maintenance of master key systems. 
He strongly recommended that ex- 
isting systems not be destroyed for 
competitive causes, since this rep- 
resents a disservice to customers 
and reflects on the industry at 
large. 

The date for next year’s annual 
meeting and exhibit was announced 
as Sept. 26-29 in Chicago. Other 
dates announced were: 1955, Sept. 
18-21 at St. Louis; 1956, Sept. 9-12 
at Chicago. Arrangements for the 
1957 meeting at the Conrad Hilton 
in Chicago were also authorized. 





Sheet Metal Problems 


(Continued from page 118) 


made the point that dealers’ per- 
sonnel are avid for know-how and 
will gladly attend educational ses- 
sions sponsored by distributors, 
with factory representatives as 
speakers. 

Air conditioning was another 
field suggested as a fertile field 
for educational programs. 

“If we can educate dealers to 
the point where they can handle 
consumer problems, we can elimi- 
nate a great many service prob- 
lems,” commented one distributor. 





Dealer-Meeting Expense 


Another explained how his firm 
conducted a two-day meeting for 
dealer personnel and pro-rated the 
cost of the meeting among the 
manufacturers who participated. 
“Dealers and their employees don’t 
want to be lectured to. They want 
to see and learn,” the distributor 
stated. 

Still another member told of a 
meeting conducted on air cooling 
devices that generated so much 
interest among dealers that the 
company sold ten times as much 
air cooling equipment as it had in 
the previous year. 

It was suggested that credit and 
| collections would be another good 
subject to be explored at dealer 
meetings to be sponsored by sheet 
metal distributors. “If we can help 
dealers work out their credit prob- 
lems we may be able to eliminate 
some of our own,’ one member 
suggested. 








It developed that there is some 
dissatisfaction among distributors 
on the quantity prices on coated 
sheets. It was argued by some 
present that the extras allowed on 
galvanized sheets are insufficient 
for the distributor. 


Warehouse Operations 
(Continued from page 102) 


dling and tagging in this depart- 
ment. The merchandise is stored in 
either box pallets or on flat pallets, 
depending on what it is. 

Order fillers operate the electric 
towing tractors which travel about 
five miles per hour and tow four- 
wheeled warehouse trucks onto 
which merchandise is placed. 

Both the shelf hardware depart- 
ment and the full package depart- 
ment use rubber stamps of the cus- 
tomer’s name and address for 
labeling and tagging merchandise. 
This has overcome the legibility 
problem, and is faster and less 
messy than stenciling. 

Our third department is hard 
surface floor covering including 
tile, linoleum and adhesives. All 
tile, linoleum, asphalt, cork and 
rubber is handled and stored in box 
pallets. 

Linoleum rolls are handled at 
present by a method involving both 
a fork lift truck and two-wheel 
hand trucks. The rolls are stored 
on a ramp by means of an overhead 
traveling bridge crane. This 
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method is not too good in my esti- 
mation. 

We are at present experimenting 
with a fork truck attachment we 
have made. We have high hopes of 
handling roll goods in and out en- 
tirely by fork lift using this at- 
tachment. This device can mean 
much in the improvement of this 
department. 


The attachment fits on the front 
of the fork truck in place of the 
usual _urks and is a boom with a 
rotating clamp on the end. It will 
clamp goods 2, 3 or 4 yd long, in 
the middle, when they are standing 
vertically or lying horizontally. 
Storage will be in the vertical po- 
sition. 

We are using gasoline powered 
fork lifts in this department, and 
are in the process of converting 
them to operate on propane so as to 
reduce maintenance and smoke. 


Favor One-Story Warehouse 


We have also installed exterior 
plywood weather shields at five of 
the car doors. The side panels are 
4 ft wide by 8 ft high and the top 
or roof 4 ft wide by 11 ft long. 
These panels are hinged to the door 
opening so that the roof panel must 
be raised before the side panels can 
be swung out. . 

The dimensions of these panels 
come very close to contact with 
most cars providing a good weather 
shield and, when not in use, swing 
back into the doorway out of the 
way to conform with all regula- 
tions. 


I find the single floor operation 
more desirable than multi-floor for 
many reasons. However, I presume 
the common warehouse problem is 
space. 

I did notice after studying the 
association “flow of an order” re- 
port, contributed to by 53 members, 
that a one-floor operation appar- 
ently entails considerably less rou- 
tine office paper work, making 
copies, and less expensive office du- 
Plicating equipment than needed 
for multi-floor use. 

There appears to be more ease of 
physical assembling of orders and 
greater ease of contact between all 
parties concerned in the conduct of 
all phases of operation in a one- 
floor warehouse. 
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I-DIAMETER” 


U.S.E. Stock 


Points 
Wood Screw Anchor York, Pe 
Denver 
: > Chicago 
Designed especially for wood screw Seattle 
anchoring in brittle materials such as New York 
Los Angeles 


glass, tile, cement, masonry walls, etc., 
for holding fixtures, sinks, cabinets, 
towel racks and similar items. 

The center of the new anchor is a SS 
tapered rectangular hole to accom- SS 
modate various sizes of screws. Exterior 
of anchor is formed with horizontal fins 
and solid surface. Provides greater + 
holding power than conventional de- - - 
signs. 


San Francisco 
West Warwick, R.I. 








Other quality 
products by U.S.E. 
Machine Bolt and Lag 


Shields—Caulking-type 
and Wood Screw Anchors 





Se Se 
/: SSR eRgRIBSRAREESSE Soe 


selector chart —Toggle Bolts—Turn- 

&: SAME +r buckles— Wire Rope Clips 
What you and your custo- ain ; - 
mers want to know: the . — >. and Thimbles—Pipe 
right anchor 10 use, how me Clamps—Masonry Drills, 
many .. . what size... einen S25 


SOLD THROUGH 
DISTRIBUTORS ONLY 


safe working lood ... 
mosonry classification, 


Send for yours! 
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How to Increase 


Warehouse Efficiency 





by A. B. LEWIS 
Palmer-Donavin Mfg. Co. 
Columbus, O. 


Most of us are relatively small 
distributors and recognize the fact 
that we are not big business. Yet 
an analysis of the smaller distribu- 
tor’s situation, shows that while 
he is not competing against big- 
ness he must compete with the ex- 
cellent business practices big busi- 
ness can afford. 

The distributor knows the dis- 
tributing business but so often he 
does not know accounting, inven- 
tory control, advertising, sales 
management, economical warehous- 
ing and many other things common 
to big business. 

It would be quite simple if one 
could hire experts in every field as 
the big companies do, but we can 
rarely afford to do so. It is up to 
management to initiate office pro- 
cedures and systems and they must 
be practical. 


Get Business Analysis 


One new office procedure which 
has proved to be of much value to 
us is an I.B.M. system for sales 
analysis. Here we find in one rec- 
ord: 

Information regarding sales by 
classification, by warehouse and di- 
rect shipments; by breakdown of 
each class of product for each sales- 
man; by month and to-date each 
month. Also a statement of how 
the sales were made, whether by 
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Atlantic City Convention Report 





‘“‘.. the most important aspect 
of any problem facing business 
today is our personnel, whether 
it be office, warehouse, shipping 


delivery, or sales...’ 


A. B. LEWIS 


phone, house, mail, our own sales- 
man or factory salesman. 

At the present we use the I.B.M. 
only for sales analysis. Later we 
expect to use it to handle all billing 
and bookkeeping. 

From our six months’ experience 
with our intercom system we be- 
lieve the time saved will enable the 
system to pay for itself within a 
period of two years. 

Next to the intercom system our 
air conditioning system has proved 
to be one of our most valuable aids 
in increasing the efficiency of our 
office operations. The work tempo is 
not slowed down during the ex- 
treme heat of summer. 

For the past several years, filing 
systems have been revised and 
changed to make more office space 


9 


available. Banks and _ hospitals 
have been microfilming records for 
some time. A special film, a record 
camera and reader are available. A 
single roll of film holds between 
4800 and 5000 documents, so in- 
dexed that any document can be 
located quickly. 


Telephone, a Sales Tool 


In evaluating our office opera- 
tions we should not overlook the 
telephone—to some the telephone is 
little more than an expensive service 
which they can’t get along without. 
To others the telephone is a highly 
effective business tool, to be used to 
build goodwill, to reduce selling 
costs and to bring in more business. 

Our warehouse, which was com- 
pleted early in 1947, measures 
210x250 ft. or 52,500 sq. ft. We have 
a loading dock with a sawtooth con- 
struction that will take care of 
eight trucks and a straight section 
to handle an additional four trucks. 
We have a garage in the main 
building where we store two de- 
livery trucks and this has a loading 
dock truck body height same as the 
big main dock. 

Our steel is all unloaded from 
open trucks from this garage as we 
have a monorail which goes into 
the warehouse and connects with a 


HARDWARE AGE, OCTOBER 29, 1953 





WAAAY | 


Manufacturers of HOLTITE Fastenings For Every Purpose 
CONTINENTAL SCREW COMPANY, NEW BEDFORD, MASS., U.S. A. 








CHAPIN 
































SPRAYERS + DUSTERS - FUEL TANKS 





Large Capacity Models 
Designed for Rugged Duty 


Model No. 197, 4 gal. capacity tank of 
Armco Zine Grip galvanized steel with 
dome top. All seams electric welded. 
An open head model with 3 prong 
positive closing. 14” pump of one 
piece deep drawn brass. Discharge 
equipment includes 30” of oil resistant 
hose, trigger action shut off and new 
adjustable nozzle. 

























Model No. 320, 
is model No. 197 
on balloon tires. 
Hose length is in- 
creased to 108” 
Lightweight cart 
of tubular steel, 
has two brack- 
ets for hose 
storage. Sprayer 
is held firmly 
by simple lug 
clamps. 


Model 
No. 320 


New Flame Sprayer 


Here is o powerful model with a 4 gal. 
steel tank. Jet of flame produced is 
20 to 24 inches long at over 2000° F. 
New features in- 
clude the improved 
dome top; electric 
seam welded tank; 
seamless steel coil 
burner; removable 
burner block; 6 ft. 
of oil resistant hose; 
positive pressure 
gauge; adjustable 
handle for leverage; 
and the adjustable 
shoulder strap. 






R. E. CHAPIN Mfg. Works, Inc. 


Since 
es 1887 


k and Whe 





200 CHAPIN STREET BATAVIA, N.Y. 
Complete Line Nationally Distributed 
Canadian Representative: 

Frank Hacking (Canada Ltd.), 44 Yonge Street 
Toronto, Canada 
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crane system. The capacity is 4000 
Ib. lifts. We can unload or load out 
from two doors on another side and 
from the third side we have three 
doors for handling three cars from 
a railroad siding at one time. 


Hold Personnel Clinics 


We have two electric lift trucks 
with capacity of 2500 lb. each and 
a lift height of 9 ft. We use pallets 
for asphalt and asbestos roofing 
and siding, for wood stained siding 
shingles and also for nails. Lift 
trucks are used for lifting building 
materials up on mezzanine floors. 

These trucks are also used to 
handle all types of building boards, 
such as Gypsum, Celotex boards, 
both sheathing and interior, also 
Ruberoid Stonewall Board, Gypsum 
Lath and both Fibreglas and Celo- 
tex roof boards. 

The topic of efficiency of office 
and warehouse operation cannot be 
a discussion of tools alone. The 
most important aspect of any prob- 


lem facing business is our person- 
nel, whether it be office, warehouse, 
shipping, delivery, or sales. 

I would suggest to every dis- 
tributor that he hold a meeting at 
least once a month and have all em- 
ployees present. This would mean 
all office, warehouse, shipping, de- 
livery and sales personnel. 

If it would not be practical to 
have all employees the next best 
thing would be to have a commit- 
tee from each group to represent 
the others; meetings to be held in 
the evening. This committee should 
study ways of improving all op- 
erations from the time the sale is 
made until the order is completed 
and payment received. 

It is very important that each 
employee realize the importance of 
his job in relation to the other em- 
ployees, working with him. The 
man in the shipping department 
needs to know what happens before 
and after he fills the order. The 
salesmen should know what is in 
the warehouse and how it is stored. 


Outlook Demands Business In-Look 








Dr. Raymond Rodgers 


Professor of Banking 


j 


Graduate School of Business 
Administration | 
New York University 


On the premise that there has 
been a definite improvement in 
international relationships so that 
“the danger of war with Russia 
has changed from an active threat 
to 2 potential one,” Dr. Raymond 


Rodgers, N. Y. U. Professor of 
Banking, reasoned that this will 
have an adverse effect on Amer- 
ican spending. 

The decline in spending by the 
Government; by business, which 
will spend less on plant expansion 
and inventories, and by consumers 
who will buy less durable goods, 
will consequently result in a drop 
in business activity, Dr. Rodgers 
explained at an open meeting of 
the Sheet Metal Distributors. 

“The evidence that a change is 
under way is so clear that it is 
unnecessary to document it,” 
stated Dr. Rodgers. “The question 
isn’t whether we are going to have 
it or not but rather, the form the 
readjustment will take.” 

The speaker warned that busi- 
nessmen should not be misled by 
the reports of record-breaking em- 
ployment, personal income, earn- 
ings and increased dividend pay- 
ments. 

As evidence of the beginning 
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person- of a slackening in business ac- 
tivity,. Dr. Rodgers cited heavy 
inventories, heavy debt, declining 
orders, declining unfilled orders, 
price weakness, declining profit 
margins and increasing failures. 
He pointed out that the greatest 
fluctuations will be in the field of 
durable goods. 
“Business demand for durable 
goods is notoriously volatile. Con- 
sumer demand for durables will, 


present likewise, undoubtedly prove to be 
held in subject to wide variations, since 
should so much of such spending is 


optional spending. 

“Americans don’t wait until 
their durable goods wear out. 
They buy from choice and not 
from necessity; and never was 
there a people with so many 
things they could do without” the 
professor stated. 

As a consequence of slower re- 
tail sales, predicted during the 
business readjustment period, Dr. 
Rodgers speculated that there will 
be a flood of new products, im- 
proved models and merchandising 
changes to attract consumer dol- 
lars. “Induced obsolescence will 
once more be the order of the day.” 


before 
The 


stored. 


Increased Competition Seen 


Another characteristic of the 
coming readjustment will be in- 
creased competition between in- 
dustries for the consumer’s dollar, 
and also a greater flow of goods 
by the from abroad. 
“The break-even point is high 
in most lines. Furthermore, it 
cannot be solved as in past read- 
justment periods by a reduction 
in money wages. It may be trite 
to say, but labor is economically 
and politically powerful. It fol- 
lows, the only way to reduce costs 
is through increasing efficiency,” 
Dr. Rodgers declared. 
“The efficiency of management 
can be increased. In fact, I know at 
of no more fertile field for im- oie pe 


provement in the whole area of ; ¥ 
business. CAMPBELL 
CHAIN 


The speaker concluded, “Busi- 
ness will be good for those who 
are efficient in competition as 
there are many internal road- 
blocks in the economy, which will 
prevent a depression of the old 

inning fashioned kind.” 


sor of 
is will 
Amer- 
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PROFIT MARGIN TURNOVER 
YOU PROVE IT PAYS TO FEATURE 


H-W HARDWARE SPECIALTIES 


In addition to a generous mark-up H-W 
Hardware Specialties give you the extra 
profit from fast turnover. H-W interior and 
exterior utilities are all in day-to-day demand 
the year around—produced by us in large 
volume to give you prompt delivery anytime, 
anywhere. Price-wise and quality-wise, they 
are in constant demand by contractors, build- 
ers, individual home owners. They combine 
top impact and tensile strength with beauty 
of finish. That's because they‘re pressure cast 
of rust-proof zinc alloy—the modern, econom- 
ical way that keeps production costs down 
and produces superior products. 

The H-W organization specializes in, 
concentrates its skill and “know how” 
on producing the items most wanted 
by most homes. 

Attractively packaged for easy storage and 
shelf identification, H-W specialties offer you 
opportunities for profitable selling—worth In- 
vestigating. New catalog illustrates, describes 
the H-W line. Your copy is free for the asking. 
The coupon is for your convenience. Fill it in, 
mail it today. 





Hall-Wessel 


COMPrANY 















2116-26 W. Nicholas St., Phila. 21, Pa. bes 
ye po yg te 
CATALOG Wanted By: FR EE 
NAME 
STREET 
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Warehouse Operations 
(Continued from page 103) 


In addition, operating aisle re- 
quirements will increase propor- 
tionately, drastically curtailing 
valuable storage space. 


The inception of wing deck pal- 
lets and recently designed stand- 
up drive lift trucks tends towards 
minimizing aisles, but are of little 
value in receiving or shipping 
operations. Used in conjunction 
with a fork lift truck or a walking 
type powerized pallet truck, they 
become effective in economical 
storage. 


Proper installation of prefabri- 
cated steel pallet storage racks 
will prove a low cost solution to 
a problem of free accessibility to 
individual pallet loads. Further, 
immediate selctivity becomes 
available without expensive re- 
handling. Broken lots and pallets 
containing stock of irregular 
shape or size can readily be 
handled from storage racks which 
will also simplify inventory and 
dictate trim housekeeping. 


Ideally a straight line flow of 
merchandise, from receiving to 
storage to shipping insures re- 
duced operating costs, but unfor- 
tunately this state of Utopia is 
present in the minority. 


Save With Unit Loads 


Receiving and shipping econo- 
mies can be realized through the 
use of properly designed bridge 
plates between freight cars and 
receiving docks, and the installa- 
tion of hydraulically actuated 
ramps on shipping platforms will 
permit entry of trailer van bodies 
with fork lift trucks, assuring 
minimum rehandling of stock and 
the expedient dispatch of these 
motor carriers. 


Confront your supplier with the 
prospects of receiving shipment 
of his merchandise in unit loads 
wherever possible. His slight ad- 
ditional charge will be more than 
offset by the elimination of pal- 
letization time in receiving and 
will shorten man hours applied 
to freight car unloading. 


In many instances, your sup- 
plier also profits by palletized 
shipments and can pass on his 
savings through reduced costs to 
you. By the same formula many 
of your own shipments can be 
forwarded in unitized loads, re- 
sulting in improved customer ser- 
vice and higher operating profits. 

Thorough consideration of ex- 
pendable paper or softwood pal- 
lets, steel strapped or glued unit 
loads to be applied to merchandise 
moving in volume when received 
may eradicate completely any in- 
termediate handling. The installa- 
tion of an accessory attachment 
on your present materials han- 
dling equipment may prove bene- 
ficial as an increased profit factor. 

Such mediums as hydraulically 
controlled unloaders, pallet load 
stabilizers, holding devices which 
permit lift truck operators to 
sweep an entire unit load from 
the deck of a pallet while retain- 
ing the pallet on the lift truck 
forks, carton clamps which elimi- 
nate the need for palletization 
and many other devices of simi- 
larly astounding proportions are 
standard equipment with the 
major lift truck manufacturers. 


Questions From the Floor 


Question: If Roger Becker could 
build a new warehouse, would he 
build it multi-story or single- 
story? 

Mr. Becker: I think I gave you 
my opinion on that. Differences 
of opinion are interesting. I re- 
spect Mr. Luthe’s opinion but 1 
don’t agree with him. I don’t like 
a single-story building because to 
me 15 ft is a much shorter dis- 
tance than 150 ft. 

But I think we overlook the dif- 
ference in emphasis between 
different houses. Aside from the 
fact that we have in the member- 
ship a vast difference in the size 
of operations of different mem- 
bers which is not necessarily re- 
flected on this panel, we have 4 
big difference in emphasis on 
business. 

Some firms do a big business 
on heavy goods. Others de-em- 
phasize heavy goods almost to the 
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lletized mechanical handling with fork 
on his trucks and screw drivers would 
osts to be an absurdity. 
4 Many We have differences of opinion 
can be as to the importance of customer 
ds, re- waiting orders and the importance 
ler ser- of will-call orders. We also have 
profits. differences of opiniop as to how 
of ex- many items shall be sold in broken 
od pal- packages. 
ed unit I think everyone knows there 
handise are advantages and disadvantages 
eceived both ways, but it is just a matter 
any in- of evaluating those different factors 
nstalla- in our own minds. 
chment Question: Mr. Sloss, would you 
Is han- care to comment on if you were 
e bene- to build a new building whether 
factor. it would be a single or multi-story 
ulically and why? 
et load Mr. Sloss: Anybody who has 
3 which been in San Francisco recently 
‘ors to knows the size of the town and the 
d from area available. We could move out 
retain- of San Francisco and destroy our 
t truck business or we could stay in San 
n elimi- Francisco and live with what we 
tization have got. 
yf simi- 
ons are Horizontal Movement 
th the Mr. Luthe: I would like to 
irers. answer Mr. Becker in _ regard 
to horizontal movement. 
My main contention is that yéu tial 
can move a lot faster horizontally b lt nuts eee 
Hoar than you can vertically with an cap screws, 0 5, 
sr could elevator and eliminate a lot of hold parts together. 
ould he stoppings and startings of mo- Threaded Fasteners are made = hold. When you buy 
single- tions on different floors. I think The better they grip, the FING POWER—unexcelled 
that the horizontal travel time, TRIPLEX, you buy Tough HO 
ave you providing you have sufficient aisles for over a quarter in onsen d to 8% long 
erences and keep them clear, pretty well Cap Screws "to | pcan to 60” long 
I re- overcomes the disadvantages that Machine Bolts '% “te | i pees and to 60” long 
1 but | Mr. Becker has referred to. Corriage o- yew Soma and to 6" —e 
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ter dis- | Luthe states he has a horizontal rte Bolts Va” to %” diameter and Le — 
elevator traveling 200 and some ” diameter and uP 
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the dif- odd feet. It is his own design, and Semi-finished ye “% "| ae 
between I wonder if anyone has any ques- Castellated Nuts “4” ¥P TRIPLEX Catalog No. 530 
rom the tions to ask regarding it. It is today for your copy of the new y 
nember- rather a unique experiment. Kindly wri 4 SCREW COMPAN 

° P TRIPLEX Division of , 
the size Mr. Luthe: The only thing I can FA Corporation of Amerie 

ait E ae ‘ ‘ : ™m MURR VELAND 5, OHIO 
+ mem say about it is, don’t go into it 317 GRANT AVENUE * CLE 
ily re- unless you have to. We have had to . 
have a because we ran out of building. for 14 
asis on Question: How much did it cost? GCHN 

Mr. Luthe: They are going to d rou JS 
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de-em- them made up at the junkyard. 
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How Is Your Constitution? 
(Continued from page 93) 


Communists want to redistribute the land—take it 
from the Kulaks and give it to the proletariat, the 
great equalization process always the first act of a 
new communist government—at least in theory. In 
this country, property and money are locked away in 
our 48 states. Land and property laws are local matters. 

Constitutional states’ rights are frustrating the ac- 
complishment of the communist conspiracy in this 
country. Communists want to concentrate in Wash- 
ington—by law or otherwise—control of education, 
labor, business, civil rights, voting and even tidelands 
for the concentration of government power. The com- 
munists want the levers of power in one place where 
they can be taken with one swoop. 

Patriotic people in this country want to keep powef 
decentralized. They want to send back to the state the 
functions that belong there and to keep those powers 
there, rather than to increase the centrifugal forces 
which draw all of these powers into Washington 
toward dictatorship. 

Some of you know that the courts of this country 
for the past 30 years have construed treaties between 
the United States and foreign nations to be the 
supreme law of this land. 

John Foster Dulles said a year ago at Louisville 
that, “Treaties not only make international law, but 
treaties under our system make domestic law. Treaties 
can take rights from the indivigual states and give 
them to Congress. They can take rights from the in- 
dividual states and give them to the President or to 
some international body. 

“Treaties,” said Mr. Dulles, “can cut across the 
rights guaranteed to the people of this country by the 
Bill of Rights.” They are, by court decision, not under 
the Constitution, but on top of it by virtue of these 
constructions. 

A California court recently held that treaties be- 
tween this and other nations had changed the land 
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laws of that state. Another court in California held 
that the recently ratified treaty known as the United 
Nations Charter had changed the marriage laws of 
that state. A court in Idaho held that the treaty had 
changed that state’s land laws. 

The climax came in the steel case. A majority of 
the U. S. Supreme Court held that the President is 
restricted by constitutional limitations known as the 
Fifth Article of the Bill of Rights. Our former Presi- 
dent had to return the mills to their owners. But there 
were three of the nine Justices—one-third of the court 
—who, in a dissenting opinion, held that seizure of 
those mills was justified by permission of the United 
Nations Charter and the North Atlantic Pact, the Bill 
of Rights to the contrary notwithstanding. 

People are worried not about the 200 treaties that 
are awaiting ratification that will repeal the Taft- 
Hartley Law, socialize insurance, agriculture and medi- 
cine. They are worried about treaties already ratified. 
The United Nations Charter and the North Atlantic 
Pact can be construed not only to take away your 
liberty, but to take away the sovereignty of the United 
States of America. 

This crisis has been recognized by 64 patriotic 
United States Senators—two-thirds of the entire body 
—who have joined in what is known as Senate Joint 
Resolution No. 1 to amend the constitution of the 
United States to plug this hole in the armor of your 
liberties. This amendment would put treaties wnder 
the constitution rather than on top of it. 

I urge you to go home and ask your Senators how 
they stand on Senate Joint Resolution No. 1, whether 
they are going to vote it into law when Congress re- 
convenes. Ask your Senators why that resolution was 
not voted into law at the last session when it was 
reported out favorably by the Judiciary Committee of 
the Senate after full hearings. See that this resolution 
known as the Bricker amendment is passed. 





Flow of An Order 


(Continued from page 117) 


ment with other goods are attached 
to the original order. 

From this desk the order master 
moves to the credit desk for credit 
approval. For this purpose a credit. 
clerk with a visible-card-record ap- 
proves the orders. 

Orders for customers with lim- 
ited or doubtful credit are held up 
here and sent to the credit depart- 
ment for further investigation. We 
find that this credit clerk can ap- 
prove more than 90 pct of the or- 
ders without further investigation. 

The credit clerk hands the orders 
to the next desk which is the spot- 
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View of the Geo. Worthington Co. Multilith department. 
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MY TRADE KNOWS 1 STAND BEHIND THE 
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WELL POINT 
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$4 sie 


neem 


edi 


NO GAUZE JACKET TO RIP, STRIP OR PUNCTURE 


There’s a steady volume in well point sales when you show your 
customers a visible difference in quality. The ‘““Red Head” drive point 
for tubular and drive wells lasts longer and can’t clog because it’s made 
by an entirely different principle. 

It has a continuous V-shaped inlet slot and a direct waterway— 
with no pipe base! There’s several times more opening for water and no 
gauze screen to clog up or rip away. 

Welded from top to bottom into one solid unit, the ‘Red Head”’ is 
made.of low-carbon steel, double galvanized. It can be driven as hard as 
necessary under all normal conditions. Since it’s used both as a flush point 
and drive point, ‘here is no necessity for duplicate stocks. 

Available in 114” and 2” sizes. 


~<a 


G COMPETITIVELY PRICED 





" lp you 
. make plus sales! 
. ASK YOUR JOBBER, OR WRITE,” 


FOR BULLETIN 
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NOW / 


2 GREAT LAWN 


TRIMMERS 


priced to close 
a sale every time! 


Slightly higher 
in the West 


Slightly higher 
in the West 


Both do all 3 lawn care jobs! 
1. TRIMS GRASS 4 
2. EDGES LAWNS 
3. TRIMS HEDGES 


BANTAM and TRIM / 
MASTER, JR.—two of the / 
fastest-selling lawn imple- 
ments dealers have handled 
in years—both loaded with 
“home owner appeal.” They 
give you a complete line 
that will make more sales be- 
cause one of the two models 
will appeal to your home® 
Owner customer. whatever 
his income bracket. And 
Bantam and Trim Master, 
Jr. advertising this Spring 
means that more and more 
folks are going to stop in 
at your store to see them. > 
Make sure you're ready to 
show them, SELL them! 


























BANTAM A 
TRIM MASTER, JR. > 


Ask your jobber about our 
specially priced d tration 
AVAILABLE NOW! 

write for illustrated literature 


E. F. BRITTEN & CO., INC. 
23 South Avenue W. 
Cranford, New Jersey 
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ting desk and where the floor and 
caged goods are spotted. This 
means that the items which may be 
shipped without repacking (floor 
goods), and goods stored in locked 
cages (cage items) are indicated 
on the order master by inserting 
the warehouse location in the ex- 
treme righthand column. 


Flow of Order Copies 


The spotter indicates on the sec- 
ond line in the upper righthand 
corner the number of floor or ware- 
house copies needed for the order. 
The number of items on the order 
master is then counted and the to- 
tal inserted on the top line of the 
upper righthand corner. This count 
is kept for both floor goods (full 
package) and bin goods (open 
stock) merchandise. 

The counting clerk passes the or- 
der master to the register desk for 
registration. The order master 
then is passed to a clerk who deter- 
mines the number of tags and la- 
bels to be run and this total is in- 
serted also in the upper righthand 
corner. 

The order master is now ready 
for duplicating on Multilith Proc- 
ess Duplicators. The number of 
copies required varies, but every 
order requires the following copies: 

1. Control Copy—used to keep a 
record of the order while it is in 
process and later to compare with 
the charge sheet after the order 
has been billed and posted to the 
accounts receivable. 

2. Sales Department Copy—used 
by the sales department for tabu- 
lation and any other purpose they 
may deem desirable. 

3. Shipping Ticket —shows the 


heading of the first page of the or- 
der only. The remainder of the 
sheet, which is blank, is used to list 
the cartons that are packed in the 
packing department. 

4. Warehousing Working Copy— 
used to fill merchandise which can 
be shipped without repacking. Va- 
rious colors of paper are used for 
these copies to signify the type of 
order being filled. 

5. Bin Goods Working Copy— 
used to fill orders from open stocks 
which, in our case, is all on the 
third floor. 

6. Cage Copies—prepared for fill- 
ing orders in caged departments 
where high value, easily pilfered 
items are kept. 

7. Shipping Labels — are dupli- 
cated on gummed stock at the rate 
of better than one label per second. 
This eliminated the former method 
of cutting separate stencils for the 
preparation of tags and labels. 

This alone provides a sizable dol- 
lar saving, and it eliminates the 
possibility of a transcription error 
in making up tags and labels. Ship- 
ping tags are prepared by attach- 
ing the gummed label to a blank 
tag. 

8. Charge Sheet or Accounting 
Copy—temporarily filed while the 
order is being filled. After the or- 
der is filled cancellations and shorts 
are noted on this copy and the in- 
voice copy. Both copies are sent to 
the billing department. This copy 
becomes the permanent file copy 
and the control copy is destroyed 
when the charge sheet reaches the 
file room. 

9. Invoice Copy—which is kept 
with the charge sheet until both 
copies are extended and footed for 








W. .W. CONDE 


W. W. Conde Hardware 
Co. 


New NWHA 
Executive 
Committee 
Members 





E. H. McLAUGHLIN 


Union Hardware & Metal 
Co. 


HARDWARE AGE, OCTOBER 29, 1953 








Insist 


HARDWAR 


f the or- 
r of the 
ed to list 
id in the 


y Copy— 
hich can 
ing. Va- 
used for 
type of 


Copy— 
n stocks 
on the 


for fill- 
rtments 
pilfered 


2 dupli- 
he rate 
second. 
method 
for the 
els. 
ble dol- 
tes the 
n error 
. Ship- 
attach- 
. blank 


yunting 
ile the 
the or- 
shorts 
the in- 
sent to 
S copy 
> copy 
troyed 
es the 


3 kept 
| both 
ed for 





1953 








inal DAL 


V 


KEEP UP WITH THE TIMES! 


Switch Now to YARDLEY 
LlearStream PIPE 








use. Complete line of fittings and adapt- 
ors at your nearby Yardley distributor. 











M-1 Flexible type for corrosive liquids, gases and 
for mine and industrial drainage. 


M-2 The Top Quality Flexible Pipe. Warranted 
100% virgin material for cold water service. 


G/P Semi-rigid pipe in straight lengths for gas, oil 
and water. 

M-22 Twin-du-it—a 2-in-1 flexible pipe designed 

. exclusively for installing twin-pipe jet pumps. 

For recommended uses, complete specifications and tech- 

nical data on ClearStream products, send for Bulletin 52. 


YARDLEY PLASTICS CO. 
COLUMBUS 15, OHIO 


In Canada: DAYMOND CO., LTD., 
Chatham, Ontario 





Insist on 
LleardStream 


Look for the Name 


on Every Length 
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Whatever the need . . . for coid water or corrosive liquids, suction or dis- 
charge ... investigate ClearStream, the modern pipe for farm and industrial 











CHECK LIST 


BE SURE before you buy, 
ClearStream gives you— 


100%, Virgin Material 
Top grade only. Contains no 
reprocessed or reclaimed 
material. 

Guaranteed Quality 
Full weight and wall thickness 
meeting Approved Standards 
for the industry. 
Recognized Leadership 
Yardley is a pioneer in the 
field, has the engineering 
know-how, the reputation for 
genuine value. 

National Distribution 
Sold only by reputable sup- 
pliers from coast to coast. 
National Advertising 
Known to millions through 
consistent space in leading 
farm magazines and trade 
papers. 

Dealer Helps- 

Backed up by striking direct 
mail, catalog material, news- 
paper ads and point-of-sale 
displays. 

Dependable Supply 
Three modern plants, large in- 
ventories, prompt service. 
Branded Products 
ClearStream identification pro- 
tects both dealers and users. 
Field Service 

Experienced representatives ev- 
erywhere to help you sell and 
satisfy. 

Full Line of Fittings 
Designed by Yardley, made 
by Yardley, specifically for 
ClearStream pipe. 
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billing. This copy is then mailed to 
the customer. 

After the duplicating is com- 
pleted the orders and copies go to 
a sorting desk. The floor goods 
working copies are sent to the 
proper floors together with a suffi- 
cient number of labels. 


The bin goods working copies, 
shipping ticket and labels are 
passed on to the hand-out desk. The 
charge sheet and invoice copies go 
to the temporary file. 


The clerk at the hand-out desk 
segregates the orders according to 
type (i.e., will call, industrial, city 
and country) and hands out the or- 
ders to the order pickers for filling. 
At the time the order is handed 
out, the time and order clerk’s 
name is noted on the control copy 
which he holds until the order is 
filled. 


When the order clerk completes 
filling the order, he lays out the 
merchandise in packing bins and 
leaves the order copies, shipping 
ticket and labels at the call back 
desk. 


Call Back Checks 


A call back clerk checks the or- 
der and then sends the order copies 
back to the order department of- 
fice. The merchandise is packed 
and sent to the shipping depart- 
ment. The shipping ticket copy is 
sent to the order department office 
to a clerk who assembles all copies 
of the order and marks the short- 
ages on the bin goods working 
copies. 

The order is then reviewed to see 
whether shortages should be can- 
celled, back ordered or substituted. 
The entire order then goes to the 
invoice desk where the charge sheet 
and invoice copies have been tem- 
porarily filed. 

The cancellations and back or- 
ders are noted on the charge sheet 
and invoice copies. All copies are 
passed to the traffic department 
routing clerk who checks the rout- 
ing on the order and passes it to a 
clerk who types up the bill of 
lading. 

The charge sheet and invoice and 
one copy of the bill of lading are 
sent to the billing department. The 
working copies, shipping ticket and 
two copies of the bill of lading are 
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sent to the shipping department to 
check out the shipment. Working 
copies and one copy of the bill of 
lading are returned to the traffic 
department office and filed for not 
more than one year. 

In the billing department, the 
charge sheet goes to the costing de- 
partment where the cost clerks in- 
sert the cost against the selling 
price and at the same time check 
the selling prices. The charge sheet 
and invoices are figured indepen- 
dently of each other and the totals 
must agree before the invoice is 
ready for mailing. 

At first, we tried figuring the 
charge sheets and making exten- 
sions on the charge sheet and in- 
voice simultaneously by use of car- 
bon paper. We still had to recheck 
the figuring, however, and after 
some experimentation we found 
that our present method is a more 
effective protection against billing 
errors. 

The invoice and bill of lading 
copy are sent to the customer and 
the charge sheet then goes to the 
accounts receivable department, 
then to sales analysis and then fi- 


nally it is sent to the files. 

Upon reaching the files, the con- 
trol copy, which is transferred to 
the file room as soon as the order 
is filled, is marked to indicate that 
the transaction is complete. 

We do not as yet have a fair cost 
comparison with the old system be- 
causes this first year’s costs include 
some major office moves which will 
not recur in subsequent years. In 
our case the cost of materials plus 
depreciation of the new equipment 
adds up to several hundred dollars 
per month more than our former 
method. However, we believe that 
this will be more than offset by re- 
ductions in personnel and the elimi- 
nation of errors. 

As you know, in changing any 
system, there is a tendency to have 
too much help rather than not 
enough. No department head wants 
to get caught without an operator 
for equipment. 

These spots are being surveyed. 
A short time our company will show 
a reduction of its office order han- 
dling costs of $1,000 per month or 
more. 


SALES PDISONAUITIES 4/77 


The GUARDSMAN. 





Sure, there’s breakage and damage and such, 
[snd we know that you aren’t made of dough... 
(ut treat the kids gently, and always recall, 
Phat they—like your business — will grow. 





© Hardware Age 1953 
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Editor's Note: Presented herewith is the 1953 edition of the Table of Values of Manu- 
factured Hardware and affiliated lines compiled by Oliver Brothers, Inc., information 


and buying service for wholesalers. This table supplements the Table of Values of 


Iron, Steel, Wire and Metals which is also published as an insert in this issue. 































































































































































































Col. No. 1 
| = 
Item | Dec. M 
No. | MATERIAL Unit 1913 1 
4 Steel railroad spikes, Ye x 7 ea. ; ; Aesth eran mae - ees | 100 Lb. 1.60. 1 
2 Track bolts, square nut, 34 x 314. (SORE as ete | 100 Lb. 2.15 1 
3 | Crow bars, 10 to 26 Ib., average all sizes....... iit ot.  Laaets 
ae Striking hammers, Oregon pattern, 6 Ib........................ ‘a a =o —me| 4.% 3 
iG. ~~ °°” Se Doz. 2.43 | 1 
6 | Machine bolts, 54 x4, C. T., Sq. & Sq.,carload...................| 100 Pes. Ta. | 1 
7 | Hot pressed nuts, square, blank, 14 in., hvy., carload. . POET: a —S steele | 2.60 | 2 
‘i re Iron turnbuckles, 1 x 6 in., take up, with stub ends... . os ih panaana 100 Pes. 27.80 | 26 
; 9 Goring cotters, Steel fy E156... 6 eccccvcccvcs mite ee ; = 1000 Pcs. 0.44 4 0 
40 | R. H. steel rivets, 14 x 11, in kegs............... AS. 100 Lb. 2.56 | 2 
41 — | Upholsterers cut tacks, No. 4, blued, in bulk*..................... ; ~ 100 Lb. 6.20 | 4 
12 -— Wood screws, flat head, steel (new list prices ‘July 1, 1947). eae : y a Per Cent Off List 7 0.926 7 0 
18 “Shovels, plain back, No. 2, C grade......... chee eee a as Doz. os r 4.31 3. 
14 Ball tip, loose pin, steel butts, 314 x 314, plated, |. Doz. Pr. 0.90 0. 
S 15 a] Wrought brass butts, 2 in. narrow... aren - : ae sGeeae aaa ae Gress Pr. 3.38 8. 
16 if Stillson pattern wrenches, 10 in., steel handle... . . ee oh eer mor re Doz. 4.87 e 
17 Monkey wrenches, steel handle, 10 in............................ Doz. 4.32  < 
~ 48 | Piles, 10 in. fiat bastard................. SALI Doz. 1.13 | 1. 
19 | Carbon twist drills, { in., round straight shank, Jobbers Lengths...| ..+=s« ~Doz. | 0.85 | 0. 
20 Chisels, plain handle and edge, 1 in. socket firmer....... he aA Po ‘Doz. at ae 1.97 - 
an 7 Soldering coppers, 3 lb. per pt. . PR Gila stad sien ava nna % ae ” . Lb yr 0. 2014 0. 
22 + Post-hole diggers, Eureka pattern, 4 ft. handles . ee . ee Ree % y : ‘Doz met. - ee 
~ 23° Car movers, Badger #9. mises a 55 Re ide as * a a oe er . wag Doz. - . 24. 00 : 25. 
7 24 y Wire rope, plow steel, 6 by 19, 54 i in. bright, non-preformed, a . i jis 100 Ft. : 4.72 4. 
(Prices previous to ‘1948 on crucible cast steel, now discontinued.) 
25 Poultry netting, 2-in. mesh, 20 gage wire, galvanized after woven Py “Roll of 600 Sq Sq. Ft. 4 1.97 ‘1. 
(Prev. to Sept. 30, 1947 were quoted on galv. after woven only.) carload 
x 26 rf Wire screen cloth, 12 mesh, black, less than carload...... Re os : i 100 Sq. Ft. eer % 1.10 0. 
(Prices prior to 1949 quoted per 100 sq. ft.) Now per roll, 36 in. i. ¢ & 
width, black 12 mesh, galvanized 18 x 14 mesh. 
27 a Galvanized water pails, 10 qt., light pattern, less than carload.... nee ie Gross ey Ore uy “18. 
28 Enameled cast iron sinks, flat rim, 18 x 30................ oie ‘ - : a Each fumiok: 1.80 ¢? 
29 | Finished brass compression bibbs, standard pattern, for1.P.%in.8| | |.-Doz. | 3.67 | 8. 
po 30. ; Axes, handled, first quality standard grade, single bit, base.... : a na ‘Doz. 4 | 6.15 =| 3. 
(Prices prior to Sept. 30, 1961 on unhandled.) 
81 | Circular spring balances, 30 Ib. x oz............... ne Fi Each | | pilin 
32 a Lawn mowers, 16 in., ball-bearing, medium grade, 5-blade (prices r ~~ Bach es | Sar “*. 
previous to 1944 based on 14 in., 4-blade, cast iron)............. 
Col. No. 1 " 


* Prices previous to June, 1926, were on American Cut Tacks now discontinued by most manufacturers. 
+ June, 1526, to June, 1936, prices on 13 in.; other prices on 12% in. 

t New list Nov. 21, 1935. 

@ Ceiling prices established by Government Price Administrator in 1941; or later through to 1946 


ow Market Values of Manutactu 












































































































































































































information 
= From December 1913 to $ b 
pe rom Vecember to Septem 
Published by Hardware Age, 100 E. 42nd St., New York 1 
Compiled by Oliver Brothers, Inc., 421 Canal St., New York 13, 
fo. 1 2 3 4 5 6 7 8 9 10 11 12 13 14 
Dec. March July Nov. | Jan. March Dec. | Dec. Dec. Dec. March Aug. July | 
; 1913 | 1915 | isi7 | 1918 | i920 | 1922 | i923 | 1926 | i928 | 1929 | 1933 | 1933 | i934 
i 1.60 | 1.35 | 5.00 3.90 | 3.60 | 2.10 | 3.15 | 2.80 | 2.80 | 2.80 | 2.16 | 2.40 | 2.40 | 
b. 2.15 | 1.70 | 7.00 | 4.90 | 5.60 | 3.00 | 4.00 | 4.00 | 3.81 | 3.81 | 2.86 | 3.41 | 3.81 | 
2 | 1.90 | 1.66 | 6.60 | 7.60 | 6.25 | 4.60 | 6.75 | 5.75 | 6.89 | 5.9 | 5.89 | 6.00 | 6.00 | 
niriie rece | 4.74 | 3.64 | 10.80 | 10.00 | 9.23 | 6.41 | 8.75 | 8.75 | 0.70 | 0.70 | 0.70 | 0.68 | 0.68 | 0.68 
2.43 | 1.87 | 7.29 | 9.00 | 7.69 | 4.86 | 6.20 | 6.10 | 5.70 | 6.70 | 5.70 | 5.70 | 5.70 | 6.70 
cs. Loi | 1.92 | 4.97 | 3.88 | 4.05 | 1.68 | 2.43 | 3.0¢ | 3.33 | 3.33 | 2.49 | 3.00 | 2.70 | 3.16 
7, mw | 9.60 | 2.20 | 6.60 | 6.60 | 6.50 | 3.25 | 6.20 | 4.95 | 0.666 | 0.565 | 0.41 | 0.60 | 0.45 | 
cs. 97.80 | 26.34 | 67.20 | 67.20 | 61.60 | 39.60 | 39.80 | 49.50 | 66.00 | 65.00 | 39.60 | 55.00 | 55.00. | 5 
cs. 044 | 0.41 | 0.96 | 1.02 | 0.78 | 0.62 | 1.06 | 0.75 | 0.78 | 0.78 | 0.78 | 0.78 | 0.80 | 
b. 2.56 | 2.40 | 8.21 | 7.20 | 7.20 | 3.70 | 6.10 | 4.10 | 4.82 | 4.92 | 8.90 | 4.10 | 4.56 | 
b. 5.20 | 4.96 | 16.26 | 16.10 | 17.16 | 11.75 | 12.40 | 14.65 | 11.33 | 9.91 | 6.45 | 8.10 | 8.37 | 
ff List 0.926 | 0.920 | 0.784 | 0.784 | 0.82 | 0.886 | 0.894 | 0.87 | 0.646 | 0.629 | 0.811 | 0.680 | 0.726 | 
4.31. | 3.90 | 8.60 | 11.61 | 10.90 | 9.90 | 9.16 | 8.47 | 8.28 | 6.62 | 7.45 | 7.45 | 8.76 | 
Dr. 0.90 | 0.90 | 2.7% | 3.00 | 3.60 | 240 | 2.76 | 2.16 | 1.97 | 1.62 | 1.61 | 1.81 | 2.00 | 
Pr. 3.38 | 3.00 | 7.47 | 7.61 | 7.02 | 5.49 | 7.20 | 7.20 | 7.20 | 7.20 | 6.84 | 648 | 6.48 | 6.4 
4.87 | 4.76 | 9.00 | 10.00-| 10.00 | 8.78 | 9.00 | 7.60 | 4.86 | 6.13 | 3.96 | 4.63 | 3.92 
4.32. | 4.32 | 10.49 | 11.66 | 11.868 | 7.13 | 9.62 | 9.62 | 9.62 | 9.14 | 6.94 | 5.94 | 6.93 
113 | 1.13 | 2.09 | 2.73 | 2.39 | 1.70 | 1.76 | 1.89 | 1.89 | 1.89 | 1.89 | 1.89 | 1.89 
0.8 | 0.79 | 1.42 | 1.46 | 1.99 | 1.08 | 0.97 | 1.41 | 2.21 | aan | aan | a. | 1.28 
| 497 | 2.97 | 4.02 | 4.70 | 6.96 | 6.49 | 6.35 | 6.34 | 6.35 | 5.35 | 5.95 | 6.95 | 5.35 | 5.36 
~ | 9.903%4| 0.19 | 0.42 | 0.48 | 0.29 | 0.18%] 0.19 | 0.21 | 0.23% 0.26% | 0.12% | 0.16 0.163% | aq 
6.00 | 6.00 | 9.00 | 12.60 | 13.00 | 10.00 | 11.60 | 11.60 | 11.60 | 11.60 | 11.60 | 11.60 | 11.25 | 11.26 
- | g4.00 | 26.00 | 27.60 | 36.00 | 34.80 | 48.00 | 48.00 | 48.00 | 48.00 | 48.00 | 48.00 | 48.00 | 48.00 | 48.00 
t. | 4.72 | 4.41 | 11.90 |11.65 | 9.28 | 7.01 | 8.62 | 8.62 | 8.62 | 8.62 | 9.71 | 9.71 | 8.81 | 8.81 
Sa Ft 197 | 1.69 | 3.47 | 4.43 | 4.13 | 3.61 | 3.76 | 3.33 | 3.13 | 3.01 | 2.48 | 2.48 | 2.09 
a 
Fu ——|\y.40 | 0.90 | 1.76 | 1.96 | 2.05 | 1.00 | 1.965 | 1.70 | 1.71 | 1.42 | 1.96 | 1.44 | 1.29 
>|... |ae.a4 | 33.60 | 46.97 | 40.82 | 22.98 | 24.19 | 26.88 | 23.04 | 24.12 | 18.12 | 21.87 | 20.78 | 24.36 
, | 2.60 | 1.00 | 3.85 | 4.46 | 4.65 | 3.65 | 4.05 | 4.06 | 4.05 | 4.15 | 2.36 | 3.65 | 3.02 | 3.16 
3.67. | 3.69.| 728 | 8.60 | 9.68 | 6.67 | 6.80 | 6.98 | 6.99 | 56.35 | 6.25 | 6.75 | 6.60 | 6.6 
| 6.95 | 3.60 | 11.60 | 13.60 | 14.50 | 12.00 | 10.75 | 10.60 | 13.00 | 13.00 | 9.60 | 8.80 | 9.60 
eats eral 6.00 | 7.60 | 8.00 | 9.00 | 7.60 1 7.69% 7.6034 | 7.6934, 7.6914 | 6.50 6.60 | 6.60 | 6.0 
: 2.90 | 3.60 | 5.00 | 6.60 | 6.40 | 7.00 | 6.40 | 6.00 | 5.60 | 3.76 | 3.60 | 4.10 | 3.86 
le. 1 2 3 4 5 6 7 8 9 10 li 12 13 
rers. ag Sy nd ee ee ee Suiometio ty fixing price ceilings at selling price in effect March, 
1946 oe a at ar daued okt Worse Withe Gan Lempesentty Gesecdaanal on Waewen WA, 00k. 


but resumed in March, 1947. 
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prices on some items have | 
are based upon the lists an 
Screws represent the disco: 
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13 14 15 16 17 18 19 20 21 22 23 24 
July | July | June June June Dec. Sept. | Sept. | Dec. 31 | Sept. 30 | Sept. 30 
i936 | i937 | 1938 | 1939 | 1940 | 1941 | 1942 | 1944 | 1945 | 1946 | 1947 
2.60 | 3.00 | 3.00 | 2.90 3.00 | 3.00@ | 3.00@ | 3.00@ | 3.26@ | 3.650 | 4.85. 

31 | aaa | 422 | 481 | 4.15 | 4.160 | 4.160 | 4.760 | 4.760 | 5.00 | 7.00 
| 6.00 “|¢.30 | 690 | 615 | 6.25 | 7.67 | 7.67@ | 7.67e | 7.67e | 7.67 | 8.44 
‘|0.68 | 0.60 | 0.66 | 0.69 | 0.63 | 0.70 | 0.70@ | 0.70@ | 0.70@ | .77 | 0.84 
5.70 | 6.16 | 6.73 | 6.05 | 6.39 | 7.68 | 7.58@ | 7.58@ | 7.58@ | 8.93 | 9.82 
3.16 3.42 | 2.78 2.58 3.05 3.29 3.29@ | 3.29@ | 3.29@ | iia dpas| 4-26 
0.527 | 0.67 | 0.43 | 0.44 | 0.44@ | 0.67 | 0.67@ | 0.57@ | 0.570 | o's.) 0.74 
“| 65.00 | 65.00 | 55.00 | 45.00 | 47.30 | 60.60 | 60.60@ | 60.50@ | 60.50@ | 66.00@ | 79.20 
\0.76 | 0.95 | 0.64 | 0.95 | 1.05 | 1.06 | 1.05@ | 1.05@ | 1.05@ | 1.37 | 1.58 
“4.86 | 4.80 | 6.06 | 4.79 | 6.06 | 6.32 | 5.04@ | 5.040 | 5.040 | 30h. | 6.48 
7.63 | 9.16 | 9.16 | 9.30 | 9.30 | 10.65 | 10.55@ | 10.65@ | 10.65@ | 14.00@ | 16.15 
0.783t | 0.700 | 0.783 | 0.734 | 0.735 | 0.634 | 0.634@| 0.634@| 0.634@| %822s | 0.798 
8.75 | 9.60 | 9.60 | 9.60 | 9.60 | 10.25 | 10.26@ | 10.26@ | 10.26@ | ,025?, | 13.05 
‘|a.83 | 2.92 | 1.85 | 1.80 | 1.92 | 2.35 | 2.35@ | 2.230 | 2.46@ | 2.98@ | 3.62 
6.48 | 7.20 | 6.48 | 6.83 | 5.88 | 6.83 | 6.830 | 5.83@ | 6.410 | oie.| 8.64 
6.18 | 6.80 | 6.38 | 4.86 | 4.60 | 6.80 | 6.80@ | 6.80@ | 6.16@ | 7.86e@| 10.610 
7.70 | 7.70 | 7.70 | 7.70 | 7.42 | 10.90 | 11.00@ | 11.00@ | 11.00@ | 12.52@ | 13.20 
1.89 | 2.36 | 2.36 | 2.36 | 2.36 | 2.36 | 2.36@ | 2.36@ | 2.36@ | 2.76 | 2.76 
1.23 | 1.43 | 1.42 | 1.43 | 1.43 | 1.48 | 1.48@ | 1.48@ | 1.43@ | 1.68@ | 1.82 
5.36 5.65 5.65 5.65 5.65 6.27 6.27@ | 6.27@ | 6.27@ [isco Dpac| 8.08 
17 2y%,| 17 | .18 20 | .26 | .26@ | .26@ | .26@ |,,:257%8,.| 0.8734 
41.25. | 11.26 | 11.76’ | 11.76 | 11.00 | 14.00 | 14.00 | 14.00@ | 14.00@ | 15.40@ | 18.00 
| 48.00 | 48.00 | 48.00 | 48.00 | 48.00 | 48.00@ | 48.000 48.000 | 48.00@ | 60.00 | 60.00 
| 8.81 9.33 | 9.33 | 8.81 | 8.81 | 9.27 | 9.278 | = | 9.27@ | 9.40@ | 9.40 
| 
2.09 2.66 | 2.00 | 2.72 | 2.63 | 2.71 | 3.12 | 3.12@ | 3.120 | 3.120 | 3.1920 i 
“1.49 | 1.60 | 1.475 | 1.98 | 1.60 | 1.53 — rey 1.5714@| 1.57%4@| 1.98@ | 2.60. 
24.36 | 31.68 | 24.40 | 26.08 | 26.40 | 34.20 | 34.20 | 34.200 | 34.20@ | 40.20@ | 40.80 
3.15 | 3.15 | 3.16 | 3.12 | 3.27 | 4.76 | 5.350 | m= | m | 5.9500| 7.526 
gu | 6.08 | 6.00 | 6.02 | 5.07 | Sang | ake) mm Shatin) Hie 
9.60 | 10.80 | 12.00 | 12.00 | 12.00 | 12.75 | 12.75@ | 12.75@ | 12.75@ | 12.75@ | 13.50 
00 | 6.00 | 6.00 | 6.00 | 6.00 “| 6.00 | 6.00@ | 6.00@ 6.000 | 6.009 6.30 
85 | 4.90 | 4.90 | 3.86 | 3.06 | 4.50 | 430 | = | =» | o 9.25 
14 15 16 17 18 19 20 21 22 23 24 





A Price ceiling, March, 1942. 

0) Later advance allowed by O.P.A. 
@ In Feb., 1942, wr & X 

of July 31, 1942. A 
Resisting finish. 


ing for defense housing, manufacture of enameled sinks was ordered stopped as 


per cent increase was allowed. Their manufacture has been resumed in Acid 


ler’s Note: Lists and discounts have been reduced to unit prices or unit quan- 
‘ices as required. In doing this consideration has been taken of the fact that list 
on some items have been changed from time to time and the net prices shown 
sed upon the lists and discounts in effect on the dates given. The data for Wood 
s represent the discounts reduced to a unit percentage. The prices shown rep- 
what would be recognized as a reasonable wholesale price allowed by the manu- 
er to the wholesale merchant (the jobber). 





















































































































































22 23 24 25 26 a7 28 29 30 
ec. 31 | Sept. 30 | Sept. 30 | Sept. 30 | Sept. 30 | Sept. 30 | Sept. 30 | Sept. 30 | Sept. 30 | Item 
945 | 1946 | 1947 | 1948 | 1949 | 1960 | 1961 | 1962 | 1963 | No. 
25@ | 3.65@ | 4.86 | 6.35 | 5.35 | 6.90 | 7.60 8.00 | 8.00 1 
‘the | 6.00 | 7.00 | 7.60 | 7.50 | 8.75 | 10.00 | 10.60 | 11.60 | 2 
67@ | 7.67 | 8.44 | 11.20 | 11.20 | 12.80 | 14.70 | 14.70 | 16.70 | 3 
‘oe | .7 | 0.84 | 1.98 | 146 | 1.97 | 1.46 | 146 | 1.7% | 4 
bse | 8.93 | 9.82 | 12.60 | 12.60 | 18.76 | 16.82 | 16.82 | 17.90 5 
290 | azide | 4.26 | 6.36 | 6.36 | 6.22 | 6.85 | 7.01 | 7.8 | 6 
Ste | waget.| 0.74 | 0.92 | 0.92 | 1.09 | 1.90 | 1.93 | 1.43 | 7 
50@ | 66.00@ | 79.20 | 88.00 [112.50 [135.00 [136.00 | 135.00 | 149.00 | 8 
‘06e | 1.37@ | 1.68 | 1.98 | 1.98 | 2.08 | 2.95 | 2.25 | 2.50 | 9 
ose | 30ge.| 6.48 | 8.40 | 8.40 | 9.21 | 9.21 | 10.01 | 12.50 | 10 
“65@ | 14.00@ | 16.16 | 16.15 | 14.65 | 16.15 | 18.90 | 18.90 | 20.60 | 11 
.634@ | S272 | 0.798 | 0.767 | 0.804 | 0.734 | 0.676 | .676| 6328 | 12 
26@ | 92571 13.05 | 16.80 | 16.80 | 16.75 | 17.65 | 17.65 | 19.05 | 13 
45@ | 2.98@ | 3.62 | 4.12 | 4.12 | 4.77 | 5.29 | 56.44 | 6.00 | 14 
aie | Sigmt.| 8.64 | 8.64 | 8.64 | 9.60 | 11.62 | 12.10 | 14.40 | 16 
16@ | 7.86e@ | 10.610 | 11.97 | 10.26 | 11.28 | 12.48 | 12.48 | 13.68 | 16 
00@ | 12.52@ | 13.20 | 16.60 | 1¢.00 |16.60 |19.68 |. 19.68 | 21.84 | 17 
‘36@ | 2.76 | 2.76 | 3.03 | 3.03 | 3.90 | 4.66 | 4.66 | 4.99 | 18 
43@ | 1.68@ | 1.82 | 1.96 | 1.95 | 2.08 | 2.99 | 2.02 | 2.02 | 19 
ate |, 27 .| 8.08 | 8.08 | 9.26 | 9.96 | 12.60 | 13.80 | 15,00 | 20. 
26@ |,2257h8,.| 0.3734 | 0.4134| 0.8854 | 0.48% | 0.49% | 0.52%) 0.58 | 21 ; 
00@ | 16.40@ | 18.00 | 21.00 | 21.00 | 24.00 | 26.00 | 26.00 | 26.00 | 22 
.00@ | 60.00 | 60.00 | 85.20 | 86.20 | 91.20 | 91.20 | 91.20 | 91.20 | 23 
Te | 9.40@ | 9.40 | 12.24 | 12.24 | 14.40 | 15.36 | 16.16 | 16.16 | 34 
Ato | 3.1920) se | sapeme | caste | cetater | Seater | tate sats, | 25 
574e| 1.98@ | 2.60 295 blck [| 278 bck | 3.86 galv, 4.18 galv.| 4.36 galv| 4.55 galv.| 26 
| 
-20@ | 40.20@ | 40.80 | 61.66 | 48.00 | 62.16 | 72.00 | 69.24 | 71.28 | 27 
= | 6.0000| 7.620 | 8.0 | 9.68 | 10.66 | 11.68 | 10.98 | 11.17 | 28 
me (HERBS | RBS | Eas HERS CEN | RE | eat | 29 
.16@ | 12.76@ | 13.60 | 14.85 | 14.86 | 17.25 |27.00 | 27.00 | 29.10 | 30 
000 | 6.00e | 6.30 | 6.30 | 6.60 | 17.50 | 13.00 | 13.00 | 13.00 | 31 
=| 6 9.25 | 9.75 | 9.00 | 9.65 | 10.65 | 11.80 | 11.80 | 32 
| | | 
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@ Denotes ceiling prices. 
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> air-cooLeD 
fe 7 4-CYCLE 
| ENGINE 


MODEL AU85, 
equipped with 
Contex ignition 
system and 
governor, 
patented and 
exclusive 
Continental 
feature. 


——————— ee 


Built tee | 
HEAVY DUTY 
and Backed 
by Experience 
Dating from 1902 


AD _—— 
SERIES 
In response to industry’s need, Continental Motors has 


rounded out its line of air-cooled heavy-duty Red Seals by 
the addition of higher-displacement versions to all three series, 
both conventional and vertical shaft. These "85s" incorporate 
the same proven design as their 2 and 2/2 h.p. companion 
models, but piston displacement has been increased to 8.5 
cubic inches, to deliver a generous 3 h.p. at 3600 r.p.m. 
They combine all the other Red Seal characteristics—high 
torque at low speeds—quick starting—long, service-free life. 


ANY EQUIPMENT IS BETTER WITH RED SEAL POWER 


, PARTS AND 
Continental Motors Corporation (i Ppeninim 


AIR-COOLED INDUSTRIAL ENGINE DIVISION 








12800 KERCHEVAL AVENUE e DETROIT 14, MICHIGAN 
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| clean, new and attractive. 


Economic Packaging 


(Continued from page 99) 


Mr. Retailer, is to receive mer- 
chandise in good condition, un- 
damaged by handling through 
transportation. Certainly, mer- 
chandise sells better when it is 
This is 


| generally the condition of merchan- 


dise when a dealer opens a pack- 
age that was packed and sealed 
bright and fresh from the end of 
a production line. 

Not all merchandise gets to Mr. 
Retailer in this condition. Many 
packages contain too much mer- 
chandise and have too high a money 
value for the average dealer to buy 
in full packages. 

In such cases, the wholesaler 
breaks the package that Mr. Manu- 
facturer spent his time and money 
developing for the purpose of in- 
suring good delivery to the dealers’ 
store. Money has also been spent 


| to make packages attractive to help 


move merchandise and make sales 


| easier. 





Cost of Broken Packages 


The National Wholesale Hard- 
ware Assn. has made a survey by 
means of a questionnaire to its 
membership in order to help its 
packaging committee and to submit 
the findings to the hardware in- 
dustry. . 

This survey reveals that pack- 
ages which wholesalers must break 
and re-pack, amount to 36 pct of 
their total dollar volume of busi- 
ness done. Re-packaged items natu- 
rally run to smaller dollar value 
per item, and this survey also re- 
veals that 63 pct of the total in- 
voice items in a full days billing 
represent the re-packaged items. 

Our packaging committee sought 
further information to determine 
the additional cost of re-packaging 
merchandise, such as opening car- 
tons or boxes, checking; putting 
goods on shelves or in bins; the 
cost of order clerks working in bin 
stock departments; checkers, pack- 
ers; cost of boxes, cartons or 
crates; packaging material, and 


cost of making out packer’s slips. 


The average expense for the 


members replying to the question- 
naire is 5.07 pct of the re-packaged 
items. Packing expense is not cal- 
culated against total sales, but 
against only 36 pct of sales as obvi- 
ously packing expense does not ap- 
ply to full packages. 

Re-packaging expense is not the 
exclusive problem of the whole- 
saler. It is of vital interest to 
every member of the hardware in- 
dustry—manufacturer, wholesaler 
and retail dealer—because the 
three of us are very much inter- 
ested in the overall cost of dis- 
tributing merchandise through 
wholesaler-retailer channels. 

From time immemorial, I pre- 
sume that wholesalers have always 
sought lower prices from manu- 
facturers. Being a wholesaler my- 
self, I feel free to offer advice to 
buyers who want price alone from 
the manufacturer, without regard 
to the overall saving that can be 
effected in the stream of distribu- 
tion by eliminating all unneces- 
sary expense. 

Has it ever occurred to you that 
wholesalers pay approximately 
three packaging expenses on all 
broken lot merchandise? The first 
packaging expense is naturally in- 
cluded in manufacturing cost and 
all distributors pay this when they 
purchase your goods. 

When merchandise arrive. in 
our warehouse in a wood box, cra 
or shipping carton and contains 
more merchandise than the aver- 
age dealer will purchase at one 
time, that package must be broken. 

The wholesaler must do in re- 
verse exactly what the manufac- 
turer has done in packaging the 
merchandise. 


The Work Involved 


If a carton, it must be cut open 
and the carton probably ruined or 
badly damaged. If a wooden box, 
we must pull out the nails one by 
one which is a slower and more 
tedious job, and more expensive 
than it was to drive them in. 

If a crate, it must be knocked 
apart and may wind up as kindling 
wood. 

This cost of undoing the manu- 
facturers’ package plus the dis- 
tributors’ cost of assorting and 
checking the merchandise careful- 
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DRILLS 
REAMERS 


TOOL BITS 


- Profit Makers 


Set No. 
H-62 


HOME DRILL SETS IN METAL STANDS 
Each set contains ten of the most commonly used 
sizes of Jobbers’ drills (Vis”, %4”, %2”, %a”, Ya", 
$a", %2", Yo", F2", Va"). Sets are packaged for 
year-round selling, but when dressed up for 
Christmas in the new easy slip-on sleeves they will 
really attract the seasonal trade. 


POWER AUGER BITS 


Packaged in attractive cardboard boxes with clear 
cellulose covers, these units are even more attrac- 
tive to Christmas shoppers when inserted in the 
special W & B sleeve wrapper designed for sea- 
sonal merchandising. Each set contains a %”, 2", 
¥e", %4", %e", and 1" diameter bit. 


HIGH SPEED DRILLS WITH 4” SHANKS 


These all purpose drills are contained in a very 
practical and attractive plastic container. The hinged 
cover is transparent and can be locked. Insert these 
drill sets in the holiday sleeves to secure greater 
attention and increased sales. Each set includes 
one: 4%", He", ¥e", Ae and 2” diameter drills. 


CARBON STEEL DRILLS FOR WOOD—'/,” SHANK 


Drills are contained in same type of case described 
above for High Speed Drills. Carbon Steel drills 
will have unusual appeal to your Christmas traffic 
when dressed up for the holidays in the new W & B 
sleeve. Each set consists of one each: %4”, He”, 
%e", Ae” and Y2” wood bit. 


Suggested 
Resale Price 
of 6 Sets 


Dealers’ Cost 
YOUR PROFIT 


Suggested 
Resale Price 
of 6 Sets 


Dealers’ Cost 
YOUR PROFIT 


Suggested 
Resale Price 
of 3 Sets 


Dealers’ Cost 
YOUR PROFIT 


Suggested 
Resale Price 
of 6 Sets 


Dealers’ Cost 
YOUR PROFIT 


DEALERS — If your Jobbers do not handle Whitman & Barnes 


products, your orders may be sent us direct and invoice will 


be sent you through our Jobber located nearest to you. 


| COUNTERBORES 
COUNTERSINKS 
CARBIDE TOOIS 


SPECIAL TOOLS 


“Makers of Fine Jools Since 1845" 


WHITMAN & BARES 


MICHIGAN 
LOS ANGELES e 


PLYMOUTH, 


NEW YORK ° CHICAGO . HOUSTON 
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ly, and putting it on his shelves, in 
most cases, equals or exceeds the 
manufacturers cost of packaging. 
So by this time, two packaging 
charges have accrued. 

But now we have an un-packed 
item in stock that can be shipped 
only by entailing expenses of an- 
other box, crate or carton plus the 
labor of packaging and sealing. 
This last cost of the wholesaler is 
much higher than the manufac- 
turers’ original cost because the 
wholesaler seldom packages two 
identical items consecutively. 

When such merchandise leaves 
the wholesaler, three packaging 
charges have been paid for. 


Small Packages Needed 


Many items are bought in too 
small a quantity to be packed in 
individual shipping container that 
can go directly through wholesalers 
to dealers without re-packaging. 
On the other hand, wholesalers 
have long lists of items for which 
it appears manufacturers could use 
smaller containers; in many cases, 
we believe practically at no addi- 
tional expense. 

Sometimes more money is spent 
for products to the consuming pub- 
lic than good packaging would 
cost, yet there is nothing more vital 
than to have merchandise in the re- 
tail dealer’s hands that has traveled 
hundreds, or thousands of miles 
and still appears just as fresh and 
attractive as it does in the maga- 
zine ads. 

All our wholesale hardware dis- 
tributors should determine their 
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own expense of re-packaging mer- 
chandise and compare it with the 
average of 5.07 pct. After they 
have determined accurately their 
costs, they should then educate and 
instruct their buyers to save some 
of this expense by cooperating with 
manufacturers, especially when 
necessary to increase prices because 
of smaller packaging. 

As an illustration: if a manufac- 
turer is forced to raise his prices 
2 pet in order to help you reduce 
the re-packaging cost to you, it 
would be only wise and economical 
to pay the 2 pct and save the bal- 
ance. 

The net saving thus would be 
3.07 pet. This saving may change 
an unprofitable transaction into a 
profitable one, or it may give deal- 
ers a lower cost. 


Need Better Labeling 


I know there is not a manufac- 
turer at this convention who is 
ashamed of his company’s name. 
Yet you would be surprised at the 
number of packages the wholesaler 
must open up in order to determine 
who made it, where it came from, 
what the item is, and its stock 
number. 

It would be a tremendous help 
to wholesalers if all the cartons 
showed the quantity, name, stock 
number and manufacturers’ name 
on the packages. 

The Association has a survey re- 
garding net pricing and decimal 


‘ 


packaging. This survey is so re- 
cent that the results are being 
made public for the first time. 
Here are the results. 

From a total enrollment of 415 
members, 247 (or about 60 pct) 
answered and gave their opinions 
on two very important subjects. 

On net pricing, where this is 
practical rather than list and dis- 
count, 220 members favored net 
pricing. Fifteen members were 
opposed and four members did not 
have decided views. 


Favor Decimal Packaging 


Members were asked in connec- 
tion with net pricing the question: 
“Do you favor decimal packing— 
which would mean that Manufac- 
turers would package their mer- 
chandise, tens, hundreds and in 
smaller quantities in fives?” 

Of the 247 members’ who 
answered the questionnaire, 211 or 
a little over 85 pct favor decimal 
packaging. The answers to this 
last question would seem to ring 
the death knell to the age old cus- 
tom of the hardware industry of 
packaging and selling by dozens or 
gross. 

It is quite evident that I. B. M. 
accounting is being used by more 
and more wholesalers. Some of 
our rnembers are making their in- 
voices on I. B. M. machines. 

The machines are equipped to do 
automatic multiplying and extend- 
ing, but they cannot extend one 
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Yes — your salesmen praise the eye-appeal of 
Central Packaged Fasteners. Color-coded labels 
enable them to select type, size and head style 
at a quick glance. American industry has used 
Central’s finest line of precision fasteners for 
nearly half-a-century. For real “Shelf Appeal”’ 
specify Central Packaged Fasteners. 


Specify CENTRAL... the Complete line! é 


@ WOOD SCREWS @ STOVE BOLTS 

@ TAPPING SCREWS @DRIVE SCREWS 

@ MACHINE SCREWS @SEMS SCREWS 

@ WING NUTS AND CAP NUTS ® THUMB SCREWS 
STANDARD SLOTTED AND PHILLIPS RECESSED HEADS 
@ HEXAGON AND SQUARE NUTS @ WASHERS 


Se 4 
RVICE ro cusTOMER®’ 
WAITING! 








LOS ANGELES CALIF CHICAGO fit 


vu Can Depend on Centrel 


eure CENTRAL SCREW COMPANY 


HICAGO 9, ILLINOIS 


3501 SHIELDS AVE., CH 
3028 E— ELEVENTH ST. LOS ANGELES 23,CALIF. © 149 EMERALD ST., KEENE, N.H 
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CATCH 
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Ask your deoler to stiow you the Victor neha yt 
t with the speciol auxiliary jows thot . 
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ANIMAL TRAP COMPANY OF AMERICA, DEPT. 201, LiTITZ, PA 





Victor 
Two Trigger 






__make money for you! 


Plenty! Bikes, rifles, sporting goods, 
tools, to name only a few. Boys will buy 
many of these things with the money 
they earn from trapping. Right now 
thousands of boys are seeing these ads 
for Victor traps. Victors are advertised 
consistently in: 


Country Gentleman 
Farm Journal 


Boy’s Life 

Open Road For Boys 
Hunting & Fishing Capper’s Farmer 
Fur-Fish-Game Successful Farming 
American Woodsman Pennsylvania Farmer 
These young customers can be yours if 
you stock and oy ed Victor traps. 


Selling Victors will help you sell more 
to these ready-to-buy youngsters! 


ANIMAL TRAP COMPANY OF AMERICA 


LITITZ, PA. «© PASCAGOULA, MISS. 
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third of a dozen. For I. B. M. ma- 
chines, such quantity must be ex- 
pressed as .3333 of a dozen. 

An extension clerk’s life in a 
wholesale house is not a simple 
one. Because of the many thou- 
sands of items handled by whole- 
salers, we sell by each, by the hun- 
dreds, by thousands, by dozens, by 
gross, by dozen pairs, and gross 
pairs. We sell by keg, by reel, by 
carton, by assortment. 

We sell by the pound and by the 
hundred weight. We sell rope by 
the coil, priced by the pound. We 
sell fence by the roll, priced by 
per hundred rods. We sell wire and 
cable by the thousand feet. 

We sell paint by gallons, one half 
gallons, quarts, pints, one half 
pints and ounces. Any simplifica- 
tion in pricing methods would be 
a boon to wholesalers. 

It is my understanding that re- 
tail dealers also favor net pricing 
rather than list and _ discount. 
Dealers sell items usually one by 
one, and it is easier to determine 
cost by decimal pricing and pack- 


aging than to figure dozens or 
gross. In decimal pricing, all you 
do is move the decimal point to 
get the cost of a single item. 


Decimal packaging was at- 
tempted by a few manufacturers 
some 20 or 25 years ago. There 
were very few manufacturers who 
tried it, and wholesalers at that 
time did not see any advantage. 


Now wholesalers have indicated 
through this survey that they 
think net pricing and decimal pack- 
aging will eliminate many errors 
and a great deal of time will be 
saved. We all know the value of 
labor today and any time saved 
would lower costs considerably. 


In presenting views of our mem- 
bership on decimal packaging, and 
economic packaging in the hard- 
ware industry, and when consider- 
ing the over all cost of distribution 
of manufacturers, wholesalers, and 
dealers, remember that the smaller 
the shipping containers the more 
economical the combined handling 
through hardware channels. 
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Supply and Demand For 





Steel Mill Products 








by J. V. HONEYCUTT 
Asst. Vice-President 
Bethlehem Steel Co., Inc. 


My topic is well timed because 
of the present signs which indi- 
cate we are now in a transition 
period, moving from the so-called 
sellers’ market to a buyers’ mar- 
ket. 

The long awaited period when 
the ever increasing steel supply 
would overtake demand seems at 
hand. 

We have been busy concentrat- 
ing our energies on the increase 
of supply in order to accomplish 
this transition, and it seems to me 
we must now concentrate our ef- 
forts on demand. Demand must 
continue to be stimulated and en- 
couraged to grow. 

Now that supply has overtaken 
demand, our mutual problem is 
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DEALERS CHEERED THE 


FUNNY FACE CONTEST 


Now here’s another, with all its best features plus these 
EXTRAS ... Almost 1000 MORE prizes—every 
Award in CASH—timely Christmas “pp 


GET SET FOR THE BIG DEMAND| i 


FOR ENTRY BLANKS! 
Over half the entries in the FUNNY 
FACE Contest were on store blanks. 


GET SET FOR THE BIG DEMAND 
FOR “SCOTCH” BRAND TAPE! 


Every entry must be accompanied by 
the tab from a roll of cellophane tape. 


MAKE SURE your “Scotch” Cello- 
phane Tape salesman supplies you 
with the special contest deal M-3, 
entry blanks and a complete assort- 
ment of display material to get your , 
share of the big profits this new con-| 
test will bring! 







Plan to tie in with the 3-page 
color section in Life (Dec. 7) 
selling the Christmas uses of 
“Scotch”’ Brand Cellophane 
and Gift Wrap Tapes. Your 
customers will see it! It will 
help you sell more tape! Ask 
for colorful Deal X today! 
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ate SCOTCH Cellophane and Gift Wrap Tepes =” 


% The term “Scotch” and the plaid design are registered trademarks for the more than 300 pressure-sensitive adhesive tapes made in U.S.A. by 
COMPANY {rd i? Minnesota Mining & Mfg. Co., St. Paul 6, Minn.—also makers of “Scotch” Sound Recording Tape, ‘‘Underseal’’ Rubberized Coating, “‘Scotchlite” 

yy ne aay wea Sheeting, ‘ ‘Safety. Walk’ Non- slip Surfacing, ““3M’”’ Abrasives, ‘‘3M’’ Adhesives. General Export: 122 E. 42nd St., New York 17, N.Y. 
22 In Canada: London, Ont., Can. 
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it's sensational! 


it's RAINPROOF! 


Zane 


“RAIN-PRUF” 
MAIL BOX 
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Eagle #BE35 


Fleur de 
Lis #BF28 


* INGENIOUS LOUVRE 
DESIGN KEEPS RAIN OUT 
LETS MAIL BE VIEWED 


Every home needs one... the 
cast-aluminum Mail box that keeps 
mail dry! Handsomely packaged 
for gift-giving. 


Cast aluminum—won't rust 
Sturdily constructed 
Completely rainproof 
Newest styles 

Heavy magazine clips 

ae og packaged 

Takes long envelopes 
Durable finish 

Space for name plates 


WRITE FOR catalog sheet TODAY! 


REMINGTON HARDWARE CO. 


Woodmere, L. |., New York 
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to use our best efforts to see that 
there is not too much of a gap be- 
tween these great two factors in 
our economy. Because we have 
been successful and steel supply 
has caught up with demand, it 
does not mean a decline in the gen- 
eral level of business. 

Any attempt to forecast supply 
and demand to any precise degree 
is about as hazardous an occupa- 
tion as one can undertake, partic- 
ularly when we are in a transi- 
tional period. 

In connection with the supply of 
steel mill products, we should first 
look at the background of the cur- 
rent steel industry expansion and 
some of the results of that pro- 
gram. As all of you know, the steel 
industry undertook, immediately 
after World War II, a consider- 
able expansion program which 
lifted ingot capacity from 92 mil- 
lion to 100 million tons. 


How Steel Expanded 


In 1950 the steel industry had a 
capacity of 100 million ingot tons. 
It was determined that 118 million 
tons were required to support the 
high level of a thriving civilian 
economy and concurrently build 
up our military strength. This 


| amount of expansion was under- 


taken by the steel industry at the 
urgent request of our Federal 
government. The goal of 118 mil- 
lion tons was to be met by mid- 
year of 1953. | 

There has not been too much 


New AHMA 
Vice-President 





B. B. WOOD 
The Wood Shovel & Tool Co. 


said about the accomplishment of 
the steel industry with respect to 
this steel goal but the facts are, 
that in spite of a two months’ work 
stoppage in 1952, the 118 million 
ton goal for mid-year 1953, was 
met on time—as a matter of fact, 
exceeded. In July of 1953 the in- 
dustry capacity was actually 120 
million tons. 

While it was never spelled out 
in any official Government release, 
the thinking of the planners in 
1950 was that the military would 
require between 25 and 33 pct of 
the total. 

The planners seemingly under- 
estimated the requirements of the 
civilian segment and greatly over- 
estimated the requirements of the 
military. With the exception of 
the few months following the 
strike of last year, the military 
take, direct and indirect, never 
did exceed 14 pct. For the fourth 
quarter 1953, indications are a 
lower percentage—possibly 8 or 
9 pet. 

Producers have attempted to 
expand capacity for those prod- 
ucts which presented, in their 
judgment, the best market poten- 
tial consistent with demands for 
defense build-up. All producers 
are aware of the necessity of a 
balance in the availability of steel 
mill products. 


Market Creates Demand 

We know sheets cannot be used 
without bars, that plates go hand- 
in-hand with shapes, that wide 
flange beams and standard sec- 
tions have a relationship, that 
nails, galvanized sheets and pipe 
all respond together with the level 
of building activity, etc. How well 
the job of judging the required 
product mix has been done, only 
the future can tell. 

The determining factor, the de- 
mand in the market place for in- 
dividual steel mill products is now 
beginning to operate after almost 
two years of Government control 
of production and distribution and 
we will know shortly what correc- 


HARDWARE AGE, OCTOBER 29, 1953 





tion, if a 

Some f 
expansio! 
pleted. T 
pansion | 
in the m 
cause sol 
be comp 
producer: 
had their 
by the N. 
took to c 
all end | 
and bec: 
trolled tl 
mill proc 
steel proc 
the two « 


High 

The nc 
ply and 
place, wl 
mines th 
producer, 
the deter 
duction o: 
ucts. 

We all 
stoppage 
rapidly a 
condition 
mand at t 
clusion, ry 
the perioc 
the first ] 
substantiz 


HARI 





"Well, Da 
manage the 
the section 


HARDWAR 


tion, if any, is needed. 

Some facilities involved in this 
expansion plan are not yet com- 
ment of pleted. The final effect of the ex- 


spect to pansion program has not been felt 
cts are, in the market place, not only be- 
1s’ work cause some facilities are still to 
million be completed, but because steel 
53, was producers, up to June of this year, 
of fact, had their product mix determined Original 
the in- by the N. P. A. Washington under- Liquefer Blender 
ally 120 took to control the production of MEAL MAKER 

all end products made of steel, 
—— and because of this, also con- 
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» would steel producers in an effort to fit 
8 pet of the two of them together. 

High Level Inventories 

; under- The normal operation of sup- 
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ily over- place, which traditionally deter- 
8 of the mines the product mix for each 
stion of producer, is once again becoming VV 
— the the determining factor in the pro- - a 
military [ duction of various steel mill prod- | 
[, never ucts. 
e fourth We all felt, prior to the work 
3 are a stoppage in 1952, that we were 


ly 8 or rapidly approaching a balanced 
condition between supply and de- 





pted to mand at that time. It was our con- 

3e prod- clusion, prior to the strike, that 
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SELLS MORE SCREW DRIVERS! 
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@ All the screw drivers you 
need...in one package 


© Stock control at a glance 


© Fast moving screw drivers, 
only 


© Versatile... can be used in 
@ny arrangement 


@ Visible self-service prices 


©@ Attractive display stops traf- 
fic, steps up impulse sales 


ina | eas 


660» £8 


Vv 120 
ae sures: 24" 





high, 24” wide, 
* deep. Holds 120 screw drivers. 


Rapid screw driver turnover is a 
proven fact with Vari-Board! No 
more guesswork about screw drivers 
paying their way... because complete 
product visibility and variety assure 
greatly increased turnover! Hang 
versatile Vari-Board on the wall or 
use it on the counter to produce 
bigger profits. And remember. 
never an argument, because every 
Vaco screw driver is unconditionally 
‘ guaranteed! 








Completely new! Modern as tomorrow! Con- 
tains Rounds, Squares, Phillips, Reversibles, Off- 
sets, Stubbies, Pocket Clips! Versatile...displays may 
be used in any arrangement! Profitable...V 120 
produces $40.20, profit, V 72 produces 
$23.64, profit! No charge for board! 


® 2 
Measures: 24” high, 12’ wide, 6 deep. D 


Holds 72 screw drivers. 


ty 
‘ACO Pro 
! 3176. Tutete = 
Gentlemen: 
a) Please rf 
1 CO Please ; 
I 


AILS, TODay: 





Chicago 11, Mi. ! 


I 
ush full details y 120 
set bets Rha — V 72 Vari. -Boards i 
ge Vaco Catalog. 

I 

I 

I 

I 

i 


| My Name. 

: Street Ad igi eat 
! 

u 


dress 


Hi 


City 





VACO PRODUCTS CO. 


ne—State, ; 





317 E. Ontario St., Chicago 11, ll. 


in Southwest: 1325 McKinney Ave., Dallas 2, Tex. 
in Canada: Vaco-Lynn Products Lid. 204 Laurier Ave., W., Montreal 8, Que. 
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in the hands of steel consumers. 

It is quite apparent that today 
inventories have again been built 
up to a high level in many im- 
portant steel consuming indus- 
tries. 

In the face of a declining mili- 
tary take in the fourth quarter of 
1953, together with a lower rate 
of inventory accumulation, or 
possibly even a policy of inventory 
liquidation, we have on hand an 
overall steel supply which is at 
the highest point in history. 

The full extent of the change 
which has taken place in the steel 
supply situation since Korea has 
not really had its full effect on our 
Civilian Economy. 

We recently made a study which 
indicated that out of total steel 
production in the period 1950 to 
1953, there was available for the 
civilian economy an average of 
approximately 89 million tons of 
ingots per year for processing into 
finished steel mill products. This 
remained after making allowance 
for the military and the defense 
expansion programs, including 
the industrial expansion. 


Picture for 1954 

The picture for the year 1954 
indicates that there will be 113.5 
million tons of ingots for finished 
steel products available for the 
civilian uses after deducting mili- 
tary defense needs at announced 
levels. This represents an increase 
of almost 30 pct in 1954 as com- 
pared with the 1950 to 1953 period. 

I believe this 30 pct increased 
availability for civilian uses is of 
great significance and represents 
a tremendous challange, not only 
to the steel industry, but also to 
you who share responsibility with 
us in increasing steel consump- 
tion. 

I think it is reasonable to in- 
clude a good supply of imported 
steel when looking at our overall 
steel supply picture for 1954 and 
later. 


Editor’s Note: This article will 
be continued in the next issue of 
HARDWARE AGE. 
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| saved enough to buy it just 
by painting my own dining 
room with the THOMAS 
paint roller you sold me.” 


It's a fact... your customers save money when they 
paint with a Thomas Roller. And they have YOU 
to thank. In return, your customers buy more 
paint from you...painting’s so easy with a 


THOMAS roller! 








SELL THE FINEST... 
SELL THOMAS! 


Your jobber will furnish display 
rack at left with any order of 







Thomas painter’s tools amounting 
to $100.00 retail value. 






KEEP ROLLING... 


HOMAS 


PRODUCTS COMPANY 
8490 LYNDON AVE. - DETROIT 21, MICH. 





HARDWARE AGE, OCTOBER 29, 1953 161 








(Advertisement) 
HOW TO GET 
YOUR SHARE OF 
SCYTHE SALES 


You, too, can be one of the 
many hardware dealers who are 
making extra sales and extra prof- 
its from scythe sales by taking 
advantage of the 3 basic retail 
sales principles — effective display 
— quality product — right price. 


Effective Display 
You don’t have to remodel your 
store to build an effective display. 
Scythes take up little room. 


Attach several types to a board 
or put them on a rack, counter or 
cabinet with other garden cutting 
tools where they can be easily 
seen and handled. Such displays 
encourage pick-up sales and that’s 
what you want. You’ll be pleasant- 
ly surprised at how many persons 
need a scythe, but never thought 
of it before. 

Quality 

Of course, for repeat business 
you must display a scythe of 
known quality, one that is guar- 
anteed to satisfy your customers. 


Little Giant “ALL DAY EDGE” 
Scythes, over the years, have be- 
come recognized as the “best buy” 
on the market. That’s because they 
are Maine-made from 3 types of 
finest quality carbon steels, scien- 
tifically welded together to insure 
a blade that gives perfect support, 
resists breaking, and makes pos- 
sible a long lasting, tool steel cut- 
ting edge. This, together with 
Little Giant’s exclusive MONITOR 
HEEL, lets you guarantee your 
customer a scythe with perfect 
hang and balance, one that meets 
his every requirement. 


To further stimulate sales, Little 
Giant Scythes are also factory 
ground sharp, beautifully polished 
and finished, packaged in display 
cartons, and attractively priced. 


They are available in plain set, 
half set and single or double bead 
in assortments of: Grass 26”-30” 
to 34”-88”; Bush 14”-18” to 20”- 
22”: Weed 20”-24” to 28”-30”. 


WRITE TODAY for colorful 
catalog giving complete details on 
“Little Giant” Scythes and many 
other garden cutting tools which 
build sales—it’s FREE. 


Order From Your Wholesaler 


FREE SHIRT 
A free Hathaway shirt to Mr. J. B. Graham, 
Graham Hardware, Rexburg, Illinois. Send us 
your shirt size. Also, free shirt to your jobber 
salesman who sells North Wayne Tools. Please 
send his name, company and address. 


NORTH WAYNE TOOL CO. 
Oakland 1, Maine 
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NEWS and VIEWS 


Reports on Events Affecting the Hardware Business 





(Continued from page 10) 


PX vs Retailer Fight 
Looming in Congress 


Work is going forward on a re- 
tailers’ fact sheet designed to 
show Congress and the consumer 
the extent to which current mer- 
chandising activities in military 
post exchanges are harming the 
civilian merchant. 

Latest word from the American 
Retail Federation is that this pres- 
entation should be ready soon 
after the first of the year. It is 
likely, therefore, that ARF will 
be prepared to present the case 
for the private seller to Congress 
when the lawmakers return to 
Washington early in 1954. 

Strategy talks concerning the 
best method of obtaining congres- 
sional support for the retailer 
were expected to take place at a 
conference of ARF state associa- 
tion secretaries in the Capital on 
Nov. 2 and 3. 

Anticipated as a prominent item 
on the conference agenda was dis- 
cussion of a prediction by Air 
Force Secretary Harold Talbott 
that the military will try to get 
Congress to guarantee operation 
of commissaries and post ex- 
changes on a broad-scale basis. As 
retailers interpreted Talbott’s re- 
marks, the official believes a ser- 
viceman should be able to buy any 
item he wants in a PX. 

This attitude, in ARF eyes, in- 
dicates opposition to the retailers’ 
efforts to have merchandise sold 
in military stores confined to 
items of “convenience and neces- 
sity” to the man or woman in uni- 
form. 

Talbott’s position, he told re- 
porters, is that such “fringe bene- 
fits” as commissary and PX sales 
and family medical care are 
needed as incentives to keep vet- 


eran airmen in the service. Ac- 
cording to Talbott, “If the Air 
Force could spend $100 million on 
these so-called fringe benefits we 
could save $250 million yearly.” 


FTC Pressing Kodak 
Price-Fixing Charge 

Can a company doing business 
under provisions of one law be 
held guilty of violating still an- 
other law? 

This is the question the Fed- 
eral Trade Commission set itself 
to resolve last month when it re- 
fused to dismiss a complaint of 
price-fixing against the Eastman 
Kodak Company and decided it 
would go ahead and press charges. 

Main issue in the case is that 
Eastman is a manufacturer and 
at the same time a retailer of its 
own products. In effect, when 
Eastman signs a fair trade price 
agreement under the McGuire Act 
with one of its stores in a fair 
trade state (there are 45), all 
other stores handling Eastman 
fair trade products in that state 
are likewise bound to observe the 
Eastman minimum price. 

This, it has been charged by the 
FTC, violates the price-fixing pro- 
visions set up under Sec. 5 of the 
Federal Trade Commission Act. In 
denying the petition to dismiss the 
complaint, the FTC ruled in 4 
split decision that the McGuire 
Act, the basis for fair trade pric- 
ing agreements, specifically rules 
out any “agreements between per- 
sons, firms or corporations in com- 
petition with each other.” In a 
case like Eastman, FTC holds, the 
agreements are between competi- 
tors (company controlled stores 
and independent retailers) and 
clearly actionable. 

(Resume reading on page 11) 
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X marke the shot where... COPYFLEX saves 
*8,000 a year for hardware wholesaler* 





How COPYFLEX Pays Off 


Saves salaries of 5 typists 


Eliminates costly transcription 
errors 


* Speeds invoicing 
* Streamlines office paperwork 
¢ Copies any size office form 














Today’s Paperwork Engineered 
with Jet-Age Speed 
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For years this well-known New Eng- 
land hardware wholesaler kept a staff of 
5 typists to type invoices. Even so, when- 
ever a rush of orders flooded the office, 
everyone was pressed into service to pre- 
pare invoices. This was costly and in- 
efficient, and the frequent emergencies 
fouled up normal office routine. 

Now a Bruning Copyflex order-invoice 
system does the job. The order is pro- 
cessed in its entirety from the salesman’s 
order form—and a COPYFLEX ma- 
chine provides the invoice copy. There’s 
no typing . . . no messy carbons .. . no 
proofreading . . . no chance for tran- 
scription errors. Pricing and extension 
are done on the original, with back-orders 
indicated in the extension column. 


Model 14 
COPYFLEX machine 


City 


I 

i 

I 

I 

| . 
t Company 

t 

I 

I 

L 


Result? An annual saving of $8,000 
plus faster shipping and invoicing. 


COPYFLEX Advantages 


Copyflex machine turns out ready-to- 
use, black-on-white, diazotype copies of 
anything typed, written, printed or 
drawn on ordinary translucent paper . . . 
no exhausts, darkroom, plumbing, inks 
or stencils needed . . . simple electric 
connection . . . average copying costs 
are less than 2¢ per sq. ft. 


Save Money with COPYFLEX 


Cut out unnecessary manual transcrip- 
tion, prevent errors and speed invoicing 
with a Bruning order-invoice system. 
Send coupon today for free booklet. 


*Name on request 


r — om oe mm =CHARLES BRUNING COMPANY, INC. = == om oe ~ 


4700 Montrose Avenue, Chicago 41, Illinois Dept. Y103 | 
I 

(1 Send me free booklet on COPYFLEX order-invoice system. 1 
() Show me how COPYFLEX can speed my order-invoicing. \ 
Title | 

i 

Address 1! 
Zone State | 


— on oe ee oe oe OFFICES IN PRINCIPAL CITIES oom com oe oe oe oe J 
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tor. 
Industrial 
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at the | 
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Square 
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e ° Bldg., 1] 
Convention Check List Hanae, 
| tional Ir 
For complete details about the conventions listed by dates below see 1900 Ar 
the alphabetical listings following this quick check list. H. R. Ri 
and the 
tributor: 
1953 8- 9 Cotter & 2 Seen Bldg., 4 
8- 9 Tri-State Hardware Show ‘ 
November 8-11 Ohio Hardware Show — 
4- 5 Hardware Wholesalers, Inc., 9-12 lowa Hardware Show ‘ 
Meeting 10- Connecticut Hdwe. Convention National ] 
8-10 Pac. Northwest Hdwe. Convention 14-15 Arkansas Hardware Show tion, Se 
12-14 Montana Hardware Convention 14-17 Seattle Gift, Toy Show House, | 
1954 15-17 Our Own Convention Nationa 
16-17 Pacific Southwest Hdwe. Show John R. 
January : 16-18 Michigan Hardware Show rector, ; 
| 11-13 Janney Retailers’ Conference and 16-18 Nebraska Hardware Show fA chi 
Spring Meeting 16-18 New York Hardware Show : ae 
12-14 Garden Supply Show (Chicago) 16-18 Michigan Hdwe. Assn. Mathew: 
14-21 Housewares & Appliance Show 21-23 Northern Whlis. Hdwe. Co. Show Adminis 
17-20 Nat. Sporting Goods Show 21-23 Tennessee Hardware Convention groups : 
18-20 Western Hardware Show 21-24 Portland Gift, Toy Show York 17, 
18-24 Bicycle Institute Convention 22-24 New England Hardware Show 
19-21 Minnesota Hardware Show 22-24 West Virginia Hdwe. Show Nati 
24-26 International Hardware Show 23-25 Carolinas Hardware Show . ational I 
24-29 California Gift Show 23-25 Illinois Hardware Show pliance 
25-27 Ace Hardware Convention 23-25 Missouri Hardware Show Navy Pi 
25-26 American Hdwe. Supply Co. the Nati 
Convention March turers. 
25-27 Texas Hardware Show 2- 4 Penn. & Atlantic Sbd. Hdwe. Show Mart, Cl 
26-28 Indiana Hardware Show 13-21 New England Sportsmen's Show haa one 
26-28 Mountain States Hdwe. Convention April . 
26-28 No. Dakota Hardware Convention b- 8 So. Dakota Hard Sh , 
31-Feb. 2 North Coast Hardware Show ee ee ne National F 
31-Feb. 3 San Francisco Gift, Toy Show 25-27 Florida Hardware Show nual con 
a F 25-27 Georgia Hardware Show Faj 
February M airmow 
1- 2 Franklin Hdwe. & Supply Conven- p . | . Managin, 
on < ° , 17-19 Industrial Supply Convention ler, 964 
2- 3 Kentucky Hardware Show June dianapoli 
2- 4 Garden Supply Show (New York) 17-19 Texas Wholesale Hdwe. Assn. 
2- 4 Wisconsin Hardware Show Texas Hardware Boosters Club Sporting G 
Painters and glaziers know you 2 es i gh wee _ duly (Nationa 
just can't beat Goodell Putty Tas Galan thc oes toe 12-15 National Retail Hardware Assn. Morrison 
Knives and Scrapers. Tops in 7-10 Coast-to-Coast Convention September by the 
Quality and backed by 75 years 7-10 Virginia Hardware Show 26-29 National Builders’ Hdwe Exposition Assn., 11 
know-how. 2. Secret 
Stock and sell Goodell! Show R 
Goodell Putty Knives and Scrap- e 
ers to Mr. Householder. He'll see National Events Ace Hardw: 
the difference! He likes good vention a 
tools, too! Bicycle Institute of America, Inc., an- bers Association of America, and the Conr 
Order f ‘obb ! nual convention Jan. 18-24 at the the Merchant Member Group—will Ill. Art 
reer trom your jooLer now Boca Raton Club, Boca Raton, Fla. hold a full schedule of business Hardware 
Four component groups of the In- meetings with several general ses- land Ave. 
GOODELL COMPANY stitute—the Bicycle Manufacturers sions of the Institute membership manager. 
ANTRIM. NEW: HAMPSHIRE Assn., the Cycle Parts and Acces- also on the agenda. John Auerbach 
1 sories Association, the Cycle Job- is executive secretary of the Insti- American B 
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tute with offices at 122 E. 42nd St., 55} $40) 1 cs SU) US re Pids 
New York 17, N. Y. 


Garden Supply Shows (National), 


[lied 





Jan. 12-14, 1954, at the Hotel Sher- = == 
5-to- man, Chicago, and Feb. 2-4, 1954, — 
‘ at the 7ist Infantry Regiment Ar- 
issue mory, Park Ave. and 34th St., New 


{ York City. Sponsored by the Na- 
ge tional Garden Supply Marketing 
Bureau, 1901 St. Paul St., Balti- 
more, Md. George E. Perry, direc- 
tor. 


Industrial Supply Convention, May 
17-19 at New York City. Sessions 
at the Waldorf-Astoria Hotel. Con- 
ference Booth Program at Madison 
Square Garden. Sponsored by the 
American Supply and Machinery 
Manufacturers’ Assn., 814 Clark 
Bldg., Pittsburgh 22, R. Kennedy 
Hanson, general manager; the Na- 
tional Industrial Distributors’ Assn., 

; 1900 Arch St., Philadelphia 3, Pa., 

H. R. Rinehart, executive secretary; 

and the Southern Industrial Dis- 

tributors’ Assn., 712 Volunteer 

Bldg., Atlanta. Ga., E. L. Pugh, 

secretary-treasurer. 


READY TO SOLDER IN SECONDS 


National Builders’ Hardware Exposi- 
tion, Sept. 26-29, at the Palmer 
House, Chicago. Sponsored by the 
National Contract Hardware Assn., 

iow John R. Schoemer, managing di- 

rector, and the American Society 

of Architectural Consultants, W. A. 


ntion 







Mathewson, executive secretary. 
. Show Administrative office of both POOODRONOONO 
sation groups at 420 Madison Ave., New RR, Z 
York 17, N. Y. HEAT-CONTROL 
\ow A Thermostatic = 
‘ National Housewares and Home Ap- Z Action guaran- 7 
pliance Show, Jan. 14-21 at the =, teed for the life 7 
Navy Pier, Chicago. Sponsored by Suggested Z of the iron. Z 
the National Housewares Manufac- List Price ZOO 
‘i. turers Assn., 1140 Merchandise 
Ne, SNOW Mart, Chicago 54. A. W. Budden- 
Show berg, executive secretary. WITH THE AMAZING 
Ww ” 
Ww National Retail Hardware Assn. an- THERMOSTATIC BRAIN 





nual congress, July 12-15, at the 
Fairmount Hotel, San Francisco. 


A joy to "handle"—for dealers and users. Sells itself on 
Managing director, Russel R. Muel- 


- ia, S08 Wa. Pencmsteanin th. tn. "touch"! Heats QUICK—at the touch of the trigger! 
dianapolis, Ind. Heats RIGHT—heat-control "Thermostatic Brain" - gives 
Assn. thermostatic action, without the use of transformers or 
Club Sporting Goods Show and Convention fragile thermostats. Heats LONG—Thermostatic action 
Eon? Zon. 37-50, 1964, of the guaranteed for life of iron. SPOTLIGHT—switches on for 











» Assn. Morrison Hotel, Chicago. Sponsored f 
by the National Sporting Goods interior soldering. Trig-R-Heat sells QUICK—with a neat 
=xposition Raat 1 North La Salle St.. Chicago profit! Self-display box is a real eye-catcher. Get 
2. Secretary, G. Marvin Shutt. TRIG-R-HEAT—and get ready for a "Profit Parade"! a 
—————— r > £5 ‘ 
Regional Events WALLIS 
Ace Hardware Corp., 30th annual con- OVER 20,000,000 SOLDERING PRODUCTS SINCE 1864 _\=k L a 
vention and exhibit, Jan. 25-27, at > ay Za 
rica, and the Conrad Hilton Hotel, Chicago, Qa” 
oup—will Ill. Arthur H. Krausman, Ace 
business Hardware Corp., 2355 S. Blue Is- WA Li 
neral ses- land Ave., Chicago 8, is convention MANUFACTURING Le oF 
»mbership manager. GROVE CITY © PENNSYLVANIA 
Auerbach 
the Insti- American Hardware Supply Co., Mer- 
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@ Sell socket screws made 
by the most modern method — 
double extruded for extra strength 
and accurate forming. Physical quali- 
ties of the steel are actually improved 
by the Kaufman Process of manufacture. — 
True hex sockets, perfectly concentric, are 
clean all the way. In plain, knurled or flat 
) heads, Cleveland Socket Screws are 
"\ fasteners that give your customers 


> i , / 
\ extra value without extra cost. / mS 









*, Cleveland has specialized for 37 years in ff 
making Cap Screws (all standard fi 


. heads), SetScrews and MilledStuds.  , 4 


J 
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chandise Fair and Stockholders 
Meeting, Jan. 25-26 at company 
headquarters, 41 Terminal Way, 
Southside, Pittsburgh 19, Pa. 


California Gift Show, Jan. 24-29 at 
Los Angeles. Sponsored by the Los 
Angeles Trade Fair, Inc., 1151 So. 
Broadway, Los Angeles 15. 


China, Glass, Gift, Toy, Housewares 
Shows, Jan. 31-Feb. 3 at San Fran- 
cisco, Calif.; Feb. 14-17 at Seattle, 
Wash.; Feb. 21-24 at Portland. 
Sponsored by Western Merchandise 
Exhibitors Assn., 1355 Market St., 
San Francisco 3. 


Coast-to-Coast Stores annual conven- 
tion and exhibit, Feb. 7-10 at Min- 
neapolis, Minn. Sponsored by the 
Coast-To-Coast Stores Central Or- 
ganization, Inc., 29 Main St., S.E., 
Minneapolis 14. 


Cotter & Co. annual spring Merchan- 
dise Show and Stockholders Meet- 
ing, Feb. 8-9 at company quarters, 
865 E. Illinois St., Chicago 11. 


Franklin Hardware and Supply Co. 
convention and trade show, Feb. 1-2 
at company headquarters, 918-28 
N. Delaware Ave., Philadelphia 23. 
The first day will be an Open House 
for visits to manufacturers’ dis- 
plays. Business meetings are sched- 
uled for the second day. 


Hardware Wholesalers, Inc., annual 
convention and stockholders meet- 
ing, Nov. 4-5, at company headquar- 
ters, Nelson Road, Fort Wayne, Ind. 


Janney Retailers’ Conference and 
Spring Meeting, Jan. 11-13 at Min- 
neapolis, Minn. Sponsored by the 
Janney-Semple-Hill & Co., 22-36 S. 
Second St., Minneapolis 1, Minn. 


Northern Wholesale Hardware Co. an- 
nual convention and trade show ten- 
tatively scheduled for Feb. 21-23 at 
Portland, Ore. Company is located 
at 805 N.W. Glisan St., Portland 9. 


Our Own Hardware annual stock- 
holders meeting and merchandise 
exposition, Feb. 15-17 at Minnea- 
polis. Sponsored by the Our Own 
Hardware Co., 618 No. Third St., 
Minneapolis 1, Minn. 


Sports Shows—New England Sports- 
men’s and Boat Show, Feb. 6-14, at 
the Mechanics Bldg., Boston, Mass. 
Detroit Congress Sportsmen’s Show, 
March 138-21 at the State Fair- 
grounds, Detroit, Mich. 


Texas Wholesale Hardware Assn. an- 
nual joint meeting with the Texas 
Hardware Boosters Club, June 17-19 
at Galveston. Secretary-treasurer, 
Howard Weddington, 1427 National 
City Bank Bldg., Dallas. 
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State Events 


Arkansas Retail Hardware Assn. 
trade show and convention, Feb. 
14-15 at the Robinson Auditorium, 
Little Rock. Hotel headquarters, 
Marion Hotel. Association secre- 
tary, J. Wayne Tisdale, 908 Rector 
Bldg., Little Rock. 


California Retail Hardware Assn. 
trade show and convention, Feb. 
7-10, at the Fairmount Hotel, San 
Francisco. Association secretary, 
Kreuger B. Jacobson, Western Mer- 
chandise Mart, 1355 Market St., 
San Francisco 3. 


Carolinas, Hardware Assn. of, trade 
show and convention, Feb. 23-25, at 
Charlotte, N. C. Exhibits at Radio 
Center. Meeting place, Hotel Char- 
lotte. Association secretary, Dwy- 
ane Laws, 118% E. Fourth St., 
Charlotte 2. 


Connecticut Hardware Assn., conven- 
tion, Feb. 10 at the Hotel Bond, 
Hartford. Association secretary, Ned 
Russell, Harris Hardware, South- 
port, Conn. 


Illinois Retail Hardware Assn., trade 
show and convention, Feb. 23-25 at 
Chicago. Show at Navy Pier. Ses- 
sions at Sheraton Hotel. Associa- 
tion secretary, William F. Ewert, 
1194 Merchandise Mart; Chicago 54. 


Intermountain Association, trade show 
and convention, Jan. 24-26 at Boise, 
Idaho. Hotel headquarters, ~ Boise 
Hotel. Association secretary, Leon 
L. Weeks, 308 Continental Bank 
Bldg., Boise. 


Indiana Retail Hardware Assn., trade 
show and convention, Jan. 26-28 at 
the Murat Temple, Indianapolis. As- 
sociation secretary, W. J. Sheely, 
964 No. Pennsylvania St., Indian- 
apolis 4, 


Iowa Retail Hardware Association, 
convention and exhibit, Feb. 9-12 
at State Fair Grounds, Des Moines, 
Iowa. Headquarters and sessions, 
Savery Hotel. Secretary, Philip R. 
Jacobson, Mason City. 


Kentucky Retail Hardware Assn., 
trade show and convention, Feb. 2-4 
at the Brown Hotel, Louisville. As- 
sociation secretary, D. W. Laws, 
501 Republic Bldg., Louisville 2. 


Michigan Retail Hardware Associa- 
tion convention and exhibit, Feb. 
16-18 at Grand Rapids. Headquar- 
ters, Pantlind Hotel; exhibit, Civic 
Auditorium. Harold W. Schumacher, 
Olds Bldg., Lansing 8, manager. 


Minnesota Retail Hardware Assn., 
trade show and convention, Jan. 19- 
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PROFIT , , . is written all over these 

striking new additions to the popular Billings 
line! They merchandise Sockets and Parts the way your customers 
want to buy ‘em... in SETS! 





Six fast-moving sets include the sockets and parts customers need 
most. Four sets packed in sturdy metal boxes enameled in Billings 
royal blue. Other sets are deep wall sockets and universal flex sockets. 
Selling prices and assortments fit every customer — every store — 
every sales situation. ; 
COMPLETE YOUR BILLINGS LINE! ORDER ‘EM FROM YOUR 
BILLINGS WHOLESALER . . . NOW! 





ALL BILLINGS WRENCHES ARE GUARANTEED! Life-Time® 
Wrenches are guaranteed to stand up under the toughest 
usage. We'll gladly replace — without cost — any Billings 
wrench that fails to meet this test. 
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| 21 at St. Paul. Trade show at the f bee 
Auditorium. Sessions at Lowry Ho- 
tel. Association secretary, C. J. 
Christopher, 2110 Nicollet Hotel, 
Minneapolis 4. 





Just what 
“prwdered, coffee wthusatty, 
\ hn bee e i ' Missouri Retail Hardware Assn., trade E 
ave n wanting: show and convention, Feb. 23-25 at ! 
the Jefferson Hotel, St. Louis. As- 
sociation secretary, Harry Scherer, 
1189 Arcade Bldg., 812 Olive St., 
St. Louis. 






. Montana Hardware & Implement 
..-and the "spot of tea” | Assn., convention, Nov. 12-14, 1953, 


& * e ® 
This little Boil-Quick 
at the Northern Hotel, Billings. As- 


addicts, too! 
s sociation secretary, Norman O. 
of “1b “ TE ann! Blevins, P. O. Box 1152, Helena. i 
e 
Ti Mountain States Hardware & Imple- | - 

. ment Assn., convention, Jan. 26-28 

Tea Kettle of Guaranteed ,Porcelainware | <.is-<comemsetee: pms: | Boe 

N Colo. Association secretary, Francis —_ 


W. Reich, 1233 Spruce St., Boulder, 
Colo. 


Nebraska Retail Hardware Assn., 
trade show and convention, Feb. 
16-18 at the Auditorium, Omaha. 
Association secretary, C. A. McCoy, 
325 Insurance Bldg., Lincoln 8. 


New England Hardware Dealers 
Assn., trade show and convention, 
Feb. 22-24 at the Hotel Statler, 
Boston, Mass. Association secre- 
tary, A. C. MacHardy, 185 Dart- 
mouth St., Boston 16. 


New York State Retail Hardware 
Assn., trade show and convention, 
Feb. 16-18 at Syracuse. Show at 
War Memorial. Sessions at Syra- 
cuse Hotel. Association secretary, 
Nicholas H. Kiley, Hills Bldg., | 
Syracuse 2. 


North Coast Retail Hardware Assn., | 
trade show and convention, Jan. 31- 
Feb. 2 at the Multnomah Hotel, 
Portland, Ore. Association secre- 

Fast Boiling Capacity tary, D. D. Stewart. American 

tYa "Gh. r Building, Seattle 4, Wash. 


North Dakota Retail Hardware Assn. 
convention, Jan. 26-28 at Fargo. As- 
sociation secretary, Miss E. J. Mc- 
Grann, 54% Broadway, Fargo. { 


powde : hg. apaadiec | wh Ohio Hardware Assn.. trade show and 
All they need 1s Be : convention, Feb. 8-11 at Cleveland. 
Exhibit at Public Auditorium. Ho- f 
tel Headquarters, Statler Hotel. 
Association secretary, John B. 
Conklin, 198 S. High St., Columbus 
15. 








adds to porcelainware’s natural heating speed. Fast boiling 
capacity 1% quarts. Size and design that pleases the feminine eye 
instantly, gleaming blue-white with black trim. Snug lid won’t tilt 
when pouring, plastic knob; latch upright handle . .. No wonder it 
sells out fast everywhere it’s displayed! Nice profit at $1.98. 


This small Belmont Tea Kettle provides it in a hurry. Wide bottom | 
| 


Oklahoma Hardware & Implement 
Assn., trade show and convention, 
Feb. 2-4 at the Municipal Audi- 
torium, Oklahoma City. Association 


| 

| 

| ; 

| secretary, Robert K. Thomas, 515 | For fu 
The elmout Company | Midwest Bldg., Oklahoma City. other 

} 

| sii shai 


Division of The Ridge Tool Co. « 100 Belmont Street, New Philadelphia, Ohio Pacific Northwest Hardware & Imple- 


For some busy money-making, order this new Belmont No. 200 Tea 
Kettle from your Supply House today! 
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Ist Prize 

inner in 
recent Nationel 
Lithographic 
Awards contest. 


Fastest Selling Profit Maker 
in the Smallest Floor or Counter Area! 


* 3-dimension beauty —so realistic it has to be touched | 7 /, f 
to see that it’s printed! ‘ 


* Colorful reproduction of an actual needlework sampler ““-BUY-WORTHY” Features: 


: : aii Mtedl 
specially designed for Aristo-Mat! * 4 durable coatings on heavy-gauge steel 


Aristo-Mat’s “Sampler” answers the growing demands assure long life, lasting beauty!- 
for Early American styling — brings new and extra * Will not chip, peel, fade . . . rust and 
: stain-resistant! 
profits to you! 
* Patented Kant-Kut Korners! 
You can always be sure there’s an Aristo-Mat designed * Asbestos-cushioned backs! 
for every taste . . . for any decorative scheme. * Priced to fit every purse! 






aunt or REFUND Oo 
(ga ae by = 
Good Housekeeping 
Ka Nor \) 


Nationally Advertised to Help YOU Sell 


Permanent Showrooms: 11-104 Merchandise Mart, Chicago, Ill. 
Canadian Representatives: The D. G. Clark Agencies, London, Ontario, Canada. 





4) 
AS aovenristd WHS 


| For further information regarding PHOENIX TABLE MAT CO, 
L other patterns write directly to: ‘ 1718 E. 75th Street ° Chicago 49, Illinois 
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THESE 4, FOR SURE, BELONG IN 
EVERY HARDWARE STORE 


ASBESTOS -— the famous fireproofing and insulat- 


ing material — the material of 101 uses in every home — 


now specially packaged for easy handling and quick 


sales in the hardware store. 

















Silda ASBESTOS PAPER '2-"" 


18 rolls, each roll 12’ long, 18” wide, 
in attractive display carton with a 
few suggested uses displayed in big, 
bold type. No measuring, no cutting, 
no wrapping required. 


SilJlo ASBESTOS PAPER 7°."° 


Package contains 20 yds. of fine 
quality Asbestos Paper, 18” wide. 
Used where complete covering of 
warm air pipes is desired or where 
large areas need fireproofing pro- 
tection. Put up in an eye-catching 
orange wrapper. 








Sitio ASBESTOS PANELS 
16 Asbestos Panels, 1/g” thick, accu- 
rately cut to 24 x 36 inches. Panels 
slide out at one end of the carton. 
No need to wrap for customers. 





Salle ASBESTOS 
PIPE JOINT TAPE 


Easily and quickly applied, this fa- 
mous material assures a neat, clean- 
looking job—no rough edges. 12 
rolls of 3” tape (1,008 ft.) or 18 rolls 
of 2” tape (1,512 ft.) Put up in an 
attractive carton. 


SHOW 'EM AND YOU'LL SELL'EM 


ORDER NOW FROM YOUR JOBBER 
SALL MOUNTAIN CO., Hamilton, Ohio 
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ment Assn. convention, Nov. 8- 
10, 1953, at the Multnomah Hotel, 
Portland, Ore. Association secre- 
tary, J. Malcolm Smith, 614 Empire 
State Bldg., Spokane, Wash. 


Pacific Southwest Hardware Assn., 
trade show and convention, Feb. 
16-18, at Long Beach, Calif. Ex- 
hibits at Auditorium. Meetings at 
Wilton Hotel. Association secre- 
tary, A. C. Kammeier, 416 W. 8th 
St., Los Angeles 14. 


Pennsylvania and Atlantic Seaboard 
Hardware Assn., trade show and 
convention, March 2-4 at the Chal- 
fonte-Haddon Hall, Atlantic City, 
N. J. Association secretary, W. 
Glenn Pearce, 1616 Walnut St., 
Philadelphia 3. 


South Dakota Retail Hardware Assn., 
trade show and convention, April 6- 
8 at the Coliseum, Sioux Falls. As- 
sociation secretary, O. R. Baily, 
1300 S. Jefferson Ave., Sioux Falls. 


Tennessee Retail Hardware Assn., 
convention, Feb. 21-23, at the Noel 
Hotel, Nashville. Association sec- 
retary, Morris Jones, P. O. Box 784, 
Nashville. 


Texas Hardware & Implement Assn. 
trade show and convention, Jan. 25- 
27 at the Plaza Hotel, San Antonio. 
Association secretary, R. M. Souder, 
822-823 Texas Bank Bldg., Dallas 2. 


Tri-State Hardware & Implement 
Assn. trade show and convention, 
Feb. 8-9 at the Herring Hotel, 
Amarillo, Tex. Association secre- 
tary, M. D. Shepherd, Canyon, Tex. 


Virginia Retail Hardware Assn. trade 
show and convention, Feb. 7-10 at 
the Hotel Chamberlain, Old Point 
Comfort, Va. Association secretary, 
G. T. Omohundro, Jr., Scottsville, 
Va. 


West Virginia Retail Hardware Assn., 
trade show and convention, Feb. 
22-24, at the Daniel Boone Hotel, 
Charleston. Association secretary, 
James C. Fielding, 1628 McClung 
St., Charleston 1. 


Western Retail Implement & Hard- 
ware Assn. trade show and conven- 
tion, Jan. 18-20 at the Municipal 
Auditorium, Kansas City, Mo. Asso- 
ciation secretary, William J. Shaw, 
3915 Main St., Kansas City 2. 


Wisconsin Retail Hardware Assn., 
trade show and convention, Feb. 2- 
4 at Auditorium-Arena, Milwaukee. 
Association secretary, H. A. Lewis, 
Stevens Point, Wis. 
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Nov. 8- : a a a, ~ 
h Hotel, i i 
n secre- . ; ? 
aap EVERY WOMAN KNOWS ¢ EVERY WOMAN WANTS | 
h. , 
P 
2 Assn., 
mn, Feb. 
lif. Ex- 
tings at 
n secre- 
|W. 8th 
—_— The consistently advertised line of 
iow and : 
_— = KITCHEN 
ic City, - aality cfs 
ary, W. - 
nut St., 
The Dazey ‘‘Table-Topper"’ Extension Can Opener with 
Dual Electronic Lid Lifter Model 78C has all of the 
e Assn., features of the famous Dazey Can Openers. Specially 
April 6- designed rubber vacuum cup attaches firmly to any 
lis. As- horizontal flat, smooth non-porous surface, such as 
Baily, tables and work table space made of formica, stain- 
ix Falls less steel or enameled metals, porcelain, etc. It adjusts 
« easily to open from the smallest baby food cans up to 
gallon cans over table—not necessary to hang over 
. Asgsn., edge—no chance of dropping cans to floor. Purposely 
the Noel designed as a removable, portable can opener, it at- wah) 
ion sec- taches quickly and is removed easily for storage. 
Box 784, Packed 6 of any one color in master shipping case. 
Colors: Red, White, Yellow — Chrome trim. Weight: 
13 Ibs. per % dozen. Retail price $7.95. 
nt Assn. Model 70C same as Model 78C except without Dual 
Jan. 25- Electronic Lid Lifter. Packed 6 of any one color in 
Antonio. master shipping case. Colors: Red, White, Yellow — 
, Souder, Chrome trim. Weight: 12 Ibs. per Y% dozen. Retail 
Dallas 2. price $6.95. 
iplement 
vention, 
+ Hotel, 
n secre- 
on, Tex. 
sn. trade 
7-10 at 
ld Point * 
y Toe 
ecretary, MODEL No. 98 CAN OPENER (HOLD-VAC) DUAL ELECTRONIC aah a . 
ottsville, . Vacuum cup mounting is designed to make can opener Good Housekeeping 
removoble and non-permanently mounted. Holds firmly on flat, at 
vertical non-porous surfaces, such as: metal, glass, 41/2” square 245 aovcanseo 1 
ceramic tile, porcelain, stainless steel, etc. Non-marking, non- 
staining black rubber vacuum cup. Features the Dual Electronic 
re Assn., permanent magnetic Lid Lifter. Prevents jid from dropping into 
Qn, Feb. Somer — 1 : eat date aie ae tt eee "2 =. 
e Hotel, Retail price $5.95. Model No. 98CR Red enamel with Chrome 
scretary, trim, Retail price $6.95. 
McClung SPOHOSSHSSHSSHSSHSHSHSHSHSSHSHESSHSHSSSSSESESESESESHESSESESEESESESESE 
Be sure 
& Hard- MODEL No. 90 (HOLD-VAC) . . . same features as Model No. 98 
conven- except without Dual Electronic lid Lifter. Individually packed in 
[unicipal tg oe Pig sone > $2.95. mode No. 90CR Red le 
[o. Asso- Chrome trim—Retail price $5.95. 
J. Shaw, = 
y 2. F 
; load dada a American Home, Good Housekeeping, Household, Ladies’ Home Journal, McCall's, Parents’, 
» Assn, f I ONALLY Redbook, House Beautiful, Saturday Evening Post, Sunset, Family Circle, Today's Woman, Woman's j 
_ Feb. 2- I NAT Home Companion, Better Living, Woman's Day, Better Homes & Gardens, Capper's Farmer, Country 
lwaukee. i ADVERTISED IN: Gentleman, Farm Journal, Successtul Farming. 
.. Lewis, i ” : 
i ii 4 
DAZEY ce BPP RATION «= &$¥. tows ye SUTtBPeOwvwer s 
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WHAT'S NEW 








@ For more information on these products and services 


use free post card on page 175. 


(Continued from page 13) 


hinges, H and L hinges, and other 
items. Each item is individually 
packed, complete with screws, in 








attractive printed envelope. Na- 
tional Lock Co. 


For more data circle No. 9 on postcard, p. 175 


Clamp and Mitre Box 
Called the Corner-mite,_ this 
clamp and mitre box is made of 
rust-resistant plated steel. Used 
as a clamp, it holds wood for mak- 
ing joints, for nailing, screwing, 
doweling, etc. It makes 90° mitre 
and butt joints, and butt joints in 
L or T shapes with same size or dif- 





ferent width wood. ‘As a mitre 
box, it makes 45° or 90° cuts. It 
can also be used as a try-square to 
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check uprights, as a T square to 
mark wood, and as a 45° marker. 
It makes small square or rectangu- 
lar frames in one operation. It can 
also be used as a vise for drilling 
identically spaced holes. When in 
use it can be fastened to a bench. 
It retails for $1.49. Mikin Prod- 


ucts, Ine. 
For more data circle No. 10 on postcard, p. 175 


Electric Irons 


Featuring larger soleplates and 
lighter weight, steam-and-dry iron 
(illustrated) can be used with tap 
water and Visualizer is an auto- 
matic iron. Both have fabric selec- 
tor dials on the handle. Steam-and- 
dry iron has push-button control 
which changes steam iron to dry 





iron without emptying water. 
Weighing 314 lb., model is priced 
at $18.95. Visualizer has 30 sq. in. 
soleplate and a light that goes off 
when correct ironing temperature 
is reached. Weighing 2% Ib., it re- 
tails at $12.95. General Electric 
Co. 


For more data circle No. 11 on postcard, p. 175 


Acid Hose 


Condor Acid Discharge and Con- 
dor Acid Suction Hose have been 
made more resistant to acids, salts, 
alkalies and other solutions by com- 
pounding a new synthetic with 
other acid-resisting materials for 


tube and cover. Can be used to 
convey solutions not recommended 
for ordinary rubber hose. Tube of 
hose is highly abrasive resistant to 
withstand slurries. Raybestos-Man- 


hattan, Inc. 
For more data circle No. 12 on postcard, p. 175 


Hose Nozzle 


This Green Garden hose nozzle 
features automatic spray or stream 
control by thumb pressure, natural 
grip, and wire clip on handle that 
locks nozzle in one position. Knurled 





nut at rear of handle allows further 
adjustment. Nozzles come packed 
six to a colorful display carton. 
Fully guaranteed to be repaired at 
any time, nozzle retails for $1.59. 
A. W. Francis Co. 


For more data circle No. 13 on postcard, p. 175 


Wheelbarrow 

This Ohio home and_ garden 
wheelbarrow has full ball bearing 
whee! and 3 cu ft capacity tray of 
18-gage pressed steel, double seam- 
ed. Handles are of aluminum finish- 


se, 





ed tubular steel and tire is semi- 
pneumatic puncture-proof type. All 
nuts and bolts are cadmium plated 
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THIS 1S HOW ONE CHAIN SELLS 
- « « COLONIAL PAINT BRUSHES 
-.. . . ALL YEAR ‘ROUND! 








4 







ey Ai ne i He 


‘| it Wi. A a 4 
é ; ; 
’ + 


“< 
,- , 


MEM OR A REFUND >> 
SCnaranved by © 
Good Housekeeping 
& Yop * 


4S apveanisto WES 
CONTINUOUS FAST TURN-OVER . . that's what effec- 


tive display can do . . especially with COLONIAL 
PAINT BRUSHES! And remember . . every 


Colonial brush carries the Good House- 
keeping Seal of Approval imprinted on 
each handle! 


COLONIAL BRUSH MANUFACTURING COMPANY, INC. 
BOSTON 14, MASS. 


New York..... Chicago. . . . San Francisco. . . . Los Angeles ... ~~ Portland, Ore. 
HARDWARE AGE, OCTOBER 29, 1953 





173 








WHAT'S NEW 








@ For more information on these products and services 
use free post card on page 175. 


for rust resistance. Barrow starts 
and turns with ease, does not chip 
walks or cut soft lawns. John H. 
Graham & Co., Inc. 

For more data circle No. 14 on postcard, p. 175 


Calking Gun 


Called the CG-4 Speed Loader, 
this calking gun can be used with 
Speed Loads packaged either with 





or without nozzle. Gun is light and 
easy to operate. It uses a rachet 
type plunger rod. Easy trigger ac- 
tion provides smooth, even flow. 
Macklanburg-Duncan Co. 

For more data circle No. 15 on postcard, p. 175 


Flexible Sprinkler 

This improved flexible sprinkler 
is a seamless, triple-tube of strong, 
extruded vinyl. It lies flat and 





sprays water upward only. When 
flipped on its back, it soaks around 
flowers, trees and shrubs without 
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wetting foliage or washing out 
roots. Sprinkler comes packed on 
its own handy reel for easy storage 
and long life. It will not rot, rust 
or mildew. New Flush-Out clamp 
at end makes it easy to wash out 
impurities. The 25-ft. length re- 
tails for $3.98; 50-ft., $5.98, both 
models include reel. Supplex Corp. 
For more data circle No. 16 on postcard, p. 175 


Electric Lawn Trimmer 


Electric lawn trimmer No. 700 
operates from a standing position 
and rolls on two rubber wheels 
which also act as pivot to enable 
cutting at different heights. Trims 
along walks, driveways, walls, 
around gardens, trees and shrubs. 
Features include vacuum pull of 
blade for clean cutting, guide plates 
to protect operator, and a slip 





clutch to prevent stripping. Weigh- 
ing 5 lb., trimmer has AC-DC, 60 
cycle, 110-120 volt motor. Retail 
price $29.95. Seymour Smith & 
Son, Ine. 

For more data circle No. 17 on postcard, p. 175 


Tempered Glass 


Herculite tempered glass can be 
permanently decorated with sand- 
blast or fired colors, for use in all- 
glass doors and store front appli- 
cations. Glass will not turn amber 
when exposed to sunlight, reduces 





glare and iridescent effect, and re- 
duces the chance of someone walk- 
ing into the door since edges are 
more apparent. Channel used is 
1%4-in. lower than any used in the 
past. Pittsburgh Plate Glass Co. 


For more data circle No. 18 on postcard, p. 175 


Electric Sander Kit 


Model 120 Electric Sanding Kit 
includes a portable electric sander 
with felt, rubber and lambswool 
pads, 10 assorted abrasive sheets, 
spare drive belt, 10-ft electric cord 
and wrenches and a steel carrying 
case. Sander has a 35x7}%-in. pad 
to accommodate 1/3 of a standard 
sandpaper sheet. Pad has a 14-in. 
orbital motion rotating at 4,000 
rpm under load. Weighing 6 lb, 





machine has polished aluminum 
frame with pistol grip, trigger 
switch and front knob, and ac-de 
115-volt motor, and contains pre- 
cision ball bearings. Porter-Cable 
Machine Co. 


For more data circle No. 19 on postcard, p. 175 


Self-Propelled Mower 
Called the Hurricane Traveler, 

this self-propelled rotary lawn 

mower has a completely automatic 





transmission, known as the Hurc- 

O-Matic Drive, which allows single- 

control operation. Machine is 
(Continued on page 178) 
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ew CHECK CARD 


a 4-in. 


ey | AN EXTRA 
HARDWARE AGE SERVICE 


A successful hardware dealer keeps up to date on 
What's New in merchandise. The Quick Check 
Card on the bottom of this page will help you get 
more information on new products described in this 
issue, quickly and easily. HARDWARE AGE brings 
you more new product descriptions than any other 
magazine. The Quick Check Card service will now 
get you all the information you need, quickly. 
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Here is Your Quick Check Card 


What it is... How it works 


@ Each issue brings you dozens of descriptions of new products, new dis- 
plays, etc., in the “What's New" columns. You get more of these in 
HARDWARE AGE than in any other magazine. 














@ When you want more free information on any of these products, simply 
mark a circle around the same number on the post card as appears 
under the individual item description. 





@ Drop the post card in the mail box. No postage is needed. You will 
quickly receive, free, complete details on the product from the manufac- 
turer. You may circle as many items as you wish. Separate information 
will be sent you on each item. 


@ Be sure to give your full name and address on the post card. Print or type 
it clearly. We cannot service post cards with incomplete addresses. 
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EASY-SELLING 
HANDY FASTENERS 


on “HOW-TO-USE” 
CARDS 


PEEDY 
RIVETS 


~ 
) 












Every home handyman and 
housewife is a prospect for 
these handsome, easy-to-use 
rivets. They'll fasten cloth, 
leather, paper, plastic sheet- 
ing; ideal for craftwork ... 
repairs on clothing, luggage, 
straps, etc. . . . quick, secure, 
permanent. User simply 
punches hole in parts to be rivet- 
ed, pushes rivet together through 
holes, places on firm surface and swats with a hammer. 
Finishes: Gilt, nickel, black, brown. Large or small sizes. 
Retail: 15¢ a card. 


TEENUTS 


steel threads in wooc 


TEENUTS 


“SER THREADS tm wager 


Ideal for new work, wood to 
wood, wood to metal, and 
where old screw holes have 
worn out. TEENUTS mount 
flush without counter-boring. 
Simply drill hole size of 
TEENUT barrel; steel prongs 
provide rigid, permanent an- 
chorage. Same size hole for 
bolt. Complete line to fit 
standard bolt sizes. Carded 
a) — put-up retails for 15¢.. . 
’ packed in eye-catching dis- 
play carton. Call your jobber, 
today. 


NATIONAL ADVERTISING / 


A consistent, year-round campaign in: 
Better Homes and Gardens 
American Home 
Popular Mechanics 
Total Circulation: 8,000,000 











LINE 


Chicago 8, Illinois 


THE 


3229 South Ashland Avenve 





HARDWARE AGE, OCTOBER 29, 1953 





“| AL“ TURN THE 
EM SMALL SALE 
my INTO APROFIT” 








LEN “seit 
MORE WITH 
A/LESS EFFORT” 











It wastes your time and often makes you break into 
stock to fish out one or two small socket cap or set 
screws or keys for a customer. Let him browse and 
buy more! 


Allen pioneers the replacement market for Allen head 
cap screws, set screws, keys and the new market for 
key kits with ten different units . . . counter displays, 
boxed assortments and complete counter display mer- 
chandisers. Write 
direct to the factory 
about Allen retail 
sales aids . . . for 
quicker, easier, 
greater profit per 
square inch of sell- 
ing space. 
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Yes ... and at a profit, too! Here’s the 
clus: stock and sell Anchor Brand Chain 
Repair Links. 

Now available in seven quick-fit sizes, 
handy Anchor Brand Pivot and Rivet-type 
Links make chain repairs a cinch. They’re 
easy to apply... extra rugged . . . and 


plenty popular with farmers, ranchers, log- 
gers, builders and maintenance men every- 
where. They’re handy, they're profitable 
. . try them and see! 
Ask your jobber for complete details! 






Closed 


Opened for 
Attaching 
No. 2530 
Pivot Link 


He", 3 A", Ke en a % “ 


Sizes: %6", % 


i 


No. 2531 
Rivet Link 





Sizes: Ki," Y% “i, % A - KS", Yn", 5%" 


NORTH & JUDD 


MANUFACTURING COMPANY 


NEW BRITAIN ea), 3 CONNECTICUT 
id 


Atlanta 
Detroit . ni Cago . St. Lours 
Los Angele . San Francisco 


Boston . niladelphia 








WHAT'S NEW 








started and stopped by hand con- 
trol lever. Powered by a four-cycle, 
3-hp Clinton gasoline engine, mower 
cuts a 22-in. swath. Automatic gov- 
ernor control keeps blade speed con- 
stant. Mower can be used with or 
without a sulky which enables it to 
cut 14 acre per hour at a maximum 
speed of 5 mph. Control lever al- 
lows several speed adjustments 
when sulky is not attached. It can 
also be operated as a push mower. 
National Metal Products Co., Inc. 


For more data circle No. 20 on postcard, p. 175 


Plastic Towel Bar 

This plastic towel bar, called 
Selfix, can be put up by a house- 
wife without marring the plaster 





or tile walls of the bathroom. It 
requires no nails or screws or tools 
for installation. It has two con- 
cealed wood inserts which are ad- 
hesive coated and molded into each 
end of the bar. Available in 
white, red, yellow, green and black, 
bars come in 12 or 18 in. lengths. 
Selfix Products Co. 


For more data circle No. 21 on postcard, p. 175 


Computing Machine 


Here is a machine that adds and 
subtracts fractions without the op- 
erator converting the fractions into 
decimals. It accumulates and auto- 
matically converts fractions into 
whole numbers, or whole numbers 
and fractions. Machines with quar- 
ter, 8th, 12th, 16th, 20th, 24th, 
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32nd, 60th and 64th fraction keys 
are available in both hand and elec- 
tric models. Yards, feet, inches; 
tons, pounds, ounces; _ gallons, 
quarts, drams; hours, minutes; 
bushels, quarts, pecks and grains 
can be figured on this type ma- 
chine. Subtractions are printed in 
red. Machine has capacity of 
999,999.99 and comes with dollars 
and cents or numerical punctuation. 
National Cash Register Co. 


For more data circle No. 22 on postcard, p. 175 


Steel Poultry Nest 


This Rol-O-Matic steel poultry 
nest is designed to minimize egg 
breakage by use of a removable 
welded-wire screen floor (plastic- 
coated available), which is curved 
at front to permit egg to yield when 
struck by another. Made of 24- 
gage galvanized steel, it is roomy 
and well ventilated, easy to clean 
and keep clean. Wire screen en- 
trance cleans feet before birds 
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reach nest. Cover opens up and 
away- from nest, automatically 
cleaning itself. Restriction bar 
automatically moves into place to 
keep hens inside during egg gath- 
ering. Rhinehart Mfg. Co., Inc. 


For more data circle No. 23 on postcard, p. 175 


Garden Sprinkler Hose 


This garden sprinkler hose in- 
sures uniform pressure throughout 
its entire length and has special 
couplings at both ends which permit 
extra sections of hose to be added. 
Couplings also allow hose to be 
easily flushed out if silt accumu- 
lates. Containing four tubes, three 
of which are perforated for spray- 
ing, vinyl hose uses fourth chan- 
nel to carry water full length of 
hose where it is forced by brass 
cap back into other tubes, keeping 
pressure equal throughout hose. 
Under side of hose is flat, prevent- 
ing twisting or turning when in 
use. With unperforated side up, 





hose can be used as soaker. Weigh- 
ing 2 lb. in 50-ft, length, hose also 
comes in 25 and 75 ft. lengths. 
United States Rubber Co. 


For more data circle No. 24 on postcard, p. 175 


Plastic Pipe: 

Rigid, non-plasticized polyvinyl 
chloride plastic pipe, called Carlon 
V, has resistance to a wide range 
of organic and inorganic chemi- 
cals. It is practically unaffected 
by all mineral acids, bases and 
salts, chlorine, oil, grease, gasoline, 
alcohol, and carbon tetrachloride. 
It is completely immune to rot, rust 
and electrolytic corrosion. It has 
high structural strength and di- 
Mensional stability, high dielectric 
strength, low water absorption and 
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You can't 
handle a better 
line of bolts 


HERE’S WHY. ..1. Circle © bolts are 
made from high quality selected steel by 
the most modern methods and machines. 
2. Circle © bolts are packed in clearly- 
labeled, sturdy corrugated board con- 
tainers that simplify your handling and 
stocking. 3. Circle ® bolts are concisely 
cataloged in a useable book that makes 
specifying and ordering easier, faster and 
more efficient. In addition, this complete 
line of quality fasteners, with all the 

plus features, is no high- 
er than ordinary 
bolts alone. 





BUFFALO 


BOLT COMPANY 


Division of Buffalo-Eclipse Corporation 
North Tonawanda, N. Y. 
Sales Offices in Principal Cities 


PRODUCERS OF CIRCLE @® PRODUCTS 
BOLTS e NUTS e RIVETS AND SPECIAL FASTENERS 





. NUMBER 51 identifies the latest 
catalog available. If you don’t 
have a copy, we'll gladly send you 
-one upon request. 

















































PAIL features with others on 
these points . . . 


STRAIGHT SIDES— 

assure extra resistance to 
rough handling. 

DEEP ROLLING 
CORRUGATIONS— 

run full length of Can adding 
further rigidity. 

HEAVY GAUGE STEEL— 
provides battleship rugged- 
ness. 

STRUCTURAL STEEL BANDS— 
pretect top and bottom of Can 
and act as shock absorbers. 
HOT DIP GALVANIZING— 

a hand process after fabrica- 
tion, insuring heaviest possible 
rustproofing. 

PINCH PROOF HANDLES— 
for easy handling. 

STURDY LID— 

snug fitting yet easy to re- 
meve. 


“Originators of the 
Corrugated Can” 


2110 WINCHELL AVENUE 


Compare WITT CAN and | 


ai 





‘ TN er 
ee en an ed 


WITT CANS aid PAILS are guaranteed to 
outlast 3 to 5 ordinary CANS. That's your 
assurance of the highest standards of 
workmanship. WITT CANS and PAILS are 
designed to last longer . . . constructed to 
survive the most severe weather, wear, 
even deliberate abuse. It's no wonder that 
there are many WITT CANS and PAILS 
still in excellent condition after five, ten, 


yes even fifteen and more years of service. 


WITT CANS AND PAILS 
HAVE THE “RIGHT” ANGLE 








THE WITT CORNICE Co. 
CINCINNATI 14, OHIO 


| WHAT'S NEW 





| 


@ For more information 
on these products and 
services use free post 
card on page 175. 


| is non-flammable. It can be in- 
| stalled quickly, at low cost and 


| without the use of special tools. 





| Available in standard pipe sizes 
| Schedule No. 40 and No. 80. Car- 
| lon Products Corp. 


For more data circle No. 25 on postcard, p. 175 


Box, Open End Wrenches 
Combination box and open end 

wrenches with recessed panel bar 

are made of special analysis steel 





| and are heat treated. Wrenches 
have thin walled 15° box ends 
which are hot broached for maxi- 
mum strength. Available in chrome 
plated and Velco finishes, wrenches 
come in seven sizes ranging from 
4%, to 8% in. Openings range 
from % to % in. Also available in 
sets. Vichek Tool Co. 


For more data circle No. 26 on postcard, p. 175 
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Remote Control Mower 


The Robot, added to the Homko 
line, is a full remote control power 
lawn mower that works on the 
principle of leverage and is oper- 
ated entirely by a remote control 
panel which the operator holds 
while sitting or standing next to 
the area to be mowed. Panel is at- 
tached to the mower by a 40-ft. 
cord and is equipped with a start, 
stop and reverse switch and a sepa- 
rate left and right directional 
switch. Without moving from the 
spot, the operator can mow 40 ft. 
to the left, right and forward. An 
18-in. reel type mower, it features 





fully tempered steel cutting blades 
and 1/3 hp. electric motor. Western 
Tool & Stamping Co. 


For more data circle No. 27 on postcard, p. 175 


Vacuum Cleaner 


The Automatic, Model FA-12, 
vacuum cleaner features low con- 
tour exterior for easy cleaning un- 






~~ 
— 
<«, 
f. 


der low furniture. Cleaner body, 
47% in. high, has non-marring viny) 
bumper around it to protect furni- 
ture. Unit comes with cleaning 
tools for all cleaning and dusting 
needs and has Attach-Adapter that 


(Continued on page 184) 
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Amazing New 2-Way Watering Syste 


PROEN’S well- advertised 


WATERSPIKE 
















\ It gets the 
corners 


Proen’s WATERSPIKE, a sensational 
sprinkler and root irrigation system, 
brings you fast sales. Patented 
SQUARESPRAY head sprinkles above 
surface in exact square patterns 
from 2 x 2’ to 35 x 35.’ With a flip 
of the valve, spot irrigation is 
provided right at the base 


\ 


(( (7 






















|} Control valve of plant roots. Handsome, husky 
|| instaty converts WATERSPIKE will sell itself right 
“ tessa 7 off your display table. 
\. | inrigation. 
\ ORDER NOW! 
NU /_ iin include these in your sprinkler 






line for the coming season 
Only 


4.90 


Retail 
malas 


Pe aE 
5 # 






Waterspike packed 
3 to a carton plus 
counter display % 
stand : 










Squarespray 
packed 6 to 
a carton 





-TOen 


SQUARESPRAY 


Idiltmudlel-Naelaelelul-em soldi d(-imelale 





ally waters in squares gets all the 


corners is the most efficient forn 


of sprinkling. A proven fast-seller; a 


sure profit-builder 


Strong advertising, immediate delivery 


make Proen’ Products sure-sell items 


PROEN PRODUCTS CO. 


TREET, BERKELEY ALIF 






18) 








Because of their diversified applications, Wick- 
wire Hardware Products give you the advantage 
of broadened customer coverage . . . a wider 


sales spread for greater volume and more 
profitable business. 

What’s equally important is that when you sell 
Wickwire Hardware Products you can always 
count on continued customer satisfaction. 


American Gold Strand Insect Wire Screening 


Galvanoid, Bronze or Aluminum—a grade that meets every 
customer requirement. Available with the following selvages: 
(1) Standard ten round wire selvage. Ten round wires in each 
selvage. (2) Flat wire selvage. Five flat wires and seven 
round wires in each selvage. (3) Special wide flat wire 
selvage. Designed for tension screen manufacturers. Contains 
eight double round wires and one ribbon type flat wire /” 
wide. (4) Special wide double flat wire selvage. Designed for 
tension screen manufacturers. Contains six double round 
wires and two ribbon type flat wires both Ye” wide. 


WICKWIRE 


hardware products 





Wickwire Hardware Products are manufactured 
to the highest standards of quality to give long- 
lasting, reliable service—assurance that customer 
good-will is retained for profitable repeat sales. 

Most of these items are available for im- 
mediate shipment from warehouse stock. Call 
your jobber or contact our nearest district 
office for full details. 











i Clinton Standard 

5 Hardware Cloth 

A year-round, 
steady-selling item of 
a thousand and one 
uses. Heavily galvan- 
ized after weaving 
for long-lasting re- 
sistance to rust. 


Hardware Cloth is 
manufactured and 
sold under the brand 
name CALWICO in 
the West. 
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Mechanic's Wire 
A soft annealed wire with all- 
around utility value in the 
home or shop. Supplied in 50 
and 75 ft. coils packed 12 per 
box; or on convenient 2 and 
5 pound spools. 
















Clinton General Purpose 
Welded Wire Fabric 


Electrically welded at joints 
for extra strength and rigidity. 
Easily installed and suitable for 
diversified applications. 


















Clinton Hex Mesh Netting 
Made with extra strong selvage, it 
hangs well and is easy to handle. 
Supplied in all standard widths, 
meshes and wire sizes for wide 
utility range. 




















Quick Hitch Gate Springs 
A rugged spring for heavy 
doors and gates. Made of 
oil-tempered wire. Quickly ap- 
plied, easily operated. 


Perfection Door Springs 


Unequaled for toughness, dur- 
ability and resistafice to rust. 
Made of selected wire, avail- 
able in black japanned and 
galvanized finishes. 
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THE COLORADO FUEL AND IRON CORPORATION—Denver, Colorado 

WICKWIRE SPENCER STEEL DIVISION—Atlanta © Boston © Buffalo © Chicago © Detroit 
New Orleans * New York © Philadelphia 

PACIFIC COAST DIVISION—Oakland, California 


WICK WIRE 


HARDWARE PRODUCTS 





Wissco TV Guy Wire 


Makes a permanently taut guy wire for 
TV antennas. Quality galvanizing as- 
sures prolonged resistance to weather 
effects. 


(FJ PRODUCTS OF WICKWIRE SPENCER STEEL DIVISION 
THE COLORADO FUEL AND IRON CORPORATION 





1942 
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° Spray Pack PAINTS 


POSITIVE ACTION 
CANNOT CLOG 


@ Patented Cleaning Rod Keeps Paint Passage Clear 
@ Provides Smooth, Even Flow of Paint From Can 

@ Paint Flow Starts Immediately 
& 
& 






Assures Amateur Painter Professional Results 
No Finger Fatigue . . . Easy to Operate 


SEYMOUR OF SYCAMORE, INC,sycamore e ILLINOIS 





FINGER GRIP CLIPS 


* Hold Anything with a Handle 
* Keep Shape Permanently 
* Adjusts in a Jiffy 


Millions of PLATT ADJUSTABLE FINGER GRIP 
holding all kinds of 
tools and implements. Millions more to be sold! 
Get your share of the Profits. 


CLIPS are now in use... 
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THREE SIZES: 

Small 3 for 10¢ 
Medium 8c ea. (2 for 15c) 
Large 10c each 
(Slightly higher on West Coast) 
Easy to Sell: Attractive 
Counter Displays 
ASK YOUR JOBBER 


ARTHUR I. PLATT 


170 Kenwood Avenue 
Fairfield, Conn. 


WHAT'S NEW 











automatically clamps into place for 
easy connection of attachments. It 
features Toss-Away disposable 
bag; automatic nozzle that adjusts 
for any carpet thickness; self-ad- 
justing handle for any cleaning or 
storing position; and free floating 
brush roll which retains constant 
contact with carpet regardless of 
brush wear. Suggested retail price, 
complete with cleaning tools, is 
$125. Westinghouse Electric Corp. 


For more data circle No. 28 on postcard, p. 175 


Hose Line Filter 

Sereen-Flo hose line filter, No. 
199, protects intake valves of auto- 
matic washing machines and keeps 








sand and other foreign matter out 
of lawn sprinklers. Made of genu- 
ine wrought brass, filter is installed 
in hose line at the sprinkling device 
or at the water supply inlet. Screen 
is fine mesh monel metal, 2 in. long 
and 5% in. in diameter. It filters 
without restricting water flow. Six 
Screen-Flos are mounted on point- 
of-sale display card. H. B. Sherman 
Mfg. Co. 


For more data circle No. 29 on postcard, p. 175 


Hooded Chain 

Designed for use on D-211 chain 
saws, this DH-2 hooded chisel chain 
uses rounded chrome plated cutters 
and a 9/16-in. pitch. Features in- 
clude easy sharpening with 14-in. 
round file, self-cleaning teeth to 
prevent chip clogging, and rounded 
rider lug for fast boring. Chain is 
easily installed by replacing stand- 

(Continued on page 188) 
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- Recommend 


SMOOTH-ON No.1 


for These Repairs 


MAKE 
LOOSE PARTS TIGHT 


TIGHTEN LOOSE SCREWS 
AND BOLTS 


Recommend Smooth-On 
when your handyman 
customer asks how to anchor 
bolts in concrete; how to tighten loose metal, wood or 
plastic parts; how to seal cracks in metal; or how to 
tighten loose screws and fixtures in wood, metal or tile, 
You—and he—will never be sorry. 


With Smooth-On all you do is mix and fix. When this 
iron cement in powder form is mixed with water 
to a putty, it hardens like metal and expands as it sets. 
Forced into crack, crevice or cranny it thrusts hard againsr 
surrounding surfaces and makes things tight and fast. 
Smooth-On is not an adhesive. It does its job from inside 
the repair, and almost becomes a part of what it fixes. 


FREE seutne aip 


In addition to our national advertising 
campaign in leading hobby, industrial, and 
home-maker magazines we have spent 
thousands of dollars in planning the well 
known Smooth-On Repair Handbook—free 
to you and your customers. These are 
packed in every Smooth-On carton, and 
more can be had for the asking. Forty 
pages, 140 illustrations, simple directions 
tell your customer how to make time 
and money saving repairs. 





SMOOTH-ON MFG. CO., DEPT. 78 
572 Communipaw Ave., Jersey City 4, N. J. 


Do it with 2 
SMOOTH-ON 


THE IRON REPAIR CEMENT OF MANY USES 
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>> SPEEDY SPRAYER 890 


y Diaphragms eliminate oily -pis- 
tons. Y% h.p. motor delivers 2 cu. 
ft. of clean, oil-free air : _— 
Ibs. pressure. Never needs oiling. 
Withe un, less motor, retail $36.50 





SPEEDY SPRAYER 444 


No job too big! 4 cu. ft. of 
clean, oil-free air at 40 Ibs. 
pressure. 2 h.p. motor or 
engine. With gun, less motor, 


retail $66.00 












PAINT 
TANK 778 


Holds 3 gallons. 
Carried or hung 
on ladder. With 


MOBILE SPRAYER 950 


Ideal Automatic Tank spray- 
er for home or commercial 
10’ air and paint use. Steel tank with 1/3 h.p. 
hose. Retail compressor. Removable 
$22.00 wheels and handle. With 

gun and motor, retail $97.50 



















W. R. BROWN CORPORATION 
2668 Normandy Ave., Chicago 35, Ill. 
Speciansts in Portable Sprayers for Over 30 Years 








Coburn #5916 Door 
Set Complete in one 
convenient package. 





Here's a sliding door set that’s easy to stock 
and handle ... . sells fast because it’s priced 
right and comes complete (track extra) in one 
sales-appealing package. Greater convenience 
for you—no lost time hunting for missing 


parts; no troublesome boxing on your part. 
Complete package contains two 134S-9 Hang- 
ers with Bolts... three #701-9 Brackets. “ 
two #30-9 End Inserts... three lag screws 
“” x2”. 


bree 





IRE ..1IN SETS PACKAGED INDIVIDUALLY 


swing-over garage door hardware 








Diets budget-minded buy- 
ers like the Coburn Swing-Over 
Garage Door Set. They like its 
moderate price . . . its ease of in- 
stallation . . . its smoothness and 
quietness of operation ... and 
the long-lived, trouble-free serv- 
ice it gives them. 
Coburn Swing-Over Garage 
Door Hardware is packaged 
complete; adaptable to all types 
our part, of garages—new or conversion 
3-9 Hang- jobs. Painted an attractive gray, 
ckets . “ it blends well with any color 
ag Screws scheme. Write for catalog and 
prices to Sales and Engineering, 
56 Sterling Street, Clinton, Mass. 
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WHAT'S NEW 


Extra 


SAFETY 
@ For more information 
F EATURES on these products and 
services use free post 
: card on page 175. 
















hi 


ard drive sprocket with a special 


, Co \ 
eight-tooth sprocket. Available in HOW STRONG CAN 
cut lengths of 2, 3, 4 and 5 ft, and 
in 100-ft reels. Replacement kit of WIRE FORMS BE MADE? 
The strength and accuracy of 
BROOKS wire forms some- 
times surprise engineers un- 
familiar with modern wire 
fabrication. Often we give them 
better, lower-cost results than T 
oQ@pGpapapo by stamping, forming, ma- 

chining. Because of this, YC 
BROOKS wire forms support 
a world of stresses all over the 
globe. 


M. S. Brooks & Sons, Inc., Chester, Conn. 


Late Since 1848 
cutters and center and side links esha You’r 


Sesion & alg — iin BROOKS i HOOKS sell th 
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Fuel Transfer Tank McGill CANT MISS _WH 
For marine motor use, Moto-Fil mouse & rat traps Bas. 


fuel transfer tank, Model No. 137, 


“ia: | TON 
THIS 
ON EM! 


ght, 2-Color 
Printing 
@ Clear, Selected 
Wood 
@Easy, Dependable 
Val sn 


@Four Way Trigger ’ White M 





* Yes — Metaloid Step Stools are 
safer! Move ‘em around without 
bumping shins or ankles. “Swing 
Ezy” rubber-tread steps lock in 
position, in or out. Metaloid fea- 
tures rigid steel construction, 
rounded corners and turned-under 
flanges — no snagging clothes or 
scratching hands. See the com- 









plete line of nationally advertised sme 
Metaloid stools and utility tables. newt 


For sales-sparking literature, low n 


prices and free mat service contact 
your jobber or write direct. 





eter and holds 2% gal. of fuel plus 


oil mix. Its low design makes stor- Today For 






























CLEVELAND 4, OHIO age in narrow spaces possible and “nme 
Opening soon! Metaloid’s new $1,000,000 prevents tipping. Rust resistant, 
plant — new facilities for greater production! galvanized tank features instant ac- McGILL METAL PRODUCTS CO. 
tion control for starting or stopping MARENGO- ILLINOIS 
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It’s a sure sellout... 
when you feature 


THE CLEANING TOOLS 
YOUR CUSTOMERS NEED... 





You're sure to have the cleaning tools customers need 
-..in fine quality goods at a fair price... when you 
sell the WHITE line. Your customers know the WHITE 
name, too — you dor: have to spend valuable time 
“selling” unknowns! 


_WHITE MOP WRINGER CO. 


2 Mohawk Street Fultonville, N. Y. 
CANADIAN FACTORY: PARIS ONT., CANADA 


MOPMASTER 













OUTFITS 


White Mopmaster 
Double Outfits pay their cost in a short time 
by savings on cleaning compound costs. Capo- 
cities up to 171 gallons. 


Write for CATALOG No. 153 


WHITEY MOPZUM SAYS: 


Your Customers know... 
It's RIGHT . . . if it’s 


A WHITE, 


A COMPLETE LINE OF FLOOR CLEANING EQUIPMENT 
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AREA HEAT 


puts ‘barefoot 
comfort’’ in any 
home... puts 


EXTRA SALES DOLLARS 








in your pocket! 





When you tell your customers how easy it is to 
have “barefoot comfort” in their homes, they'll 
go in a big way for Dearborn Area Heat! And 
when you sell Area Heat, you're stuffing your 
pockets with extra sales dollars! For Area Heat 
sales are multiple sales—not just a single Dear- 
born heater, but 3 to 6 heaters per sale, each 
equipped with a Dear- 
born Automatic Control. 


Area Heat is a sure-fire 
profit-maker if you build 
a fire under your sales 
force. There’ll be plenty 
of national advertising 
to back you up: ads in 
Saturday Evening Post, 
Better Homes and Gar- 
dens, Holland’s Magazine, 
Sunset, and Small Homes 
Guide and other top mag- 
azines — all selling Area 
Heat. Get busy now plan- 
ning your Dearborn Area 
Heat promotion. Then 
plan on the biggest sales 


REGIONAL SALES OFFICES year in your history! 


Merchandise Mart, Dallas, Texas 
5830 N. Pulaski Rd., Chicago, III. 
513 Glenn Building, Atlanta, Ga. 
303 Merchandise Mart, 

Kansas City, Mo. 

3625 S. Grand Avenue, 

Los Angeles, Calif. 

Merchandise Mart, 

San Francisco, Calif. 


If you want help in map- 
ping your Area Heat sales 
drive, or if you need more 
detailed information on 
Area Heat, write, wire 
or call. 





STOVE CO. 


1700 WEST COMMERCE STREET * DALLAS, TEXAS 
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ARRO — the complete line of quality anchoring and 
drilling devices for masonry. 


TWO WING 
SPRING-TYPE 
TOGGLE BOLT 


mt) 


SPRING HEAD 
STEEL TOGGLE BOLT 


~ RIVETED HEAD 


TOGGLE BOLT 


Oce=s<) 


LITTLE MAJOR TURNBUCKLE 


me ————————— 


FOUR-POINT HAND STAR DRILL 


LAG SCREW EXPANSION SHIELD 






VLITE 


DR teeTF TET FT 


me FT woe alel | 


a TELS 






A-C-E EXPANSION SHIELD 


Se Se 





DOUBLE EXPANSION SHIELD 





O-E EXPANSION SHIELD 





MACHINE SCREW ANCHOR 


STUD BOLT ANCHOR 


THREE-POINT ORILL POINT 


[————_—_—_— 


FOUR-POINT DRILL POINT 


SS 


TWIST DRILL POINT 








RUBBERGRIP 
DRILL POINT HOLDER 





MAL-LEAD BOLT ANCHOR 
See your industrial, hardware or electrical supplier 


ARRO EXPANSION BOLT COMPANY 


1600 N. Boone Avenue ” MARION, OHIO 
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WHAT'S NEW 


flow of fuel, 6-in. brass pump, 4-ft. 
oil resistant hose and a removable 
6-in. curved brass nozzle fitted with 
a built-in filter screen. Retail price 
is $9.95; slighter higher in Far 
West and Canada. R. E. Chapin 
Mfg. Works, Inc. 


For more data circle No. 31 on postcard, p. 175 





Utility Table 


Utility table, Model No. 311 E, 
with three-way ivory socket, has 
semi-tubular chromium legs with 





2-in. plastic coasters. Finished in 
baked enamel, it is available in 
white, red, yellow or blue. Table is 
30 in. high; top and shelves are 
16x22 in. with a 9-in. top and 14-in. 
bottom clearance. Suggested retail, 
$9.95. Metaloid Co. 


For more data circle No. 32 on postcard, p. 175 


Electric Clock 

Model No. 850, the Arcturus, 
self-starting electric clock, comes 
in attractively finished walnut, ma- 
hogany or Swedish blond case. It 
measures 4 in. high, 8 in. wide and 
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4 in. deep. Weighing 214 lb., clock 
comes individually gift packaged 
with U-L approved motor and cord. 
It retails for $21.95. Pennwood 
Numechron Co. 
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Drill Kit 

This 400 Deluxe drill kit has 
compact 4-in. drill Model 149B as 
the power unit. Kit also includes 
set of three wood drill bits; set of 





seven steel drill bits; 6-in. sheep’s 
wool bonnet with plastic bag; six 
5-in. abrasive discs; 5-in. rubber 
backing pad; 4-in. grinding wheel; 
4-in. rag buffing wheel; 4-in. wire 
wheel; paint stirrer; polishing 
rouge; drill pedestal, and sturdy 
steel case. Kit sells for $39.95. 
Mall Tool Co. . 
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Steel Beam Trammels 


Steel beam trammels, No. 180 
series, are accurate and easy-to-use 
for layout work, scribing, and mea- 
suring. Features include free-turn- 
ing knurled grips on top of each 


tram, spring friction to prevent 
trams from sliding off beam, fine 
thread adjusting screw and flat- 
tened rigid beam to keep trams 
from turning. Trammel beams are 
101%, 14% and 20 in. long, priced 
from $9 to $10.40. Also available 
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“NO, NO! A HALF-INCH WASHER!” 





Home mechanic Martha knows just what she wants 


but she has a tough time making it clear to Hardware Harry. 


Many such slight misunderstandings can be 


avoided ... and a great deal of energy and time saved 


... with a self-service Lamson BOLT BAR. 


Recent tests in hardware stores prove that the BOLT BAR 


stock turns over an average of 6 times a year. This is all 


additional business over and above normal bolt and nut sales, 


So do yourself a profitable favor. Invest in a modern 


Lamson BOLT BAR. It will save you hours of time, 


needless trouble and turn a neat extra profit to boot, 


Your Lamson distributor 
can give you the whole 
story ... or write us direct. 


“Zhe LAMSON & SESSIONS @. 


1971 West 85th Street 
Cleveland 2, Ohio 


Plants at Cleveland and Kent, Ohio 
Birmingham + Chicago 
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ELECTRIC 
HOUSEWARES 





Fully 
Automatic 
Electric 
Percolators 

















STANDARD 
8-CUP 






SMALL quantities of coffee can be made automat- 
ically ONLY in a smal] automatic percolator ... 
like the 3 to 5-Cup EMPIRE “Thrift-O-Matic!” 
Just what the 40 million small families of America 
want! Prevents wasting expensive coffee’ When 
larger capacity is needed, sell the popular 4 to 
8-Cup Model 1942 EMPIRE Automatic Percolator. 
To be ready for all occasions, sell customers both 
styles! 















@ Just plug it in — no regulating! 

@ Automatically stops perking! 

@ Keeps coffee serving hot for hours! 
@ Makes perfect coffee — everytime! 


WRITE TODAY for Catalog and Prices 















Tae METAL WARE Corsoration 


200 Fifth Avenue TWO RIVERS, WIS. 


New York 


Merchandise Mart 
Chicago 





WHAT’S NEW 


@ For more information 
on these products and 
services use free post 
card on page 175. 





are needle point, pen attachment, 
steel point and lead holding chuck, 
and ball point attachments. Lufkin 
Rule Co 


For more data circle No. 35 on postcard, p. 175 


New Staple Size 

Added to the T-50 Gun Tacker 
staple sizes is this 14-in. leg length 
size. Line now includes %, %%, 





9/16 and new % in. sizes. Like 
the larger sizes, the 14-in. staples 
are wedge pointed and constructed 
of .050 carbon steel wire. Arrow 
Fastener Co., Inc. 

For more data circle No. 36 on postcard, p. 175 


Connector Hose Coupling 


Here is a cast brass Y-connector 
hose coupling that permits one 
faucet outlet to do the work of two. 
With one female threaded end and 
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two male threaded ends, connector 
allows gardener to spray flowers 
and sprinkle lawn at the same time. 
It retails at 75¢. Also available are 
a solid brass hose shut-off valve 
called Stop ’n Flo, a hose nozzle and 
a hose clamp. Melnor Metal Prod- 
ucts Co., Ine. 

For more data circle No. 37 on postcard, p. 175 


Insulator Plier 


Standoff Insulator Plier, No. 64, 
simplifies opening and closing of 
standoff insulators. Plier has drop- 





forged rib joints and jaws, giving 
it greater strength and durability; 
groove on lower jaw and recess on 
upper jaw provide non-slip grip- 
ping action. Also suitable for 
heavy-duty, all-purpose work. 
Xcelite, Inc. 


For more data circle No. 38 on postcard, p. 175 


Revolving Spice Holder 
Magitwirl, revolving spice holder, 

fits into kitchen cabinets. Measur- 

ing 4 in. high and 10% in. wide, it 





revolves on Easy Glide bearings 
and comes in baked enamel white, 
red and yellow. Made of steel, it 
holds up to 18 assorted packages, 
and brings every package within 
easy reach with a slight touch of 
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TO GET INTO 
THE PROFITABLE 


7 ae 


MELMAC ~ dinnerware at its finest! 


This is the deal for the 
smart storekeepers who capitalize on limited 
counter space. In 16 x 16 inches, the Boontonware Rocket displays 
a packaged 1é-piece set (and you get another 16-piece set, too), 
2 vegetable dishes—one divided, one plain, 2 platters—large and 
small, sugar and creamer, and a butter dish. Attractive? . . . you'll 
say it is when you see it. Profitable? . . . hundreds of stores are find- 
ing it so. You've heard about this Melmac dinnerware—get into the 
high-wire act now with a Boontonware Rocket display. 


See your distributor. 
And here's another Boontonware display — 


Wrought Iron Counter display! 





Better ask about this one, too 


BOONTON MOLDING COMPANY, BOONTON, MN. J. 
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because:— 


correctly hardened jaws 








resist wear } 
precision-cut teeth >, | 








keep their bite 





tough steel spring 










for quick grip-and-release ratcheting 


zinc electroplated 





for protection against corrosion 


heat-treated steel 





for strength and toughness 





engineered 









for best balance 


“I-beam” handle 









for strength and light weight 


priced right 
























for fast sales 


Remember, only Walworth makes 
the GENUINE Stillson — only the 
Genuine Stillson offers these out- 
standing sales features. Boost your 
wrench sales with this standard of 
quality for normal-duty pipe 
wrenches. Sold through distributors 
only. ORDER TODAY. 





Standard of Quality 
Since 1869 
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| 


tS @NINNaD 


| NOSTII 


| The Walworth GENUINE Stillson 


Best Soler since I069 


~ 
STILLSON 





s 
Sof et ot oe © 


sizes 6 


to 48 inches 


WALWORTH 


valves e fittings e pipe wrenches 
60 EAST 42nd STREET, NEW YORK 17, N. Y. 


DISTRIBUTORS IN PRINCIPAL CENTERS THROUGHOUT THE WORLD 





WHAT’S NEW 


the finger. Easy to install, it comes 
complete with screws. Retail price 
is $2.95. Metalcraft Mfg. Corp. 


For more data circle No. 39 on postcard, p. 175 





Utility Rack 

Here is an all-purpose utility 
rack with shelf that is made of 
smooth-jointed, heavy-duty  1-in. 











steel tubing and comes with casters 
or glides. It has polished chrome 
finish and is 64 in. high and 40 in. 
wide. Shelf is 9 in. wide and 40 
in. long. Rack holds up to 40 gar- 
ments, up to 500 lb. It comes with 
wrench for quick and easy as- 
sembly; when not in use, it can 
be taken down for easy storage. 
Levin Fixture Corp. 

For more data circle No. 40 on postcard, p. 175 


Ladies Gloves 

Designed for year-around use, 
these ladies indoor-outdoor gloves 
come in knitted wrists and band 
top. Multi-color pattern consists of 
various farm scenes, consisting of 
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farmer, farmhouse, trees and 
‘farm animals. Gloves are for house- 


hold and garden use. Riegel Textile 
Corp. 
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Sockets and Parts 


Added to the line of Life-Time 
wrenches, these 34-in square drive 
sockets and parts include standard, 





deep wall and universal flex sockets 
in 20 sizes, reversible ratchets, ex- 
tensions, speeders, flex handles, 
sliding “T” handles, adapters and 
universal joints. Sockets and parts 
are available singly or in complete 
sets. Billings & Spencer Co. 


For more data circle No. 42 on postcard, p. 175 


Liquefied Petroleum Torch 

This LP liquefied petroleum torch 
features a specially designed burn- 
er with a snap-on adapter which 





makes possible use of either needle- 
point or blast flame for all kinds of 
soldering, sweat fitting and light 
brazing. Unit has throw-away fuel 
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Wrapping up a good sale 


\\ hen you wrap up Griffin Hack Saw Blades, you 
can be sure your customer will be satisfied. 


He’ll like their long-lasting sharpness and the 
smooth straight cuts they give. 


The finest steels, accurate machining and careful 
heat treating are skillfully combined to solve your 
customers’ cutting problems. 


When you sell him Griffin Hack Saw Blades, you 
know he’ll be back for more. 


For more information ask your jobber — or write 
to us. 


VW, PT, mn La 


FRANKLIN, NEW HAMPSHIRE 


Gf Soles Agents: JOHN H. GRAHAM & CO. Inc., 105 Duane Street, New York 8, M. Y. 
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FIRST in Features — 
Priced BELOW 
Competition 


This tried and 
proven . . POWER 
GUIDE gives you 
extra power... 
capeehy +o flex- 
ibility . . . ease of 
operation . . great- 
er strength... 
longer wear. 


¢ Mitre cuts 2" 
lumber at 45° 

* Rips at high 
speed 

* Adjustable built- 

in shoe routs 

from %' to 27/6" 

¢ Easy bevel and 
depth adjustment 

* Lifetime lubricated 
bronze bearings 

* Trigger switch 

¢ Spring operated safety guard 

* Lightweight ... only 11 Ibs. 


WRITE FOR 


\ 


: os | 
— 


— 


—— wa 


{ % 
ae fe 
> 
~s 


MODEL PG-7 
PG-7C (with Case) 


UL Approved Switch ~ 
and Cord * Factory 


POWER-GUIDE -- 


7" BLADE -1H.P. MOTOR 
ac/oc PORTABLE ELECTRIC HAND SAW 


9559.95" 


RETAIL 


Corrying Case 
Optional 


$8.95 


CAN BE 
MOUNTED 
FOR TABLE 

SAW USE 


Guaranteed for 1 Yr. ~ 


COMPLETE 


RAM TOOL CORP. . 411 N. Claremont « Chicago 12, Illinois 


JOBBER FRANCHISES AVAILABLE | 


INFORMATION: 








SHOP KING 


ee0e@ by Wilton 


THE FINEST NAME IN VISES 


You used to pay more! Now! 
Wilton, the very best, costs 
no more than ordinary vises! 
That’s why Wilton’s Shop 
King is breaking sales rec- 
ords from coast to coast! 

















See Wilton’s complete Vise 
Display Unit! You'll sell more 
and make more from 

Wilton’s Display units . . . It 
shows the most — sells the 
best. Three different 
arrangements to choose from. 
1% square feet of counter 
space is all it takes. Write now 
for the whole story. 


USE HANDY COUPON! 
WRITE NOW FOR 
FURTHER INFORMATION 





WIE TO n 


WILTON TOOL 


WRIGHTWOC * CHICAGO 


pre 


D AVE 


THE Fines, 
NAME iy ys! 


MFG. 
14, ILLINOIS 


A-10 


Gentlemen: Please send me your new Free Catalog: 


Name 





Company. 





Address. 








co 




























WHAT’S NEW 


@ For more information 
on these products and 
services use free post 
card on page 175. 








container; self-sealing valve for 
safe removal of torch head; in- 
stant lighting; and clean, odorless 
flame of more than 2,400° F. Torch 
sells for $4.95. Lenk Mfg. Co. 
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Foam Rubber Doll 

Made of foam rubber, this Bend- 
Me Clarabell toy is wired through- 
out for bending and stays in any 





desired position. It is 12 in. high, 
comes packed in polyethylene bag 
with a descriptive cartooned flap, 
24 to a carton. Clarabell appears 
on the Howdy Doody TV program. 
Suggested retail price, $1.98. Ben- 
Her Industries, Inc. 


For more data circle No. 44 on postcard, p. 175 


Rubber Floor Matting 


Called Nu-Tread Alpine White, 
this all-white corrugated rubber 
floor matting has black backing and 
resists discoloration as it ages. It 
is also resistant to chemicals and 
alkalies. It is sized in % in. thick- 
ness with widths from 24 to 72 in., 
and is delivered in half rolls rang- 
ing from 20 to 40 yd. and in full 
rolls of 40 to 60 yd. Boston Woven 
Hose & Rubber Co. 


For more data circle No. 45 on postcard, p. 175 


(Resume reading on page 13) 
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SCALES « 
RAIL CAR 


HARDV 












RIGRID means 


more service 


‘Sell 


e 
~ | first 


in- 
rless 
orch 


| Name 
= | In 
scales 


for your 


money 


a 













RIGRID65R 
Threader 
1’ to 2 













Fast sales—the only 
self-contained die stock 
a 4 ts that won't jam! 


gradvated 100 x ', Ib. 

with loose weights to 

provide 1000 Ibs. ca- 

pacity. | 
high, 


‘ | BarRBanxs-MorseE 65R PIPE THREADER 





Model 1124... . has 























flap, 
pears No wonder it gives you fast turnover—this popu- 
— You're selling the oldest and most dependable lar 65R has saved millions of hours of threading 
Ben- name in the field when your scales bear the label— pr sat are - — cueéT high-speed dies 
Fairbanks-Morse! Your customers know they can adjus “, VA", V4" or 2” pipe size in 10 
Aideaes have complete confidence in this scale to guard ero <a come recog openers 
profit margins ... give sustained accuracy. sexs instantly: ‘And lead screw won t jam On work- 
This is the heavy-duty, portable platform scale— racer oom SS “ pe Rage mas . 
vhite Model 1124—one of the broad line of Fairbanks- ing —and sales! Stock 65R for steady profitable 
‘ Morse Scales. It’s of an all-metal design with metal ? ; 
ubber ‘ ‘ s business. 
clad platforms, with loops, bearings, pivots, and 
snag weights “Parkerized” to make them rust resistant 
es. It .”. . assure long life and accuracy. THE RIDGE TOOL COMPANY «+ ELYRIA, OHIO 
, and For complete information, write Fairbanks, Morse 
thick- & Co., Chicago 5, Illinois. 
2 in., aca | 
rang- : 
n full ; F M 
“ee AIRBANKS-MORSE | 
@ name worth remembering when you want the best | 
, p. 175 SCALES © PUMPS © DIESEL LOCOMOTIVES & ENGINES + ELECTRICAL MACHINERY | 
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1. Plows all types 
of snow, ice and 
slush. 


2. No Lifting! It 
plows and piles the 
snow! 

3. Cleans steps, 
drives and walks. 


4. It vibrates. . 
shakes snow loose. 





5. Cleans path 26” 


wide. 


6. All steel plow 
with baked enamel 
finish. Hickory 
handle. 


7.Weighs 74% 
pounds. 


8. Built for years 
of rugged use. 


RETAILS FOR just 6.50 
SELLS ON SIGHT with 








TO HELP YOU SELL 


New Displays and Other 
Dealer Sales Helps 





(Continued from page 13) 


We make the 
finest KI \VA 











dimensional effect. Single - faced 
model costs 50¢; double-faced model, 
$1. Yale & Towne Mfg. Co. 


For more data circle No. 46 on postcard, p. 175 


Lock Display 

Saf-T-Lock display holds five dif- 
ferent demonstrating models. Sug- 
gested uses and operation of the 
locks appear in large print on dis- 
play panel. For use on counter or 
wall, display is included in merchan- 


Faye 7 > 
| sar-1-10ck 


On re ae 








dising Kit 102-S with nine assorted 
Saf-T-Locks and a supply of litera- 
ture. Sargent & Co. 


For more data circle No. 47 on postcard, p. 175 


Lever-Jaw Wrench Display 





with 


Stainless 
DOOR-EASE° 


STICK LUBRICANT 


Nationally advertised 15c sell- 
er, comes 12 in display box. 
Hundreds of uses in home and 
shop. Also large 39c seller in 
metal container, packed 6 in 





display box. 


American Grease Stick Co. Ag 
Muskegon, Michigan Ss 
PRODUCTS 











so LOCK-EASE Graphited Lock Fluid 
in 4-oz. ‘Drop or Stream” can, 39c; 
AMERICAN Dripless Oil in 4-02. oiler, 29c. 





































































( Here's the one that \ 
WON'T SHRINK 


This modern plastic in 
powder form makes 
lasting repairs in tile, 
wood or plaster. Pays 
dealers a bigger profit. 
SELLS BETTER because 
it WORKS BETTER. 


PUTTY 


WILL NOT SHRINK 


STICKS AND STAYS pyr 
! 





























Most dealers report: (4 
“Our sales of Dur- 
hanw's oe . — 
ater Putty keep 
dcubling, year Bfter 
ear.” at’s more, 
urham‘s Rock- 
Hard Water Putty 
ives you by far the 
st profit-margin on 
any product of this . 
nature. Use it yourself, and you'll quickly 
see why it sells so fast, and repeats so regu- 
larly. Many patching materials may shrink 
fall out or chip off. Durham’s Rock-Har 
Water Putty dees not shrink. Absolutely 
not. It sticks and stays put. You can saw or 








5] DONALD 
7 DURHAM 
S27 COMPANY 
4 Des Moines 4 
lowe 


































: . * hisel i int lish it t lvet smooth 
BIG PROFITS FOR YOU This self-selling metal display pare on os tee indefinitely. So Ss 
7 7 eaperee seems Eee of eee outed s  Dadiet sodive 1, coms ot te 
Contact your dist. or write lever jaw wrenches. Lithographed - cans » =. Keep some of each on > > = 
in three colors, the 16 x 24 in. play. Available in 26, 50, 100-Ib. drums tor 
: industrial users Order from your jobber 
E. H. HEMSATH MFG. CO. unit has easel and slots for wall . ‘ MAR 
: 4 : The PLASTIC Repair Material 
CINCINNATI 5, OHIO or counter use. Display is free with 
of No. 100 LJ Lever Jaw assortment. in POWDER Form 
HARDWARE AGE, OCTOBER 29, 1953 HARDW 
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|_ Sensational 
] Free Goods’ Offer 


You More Than Double Your Money! 







k, 








Us 
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* 
~~ 
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+} 
MoD 
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¢: 


ALL USE 
some type of dy 


There’s an Eagle Oiler to meet 
every lubrication need. Household 
Oilers for home use, Harvester Oil- 
ers for the farm, Handy Pump Oil- | 
ers for home hobby shops and farm 
machine repair shops, Copperite and 

Welded Steel Bench Oilers for the 
mechanic— 


Eagle Oilers are in constant demand 
—that means steady sales and profit- 
able turnover. Eagle Oilers’ high 
quality and dependable reputation 


give them ‘ready acceptance. Keep H inee 
a ee See Your Special Bonus Package Contains: 
customers at all times . . . it means 1 display 100T (6 Tubes 4 oz. Tub-Caulk) 
paying business. Attractive display plus 
cartons available. Order from your ‘ FREE 
Jobber. 2 extra 4 oz. ($1.00 retail) Tubes 
| 8 Tubes 4 oz. Tub-Caulk sells for. . . $8.00 
goats you....... $3.60 


YOUR PROFIT 
$ 4% 


Yes, a sensational 55°. profit on Tub- 
Caulk. Reported by store after store as 
their fastest selling item. Customer accep- 
tance and enthusiasm for Tub-Caulk 
steadily increasing! 





NEW! Easy-to-use nozzle for 
neater, faster Tub-Caulk 
application! 


NEW! Dramatic, eye-arresting 
display! 





MANUFACTURING COMPANY | 


Wellsburg, // W. Virginia _ MIRACLE ADHESIVES CORP. 


214 E. 55rd STREET, NEW YORK 22, N. Y. 






TO HELP YOU SELL 





@ For more information 
on these products and 
services use free post 
card on page 175. 





Complete package, including 12 
assorted lever jaws and the display, 
costs dealer $19.95. Assortment 
consists of two 6 in. straight jaw 
Standard Action, three 10 in. 


GLASS CUTTING MACHINE. | ee. 


e VERNIER ADJUSTMENT FOR SQUARENESS 

e FULL LENGTH ADJUSTABLE SCALES 

e HEAVY CHROME-PLATED STEEL GUIDE BARS 
e BALL BEARING EQUIPPED THROUGHOUT 


Qnty the FLETCHER Automatic Glass Cut- 
ting Machine has these features and many more. 
When using a FLETCHER machine, the operator = a tells a 
does not manipulate the glass cutter. It is a part is — , design 
of the machine itself and can be adjusted to the eames bor a) 


F : , f , F : 
exact desired cutting pressure. straight jaw Standard Action, two oo 
: : 10 in. straight jaw E-Z Action, 
FLETCHER Machines are made in two standard two 10 in. curved jaw Standard Ac- Glue 


sizes to cut glass up to 36” and 48”. Send for tion, two 10 in. pipe jaw E-Z Action, Sure 


free literature or ask your jobber for complete and one 12 in. straight jaw E-Z in shir 
Action. Metal Engineering Co. contaiz 


p articulars. For more data circle No. 48 on postcard, p. 175 


Masking Tape 

All wood counter display cabinet 
holds complete assortement of vari- 
ous size rolls of Scotch masking 


3 YOU’LL FIND QUALITY 
PLUS IN THIS KNIFE 


The recently introduced FLETCHER line of putty 
knives and wall scrapers is rapidly gaining in popularity. 
Repeat orders from satisfied customers is an excellent 
indication that the FLETCHER line has all the looked for ial 
features of the better quality tools. Ask your jobber to ea new boy 
show you samples. 4 . o— ia prevent 
providin 
service. 


4 mein " : in color. 

THE FLETCHER- TERRY COMPANY | “geet ber tis 
>» in wie wood, pa 

664 SOUTH STREET FORESTVILLE, CONN. ES mm board a 
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g 12 
splay, 
tment 
t jaw 
) in. 


n, two 
Action, 
rd Ac- 
Action, 
w E-Z 
70. 
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cabinet 
»f vari- 
asking 





tape in individual price-marked 
boxes. Called Deal H-2, cabinet is 
15% in. high, 11% in. wide and 6 
in. deep. Deal includes 1 doz. 89¢ 
rolls, 2 doz. 35¢ rolls and 1 doz. 
59¢ rolls with cabinet. List price, 
$26.16. Minnesota Mining & Mfg. 
Co. 

For more data circle No. 49 on postcard, p. 175 


Massager Display 


Colorful red and yellow box dis- 
plays the Massagett home massager. 
With stand-up, cut-out cover, box 


tells advantages of massage and is 
designed for self-selling. John Os- 
ter Mfg. Co. 

For more data circle No. 50 on postcard, p. eer 


Glue Packaging 


Sure-Grip White Glue now comes 
in shipping-display boxes, each box 
containing 1 doz. 1l-oz. jars. The 


new box is sturdily constructed to 
prevent contents breakage while 
providing counter display for self- 
service. Box is red and pale blue 
in color. Jars have self-sealing rub- 
ber tips and glue is effective on 
wood, paper, leather, pottery, card- 





board and photographs. Glue is 
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BRO icin 
PAPER DROP CLOTI 
Outsells All Paper 

3 tol in Actu 


Drop Cloths 
al Tests! 


Sparkling, transparent “pick-up” pack — the ONLY cellophane-wrapped paper 
drop* cloth — attracts attention, invites pick-up — makes volume impulse sales! 
Cellophane wrap also protects paper drop cloth against shelfwear, spoilage, 


tears, dust. 


ERCHA 
" 70 SELL! 


FREE SELLING HELPS 


Colorful POINT-OF-SALE STICKERS for 
shelf and window, included with order 
for 48 or more packages. 


YEAR ‘ROUND 
REPEAT SALES 


9 x 12’ size gives complete protection 
for so many jobs, indoors and out! Flex- 
ible, light weight, durable, economical! 
Quality and usefulness make repeat sales! 
Other Sizes Available. 


Gives Dealers 

GLISTENING NEW DISPLAY, QUICK 
CONSUMER APPEAL, FAST TURNOVER, 
GREATER PROFITS. Packed 12 to Shpg.Carton. 


COMPETITIVELY PRICED 
ORDER from your WHOLESALER or write direct 
A few choice territories open for qualified Direct Factory 
representatives get details now! 


FIBLECO corrcna: 
lehoy Stel 7 Wares, | 


4646 North Clifton Avenue * Chicago 40, Illinois 


sHow YOUR c 


7 
FURNITURE, FLOORS, PAVEMENT, 


—_———— 
CARS and PLANTING 


USTOMERS HOW IT— 
Covers: 
RUGS, 

SHRUBBERY, PORCHE 
STORAGE ITEMS 

Keeps ovt: 
DUST, GRIME, STAINS, 
FROST, COLD 





PAINT, 

MOISTURE, 
Protects: 

~S in 

winter, CLOTHING while 

making cor repairs 











CHAMPION 


Chain & Spring Door Stop 
Mounted On Attractive Cards 


Sell Faster and Easier! 


Order Today 
You Will See 
A Sales Increase 


On This Item 








No. CA 33 BZ 


Packed ¥, dozen cards in a box. 
3 dozen cards in a case—weight 21 lbs. 


The 





CHAMPION HARDWARE €0. 


GESEVA. ONLO 





a = 
= If it's a CMAMPIOS ils @ winner P 


BOCESEVE... nt your 
WASHER NEEDS 


mad OR 2 
oan Ces a 


Standard 
Specials 


A heap good source you shouldn't forget — 






















standard and specials from Joliet! Thousands 
of special dies in many shapes and forms, 
9/32” to 8” O.D., gauges No. 28 to 3%”. 
A variety of finishes available to meet your 


Your emergency 
requirements are special needs, including: Electro-plating, 


our special concern Galvanizing, Parkerizing and Cyanide hard- 





ening. A dependable supplier for 39 years. 


After AL// THERE'S NO SUBSTITUTE 
FOR QUALITY AND SERVICE 








204 CONNELL AVE. 
JOLIET, ILLINOIS 





202 








TO HELP YOU SELL 


also available in 3-0z. spreader 
packages and quarter-pint, half- 
pint, pint, quart and gallon jars. 
LePage’s, Inc. 





For more data circle No. 51 on postcard, p. 175 


Pocket Penlight Display 
The P-92 pocket penlight now 
comes packed six to a two-color 
display card. For mechanics, re- 
pairmen, etc., the light uses two 
powerful, chrome protected No. Z 
cells and throws a bright, long- 
lasting beam of light. Display 





card has pictures of batteries, fea- 
tures selling copy and has price 
spot for dealer use. Burgess Bat- 
tery Co. 


For more data circle No. 52 on postcard, p. 175 


Lockset Demonstrator 


This counter demonstrator dis- 
plays the new Russwin Homegard 
light duty lockset. Display is com- 
posed of three panels, with the 
Homegard Entrance Door, Passage 
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theres PROFIT cz 


For all year round sales, be sure your 
shelves are well stocked with this 
assortment of hardware items by Griffin. 
These are but a few of the items in the 

big Griffin line . . . all designed for fast 
turnover and additional profit. Check your 
stock today—then order from Griffin ... 
manufacturer of quality products since 1899. 


Order from your jobber today. 


REPRESENTATIVES 


GEORGE A. GREGG WALTER S. JOHNSON & SONS L. G. FULLER, JR. 
17134-6 Wyoming Avenue 917 St. Charles Avenue 1018 Meadow Heights Dr. 
Detroit 21, Michigan Atlanta, Georgia Jackson 6, Mississippi 
AUSTIN & EDDY INC. E. H. FARRAR 
115 Broad Street 2nd Unit Santa Fe Bidg. eh key A hy 
Boston, Massachusetts Dallas 2, Texas Kansas City, Missouri 


WILBUR H. DAVIS CHARLES L. LEWIS H. C. GLOVER 
1639 W. Fargo Avenue 2450 17th Street 2611 Garrison Bivd. 
Chicago 26, Illinois Son Frencisce 10, Calif. Baltimore 16, Maryland 


R. F. BEVERS W. C. MEIBAUM & CO. ROY L. ROGERS 
4524 East 60th Street 6954 Oleatha Avenue 1620 Garfield Street 
Seattle, Washington St. Louis 9, Missouri Denver 6, Colorado 


THE B. S. ALDER COMPANY 
45 Warren Street 
New York 7, N.Y 









che 





Ly Suergy DOOR NEEDS THREE 


—GRIFFIN- 


Manufacturing Company 


ERIE + PENNSYLVANIA 
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AQMERIN 


— _ FELT SEAL WEATHERSTRIP 
“SEAS, im 6A self sticking wool felt de- 


weatt 


signed for easy application 
where the use of nails is not 
practical. A sure sale for case- 
ment and storm windows. 


SPRING BRONZE 
WEATHERSTRIP 

An ideal, top quality spring 
bronze weatherstrip for doors 
and windows, packaged in a 
self selling transparent acetate 
container. 





WEATHERSTRIP 


















A COMPLETE WEATHER- 
STRIP DEPARTMENT—IN AN 
ATTRACTIVE VISUAL DIS- 
PLAY. 


The new, colorful Frost King 
display stand is a complete 
weatherstrip department in it- 
self, with every type of fast 
selling strip your customers will 
need, and occupying only 20 
inches by 12 inches of your 


floor space. 


Sold only thru wholesale hard- 
ware distributors. Write today 


for your nearest distributor. 


es 


THERMWELL PRODUCTS CO., INC. 
New York 1,N.Y. 


1261 Broadway 


203 











Granite 
State 


Sold exclusively 
through Wholesale 
Hardware outlets. 


Substantial stocks 
carried to serve 
dealers to the 
best advantage. 


Over 90 years 
manufacturing 
experience behind 
every Granite State 
lawn mower. 










GRANITE STATE 
MOWING MACHINE 


COMPANY 


HINSDALE, N. H. 
SINCE 1860 




















TO HELP YOU SELL 





@ For more information 
on these products and 
services use free post 
card on page 175. 


Door and Bedroom-Bathroom Door | 


locksets installed in the two outer 
panels. Center panel is a _ per- 
manent marker to 
lockset and list its outstanding fea- 
tures. Demonstrator is made of 
basswood, weighs 9 lb., and is col- 
ored green. Russell & Erwin Div., 
American Hardware Corp. 


For more data circle No. 53 on postcard, p. 175 


Gun Displays 

Window and counter displays 
for one or two guns are available 
to dealers without cost. 


green and brown displays measure 
8x9x14 in. They come packaged 
flat and can be quickly and easily 
set up. O. F. Mossberg & Sons, Inc. 


For more data circle No. 54 on postcard, p. 175 





Leader Material Display 


Non-tip counter display rack is 





indentify the | 


Black, | 





| 
| 


offered with assortment of 8 doz. | 
| My Buddy Tackle Box as the best profit- 


popular sizes of Flexon monofila- 
ment leader material 
proof dispensers. Leader material 
is flexible, ties easily and maintains 
high knot strength. Assortment No. 
1 includes 1 doz. each of 1, 2, 3, 
4, 6, 8, 10, and 12 lb. test. Assort- 
ment No. 2 includes 1 doz. each of 





= 


NEW! 
AMAZING! SCIENTIFIC! 


SEEDER and SPREADER 
insures a Green, Smooth Lawn 





by Uniform Spreading of: 
© LAWN SEED 
SPECIAL © DRY FERTILIZER 
FEATURES | © DRY WEED-KILLER 
© EASY TO OPERATE 







© LIGHT WEIGHT 
AND PORTABLE 

© PRECISION MADE 
FOR LONG LIFE 

© SUPER -FIMISH 


owasnase ane 
EaSny stoRED 


© COMPLETELY 
ADJUSTABLE 


© BUILT FOR YEARS 


| q” 








KRASBERG & SONS MFG. CO 


T HOMER TRE 























4 Cer BOX G 


IT’S RED ’N RUGGED 


Retailers have acclaimed the all-new 


, | maker they've ever had. It's scored an un- 
in tangle | 


precedented hit with fishermen everywhere 
—making it America's most desired fishing 
gear. For volume sales at full markup—stock 
and sell the My Buddy Tackle Box. 

WRITE TODAY FOR COMPLETE DETAILS 


MANUFACTURING DIVISION 
STRATTON & TERSTEGGE CO 


PO BOX 1859 ¢ LOUISVILLE 
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all-new 
- profit- 
| an un- 
prywhere 
| fishing 
p—stock 


DETAILS 
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Plus Sales this 
Christmas 


If you haven't received a copy, ask yourD&M 
wholesale distributor for this colorful illustrated 
folder. It’s packed with D & M sports equip- 
ment for you to feature at Christmastime. 


wea 






oD » A. usa. 


Desh 
<a 


THE DRAPER-MAYNARD CO., Cincinnati 32, Ohio 


[D4] Gives you 









mane “ = 
om © 
naga, \ od 





Everyone’s a prospect: Hunters, Fishermen, Servicemen, 
Golfers, Outdoor spectators, Policemen, School children etc. 


A practical necessity for all outdoor people—unsurpassed as a gift item. 
Dealers everywhere rate the Jon-é a terrific fast selling profit maker. 
—Both the Giant G.|. and the Standard Jon-€ are durably designed to last 
a lifetime, beautifully chromium plated and highly polished. Carried in 
pockets or mittens they give comforting heat without flame. Use Jon-é Fluid, 
Energine (naphtha) cleaning fluid, Nophtha or “stove and lamp” gasoline. 
Both models attractively packaged with soft flannel bag included. Each 
packed 6 to a carton with counter display card. 


GIANT JON-E G.I. 
Gives comforting heat for 2 days on 1 filling 


FAMOUS STANDARD SIZE 
Gives comforting heat for 24 hours on 1 


of fivid. filling of fluid. 


FAIR TRADE retail price $995 


FAIR TRADE retoil price..... $ 495 





Exclusive, Patented Burners 


ONLY the Jon-@ has these durable patented 
platinum treated heating elements to insure 
perfect operation. Giant G.|. size fair-trade 
retail price, 75¢. Standard size, 50¢. 


Sell Jon-é FLUID for repeat a 


Here's a fast selling repeat sales companion. For use in both 
models. Fast heating, long lasting. 
8 oz. can retails..... 45¢ 16 oz. can retails..... 75¢ 








ALADDIN LABORATORIES, INC., MPLS. 15, MINN. 








HANDLES—HICKORY—HANDLES 


D SEAL 


Teale ot Nb orsdy sb ¥, 
ie Oban SO sans gene ile 









See 


Jobber 
Salesman 


LA PIERRE-SAWYER HANDLE CO. 


JACKSON, MISSOURI FOR OVER 50 YRS. 








Time is Money..Save it 


with an 
POWER VISE STAND 


The Oster Power Vise Stand threads 
pipe up to 2” as much as 5% minutes 
faster than any hand threader. It’s a 
sturdy, dependable machine that makes 
» ‘pipe cut-to-sketch” business more 
profitable. It’s easy to operate, easy 
to move, and easy on the budget. 





Call your local Oster wholesaler for proof that an Oster Power Vise Stand 
can save you money, or write us for bis name and address. 


THE MANUFACTURING CO. 
Main Office and Factory: 


2028 East 61st Street * Cleveland 3, Ohio 


1893 + CELEBRATING 60 Years Leadership in the Threading Industry +» 1953 
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TO HELP YOU SELL 








6, 8, 10, 12, 15, 18, 24 and 30 lb. 
test. Retail price is 35¢ per coil. 
Sunset Line & Twine Co. 

For more data circle No. 55 on postcard, p. 175 


Pruning Shear Display 


Colorful display board, No. S-2, 
mounts five pairs of SP-2, 8-in. 
lightweight pruning shears. Shears 


Pa r k er 
PRUNING 
ie. 2 





are designed for general purpose 
pruning and feature super sharp 
cutlery steel blades, edge preserv- 
ing soft metal anvils, easy action 
thumb locks, contoured grip han- 
dles and concealed springs lubri- 
cated for life. Parker Mfg. Co. 


For more data circle No. 56 on postcard, p. 175 


Paint Brush Cabinet 
Self-service cabinet contains 247 

artists and sign writers brushes. 

Assortment includes camel hair, 





bristle, red sable and oxhair. 
Brushes are mounted on 12 cards 
showing sizes and prices. Made of 
plywood frame covered with green 
leatherette, cabinet has plastic 
glass lift-up cover and is 15% in. 
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DISCOVERY! 
30 Ib. 
coil. 
p. 175 You can sell 
gummed 
8-2, 
8-in tape 
hears 
as well as 
use it 
—— 
ure 
J PRETTIEST PROFIT 
: ’ 
PICTURE YOU'VE 
irpose mm d 
sharp EVER SEEN! Gum - e 
er For the same dollars you would spend iT T Pp 
action : . oi Sea ing 
> han- for an ordinary counter you receive 
‘tehet- big dividends in space and flexibility 
Co. . and you cash in on the extra 
d, p. 175 2 more space to show and sell more 
goods. 
Use the Sgacemaster Econ-o-Flex — tH Im arn 
a H ry sr op - 
ns 247 Sp 212x5 foot unit as is . . . or write <rg lhtanas 
rushes. , : ® for further information on all of our 
hair, "" standard Spacemaster fixtures in 
J our illustrated Catalog 50-S. Write to 
HARDWARE & 
HOUSEWARES Dept. H. A. 10. 
snecuneneNnneEnnEEENEEEeRe 
‘ 
> , 
Set) contis oh: thant Se 4 Super-quality gummed 
steal lest, with sight 4 inch Nowoty | -—-«Kfaft tape in a handy 
wa home size . . . that’s 
In units of 5 $97qg5 | TRU-TEST Bantam Rolls. ae. ‘Wis intron 
In eae of 2 $7765 | Retails for approximately larger requirements, we 
b. one m1 ‘an 25¢c per roll. In 1” to suggest you buy TRU-TEST 
n units of 1 $7995 : in standard commercial-size 
: All prices F. O. B. oon ie A 3” widths. Ask ies rolls. Better distributors 
oxhair. Send Orders to Dept. H. A. 10 | wholesaler or write to us have it... plain, 
aor REFLECTOR-HARDWARE | direct for his name. | colored, or printed. 
oo CORPORATION | as 
plastic Western Avenue at 22nd Place © Chicago 8, Illinois TAPE INC 
15% in. 225 West 34th Street (© | New York 1, New York MANUFACTURED BY oo GREEN BAY, WISCONSIN 


9, 1953 HARDWARE AGE, OCTOBER 29, 1953 207 














PROFITABLE * MARKET 


Believe it or not, more than 6 million horses and mules 
need shoeing each year—and today their owners are look- 
ing to YOU to supply them. Horseshoes are a high-profit 
item...come packaged 10 ~ to the box—easy to store, 
shelve, and sell. Stir yourself: Write now to Dept. H-1 for 
name of distributor, free catalog and pricing information. 


YOUR CUSTOMER LOOKS FOR THIS TRADE MARK——> 
It signifies the 
WORLD’S LARGEST 
MANUFACTURER OF 
HORSE AND MULE SHOES. 






MANUFACTURING CO. 
Joliet, Ilinois 





TO HELP YOU SELL 








agasean 


MASTERCUT'S Profit PROGRAM 


MEANS “MOWER?” SALES FOR YOU 


oo” 


ag 
The Mastercut Dealer Plan will give you sales 


Td 













nine times out of ten. It’s the new sales 
tested promotional program that turns pros- 
pects into Mastercut owners in a matter 


of minutes. Sales proved promotional aids 


and special quantity discounts 


give you bigger profits. 


1618-34 SOUTH MEAD ° 
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WICHITA, KANSAS 


high, 151% in. wide, 121% in. deep. 
Retail value is $115, cost to dealer 
is $65. Solo-Horton Brush Co. 

For more data circle No. 57 on postcard, p. 175 


Rule Display Unit 

No. 1206A display unit features 
1 doz. Pull-Push rules; four each 
rules No. 1206W (6-ft.), No. 1208W 
(8-ft.), and No. 1210W (10-ft.) in 
position. Made of sturdy card- 





board, display is printed in three 
colors. It is 12 in. high and 10 in. 
wide, with rules grouped on trays 
according to size and price with 
space for pricing. The 1206W line 
features white enameled 1-in. flexi- 
ble-rigid blades with large black 
numbers. Blades graduated in 
16ths entire length and in 32nds 
for first 6 in. on upper edge. D- 
shaped steel cases are chrome 
plated. Rules are priced at 98¢, 
$1.19 and $1.39 each. Total retail 
value of display unit. $14.65. Stan- 
ley Tools. 

For more data circle No. 58 on postcard, p. 175 


Lawn Mower Offer 


Demonstrator models of Trim 
Master Jr. and Bantam, two elec- 
tric grass trimmers, are being of- 
fered to dealers at a special price. 
Both models trim grass and hedges, 
edge lawns along walks and walls, 
around trees and flower beds. 
E. F. Britten Co. 

For more data circle No. 59 on posteard, p. 178 

(Resume reading on page 14) 
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TOOL BOX 


A tremendously popular box. Lightweight, 
yet reinforced to take the roughest wear and 
tear industrial workers can give it. Easy to 
get tools in and out. Double covers give 
access to entire box. Tote tray has full 
length form fitting tubular handle. Tray lifts 
out easily. 









Box can be locked by placing padlock around 
handles. Used extensively in every industrial 
center of the nation. Every hobbyist and 
shopman is a prospect. Get details from 
your jobber. Order today. 








SPECIFICATIONS 





eee a keds Games sALy SF ese wn apa Geman ee seek Po = 
I inci, 569 0 vig Cb Yo sa nee aaa ie 
NRL DiscieSsins oreo ekG ene sae kaN Ae 4 BOXES TO A CARTON 
Ee ere er cee ey yeh. 21" x BY" x 74," 
FINISH . vesceeessesees...- SPARKLING GREEN ENAMEL 
CONSTRUCTION .............. HEAVY 24, 22, 20 GAUGE STEEL 
ES Serre PLATED 5/16" ROUND WIRE 
8, See ee ee ao ere ee | TOTE TRAY 
ee, eee FULL LENGTH PIANO TYPE 


SPECIFICATIONS SUBJECT TO CHANGE WITHOUT NOTICE 


WATERLOO VALVE SPRING COMPRESSOR CO., WATERLOO, IOWA 














IT PAYS TO DISPLAY AND FEATURE 
SUPER-SHEEN CHROME PIPE! 


jle-plated t Malle ¢-1 ola lo mae) ey of = 


S+ Clait METAL PRODUCTS Co. 


6700 CENTRAL AVENUE . CLEVELAND 4, OHIO 
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CHROME PIPE 
COUNTER or 


WINDOW DISPLAY 


Helpo you aell MORE Chrome Pipe | 


Chrome pipe season is here! Earn exfra profits with 
nationally famous Super-Sheen Chrome Pipe. Write 
today for your attractive, sales-building display—com- 
plete with one length of 4 x 12 Super-Sheen Chrome 
Pipe—absolutely free! And be sure to order enough pipe, 
elbows and collars to take care of the big demand! 


Made by the Nation's Leading Manufacturer of Chrome Pipe... 
Blue Stove Pipe* Super-Lok Galvanized Furnace Pipe and Fittings. 


WRITE FOR INFORMATION 
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Sehco (Cambridge, Mass.) and Rollier Bros. 
(Mt. Lebanon, Pa.) Open Self-Service Stores 


Cambridge, Muass.—Sehco, 
self-service hardware store at 
215 Concord Turnpike, Route 
2, opened to the public re- 
cently. The store has self- 
service in every department, 


shopping carts, all items 
priced, and check out 
counters. 

The store has wide aisles, 
parking space and other 


cash-and-carry system high- 
lights for the convenience of 
its customers. 





Mt. Lebanon, Pa.— The 
Rollier Bros. Hardware Co. 
has opened a_ self-service 
hardware store at the corner 
of McFarland and Banksville 
Rds. The store features com- 
plete hardware, housewares 
and plumbing departments, 
and also carries lines of 
paints, appliances, sporting 
goods, toys, and heating and 
roofing supplies. 





Silsbee, Tex.—The Richard 
Collier Hardware held a 
formal opening in its new 
location, a new building re- 
cently completed. The build- 
ing is completely air condi- 
tioned. 





Humbird, Wis.—Mrs. Mar- 
tha Simons has sold her hard- 
ware store to Mr. and Mrs. 
Jake Blum. The store had 
been in possession of the 
Simons family for more than 
100 years. 





Canal Point, Fla.—The 
Coburn Hardware Store has 
been purchased by Harlan 
H. Sears, Sr., from C. G. 
Coburn. The store is now 
known as the Sears Hard- 
ware Store. 





Cedar, Ky.—The Cedar 
Hardware has gone out of 
business recently after an 
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auction sale was held in 
which its entire stock was 
disposed of. 





Hyattsville, Md.— Grand 
opening of the enlarged Col- 
lege Park Paint & Hardware, 
7350 Baltimore Blvd., took 


place recently in the College 
Park Shopping Center. 
(Continued on page 222) 





Winters Named Buyer 
At Pritzlaff Hardware 


Julius Winters has been 
appointed buyer of the Sport- 
ing Goods Dept. of the John 
Pritzlaff Hardware Co., Mil- 

(Continued on page 216) 





Our Own Hardware Stores Join Promotion 


ke. 
i 








All-out participation in the paint industry’s new Week- 
End Decorator promotion by Our Own Hardware stores 
throughout the midwest is representative of the promo- 


tion's enthusiastic reception by paint dealers. 


Larry 


Langham, above, co-owner and manager of Grapes Our 
Own Hardware, 829 E. Lake St., Minneapolis, Min., gave 
his entire window over to the Week-End Decorator cor- 
ner display. He reports that though it had been up only 
a few days, customers were already buying more paint 
and paint supplies. Promotional materials for the paint 
dealer have been developed around the theme, “‘It’s easy— 


It’s fun to be a Week-End Decorator.” 


A host of dealer 


aids—displays, banners, window streamers, newspaper 
mats, radio commercials, etc.—are being distributed by 
paint manufacturers. 
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Morgan Succeeds Crosby 
At Shapleigh Hardware 


Howard Crosby, division 


sales manager of the City 
Dept. 


Sales of Shapleigh 





WOODROW H. MORGAN 


Hardware Co., St. Louis, Mo., 
wholesaler, has announced 
his retirement from the com- 
pany on Oct. 1. His succes- 
sor as division sales manager 
is Woodrow H. Morgan. 

Mr. Crosby came to Shap- 
leigh in November, 1905, as 
an employee in the City Dept. 
He became sales manager of 
that division in 1911 and was 
elected to the board of direc- 
tors in September, 1949. 

Mr. Morgan joined Shap- 
leigh on July 1, 1940, and 
had been a sales manager 
under Mr. Crosby since June, 
1951. 





HOWARD CROSBY 
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Name Joseph I. George 
Marketing Director 
Joseph I. George has joined 
Wilson, Haight, Welch & 
Grover, Inc., Hartford, Conn., 
and New York, advertising 
firm, as marketing director. 





JOSEPH I. GEORGE 


Mr. George was formerly 
an independent merchandis- 
ing consultant and, previous- 
ly, general merchandise man- 
ager of Patterson Bros., of 
New York. While with the 
Patterson firm, Mr. George 
was responsible for introduc- 
ing some of the techniques 
of self-service operation to 
the hardware field. 

Also, while with Patterson 
Bros., he served for several 
years as an instructor in 
merchandising at the Inten- 
sive Business Training Cen- 
ter sponsored by the College 
of the City of New York. 

As marketing director, Mr. 
George will work with the 
agency’s clients in all phases 
of selling from product de- 
sign and development to 
point-of-purchase selling 
aids. 





Walton Hicks, Sr., has 
been elected president of 
I. W. Phillips & Co., Tampa, 
Fla., wholesaler, at a meet- 
ing of the company’s stock- 
holders and directors held 
recently. 

Mr. Hicks also was elected 
general manager and chair- 
man of the board of directors 
at the same meeting. He 
succeeds I. W. Phillips, who 
died last Aug. 22. 

Other officers elected are 


WALTON HICKS, SR. 





Elect Hicks Head of I. W. Phillips & Co.; 
Trice, Wynns, Slack Also Elected to Office 


Robert W. Trice, first vice- 
president; Kenneth E. 
Wynns, second vice-presi- 
dent, and Arthur E. Slack, 
secretary and treasurer. 

Elected to the board of di- 
rectors are: R. M. Clewis, 
H. L. Crowder, Mr. Hicks, 
Walton Hicks, Jr., Joseph E. 
Holzer, I. W. Phillips, Jr., 
T. M. Shackleford, Mr. Slack, 
Bennett Wheeler, Mr. Trice 
and Mr. Wynns. 

With the firm seven years, 
Mr. Hicks has been executive 
vice-president and _ general 
manager of the company for 
the past six years. Prior to 
that, he was vice-president 
of the Tampa Shipbuilding 
Co. for six years; manager 
of the lock and forged iron 
division of the McKinney 
Mfg. Co., of Pittsburgh, Pa.; 
New York manager of the 
Russell & Erwin Div. of the 
American Hardware Corp., 
and southeast representative 
of the Pittsburgh Screw & 
Bolt Corp. 
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Builders’ Hardware Men From Cleveland 
Convention Make Tour of McKinney Plant 


Builders’ hardware con- 
tractors, attending the Na- 
tional Contract Hardware 
Association convention at 
Cleveland, Ohio, were guests 
of the McKinney Mfg. Co., 
Pittsburgh, Pa., for a two-day 
tour of the company’s plant. 

The occasion marked the 
first open house in the his- 
tory of the 88-year-old firm, 


maker of builders’ hardware. ' 


One hundred and twenty-five 
major dealers, from every 
part of the country, made 
the tour and 36 of them 
brought their wives along at 
the request of McKinney. 
“Commercial building ac- 
tivity, representing the 


John Gibson, _ III, 
president of McKin- 
ney Mfg. Co., is 
shown in photo at 
right as he greets 
Mrs. Dan Dickenson, 
of Pensacola, Fla.. 
and Mr. and Mrs. R. 
W. Elder, of the 
Bond Howell Lumber 

o., Jacksonville, 
Fla., upon their ar- 
rival in Pittsburgh. 
In photo at bottom, 
one of the dealer- 
groups is shown at 
the Bearing Inspec- 
tion Dept. during the 
tour of the company. 


larger part of the hardware 
industry’s dollar volume po- 
tential, will remain at its high 
level at least through the 
first quarter of 1954,” was 
the forecast of John Gibson, 
III, president of McKinney, 
following the open house 
tour. 

The visiting dealers in- 
spected the manufacture of 
butt hinges, Oilite. ball- 
bearing, strap and T hinges 
as they were turned out in 
various metals and finishes. 

From the start of the trip 
at Cleveland, arrangements 
were made for travel to 


Pittsburgh by private cars 
(Continued on page 214) 
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New Ce, leaded 


gas burning 
torches hailed 
: as great 
convenience. 








model 32A 


Won can take C&L Torch Model Nos. 32-A, 
158-A, 600-A and 800 to any filling station 
and say “fill ’er up.” It makes no difference 
whether you use regular or Ethyl, because they 
are built to burn any type of gasoline. No extra 
filters are needed, no extra care required, and 
this added convenience is yours at no extra cost. 
For complete details see your 
C&L wholesaler or write to 
Clayton & Lambert Mfg Co., 
1701 Dixie Highway, 
Louisville, Kentucky. 




















Fill your Torch... 
When you fill your tank 














Hoover Co. Names Munz 
General Sales Manager 


Walter A. Munz has been 
promoted to general sales 
manager of the Hoover Co., 





WALTER A. MUNZ 


North Canton, Ohio. Mr. 
Munz previously held the 
position of field sales man- 
ager. 

As general sales manager, 
he will have complete sales 
supervision over all the firm’s 
consumer products. 

Mr. Munz joined Hoover 
in 1928, as a serviceman. In 
1941 he was promoted to 
branch service manager in 
New York City, and in 1945 
he was shifted to sales work 
as district manager in New 
York. In 1952 he was ad- 
vanced to division manager 
with headquarters in Chi- 
cago. 





Nesco List Changes 
In Sales Department 


Several changes in the sales 
department of Nesco, Inc., 
Milwaukee, Wis., have been 
announced by H. Henry Mar- 
tens, general sales manager 
of the firm. 

Vince Anson, former dis- 
trict sales manager of the 
company’s southwestern dis- 
trict, has been promoted to 
manager of the entire cen- 
tral region, with offices in the 
firm’s Granite City plant. 

Lowell Cupp, recently ap- 
pointed northern district 
manager, will remain in that 
capacity under the new 
regional organization, with 
offices in Chicago, IIl. 

Lloyd Davidson, southeast- 
ern manager at Atlanta, Ga., 
has been promoted to eastern 
regional manager in charge 
of the eastern region, with 
offices in New York City. 


News of the Trade 





R. B. McKnight, western 
district sales manager, with 
offices in Los Angeles, Calif., 
will remain in that capacity, 
in direct charge of West 
Coast sales operations for the 
companay. 

These changes are in line 
with the firm’s new policy of 
coordination and consolida- 
tion of sales and marketing 
programs on all Nesco prod- 
ucts, and establishing decen- 
tralization of all administra- 
tive sales management. 





G-E to Cease Making 
Wringer Washers 


Manufacture of wringer 
washers will be discontinued 
by the General Electric Co., 


Louisville, Ky., by April, 
1954. 
James H. Goss, general 


manager of the company’s 
home laundry equipment de- 
partment, said the decision 
to discontinue manufacture 
of wringer washers was 
made in order that effort 
might be concentrated on the 
production of automatic 
washers and dryers. 





Jack Segal Leaves Post 
With Three Segal Firms 


Jack Segal, sales repre- 
sentative of the Segal Lock 
& Hardware Co., Inc., the 
Segal Safety Razor Corp., 
and the Norwalk Lock Co., 
all South Norwalk, Conn., 
has announced that he is no 
longer associated with those 
companies. 

Mr. Segal had been with 
the Segal organization since 
its inception 35 years ago, 
at one time having been a 
member of the board of di- 
rectors. As a company sales 
representative, he traveled 
New York, Pennsylvania, 
Maryland, Washington, D. C., 
Ohio, Virginia, West Vir- 
ginia, Cuba and Puerto Rico. 





Schaible Co. Appoints 
Division Sales Head 


Edward J. Pegelow has 
been appointed sales manager 
of the Disposer Div. of 
the Schaible Co., Cincinnati, 
Ohio, it was announced by 
Frank J. Nugent, vice-presi- 
dent in charge of sales. 
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“CLICKSNAP” 


CANTILEVER TRAY 
GREATER CAPACITY 


NEW! 
“CLICKSNAP” 


Smooth Operation 
POSITIVE 


Automatic Secure 





CENTRAL’S “CAPACITEER® 


Central proudl 
these 
steel 
cepted line 


Bond & Utility P 
No. 9-99A 
With Cantilever Tray 


No. 9-50A 
Without tray 


“CAPACITEER” 
Greater Capacity 


The dimensions tell the 
story—1 1" lon by 
734"' wide by 4|3" deep. 
Like all Central boxes 
these are fabricated in 
one piece of heavy steel— 
round corners—hammered 
silver finish. Automatic 
click snap cover. Secure 
lock with 2 keys—individ- 
val cartons. 


COMPLETE QUALITY LINE 


Cash, Bond and Utility Boxes 


NO. 10 SERIES—Size 11% x 6 x 2%”. The automatic “CLICKSNAP” cover now 
included on the key boxes. 


19-10A....... Key lock with steel tray 


9-10A......... Key lock, no tray 
19-1OCL Combination lock with steel tray 


9-1OCL Combination lock, no tray 


MO. 23 SERIES—Size 11% x 6 x 436”. The automatic “CLICKSNAP” cover now 
included on the key boxes. 

19-23A........ Key lock with steel tray 9-23A........ Key lock, no tray 

19-23CL Combination lock with steel tray 9-23CL Combination lock, no tray 


NO. 9 SERIES—Size 11 % x 7% x 413%”. The “CAPACITEER”, the box with greater 
capacity—Cantilever tray and Clicksnap Cover. 
9-99A..... Key lock with cantilever tray 9-SOA........ Key lock, no tray 


For Export: Frazar & Co., 50 Church St., New York 7, N. Y. 


Cable Address ‘’FRAZAR’’ New York 
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JP-1 Pruning 
Shear. Ex- 
tremely light. 
4 oz., 642" 
long 


Double the 
Number of 
Parker 
Pruning br 
Shears F with this 
NEW DISPLAY 


SHE likes it to cut flowers because it’s so light, 
so easy to handle. HE likes it for pruning — also 
because it’s so light yet rugged enough to stand 
tough cutting. They both know the cutlery steel 
blade for what it is—a blade that stays sharp. 
The satin finish with enafmeled handle and the 
handy thumb lock rank high, too. 

You have a full measure of value and quality 
to sell in these other Parker Garden tools. 


Big Brother 
Pruning Shears be 
9 oz., 842" long 


SP-2 





Long Handled ° 
Lopping Shear 
for heavy brush 
2812" long 
P.50 





Tree Pruner 
for tree trimming 


Hardened Steel 
Grass Shears 


Easy Cutting and shaping 
G-2 98” long 
P-60 


Manufacturers of World-Famous Trojan Saw Blades and Frames 








PARKER MANUFACTURING CO. 





WORCESTER 1, MASS., U.S. : 
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No packing 
No stalling 


Millions of portable electric drills are in use in 
home and industry. Right now, from this large 
market, there’s a big demand for Carboloy “Live- 


Spiral” 


Masonry Drills—the carbide-tipped, ro- 


tary-type drills that zip through concrete like 


wood .. 


. drill any masonry fast and clean, without 


stalling, packing, binding. 

And this demand is growing. Vigorous adver- 
tising reaches many of your customers in the 
“do-it-yourself” market in such magazines as 


Popular Science, 


Popular Homecraft, 


Popular 


Mechanics and Homecraft and the Home Owner 


eo 
publications. 


industrial consumers 


in four other 


Cash in, now, on this big demand. Carboloy 
Masonry Drills are priced for quick turnover. 
Attractively packaged for quick sales. Engineered 


for phenomenal results. 


They'll help you make 


many extra tie-in sales of portable drills, anchor- 
ing devices and other accessories. 

Order these drills today from your jobber, or, 
if you choose, get full details on resale proposition. 


Send in coupon now. 
HANDY-MAN KIT 





Designed for the home work- 
shop. Contains 3 Carboloy 
erie ag Masonry Drills 


. %”, %” ... all fit 
YA" chucks. Send coupon. 
“Carboloy”’ and ’ 


Carboloy Department of 


MAIL TODAY FOR FULL DETAILS 


|_ MAIL TODAY FOR FULL DETAILS | 
CARBOLOY 


DEPARTMENT OF GENERAL ELECTRIC COMPANY 
11197 E. 8 Mile Ave., 


Name 


Rush me resale proposition and descriptive folder without obligation. 


FREE FOLDER 





Get all the facts on “Live- 
Spiral” drills. Sizes range from 
3/16” up .. . drills of 4%” and 
above fit 4%” chucks. Optional 
¥,” shank on %” drill, also. 


‘Live-Spiral’’ are registered trademarks of the 


General Electric Company 





Detroit 32, Michigan 


Position. 





c 








lead | 





Addr: 


Zone. State. 





City 


| am a [J hardware retailer. 
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Acmeline Mfg. Co. Sold; 
Clarage New President 


The Acmeline Mfg. Co., 
Traverse City, Mich., has 
been purchased by a group 
headed by Richard S. Clarage 
and Robert H. Adler, both 
of Chicago. 

The Acmeline firm was 
founded in 1850, and through- 
out the 103 years of its ex- 
istence was held by the Mil- 
likin family of Traverse City. 
The company was purchased 
from the family of the late 
Senator James Millikin, who 
died last year. 

Mr. Clarage has been 
named president of Acmeline, 
and Mr. Adler has_ been 
named vice-president and 
sales manager. 





Builders’ Hardware Men 
Tour McKinney Plant 


(Continued from page 211) 
attached to Pennsylvania 
Railroad’s Steeler. At the 
Pittsburgh station, chartered 
busses took the group to the 
William Penn Hotel where 
arrangements also had been 
made by McKinney. 

After a luncheon, the large 
group was divided into 
smaller groups of from six 


News of the Trade 





to eight persons. Each of 
these groups under the guid- 
ance of an experienced em- 
ployee-guide, was given spe- 
cial training and briefing for 
the tour of the plant. 





Philbrick Promoted 
By Pelouze Mfg. Co. 


Ben Philbrick, for the past 
six years sales manager of 
the Pelouze Mfg. Co., Evans- 
ton, Ill., has been made a 
vice-president of the firm, it 
was announced by Bruce 
Adams, Jr., president of the 
company. 

Mr. Philbrick will continue 
as sales manager in addition 
to his new duties. 





U. S. Rubber Elects 
Caskey Vice-President 


John E. Caskey has been 
elected a vice-president of 
United States Rubber Co. 
and general manager of the 
company’s Naugatuck Chem- 
ical Div., H. E. Humphreys, 
Jr., president, announced. 

Mr. Caskey succeeds vice- 
president John P. Coe who 
will handle the company’s in- 
terests in the transfer of 
synthetic rubber plants from 
the government to private in- 
dustry. 





Bigelow & Dowse Holds Sales Meeting 
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The Bigelow & Dowse Co., Boston, Mass., wholesaler, 
recently appointed distributor for Congoleum-Nairn floor 
covering and wall covering products, held a general sales 


meeting at the Somerset Hotel, 


Boston, during which 


the Gold Seal line was presented. The meeting was at- 
tended by the entire sales force from the hardware and 


appliance divisions, along with company officials. 


In 


the above picture are officials of Bigelow & Dowse as 


they met with officials of Congoleum-Nairn. 


From left 


to right, are: Robert H. Watts, vice-president, Bigelow 
& Dowse; Howard H. Laskey, manager of the Floor-cov- 
ering Div., Bigelow & Dowse; Charles Knese, Boston 
district manager, Congoleum-Nairn; W. H. O'Hara, gen- 


eral district manager, 


Gerrity, peetaae, Bigelow & Dowse. 
r. Knese and presentations were made by 
Mr. O'Hara and Jack Lorick, sales promotion manager 

for Congoleum-Nairn. 


conductd by M 







Congoleum-Nairn, 
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Beye eCroprand curome LOOILS 

nager of 

., Evans- 

made a 

5 mee it DBH-100 DISPLAY ASSORTMENT 

tee Includes two each of 49 tools . . 98 tools 

nt o in 8 most popular series. Display is sturdily 

continue The eye-catching Herbrand merchandiser helps you get a big- gr oe gt agg Apa 

addition ger share of the expanding home and professional market for and 25” high. Dealer cost $86.09. Display 
mechanics’ hand tools. Features the top-quality brand favored by fixture is free. ¢nBRan 
good mechanics since 1881 . . . Herbrand. “Am, 

sts Well-balanced assortment includes only fast-moving numbers. 

ident “SEE-THRU’* display keeps tools in view from any angle. 

et Varied selection of tools promotes “impulse” and “additional” 

as been i i | ae eR: 

ident of buying of other tools. And remember, Herbrand quality means PRT TET 

ae Go. bigger dollar sales, fatter profits, more customer goodwill, and PPR EI 855 

er of the extra prestige for your establishment. Write for complete details. as abate 

eck Chem- * Patent Pending 


— Herbrand Tools, Fremont 18, Ohio 
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ate VE Fall Profit Soldering Irons! 
eno Here’s the line you sell at competitive prices — 


fing with full markup for you! Drake quality — 
Drake saleability. Better order now! 








DRAKE No. 703 
150 WATT IRON WITH 11%” TIP 
ee Ideal for garages, machine shops, and heavier 
home use. Highest quality nichrome wire 
wound on amber mica in sealed element. Ra- 
diating fins keep handle cool. Chrome Plated. 
Complete with six foot cord and stand. 
Weight in carton: one pound, ten ounces. 


DRAKE No. 701 
100 WATT IRON WITH 7%” TIP 





r, 
ay Recommended for medium automotive and 
rn general household use. Highest quality 
ral sales nichrome in sealed element. Has baffle 
_ which plates to keep handle cool; is Chrome 
was at- Plated. Complete with six foot 
d cord and stand. Weight in 
are an carton: one pound, 
als. In four ounces. 
owse as 





om left DRAKE No. 700 
Bigelow 80 WATT IRON WITH %” TIP 
vena A lightweight iron for general use in small automo- s oO L D 2 R | NG G 
tive work and household light soldering. Chrome 
Boston Plated, with radiating fins to keep handle cool. 
ra, gen- Complete with six foot cord and stand. Weight in . R @ ] | Ss 
Fran carton: one pound. 
ing was Represented by: 
: SURPLESS, DUNN & CO. THE RUGER COMPANY DRAKE ELECTRIC WORKS, 


b 
rata In Canada: JOHN R. ANDERSON & SON LTD., Montreal 3656 LINCOLN AVENUE, CHICAGO 13, ILLINOIS 
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PROFITS ARE 
EASY e QUICK 


WITH THE AN D R EWS 
prastic HOSE SPRINKLER 











COPYRIGHT 1953, A.M. ANOREWS CO. 


THE ANDREWS PLASTIC 
HOSE SPRINKLER sells 
itself! Display the Andrews 
Plastic Hose Sprinkler in its 
attractive carton, and you’ve 
touched off a wave of im- 
pulse buying. But it doesn’t stop there. Happy users 
become enthusiastic salesmen...their neighbors become 
new customers. Every homeowner in your city is a 
potential customer. 











Check these Consumer advantages: 
@ Spray around curves, on hillsides... 
in any direction. 


®@ Sprays evenly at any pressure...gentle spray 
won't harm flowers. 


@ A turn of the faucet controls width of coverage 
... from 1 to 15 feet at average pressure. 


® Turn it over— it’s a soaker! 


® Resists oil, grease, fertilizer and gritty soil... 
won't rot or mildew (even when stored wet). 


®@ Lightweight! 30 feet weighs approximately 
1 pound. Even a 100-foot length can be carried 
in one hand. 


Order your supply of Andrews Plastic Hose Sprinklers 
today. Share in the steady profits being realized by 
thousands of dealers all across the country. 


A.M. ANDREWS C0., Inc. 


4621-A Beaverton -Hillsdale Highway 
PORTLAND 19, OREGON, U.S.A. 











Appoint Mount, Wheeler 
Bassick Co. Sales Heads 


R. D. Mount has been pro- 
moted to manager of distrib- 
utor sales and truck caster 





R. D. MOUNT 


sales, and Edward F. Wheeler 
has been named manager of 
general caster sales and 
chair control sales for the 
Bassick Co., Bridgeport, 
Conn. 

Mr. Mount, formerly as- 
sistant sales manager and 
advertising manager, has 
been with Bassick for 26 
years. He represents the 
company in the American 
Supply & Machinery Asso- 
ciation and the American 
Hardware Manufacturers 
Association, 





EDWARD F. WHEELER 


Mr. Wheeler has been with 
Bassick for 15 years, his en- 
tire business career. 





Blumberg Co. Plans 
Move in December 

The William L. Blumberg 
Co., Inc., New York City, 
wholesaler, has announced 
that at the end of December 
it will move to a new build- 


News of the Trade 
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ing now being constructed at 
1119-35 Manhattan Ave., 
Brooklyn, N. Y. 

The Blumberg company 
has been at its present loca- 
tion for 37 years. In its new 
quarters, the warehouse will 
have 40,000 sq. ft. on one 
floor, with interior loading 
facilities to accommodate six 
trucks. The offices will be on 
the second floor overlooking 
the warehouse. 





Western Lock to Handle 
Its Own Distribution 


Western Lock Mfg. Co., 
Los Angeles, Calif., has an- 
nounced that it is now han- 
dling its own Weslock distri- 
bution throughout the world. 

Formerly distributed by 
Westwood Mfg. Co., Weslocks 
will now be available only 
through Western Lock Mfg. 
Co. In this transition Wes- 
locks will now be sold direct 
from the factory to the whole- 
sale trade. 





Winters Named Buyer 
At Pritzlaff Hardware 


(Continued from page 210) 
waukee, Wis., wholesaler. He 
succeeds Charles Ruth, who 
recently resigned from the 
firm to become a manufac- 
turers’ representative. 

Mr. Winters has been with 
the Pritzlaff firm for more 
than 15 years, having started 
as a stock boy in the Sport- 
ing Goods Dept. He later be- 
came a sporting goods sales- 
man, which position he held 
until his recent promotion to 
buyer. 





Brannan Promoted By 
Olin Industries 


Aubrey E. Brannan, West- 
ern-Winchester sales repre- 
sentative for the past four 
years, has been appointed 
assistant district manager 
for the West central district, 
it was announced by W. H. 
Dittmann, central regional 
manager of Olin Industries’ 
Arms & Ammunition Div., 
East Alton, Il. 





Nesco Moves in Chicago 


Nesco, Inc., Milwaukee, 
Wis., has moved its Chicago 
display rooms from 201 N. 
Michigan Ave. to Room 1468, 
Merchandise Mart. 
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ee-is the Word For Your 


CF JOLLR2 


PROFIT PICTURE 






WHEN YOU 
» STOCK 
> DISPLAY 
> SELL 


SEALED BEAM 


ELECTRIC HAND LAMP 





Here’s an electric hand lamp that's ideal for sports, 

utility and emergency uses! The hermetically sealed- Price 
beam bulb locks out dirt and moisture—assures a clear, 

brilliant, powerful beam at the flick of a switch. Big $750 
Beam Model 166 has been designed and produced —_ 
by the manufacturer of America's most popular line of battery 





portable electric hand lamps. 





V Sports Afield 


v Saturday Evening Post 
v Hunting & Fishing 


Popular Mechanics 
V Field & Stream Country Gentleman 
V Outdoor Life V Progressive Farmer 


We Tell ’Em... You Sell ’Em 





6 


Big Beam Flare 
No. 400F 


Big Beam Jr. 
No. 111 


Big Beam 
No. 211 


MANY ACCESSORIES 
See Your Jobber or Write Direct ‘=: Literature 


U-C LITE MANUFACTURING CO. 


1036 W. Hubbard Street, Chicago 22, Ill. 
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Globe Skates give your customers 


BALANCED 
DESIGN... 


DAPI F AAS FAERY OVI 


























selling features that 
roll up profits for you... 
extra trouble-free 

miles for your customers 


From coast to coast, alert dealers are 
rolling up profits with the quality-built Globe line. 
Small wonder, too, because Globe gives customers 
extra mileage, extra fun with “balanced design” 
skates. Wheels and chassis are precision-built . . . 
perfectly matched for smoother, quieter, happier 
skating. What’s more, there’s a Globe skate that 
fits every foot and every purse. So cash in on these 
fast-moving skates. Stock ‘em! Talk ‘em! And 
watch your profits go to town! 





See your 
Globe representative 
NOW! 





L. H. Brown & Assoc. 
No. Abington, Mass. 
Clark-Spoerl Co. 
Milwaukee, Wis. 
Roy M. Davis 
Pittsburgh, Pa. 
Flanery Sales Co. 
Dallas, Tex. 

H. C. France 
Prospect Heights, Ill. 
Lamberton & Ross 
St. Lovis, Mo. 


M. E. Linxwiler Co. 
San Francisco, Calif. 
H. W. Murell & Associates 
Cleveland, Ohio 
Sheldon Company 
Greensboro, N. C. 
Sollmann & Whitcomb 
New York, N. Y. 

L. R. Wulf Co. 
Minneapolis, Minn. 
W. J. May & Son 
Toronto, Ont. 


MILWAUKEE 1, WISCONSIN 











NEW BEDFORD 

offers PRE-MEASURED ROPE 

in FULL or HALF-COIL 
CARTONS... 











































Large or small — you can easily fill all rope 
orders with time-proven quality, expertly- 
laid New Bedford Rope! Just look at all 
the benefits: 


@ All rope of selected fibers — self lubri- 
cated, strong manila or sisal. 
Pre-measuring cuts handling time with 
rope marked in red at 10’ intervals. 
Eleven rope sizes from 3/16” to %4” 
dia. Fill all customer needs. 

All orders filled from full or half-coil 
cartons. No remnants — all rope sells! 
All-enclosed cartons keep rope factory- 
fresh, free from dirt, dust, and grease. 
Rope stays snarl-free—no collapsed 
coil cunfusion. 

Easy-to-read specification panels help 
find the right rope fast. 


There’s no extra charge for 
these features... 


and the attractive self-dispensing cartons 
sell themselves. Printed red for manila, 
green for sisal, they take up little floor 
space. Stack ’em in pyramids, stack ’em 
on edge—any way you stack ’em they 
make a sure-fire display that’s more than 
efficient — 


they really SELL! 
write today 
@ esr6 




















NEW BEDFORD CORDAGE CO. 
New Bedford, Mass. 








Oetjen Appointed Sales 
Manager of Proto Tools 


H. W. Oetjen has been ap- 
pointed sales manager for 
Proto Tools, it was an- 





H. W. OETJEN 


nounced by Marvin S. Ban- 
doli, vice-president in charge 
of sales for the Plomb Tool 
Co., Los Angeles, Calif., man- 
ufacturer of Proto Tools. 

In his new position, Mr. 
Oetjen will supervise all Pro- 
to sales in the United States. 
He was formerly director of 
marketing and research for 
the company, but had devoted 
much of his time to sales 
activities. 

Mr. Oetjen was previously 
affiliated with the Tide Water 
Associated Oil Co., Fairchild 
Engine & Aircraft Corp., 
Fairchild Camera & Instru- 
ment Corp., and the J. O. 
Mfg. Co. 





Two Wholesale Firms 
Join Cleveland Club 


The Geo. Worthington Co. 
and the W. Bingham Co., 
both Cleveland, Ohio, whole- 
salers, have been made mem- 
bers of Hundred-Year Club 
of Cleveland, a newly-formed 
organization designed to per- 
petuate the memories and 
preserve the traditions of 
Cleveland’s early days as well 
as advertise the city and its 
older institutions. 

To become a member, a 
company must be at least 100 
years of age, all of these 
years spent in the city of 
Cleveland. 

The Worthington and Bing- 
ham firms were found to be 
two of the city’s five oldest 
companies. The former firm 
was started in 1829, the lat- 
ter in 1841. 

A. G. Rorabeck, president 
of the Geo. Worthington Co., 
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has been elected first vice- 
president of the Club, and 
Spencer E. Cram, president 
of the W. Bingham Co., is a 
member of the Club’s advis- 
ory committee. 


Wieland Marks 70th Year 
With Pritzlaff Hardware 


Leo Wieland recently cele- 
brated his 70th year with the 
John Pritzlaff Hardware Co., 
Milwaukee, Wis., wholesaler. 

Mr. Wieland, the firm’s 
credit manager, until re- 
cently came to the office every 
day, but at present is being 
kept away by illness. Mr. 
Wieland passed his 92nd 
birthday Oct. 19. 








Snyder Named District 
Manager for DeWalt Inc. 


Charles W. Snyder has 
been named a district sales 
manager for DeWalt, Inc., 
subsid ary of American Ma- 
chine & Foundry Co., Lan- 
caster, Pa. 

Mr. Snyder’s territory in- 
cludes the entire state of 
Delaware, New Jersey from 
Trenton South, and the state 
of Pennsylvania from Lewis- 
ton East. He joined DeWalt 
in 1939. 





Clausen Named District 
Manager for Manitowoc 


George W. Clausen has 
been appointed district sales 
manager for Manitowoc 
Equipment Works, Manito- 
woc, Wis. He will direct 
Manitowoc home freezer 
sales activity in California, 
Arizona and Nevada. 

Mr. Clausen was formerly 
general merchandise man- 
ager of Hibbard, Spencer, 
Bartlett & Co. in Evanston, 
Ill., and has been associated 
with Alden’s, Inc. He also 
served as a consultant to the 
Consumers Durable Goods 
Div. of the War Production 
Board. 





Buys Canadian Company 


The Dominion Electric 
Corp., Mansfield, Ohio, has 
purchased a substantial in- 
terest in the Samson-United, 
Ltd., of Toronto, Canada. As 
a result, Samson-United will 
manufacture and distribute 
all of Dominion Electric’s ap- 
pliances for Canadian dis- 
tribution, and will be known 
as Samson-Dominion, Ltd. 
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Eden Best Hardware 
4742 W. Peterson Ave. 
hicago 


"The GARDEN-diser sold 
tools faster than 

any similar display— 

RAYMOND E. SISCO / and-more of them" 








New GARDEN-diser solves the problem 


of cutting selling costs 


Recent studies reveal “practically every hardware store 


FOR 


“QUICK 
SERVICE” 


SELLING! 








does up to 50% of its week’s volume in 12 to 15 hours.” 
The answer—Quick Service through displays that hold 
adequate stocks, related selling, self-selection, signs that 
sell, price cards, etc. Only the GARDEX GARDEN-diser 
does all this for your garden section. It holds over 100 
tools, with each tool described and priced—practically a 
complete garden tool department in just 34” x 48” of floor 


space. Stimulates related sales and self-selling . 


garden tool volume and profit. 


A $49.50 value . . . available on the cel 
Gardex purchase plan for only... 


. builds 


$2295 


"($25.4 95 Far West) 












Sell more with this display 


a wider variety of tools, a vari- 
ety of prices, takes only 13” counter 
length, costs you less money. 
Complete with 24 tools... °912.98 

Far West... $13.98 


Ask your jobber or write for 
complete details to 


GARDEX 


Americas Modern Gorden EO 





LS 








-OOLS GARDEX, INC. 


501 N. CARROLL AVE. 
MICHIGAN CITY 10, IND. 





















































MORE SALES... 
BIGGER PROFIT 





JAX DELUXE 


Knocked-down 
best-seller! 


¥ 
- You’re always sure of fast turnover 7 
a when you stock the Jackson line .. . | 
: because your customers are pre-sold a 
* on Jackson superiority. Yes, customers P| 


know the Jackson name is an assurance 
of dependable quality and performance. § 
They know that the modern design : 
features of Jackson Home and Garden 


Wheelbarrows are best. Result . . . the 

Jackson line outsells all others. There’s 

your sales and profit proof! . 
a 









¥OOD 
IARDEN BARROWS 


Bwn, garden or green- 
se. Made of one- 
terior waterproof 
. won't warp. 


















Various ty 
made of hi 
steel; edges FOI 
vent cuttia® 
able s¢ 
steel; 


or semi-pneu- 
ibe teres; also steel 










Oldest and largest wheelbarrow maker in America 
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Easiest Opening Action 
ever developed! 


Just turn the handle—the door immediately | 


starts outward and upward. There’s no 


lifting—“Powermatic” adjustable springs do all | 


the work. That’s how easy an overhead door 


operates when equipped with FRANTZ No. 80 | 


hardware. And closing is just as simple! 
Self-latch bolts, steel weather strips, steel 
ball bearings—these are only a few of the 
many FRANTZ No. 80 features. Only 2” 
headroom required. Here’s a set that’s ideal 
for doors weighing 100 to 150 Ibs., to fit 
openings 8’ wide x 7’ high. Other sizes also 
available. If you want the fastest installing 
door, with the easiest opening and closing 
action ever developed, FRANTZ No. 80 
Hardware Set is the answer! 


The Original ‘‘Design Your Own” 

4 hardware. Use Frantz No. 80 for any 
door design, such as shown here, for easy 
trouble-free operation. It costs so little and 
adds so much to the appearance and resale 
value of a home. 


FRANTZ 


GARAGE DOORS AND HARDWARE 














Overhead 
- i / 


FRANTZ MANUFACTURING COMPANY, STERLING, ILLINOIS 
220 











Argo, White Promoted 
By Sheffield Steel 


E. L. Argo has been ap- 
pointed assistant to manager 
of sales, Bolt Products Div. 


E. L. ARGO 


of the Sheffield Steel Corp., 
Kansas City, Mo. 

Mr. Argo, who will main- 
tain headquarters at Kansas 
City, was formerly district 
manager in Chicago, IIl. 


ROBERT WHITE 


Robert White has been 
named by the company to 
succeed Mr. Argo as district 
manager in Chicago. Mr. 
White was formerly district 
manager of the Washington, 
D. C., office, and he will con- 
tinue in that capacity while 
assuming his new duties. 


Silex Names Anderson 
Regional Sales Head 


James M. Anderson has 
been appointed regional sales 
manager in the midwest area 
for the Silex Co., Hartford, 
Conn., and its Chicago Elec- 
tric Div. 

Mr. Anderson will manage 
three of the company’s terri- 
tories comprising southern 
Ohio, southern Illinois, south- 
ern Indiana, Kansas, Iowa, 


News of the Trade 


Nebraska, Kentucky, Mis- 
souri, Arkansas and western 
Tennessee. 


Easy Washing Machine 
Lists Changes in Sales 


Staff promotions and sev- 
eral new appointments to the 
sales force of the Easy Wash- 
ing Machine Corp., Syracuse, 
N. Y., have been announced 
by G. W. Burns, general sales 
manager of the firm. 

William N. Jared has been 
promoted to the post of di- 
visional sales manager of the 
Pittsburgh territory, with 
headquarters in Pittsburgh. 
Stuart Magowan and Daniel 
K. Swihart have been ap- 
pointed district sales man- 
agers under Mr. Jared. Mr. 
Magowan will serve the Pitts- 
burgh, Butler and Beaver 
Falls territory, and Mr. Swi- 
hart will cover the West Vir- 
ginia territory. 

In the firm’s Michigan di- 
vision, Renne Stavenga has 
been promoted from salesman 
to district sales manager of 
the South Bend territory, and 
James W. Grant has also 
been promoted to district 
sales manager in Michigan. 

Also in Michigan, Richard 
M. White has been appoint- 
ed a district sales manager 
in the Saginaw territory. 

John L. Rice has been ap- 
pointed a salesman in the 
Empire (New York) division, 
with headquarters in Syra- 
cuse. In the Ohio division, 
James K. Montgomery has 
been appointed a salesman 
and will maintain headquart- 
ers in Cleveland. Harry S. 
Eklof has been named a sales- 
man in the Philadelphia area. 

In the West Coast terri- 
tory, Robert S. Grimm has 
been named a district sales 
manager in the Oakland, 
Calif., district, with head- 
quarters in Walnut Creek. In 
the midwest division, Julius 
Plawecki has been appointed 
a salesman with headquarters 
in Chicago. 


Schafer-Wright Named 


Schafer-Wright, Inc., Port- 
land, Ore., has been appointed 
a distributor of Youngstown 
Kitchens, it was announced 
by C. D. Alderman, vice- 
president of the Mullins Mfg. 
Corp., Warren, Ohio, manu- 
facturer of the kitchens. 
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Ceuend New. 


KIMBLE GLASS BARS 
with tear-drop fittings 


Now, to its highly popular Towel Bar line, Kimble 
adds a new, ultra-modern bar with streamlined, 
teardrop fittings in bright nickel finish. Available 
in 18” and 24” lengths. 

Kimble Glass Towel Bars make an attractive 
addition to any room... stay clean. .. never rust 

. don’t snag clothing. 

These new towel bar items were designed to give 
the maximum of consumer value but are priced to 
allow a new and better profit margin. 

Don’t delay, place your order today with your 
wholesaler or write to us for the one nearest you. 


6x KIMBLE GLASS COMPANY 


Toledo 1, Ohio—Subsidiary of Owens-Illinois Glass Company 
















Actual working model dramatically demonstrates the selling 
features of the Ives WEATHER-TITE Sash Lock! Makes customers STOP 
TO TRY—STAY TO BUY! Requires only 4” x 6” of counter space. 


ORDER ‘EM FROM YOUR IVES WHOLESALER... TODAY 


WEATHER-TITE 
SASH LOCK! 


made in non-rusting cast aluminum 
(Also Solid Brass) 

A brand new addition to the famed Ives line of competitively- 
priced quality aluminum hardware! Jam-packed with exclusive 
Ives features that really sell! Modern, streamline design— 
Locks securely, eliminates drafts and ai Dollar 
Volume because preference for 
WEATHER-TITE makes it easy to 


convert conventional sash fastener | ‘THER: WE 


sales and increase dollar volume | wt 





b h ALUMiovm 

as much as 100%. a 

. " | 3 SASH LOgy | 
i == . ie. 


Dealer Counter pay RR 
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RIGHT 


oz ' CONTACT 
FOR ELECTRICAL SUPPLIES 


With a tradition of 
“DEPENDABILITY ~ 


—s- ee 

POWR-KORD 
: — 
HEAVY DUTY EXTENSIONS 
with molded-on 


attachments 


. in 17 sizes and lengths 
from 10 to 100 feet of Type § 
or SJ rubber jacketed service 
cord. Every component part is 
UL listed. For POWER TOOLS, 
FLOOR POLISHERS, PROJEC- 
TORS, OUTDOOR LIGHTING 
LAWN EQUIPMENT, etc. 





















NEW ROYAL NO.2 
WIRE DEAL | 


1500 feet of 5 
every - day 
S wire types in 
new assort- 
ment, plus all- 
J steel display 
with built-in 
wire cutter. 












> A 

Ss Seareted by 

Good Housekeeping 
eras Aoveenstd ae 


THRU YOUR WHOLESALER 


-Rubty WIRE + FUSES 


: CORD SETS + WIRING DEVICES 
DECORATIVE CHRISTMAS LIGHTING 


ROYAL ELECTRIC COMPANY, Inc. 
Pawtucket - Rhode Island 


































_ News of the Trade 














HARDWARE BRIEFS 





(Continued from page 210) 


West Carrollton, Ohio — 
The Throckmorton brothers, 
Don and Glenn, will be back 
in the hardware business 
next month. Their new hard- 
ware store at 444 E. Dixie 
Dr., is expected to be com- 
pleted by mid-November. 





Battle Creek, Mich.—The 
Waite hardware store, 405 
Northeast Capital Ave., re- 
cently held an open house at 
which it displayed its hunt- 
ing season lines while serv- 
ing coffee and donuts. 

South Amboy, N. J.—Fire 
caused severe damage to the 
Semer hardware store, 
Broadway and David St. The 
blaze swept through the en- 
tire store, resulting in con- 
siderable loss of stock due to 
the flames and water. 





Pueblo, Colo.—Grand open- 
ing of the new Silver Hard- 
ware Co. store, 230 W. 
Eighth, was held recently. 
The store is owned by Morris 
L. Silver and managed by 
Richard T. Glascock. 





Cold Springs, N. Y.—F red 
Sheppard, after an absence 
of approximately three years, 
has recently returned to the 
employ of Nate Glick’s Hard- 
ware Store. Mr. Sheppard 
has been in the hardware 
and paint business for more 
than 35 years. 





Hiawatha, Kan.—The new 
Corken Hardware & Appli- 
ance store. 704 Oregon St., 
held a formal opening that 
was highlighted by a 10-day 
sale. Coffee and cookies were 
served during the opening. 
The store, owned by Robert 
N. Corken, was recently 
moved from the Corken 
building at 712 Oregon St. 





Plymouth, Ind.—With busi- 
ness going on as_ usual, 
Powell’s hardware store, 
Garro and Michigan Sts., is 
being remodeled. The front 
of the building has been com- 
pletely torn down and re- 
placed by a new one of all 
metal and glass. 
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Clinton, Minn. — Arlo 
Schiefelbein and his brother, 
Clarence, have purchased the 
J. D. Ross & Co. hardware 
store. The store is now 
known as the A & C hard- 
ware. 





Morrisonville, Ill. — Mr. 
and Mrs. O. Ray Readhead, 
of Taylorville, have opened 
a new hardware store in the 
Barnett building, which has 
been completely remodeled. 
The new owners have pur- 
chased the stock from Jenkins 
Heating & Plumbing. Mr. 
Readhead is a former sales- 
man for the Shapleigh Hard- 
ware Co. 





Marianna, Ark. — The 
Hunter Hardware Co. store 
has had its interior exten- 
sively remodeled. The store 
is managed by Norman Scott. 





Alexandria, La. — Jack 
Taylor has opened a hard- 
ware and feed store at 2837 
Lee St. The store, formerly 
Mac’s Farm store, is now 
named Jack Taylor’s Hard- 
ware & Feeds. Assisting Mr. 
Taylor in the store is Mack 
Starnes. 





Kansas City, Mo.—Fire at 
the Stoeltzing hardware 
store, 2460 Brooklyn Ave., 
caused damage to the store 
and stock. 





Benkelman, Neb. — Wade 
Hardwick is the new owner 
of the Barger Hardware, 
having purchased the store 
from Lester Kline. 





Enderlin, N. D.—J. Wentz 
& Son, hardware and appli- 
ance store on Fourth Ave., 
recently conducted a “Quit- 
ting Business” sale prior to 
closing the business. 





Simsbury, Conn.—Emil R. 
Roloff recently held a formal 
opening of his store, the 
Simsbury Hardware Co., in 
the College Highway Shop- 
ping Center. The new store 
is 44 ft. deep and has 2,400 
sq. ft. of floor space. 
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enue 08 sv se 
f Tr deadlock (ne, EXTRA 


SALES POTENTIAL 


-ooe QXtra Long Bolt for $xtz4 Security 


No. 880: Taylor hits the sales jackpot with a deadlock 
with four sure-fire selling features. HEAVY BOLT with 
extra long throw! STREAMLINE CASE with lustrous 
baked enamel hammertone finish! QUALITY that your 
customer will appreciate! EASY INSTALLATION with 


improved backplate, perfect alignment every time! 





















EASY INSTALLATION TO PLEASE 
YOUR "Do-it-yourself" CUSTOMERS 


See your wholesaler right away and get set to sell No. 880 fast. 
In fact, it will pay you to show the entire Taylor line: Padlocks, 
fock sets; key blanks, door knobs and builders’ hardware. 
Manufacturers Since 1920. 


























No. 802: The TAYLOR PIN TUMBLER CYL- 
INDER RIM “RETAINO-LATCH” that makes 
ordinary night latches old fashioned. Priced 
right . . . made right! 


TAYLOR LOCK COMPANY 


PHILADELPHIA 32, PENNSYLVANIA, U.S 








. + America’s finest 
quality line of housewares! 


the Dripcut line is growing in sales, demand and importance 

in store after store throughout the country. Now with 

the many new additions to this famous line of dripless 

servers, you'll find this a more profitable line than ever before. 
DECORATED DRIPCUTS. . gay and colorful three-color 
decorations on sparkling glass containers bring a new note 

of smartness — creates added eye-appeal. They are 

wonderful gift items, either decorated or plain. 





























GRIPPY 
UTILITY HOLDER 








CHOPETTE 
MIRACLE 
GRATER & SHREDDER 


WRITE FOR ILLUSTRATED CATALOG SHEETS 
ON THE COMPLETE LINE OF DRIPCUT PRODUCTS 


947 east 62nd street 
los angeles 1, california 
PLASTICMAID MIXING BOWL PLASTIC TOP SALT & PEPPERS 
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FOR FIELD, FARM & FUN 





EACH ONE...EVERY INCH 


A GREAT GUN! 


Hunters, farmers, “‘plinkers’’—all go for these smooth, slide-action 
Noble firearms in a big way. Precision made by men with years 
of gun building experience. A value packed line of sporting arms 
that mean a better buy for your customers, and more sales for you. 













12 & 16 GAUGE 

Model 40, Slide Action, repeating 
shotgun. Equipped with Recoil Pad 
and MultiChoke device that provides £ 
any degree of choke. New fast action. £ 
28” proof-tested barrel of specially ff 
selected steel. Perfectly balanced. {ff 






‘SEE 
YOUR 
JOBBER 












tie 
-22 CAL. RIFLE 
Model 33, Hammerless, Slide 
Action, repeating rifle. Stream- 
lined design. Fast shooting. 
Dependable and accurate. New 
safety features. 


12 & 16 GAUGE FULL 
OR MODIFIED CHOKE 
Model 50, Slide Action, repeat- 
ing shotgun. Same as Model 40, 
but without Multi Choke or Recoil 
Pad. An unbelievable value. 


For more information 
please write Dept. A5 


MANUFACTURING CO., INC. 


Haydenville, Mass. 
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HARDWARE BRIEFS 





Clarion, Iowa—Mr. and 
Mrs. James Brown, formerly 
of Newton, have opened a 
hardware store in the new 
Hansen building. 





Farmville, Va. — The 
Southern Hardware & Appli- 
ance Co., Inc., has moved into 
its new, modern store at 225 
N. Main St. A two-day for- 
mal opening was held at the 
new location and featured 
special events, gifts and 
prizes. The store is owned 
by Emanuel Weinberg and 
managed by M. G. Smith. 





Moore, Mont.— Mr. and 
Mrs. Walter Johnson, of 
Moccasin, have taken over 


the management of the 
Moore Hardware. 





St. Maries, Idaho — The 
Economy hardware has had 
some remodeling done. The 
store was given a new front, 
new windows and doors, and 
several display improve- 
ments. 


Evansville, Ind. — The 
Broadway Feed & Hardware 
Co., 3155 Broadway, recently 
purchased by F. J. McCul- 
lough, has been remodeled 
and reorganized. With the 
assistance of Ed Johnstone, 
of the Shapleigh Hardware 
Co., the store was restocked, 
air conditioned and redeco- 
rated. 





Independence, Mo.—Rent- 
A-Tool service, operated by 
Charles Hunt at 216 E. Al- 
ton, is a new business that 
fits in with the current trend 
of do-it-yourself. Mr. Hunt 
formerly operated the Hunt 
Hardware Store on U. S. 40. 


Hackettstown, N. J.—Ed- 
ward Fuersich and John No- 
vak, of Nutley, have pur- 
chased the Hackettstown 
Hardware Store, 175-177 
Main St., from Jule Freed- 
man. Mr. Novak, in the busi- 
ness several years, operates 
a store in Clifton. 














Rowland Retires From Stovall Hardware 





C. R. Rowland, center, purchasing agent of the Stovall 
Hardware Co., Chattanooga, Tenn., recently retired from 


the company. 


In the photo he is shown receiving a wrist 


watch from J. R. Byers, Stovall president, on behalf of 


the firm and its employees at a 
Rowland looks on. 


Mrs. 


honor. 


dinner given in his 


Mr. Roland, 77, has 


missed only a few days because of illness in 58 years 
of employment. He started his hardware career in 1905 


with the W. T. Green Hardware Store. In 1912 he joined 


the Stovall firm. 
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— The 
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cently 
{cCul- 
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h the 
istone, 
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ocked, 
-edeco- 


with this simple 


easy-to-use gs 
demonstrator | Free 


sardine can 
demonstrators 
supplied 
with each 
Westco 66 
shipment. 


Hanging Fixtures 





-~Rent- 
ed by 
E. Al- 
s that 
, trend 
- Hunt 
. Hunt 
S. 40. 


Versatile, inexpensive wall hangers 
in a choice of over 200 styles! 


- Here’s your chance to supply an urgent need in every 
_—_— - 
hn No- 
e pur- 
tstown 
175-177 
Freed- 
ie busi- 
perates 


home, office, workshop and garage! With more 
than 200 different types of Handy-Hook Fixtures, 
there is a fixture for every item in every room in 


every house. THE HOTTEST ITEM THIS YEAR! 


Perfect storage for 





All tools 


are 


Garden implements 
Auto equipment 


ee 
nn ebe 


7 ep eet IES 


That's because to fry it... is to buy it! This simple demon- 
strator* on your counter actually invites your customers 
to see for themselves the smooth, silky cutting action made 
possible by Westco 66's rotating blade 
of hardened tool steel. It gives them 
a chance to feel how easily it glides 
around any can, including the hard- 
one A ode tone to-open sardine can. Always a best 
ing Fixtures. seller, the Westco 66 with its new 
demonstrator will pyramid sales higher than ever. Write 


Save hats from crushing 
Take shoes off the floor 


Increase closet space! 






<n ~~ ory 

Guaranteed by 
Good Housekeeping 
The only really flexible ye 
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Ask your jobber or write for full information today or now for complete information. 

Stovall Phone WAlnut 1-5381, Detroit, Michigan. 
d from 
a wrist QUALITY PRODUCTS FOR OVER A CENTURY 
half of & Sell All the T & S Kitchen Time Savers. 
in his 0 ern iS Boost your profits with sales-building Deluxe 
7, has ,oaniuaran Superwhirl Die-Cast Beater and Bluewhirl 
years : Ball-Bearing Beater. 
1 1905 

joined 6825 MILLER AVENUE * DETROIT 11, MICHIGAN 








The Turner & Seymour Mfg. Co., Torrington, Conn. 
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Here’s a better 


‘IMPULSE ITEM” 


Priced for fast 
turnover... 


s\3\$/s 


oe 
NEW Gotden Rod 
PISTOL OILER 


The perfect Pistol Oiler for 
Home, Shop, Garage and Service Station 


The newest member of the famous family of Golden Rod Oilers! 
Precision engineered pump and smoothest action to deliver a 
single drop of oil—or a stream! “Lip ed” spout tip for easy 
opening of oil cups. Flared container of polished aluminum for 
best appearance and stability; fits the hand! 
Top cap and spout in Golden Rod yellow baked enamel. 
Rigid or flexible spout styles for every oiling need. Sold only in 
“QUICKSALE” Displays— six oilers 
of a kind per display. 


co 





A__| 4 
















=f 


‘600 


RIGID SPOUT 






#600—5” Rigid Spout; 5-oz. Capacity. 
6 Oilers per display; Shpg. wt., 23/ Ibs. 
6 Displays per carton; Shpg. wt., 17 Ibs. 


‘AN 


*606 


FLEXIBLE 
SPOUT 


RO RRR ARTERIES CIE EI eC 













#606—6” Flexible Spout; 5-oz. Capacity. 
6 Oilers per display; Shpg. wt., 23/ Ibs. 
6 Displays per carton; Shpg. wt., 17 lbs. 


Tew “QUICKSALE” Displays _{ 


Colorful, two-sided displays “‘sell on sight” 
and occupy only 4”x12” space on counter 








top; give full view of Pistol Oilers — easy 
removal. 

Buy one display rigid spout and one flex- 
ible then interchange oilers for complete 
assortment! 


ORDER FROM YOUR LOCAL JOBBER 


DUTTON-LAINSON CO. 
x 


HASTINGS, NEBR., U.S.A. Since 1886 



















News of the Trade 








NEWS OF 


MANUFACTURERS’ AGENTS 





Carlburg Handles Earle 
Products in California 


Clifford A. Carlburg, Los 
Angeles, Calif., has been ap- 
pointed to represent the 





CLIFFORD A. CARLBURG 


Earle Hardware Mfg. Co., 
Reading, Pa., in southern 
California. 

Mr. Carlburg, with head- 
quarters at 3139 Lowell Ave., 
will handle the Earle line of 
screen and storm door sets, 
night latches and general line 
of locks and builders hard- 
ware. 

Mr. Carlburg, in the hard- 
ware business in the southern 
California territory since 
1936, began his experience in 
the builders hardware de- 
partment of Whitney & Co. 
in San Diego, Calif. Since 
that time he has been asso- 
ciated with the Hudson Hard- 
ware Co. and then with 
Robert Skeels & Co., Los 
Angeles. In 1952 he estab- 
lished his own business. 





Burroughs Mfg. Names 
Four Representatives 


Four new representatives 
to handle the Burrite-Ware 
line of plastic housewares 
have been appointed by the 
Burroughs Mfg. Corp., Los 
Angeles, Calif. 

The Ted Mack Co., Port- 
land, Ore., will cover the 
states of Washington and 
Oregon. The C. F. Reiter 
Co., Minneapolis, Minn., will 
travel Minnesota, North Da- 
kota and South Dakota. 

David Brown, Baltimore, 
Md., will cover Delaware, 
Maryland, District of Colum- 
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bia, southern New Jersey, 
eastern Pennsylvania, Vir- 
ginia and West Virginia, ex- 
cluding Wheeling. Bentley, 
Smith & Fisher Associates 
will travel the states of 
Georgia, North Carolina and 
South Carolina. 





Benson, Maybee Join 
Frederick Johnson Co. 


The Frederick Johnson Co., 
Seattle, Wash., has appointed 
Elmer R. Benson and Loren 
C. Maybee to its sales staff. 

Mr. Benson will travel 
W yoming, Colorado, New 
Mexico and Ei Paso, Tex., 
succeeding Arthur L. Turner. 
Mr. Maybee will cover the 
state of Oregon and border 
counties of Washington. 

The Johnson firm, with 
main headquarters at 1515 
15th Ave. W., covers eight 
Rocky Mountain and Pacific 
northwest states. 





P. A. Johnson Opens 
Denver, Colo., Agency 


Philip A. Johnson, who re- 
cently resigned from a sales 
position with Lumber Deal- 
ers, Inc., Denver, Colo., has 
established his own manufac- 
turers’ representative agency 
in Denver. 

With headquarters at 1165 
Salem St., Mr. Johnson will 
cover the Rocky Mountain 
states, consisting of Montana, 
W yoming, Colorado, New 
Mexico, El Paso, Tex., Utah 
and Idaho. 

For the past four years, 
he has been active in the 
building material and whole- 
sale hardware business. 





PHILIP A. JOHNSON 
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(3 reasons why you can sell 





at @) 95 PF, PLAINVILLE, CONNECTICUT 
* AA SOLD ONLY THRU WHOLESALERS 





“MR, BLISTER” 


THE ELECTRIC PAINT REMOVER 


1. The big, growing “do-it-yourself” market. 
2. Proven quality ... guaranteed full heat. 
3. Pleased users develop added sales. 


It’s fast, safe . . . no open flame. Heats, 
blisters paint, easily scraped clean with 
putty knife on flat surfaces; with wire 
brush from moldings; with knife from 
wet, steamed wallpaper. Perfect job on 
boats. Used indoors or 
out. Heating element 
guaranteed for one 
year. See your whole- 
saler, 





REMOVES PAINT, 
WALLPAPER, PUTTY 













RETAILS AT 
THE B & L TOOL and MACHINE CO. 





PUNISHMENT. 











50 Church Street, New York 7, N. Y. 

















STEP UP YOUR PROFITS 
WATERLESS J), HANDI-CLEANER 


‘quot apply and wipe dry” 
NATIONALLY 
ADVERTISE SG 


SOLD THRU JOBBERS 
ONLY ON A MONEY 
BACK GUARANTEE 


GLUTTONS for 








. 
amet 


@ QUALITY-controlled wires that 
you KNOW will stand the gaff— 
on smart spools, in convenient 
lengths for fast over-the-counter 





Dissolves dirt instantly . . 
Prevents soreness due to 
chapping . . . Fortified with 
Lanolin . . . Guards against 
skin infection . . . Contains 
no harsh grit or abrasives 


action. @ Also Neoprene-jacketed . . « Ideal for home work- 
cords (types SVO, SJO and SO) for Tae Original shop, home, car and office 
valiant resistance to oil, heat and pag ty Pay SAR . . . Sold on a money back 
light. @ U-L approved Cord Sets for DISPENSER AVAILABLE guarantee. 

every conceivable purpose... foes FOR WALL OR BENCH 

of CORDelirium. 


ADVERTISED IN: Popular Mechanics @ Popular Science @ Motor Service 





“"MAODOE BY ENGINEERS FOR ENGINEER S* 7 Super Service Station a Commercial Car Journal + Southern 


CORNISH WIRE CO., inc. 


Automotive Journal * Home Craftsmen * Popular Homecraft © 
Hardware Age @ Southern Hardware 


+ 


Write or Wire for name of Representative in your area. 


onvvey BANITE CO. sirrato a ny 
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Badger Housewares Club Holds Party 





The first party of the Badger Housewares Club took 
place in Milwaukee, Wis., on Sept. 29, at the North Hills 
Country Club. Golf and various other activities were 
enjoyed by the 145 members and friends who attended 
the affair. Shown above, from left to right, are: George 
F. Lesicka, Ed Shuster Co.; Miss Sally Harmon, Edelston 
& Harmon; Frank Snyder, John Pritzlaff Hardware Co., 
Milwaukee, Wis., wholesaler; and Fred Edelston, Edels- 


ton & Harmon. 


Westinghouse Appoints 
Flood to Sales Post 


Charles W. Flood, Jr., has 
been appointed manager of 
miniature and automotive 
lamp sales for the Westing- 
house Lamp Div., Bloomfield, 
N. J., Russell E. Ebersole, 
general sales manager, has 
announced. 

In addition to his new post, 
Mr. Flood will continue to 
manage Christmas tree lamp 
sales and the division’s li- 
censing of its Tenderay op- 
erations. 


Portable Electric Tools 
Opens Boston Branch 


Portable Electric Tools, 
Inc., Chicago, Ill., has opened 
a branch warehouse in Bos- 
ton, Mass., to serve the en- 
tire New England area, A. 
W. Miller, Jr., president, has 
announced. 

The branch is located at 
3 Maitland St., in Boston, 
and has 5,000 sq. ft. of ware- 
house space. James Keilty is 
New England regional man- 
ager. 


Colorado Mill Opened 


The Colorado Fuel & Iron 
Corp., New York, has opened 
its new $30 million seamless 
tube mill at Pueblo, Colo., it 


228 





was announced by Charles 
Allen, Jr., chairman of the 
board of directors of the 
company. 





Firm Changes Name To 
Maine Dowel Corp. 


The Maine Skewer & Dowel 
Corp., Farmington, Me., has 
changed its name to the 
Maine Dowel Corp., it was 
announced by Fred B. Chad- 
bourne, president of the com- 
pany. 

Mr. Chadbourne stated that 
the reason for the nante 
change is to avoid confusion 
caused by the fact that the 
firm no longer manufactures 
skewers and has greatly ex- 
panded its production of var- 
ied dowel products. 





Finders Mfg. Co. Names 
Fox, Axelrod to Sales 


Lee Fox and Irwin Axelrod 
have been named sales rep- 
resentatives for the Finders 
Mfg. Co., Chicago, IIl., it was 
announced by Leslie Robin, 
national sales manager for 
the firm. 

Mr. Fox has been assigned 
the territory comprising In- 
diana, Kentucky and Tennes- 
see. Mr. Axelrod will cover 
the states of Illinois, except 





News of the Trade 








Chicago, Iowa, Nebraska, 
Kansas and Missouri, except 
St. Louis. 


Broil-Quik Co. Buys 
New York Building 


The Broil-Quik Co. has 
purchased the six-story Bor- 
den Building at 611 W. 131st 
St., New York, to house its 
infrared broiler and rotisserie 
plant, it was announced by 
Max Steinbook, Broil-Quik 
executive. 

Containing almost 250,000 
sq. ft. of floor space, the new 
quarters are four times the 
size of the firm’s present 
quarters at 2330 Fifth Ave. 


Quaker Rubber Opens 
California Warehouse 


A new stock-carrying fac- 
tory warehouse and_ sales 
office has been established at 
4384 E. Bandini Blvd., Los 
Angeles, Calif., by Quaker 
Rubber Corp., Div. of H. K. 
Porter Co., Inc., Philadel- 
phia, Pa., to provide better 
service and deliveries to cus- 
tomers in the southern Pa- 
cific area, it was announced 
by G. A. Dauphinais, vice- 
president and general man- 
ager. 

The new branch is under 
the supervision of James 
Joyner. 





Name St. John Kwikset 
Field Sales Manager 
John B. St. John has been 


appointed field sales man- 
ager for the Kwikset Sales 





JOHN B. ST. JOHN 


& Service Co., Anaheim, 
Calif., a division of Kw-kset 
Locks, Inc. 

Mr. St. John has come to 
Kwikset from Shapleigh 
Hardware Co., St. Louis, 
Mo., wholesaler. At Shap- 
leigh, he was buyer of build- 
ers hardware, and _ before 
that he traveled for several 
years as a Shapleigh sales- 
man. 

Prior to his affiliation with 
Shapleigh, Mr. St. John was 
a buyer and salesman for the 
Stroup Hardware Co., Bill- 
ings, Mont. 








OBITUARIES 








Walter O. Johnson 


Walter O. Johnson, trea- 
surer and general manager 
of the Iver Johnson’s Arms 
& Cycle Works, Fitchburg, 
Mass., died Sept. 26. 

Mr. Johnson also was presi- 
dent of the Advance Sport- 
ing Goods Co., Boston, Mass. 





William F. Burns 


William Francis Burns, 58, 
director of field operations 
for the Martin-Senour Co., 
Chicago, IIl., died Oct. 7 as 
a result of injuries sustained 
in an accident. 

Mr. Burns was associated 
with the Martin-Senour paint 
company for 28 years. He 
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joined the firm in the sales 
department and had risen to 
one of the top positions in 
that division. 

Survivors include his 
mother, a daughter and a 
brother. 


O. E. Owen 


O. E. Owen, hardware and 
furniture dealer in northern 
Alabama, died last month in 
his home town of Fort Payne, 
Ala. 

Mr. Owen was a past presi- 
dent of the Alabama Retail 
Hardware Association, a posi- 
tion he held for two years. 


Survivors include his 
widow, two sons and a 
daughter. 
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Al 000 Attend Largest Show 
Of Hardware, Sporting Goods 


An estimated 41,000 people 
streamed through Grand Cen- 
tral Palace and the 71st Regi- 
ment Armory, in New York, 
during the National Hard- 
ware Show, Oct. 5 to 9. 

It was reported to have 
been the largest show, public 
or trade, ever to have been 
held in New York, from the 
point of exhibit space. 

A new feature of this 
year’s show was an entire 
floor of exhibits of lawn and 
garden equipment and mer- 
chandise. Buyers were im- 
pressed by the tremendous 
number of lawn mowers ex- 
hibited at the show. 

The exhibits of the Fishing 
& Hunting Division of the 


Show were housed in the 71st 
Regiment Armory and shut- 
tle buses carried buyers be- 
tween the shows. 

It was announced by Frank 
Yeager, managing director, 
that the 1954 show will be 
held on Navy Pier, Chicago, 
in October. 

The show was officially 
opened by Robert Murray, 
Jr., undersecretary of the 
Dept. of Commerce. The show 
management reported regis- 
trants from 51 foreign coun- 
tries as well as every part of 
the United States. Many buy- 
ers for chain stores and syn- 
dicates were present, together 
with retail and _ wholesale 


hardware company buyers. 











Three Yankees, snapped in the HARDWARE AGE 
booth at the show, were Jack Wilcox, this publica- 
tion’s New England representative, and Peter F. Bass 
and Howard E. Clark, Bigelow & Dowse, Boston 


wholesale hardware firm. 





It was a tough decision for W. Rex Bishop, of Dun- 
ham, Carrigan & Hayden Co., San Francisco hard- 
ware wholesalers, when he was confronted by these 
four models, each of whom asked for his vote in the 


“Velvet Lawn” contest at the hardware show. 





~ 
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Henry A. Hoeynck, vice president in charge of buy- 
ing, Shapleigh Hardware Co., St. Louis, stopped on 
his rounds to chat for a few moments with William C. 


Scholefield, HARDWARE AGE -Mid-Western 


sentative. 


repre 





Lee T. Dailey, left, buyer of the Stambaugh-Thompson 

Co., Youngstown, Ohio, hardware company, and John 

K. Lincoln, divisional sales manager of the Micro 

Switch Div., Minneapolis-Honeywell Co., talked with 

John Nichols, Eastern representative of HARDWARE 
AGE. 


Left—E. L. War 
ner, vicé presi 
dent and director 
of purchasing, 
Buhl Sons Co., 
Detroit, visited 
with A. J. Man- 
vin, compiler of 
the HARDWARE 
AGE Catalog & 
Directory. 


Right — G. C. 
Henkle, Henkle & 
Joyce Hardware 
Co., Lincoln, 


Nebr., was one of 
the numerous 
heads of whole- 
sale firms who at- 
tended the New 
York show. 
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The Business Outlook—Markets and Price News 


(Continued from page 14) 


the month, as compared with July 
sales. 

A comparison of sales for these 
large firms in the first eight 
months of this year with the same 
period of last year shows that 
sales were higher in seven metro- 
po'itan centers, lower in six cen- 
ters and even in three other places. 

Sales for all retail stores in the 
United States were estimated to 
have been 6 pct higher in August 
than they were in August 1952. 

The estimated percentage change 
for large hardware stores in se- 
lected areas follows: 


Pct Change in Sales 
Aug. Aug. 8 mo. 
1953 1953 1953 
from from from 
Aug. July 8 mo. 
1952 1953 1952 


Jefferson Co., Ala. . +10 +4 +2 
Los Angeles Co., Cal... + 7 —I2 +15 
Sacramento Co., Cal... —10 —12 0 
Hartford Co., Conn. +2—6 +4 


D. of C.; city of Alexan- 
dria, and Arlington 
Co., Va. and part of 
Montgomery Co., Md. —3 —6 — 4 


Cook Co., fil. ........ +!—8 +6 


Suffolk Co. and parts of 
Middlesex & Norfolk 
Cos., Mass. —2 —12 —5 


Weyne Co., Mich. .... +6 —1 +6 


City of St. Louis and St. 
Louis Co., Mo., and E. 
St. Louis, Ill. — 8 0+! 


City of New York and 
part of Westchester 


ee -—7—14 —4 
Este Co... Y¥...... +4—4—| 
Monroe Co., N. Y....... +15 —Ii2 +4 
Providence Co., R. |... —3 +6 —I2 


Norfolk & Princess Anne 
Cos. and cities of 
Norfolk, So. Norfolk & 


Portsmouth, Va....... +15 —l6 — 1 
King Co., Wash..... —7—4 0 
Milwaukee & Waukesha 

Cos.. Wis. ..... —!I5 —6 0 
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G.E. President Sees 
No Cause For Decline 


The predicted business down- 
turn following the end of the 
Korean war need no more be 
true than it proved to be follow- 
ing the end of World War II, 
says Ralph J. Cordiner, presi- 
dent of General Electric Co. Men 
who plan their businesses wisely 
will be looking forward to the 
opportunity to vie for the addi- 
tional customer dollars tax cuts 
will make available, he suggests. 











Galvanized Sheet 
Uniformity Urged 

Steel mills were urged to mark 
galvanized flat sheets with the 
minimum coating, in a resolution 
unanimously adopted at the an- 
nual meeting of the National Asso- 
ciation of Sheet Metal Distribu- 
tors, in Atlantic City, Oct. 13. 

The mills were also asked to 
consider, as soon as possible, the 
elimination of divergent quality 
standards on galvanized sheets. 





Hardware Sales 
Higher For 8 Months 


Retail hardware sales estimates 
for the first eight months of this 
year exceed the cumulative total 
for the first eight months of 1952. 
However, sales for the year are 
still under those of the record year 
of 1951. 

The higher totals for this year 
reflect a change in the sample de- 
sign used by the Bureau of the 
Census for the survey on which 
it bases its estimates. 

Beginning in May, the Census 
Bureau started to use 230 county 
or combined county sample areas, 
in place of only 69. 

The following estimates of hard- 
ware store sales are not adjusted 
for seasonal variations, price 
changes, nor number of trading 
days: 


(millions of dollars) 
1953 1952 1951 


SO eee 166 166 192 
February ...... 167 170 182 
MEE sees caves 200 196 211 
OS PE 219 229 231 
ee 234 244 248 
pS Pee 246 233 236 
eer 236 214 214 
August ........ 228 216 224 
1,691 1,662 1,738 

September .. . 224 226 
ee Pee 233 245 
November ...... 249 236 
December ...... 290 291 
2,628 2,736 





Zelomek Says Recession Won't Develop 
Into a Depression; Sees Its End in Mid-'54 


The current recession will not 
degenerate into a depression, con- 
tends A. W. Zelomek, president 
and economist of the International 
Statistical Bureau. The present 
“easier trend” in business will end 
sometime around mid-1954, he 
says. 

The economist says he believes 
business will get worse before it 
gets better, but that the worst of 
it will end with the beginning of 
the third quarter next year. Here 
are some facts on which he bases 
his predictions: 

Industrial production may not 


HARDWARE AGE, OCTOBER 29, 1953 


decline more than 10 pct from the 
1953 high to the 1954 low. 

Disposable income may not de- 
cline more than $3 to $5 billion at 
the annual rate from the high in 
1953 to the low in 1954. 

Citing reasons for the current 
decline, Mr. Zelomek said the main 
factors are overproduction, !ower 
farm income, a slight drop in the 
level of defense orders, the begin- 
ning of a decline in spending for 
new plant and equipment, as well 
as a very tight money situation. 

He stated his belief that the 
government would prop any real 
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Sag in the economy by using: An 
eased credit policy and lowered 
down payments, the stimulant of 
public construction; a further 
drop in tax rates and the place- 
ment of defense orders in advance 
by letters of intent. 





Consumers Put Brakes 
On Credit Buying 


The rate of increase in con- 
sumer installment buying slowed 
up in August. Federal Reserve 
Board figures for August show a 
$204 million gain, the smallest 
increase in five months. 

Non-installment credit, which 
includes single payment loans and 
charge accounts, increased, only 
$13 million in August. 

Total consumer short term debt, 
up $217 million in August, reached 
a new high of $27.4 billion, $4.4 
billion higher than a year ago. 


Corporate Income Tax 
May Not Be Reduced 


If you are counting on tax relief 
for your business at the end of 
March, you had better change your 
thinking. Treasury Secretary Hum- 
phrey says he and the Administra- 
tion favor continuing the corporate 
income tax beyond the end of March 
at 52 pct, instead of letting it drop 
to 47 pet. 


G.E. Starts 100th 
Fair Trade Action 


The General Electric Co., on 
Sept. 30, announced that it was 
instituting its 100th legal proce- 
dure under the McGuire Fair 
Trade Act as part of a program 
against violators of the company’s 
fair trade prices. It was reported 
to be the sixth fair trade case 
instituted by G.E. in Pennsylvania. 


Weeks Optimistic 


The nation’s business activity 
will “continue at a good level” 
into 1954, provided the “world pic- 
ture and the defense situation 
remains about what it is now,” 
says Commerce Secretary Sinclair 
Weeks. 
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12 Proved Profit-Makers 
for Every Dealer! 
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KESTER 4553) KESTER KESTER 
SOLDER MITAL MENOER RADIO S 
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° © KESTER ° 
RADIO SOLDER 


Rosin-Core for 
everything electrical 


© Kester pastic ° 
ROSIN-CORE SOLDER 
Radio-TV, etc. 

1 and 5 Ib. spools 












KESTER 
METAL MENDER 
Acid-Core; 
25c package 


S KESTER ° 
ACID-CORE SOLDER 
General Work; 

1 and 5 Ib. spools 








KESTER 
SOLDER 
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° KESTER © o KESTER KESTER © © Kester ° 
“RESIN-FIVE” SOLDERING PASTE SOLDERING PASTE SOLDERING FLUX 
SOLDER Handy 2 oz. tin 1 Ib. economy size (Liquid) 





More active flux; 
1 and 5 Ib. spools 


All-purpose; 
4 oz. bottles 





OL onan 


” KESTER 
SOLDER 


Bin. 






























© KESTER OMME® xesteR ° @ KESTER 
BAR SOLDER SOLID-WIRE SOLDER SOLDERING SALTS “SOLDERING 
Convenient shape; True alloys; 1 Ib. cans; SIMPLIFIED” 
1 Ib. bars 1 and 5 Ib. spools ‘Just Add Water’’ 










Free: 16-page booklet 
for your customers. 





“Tells ‘em 
how to do it.’’ 





Your Customers know KESTER... 
Makes it Easier to Sell! 
Nationally advertised . .. nationally known 
... Kester Solder enjoys real customer acceptance. 
Confidence in any product means greater sales; 
stock Kester and you'll really profit! 





Cash in on the Home Repair Market! 
More and more, the “man of the house” is turning to 
repair and hobbycraft work for economy and relaxation. 
He needs solder . . . and Kester’s “Soldering 
Simplified” booklet tells him how to use it. 
Get your free copies right away! 


KESTER SOLDER COMPANY KESTER 


4207 Wrightwood Avenue, Chicago 39 
Newark 5, New Jersey ¢ Brantford, Canada 


Sell KESTER and you sell the BEST! 


SOLDER 
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Americans’ Income Rose 7.5% in First 8 Months; 


Personal Income Rose $16 Billion in August 


There’s plenty of money around 
and plenty of people to spend it. 
The only problem, it seems, is to 
make the public let loose. 

This is substantiated by the lat- 
est report of the U. S. Commerce 
Dept. which notes that Americans 
earned at a record rate of $284 bil- 
lion for a year during the first eight 
months of 1953. This is a $20 bil- 
lion increase in the annual rate, or 
7.5 pet greater than in 1952. 

During August alone, says the 
department, personal income hit a 
peak $287 billion annual rate, 
nearly $16 billion, at annual rates, 
higher than in the like 1952 month. 
(The annual rate is a term applied 
to monthly earnings, multipled by 
12, that would give estimated year- 
ly income.) 

Although the overall January- 
August income total this year regis- 
tered gains compared with the like 
1952 months, not all individuals 
share in the increase. 

Farmers, for example, continued 
to earn less money. Their first eight 


Larger ads, More of ‘em... 


Over 25 million in these magazines 
in October and November alone. 


months’ income was at the annual 
rate of $17.7 billion, about $2.2 bil- 
lion lower than in the like 1952 
period. 

Another example of lower income 
this year is reported in proprietors’ 
and rental earnings. Such income 
in the first eight months was $50.1 
billion. It was $51 billion in 1952. 

In a breakdown of personal in- 
come for August, the department 
notes that private industry payrolls, 
at the annual rate of $167 billion, 


‘were about $500 million lower than 


in July — a reason, possibly, why 
retail sales have dropped in indus- 
trial areas. 


Reo Holiday Line 
Of Mowers Introduced 


An economy-priced series of 
reel-type and rotary mowers to be 
merchandised as the “Holiday” 
line has been announced by Reo 
Motors’ Lawn Mower Division. 

The new line, distinct in every 
way from the fair-traded DeLuxe 


sit avy a Glove Profits 





new yellow Soffdown lining for comfort-loving women. 
Tire-tread safety grip. Curved snug-to-tip fingers. DuPont 
milled neoprene, withstands all household liquids. 98¢ MFT 


Booming sales prove that PIONEER’s ‘Big 3’ give women gloves they want at prices 
they want — give you full profit and fast turnover. Order from your wholesaler today. 


The PIONEER Rubber Company 104 tiffin Road * Willard, Ohio 
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line of Reo mowers, includes an 
18 in. reel type, a 21 in. reel type, 
and 18 in. gasoline powered rotary, 
and an 18 in. electric rotary. 

Quantity deliveries will begin 
during the latter part of the year. 
Limited numbers of the 18 in. gas- 
powered rotary are being produced 
for Fall sale. 

The new mowers have a baked- 
on enamel] finish in red, cream and 
black combination. 


"54 Power Tool Sales 
May Set New Record 

Record-breaking sales and stiffer 
competition among manufacturers 
are anticipated for the power tool 
industry next year by E. W. Ristau, 
vice-president, Delta Power Tool 
Division of Rockwell Manufactur- 
ing Co. 

A new company sales record is 
shaping up for 1953, he said, and 
the outlook for 1954 is even 
brighter. 

A primary problem facing power 
tool manufacturers, Mr. Ristau 
pointed out, is that of making it 


and Sales 





Most Popular household gloves in America 


Etunatt 


glove in America! Miracle non-slip grip. Snug-to-tip curved 
fingers. Extra-easy on and off — satinized inside. Long-lasting 
oil, acid resistant DuPont milled neoprene. 69¢ MFT 


® 
Bluctteos Absorbent Elastic “Interlock” 


knit lining — slip on and off easily. Comfortable in hottest 
water. Curved snug-to-tip non-slip fingers hold dishes as if dry. 
Long wearing DuPont neoprene. $1.39 MFT 


_® 


® 
Largest selling household 










Satin black with wonderful 
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ee a STREAM of profits 
type, 
type SPRAY your way 
- is 
gal ERED from FAUCET-QUEENS! 
begin ENGINE 
» year. 
n. gas- E TESTED - a flick of the finger 
. gas » . 
— 1M SPRAY OR STREAM 
Y 
paked and PROVEN HM i ii 
m anc : 
The high quality of the Copperweld Solid Wire flexible type regular model 
Clothes Line brings you more satisfied customers, | . ? 
word-of-mouth sales . . . and greater profits. It’s | eo fer 49¢ retails for 29¢ 
unbeatable. It has yo peepee that ween want | ee eno og ~ ph pet gt 
in a clothes line—bright, smooth surface—easy s “ROCK SPFayer. NSO 
to handle—unharmed by weather. It’s strong, | ae on pl th A Sun aEannene — ane 
non-rusting, permanent, remains taut. Tinned sur- 
: face assures cleanliness. Packed in brilliant orange 
stiffer and blue box with cellophane display window. 
eturers 50-ft. or 100-ft. lengths—12 of one size to a 
oe tél shipping container. | 
Ristau, COPPERWELD HOUSEHOLD WIRE | 
= for hundreds of uses in home, shop, garden, garage. | 
actur- 
@ Twenty-four coils of assorted sizes are packed | Prize-winning display with 1 doz. Easel-back display with 1 doz. 
in this attractive counter display box—one box to | assorted colors. $3.90 per doz. assorted colors. $2.30 per doz. 
-ord is a corrugated shipping container, @ Also available 
20% 1S on colorful cards. One 25-ft. or 75-ft. coil toa | 
id. and card—a dozen of one size in a carton—6 cartons | Order now from your jobber 
, to a shipping container. | 
even | fl 
If your jobber can't supply you, write cer 
wer au Goal. SN 
again NO MORE THAN COPPERWE - *y : L COMPANY | The Faucet-Queens, Inc. HouseLeepng 
agg ORDINARY wine sila aa | 119 W. Hubbard St., Chicago 10, Ill, 


A CHRISTMAS BONANZA 
THE NEW GIFT 
SELL-SATION 


‘MERRY Gane 





DRi-ALL DISH DRAINER 


ASK FOR DETAILS OF THE 








" for 
Q GLASSES - DISHWARE - SILVERWARE 
r( The NEWEST, MOST PRACTICAL 
The BEST of ALL 
* With colorful Polyethylene Plastic 


DEPT. 370 7 


Receptacle for draining silverware vertically 


Contact Local Representative or 
Write for Catalog 2750-HA 


~ ARTWIRE CREATIONS ING. sre» 











SLICING MACHINE CO., Inc. WALDEN, NEW YORK 
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PLASTIC 
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INSERT 





Smooth... 
Neat... 
Can’t Chip 


rE } 
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STRONGER! 
SHOCKPROOF! 


This is your opportunity to 
cash-in on MORE LEVEL SALES 
o «+ GREATER SVEL PROFITS. 


EXACT, FOR THE MOST COMPLETE 
LINE OF QUALITY MAGNESIUM, 
ALUMINUM AND WOOD LEVELS. 


Fer additional information, write your jobber or direct. 


> ©. on mn © 24 3 ee “ee pole) & 


MANUFACTURING CO., INC 
HIGH BRIDGE NEW JERSEY 

















easier for lower income group 
householders to buy a full set of 
power tools. 

Delta has a “tool-at-a-time” pro- 
gram for the purchase of tools, 
whenever convenient, to be mounted 
on the original stand equipped with 
a tilting arbor circular saw. 


Department Stores 
Show Bigger Profit 


Department stores with yearly 
sales of more than $1 million 
showed net profit from merchan- 
dising operations of 1.3 pct of net 
sales during the first half of 1953, 
reports the Controllers’ Congress 
of the National Retail Dry Goods 
Association. This is compared to 
a ratio of 0.8 pct in the same pe- 
riod a year ago, they report. 

Net operating profit for spe- 
cialty stores showed no change in 
the first half of the year, remain- 
ing at 0.5 pct. With inclusion of 
other income, the department 
stores’ net gain before Federal 
income taxes rose 0.5 pct to 2.5 
pet. Taxes, though, reduced net 
earnings to 1.3 pct of sales, com- 
pared with 1.1 pct in the 1952 
period. 

The trend toward operating effi- 
ciencies, and wiser stocking of 
merchandise is said to have con- 
tributed heavily to the better 
profit showing. 


Short Term Money 
Easier To Get Now 


You’re going to find it easier to 
borrow money for short term stock 
expansion or store financing over 
the next few months. 

The “Big Three” finance com- 
panies, General Motors Accep- 
tance Corp., C.I.T. Financial Corp. 
and Commercial Credit Co., have 
cut interest rates they charge for 
money they lend on commercial 
paper. 

An increased supply of funds 
available for investment has made 
possible the first reduction in 
these rates in more than two years. 

The new rates range from 2.25 
pet for notes maturing 30 to 89 
days, to 2.62 pct for nine-month 
notes. Previous interest rates were 
2.37 and 2.75 pct. 








TONGS 


“Reversible,” “Standard” anl “Ideal” types, 
in all sizes. Jaws are drop forged from spe 
cial steel, are carefully milled, heat treated, 
hardened and tested. The Handles are forged 
spring steel. The Chains are proof-tested to 
2/8 eatalog strength (1,200 lb. to 40,000 Ib.). 
“Reversible” Jaws give double jaw life. 
“Standard” Jaws have extra bearing on the 
handle and foerged-in chain guides. The 
“Ideal” Tongs have V Shaped 
teeth for a sure grip on irregu- 
lar shapes—fittings, ete. 


TRONG BROS. TOOL CO. 


“The Teol Holder People” 
5214 W ARMSTRONG AVENUE « CHICAGO 30, ILI. 
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NEW! Every Electric Drill (~~ 
A Powerful PORTABLE | 
cH Y.\, as Se 





“ARCO JIG-SAW"' 
HAS SAME CAPACITY, 
CUTTING SPEED AND 
PRECISION AS SAWS 
THAT SELL FOR 
$50 & UPI 
EXCLUSIVE BUILT-IN 
AUTOMATIC AIR-BLOWER 
CUTS INSIDE HOLES 
WITHOUT BORING 





Here for the first time any- 
where is a Portable Jig 
Saw that attaches in ONE MINUTE to any 
VY," electric drill. "ARCO JIG-SAW" will handle 
any project from the smallest to the largest. 
It cuts intricate patterns, circles, etc. in ply- 
wood, wallboard, plastics, metals—even cufs 
lumber up to 2x4's! It cuts openings for plumb- 
ing, switchboxes, etc. without boring starting 
hole. Built-in Automatic Blower keeps cutting 
line free of sawdust. 

"ARCO JIG-SAW" is a powerful tool that is 
easy to handle because of its Right Angle 
Drive. Strong Safety-Yoke & Worm Drive Clamp 
make it a vibration-free unit. Extra large 
Shoe-Plate assures accurate and square cuts. 
90-DAY FACTORY GUARANTEE. 

No. 401i “ARCO STAND’’—converts “ARCO JIG- 
SAW” into a stationary table model. Can 

bm be used for sanding, grinding, buffing, $275 
No. 505 REPLACEMENT BLADES—6 Assorted 
Blades for hard & soft woods, olastics, $195 
EEN. wv odecnedeckep tne tees eeses 


NATIONALLY ADVERTISED in all Hobby 
M i & papers from coast-to-coast 


Dealer's Discount: 33 1/3% off List Prices 


DEALERS: Order today from your Jobber or write 
direct for our new catalog sheets. 


ARROW METAL PRODUCTS CO. 


140 WEST BROADWAY, N. Y. 13, MN. Y. 
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Stubby 
Size 





Here's that 
RIGHT 
COMBINATION 


For Tool Profits! 


XCELITE 


"Combination- 
Detachable" 


SCREWDRIVERS 


Not one of the dozens of 'Quick-switch" 2 
screwdrivers on the market, this is the + 
original tool that started the big profit ¥ 
parade back in '39! And like all Xcelite ' 
screwdrivers, it has quality features that . 
bring you the “repeat” customers, rather ' 
than the ‘‘one-timers"—that tough Chrome ‘ 
Vanedium steel blade—that big, hand- s 
fitting handle — those precision- a 
formed Phillips and regular 8 
blades. Better write for details 
on the whole Xcelite line today, 
Including our new "slim Jim" 
screwholding device that grips 


XCELITE, INCORPORATED 


(Formerly Park Metal- 
ware Co., Inc.) 
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screws where other holders can't 
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9E SPECIALTIES _ 


QUALITY 
LADLES AND POTS 


PE 1 | = 














#373 


FORGED STEEL MELTING LADLES 


All sizes furnished either single or double lip as ordered. 
Thickness of bowls from 10GA to 3/16”. Lead Capacity 
1% to 50 lbs. Bowl sizes from 242” to 10". Also can furnish 
separate bowls to which your own handles can be 
assembled. 


GRAY IRON SOLDER 
POTS 


“Sy 
I 
Made in sizes from 4” to 1342”. /- 
12” and 1342” furnished with pouring lip and 
lifting lug. #398 


WRITE TODAY FOR CATALOG 


a 











GUARANTEED @-SINCE 1830 


WILLIAM JOHNSON INC. 


BRENNER AND KENT sTREEVS — NEWarRK 3 














MERCURY 


No. 4, 80 watts 








No. 5, 100 watts 






No. 6, 150 watts 


FOR THE “DO IT YOURSELF” MAN 


STOUTLY BUILT. Rarely come back for ser- 
vicing. 

DURABLE. Will give years of 
use to the home mechanic or © sousemmn ane 
shop man who has occasional © 

soldering jobs. 

DISPLAY BOARD. Free with 
an order for one each of the 
three sizes. 





















ASK YOUR JOBBER 
VULCAN ELECTRIC COMPANY 


DANVERS 3, MASS. 
Electric Soldering Tools—Screw Tip, Plug Tip, Pygmy 
and Mercury. Electric Solder Pots, Glue Pots, Branding 
Irons, Heating Units and Heating Devices. 
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ELECTRIC SOLDERING TOOLS 
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A yor" 
TY » 
STOCK LESS 


with this NEW 


STAR 


; 
‘ 


AE PAK" 


Here’s the profitable 
answer to your hack 
saw blade problems 
—the new Star “Flex-Pak” Display. 

You sell more because you can 
keep your stock where your cus- 
tomers can see it — seeing means 
selling. And you can multiply your 
dollar profits by four simply by rec- 
ommending Star “Molyflex”® High 
Speed Blades—your selling story is 
printed right on the “Flex-Pak.” 

Star’s new “Flex-Pak” solves 
your stock problem, too. For an in- 
vestment of only $13.64, you get a 
balanced assortment of eight kinds 
of Star Blades — 80 Unbreakable 
Special Flexible (green) and 20 
“Molyflex” High Speed (copper 
colored), in 10” and 12” lengths, 
18 and 24 tooth. 

Ask your whole- 
saler for the Star 
“Flex-Pak” — for 
more sales, more 
profits, and a bal- 
anced stock. 





Sold Only Through Recognized Distributors. 


AE EMSON BROS., Inc. 


MIDDLETOWN, N. Y., U.S.A. 
Makers of Hand and Power Hack Saw 
Blades, Frames, Metal and Wood Cutting 
Band Saw Blades and Clemson Hand and 
Power Lawn Machines. @ 3087 








| Tool Prices Reduced 


By Portable Electric 


Prices on 10 basic home work- 
shop tools were reduced up to 16 
pet earlier this month by Portable 
Electric Tools, Inc., Chicago. 

Mechanization of some produc- 


tion processes through recent ex- 


pansion moves result in cost sav- 
ings which can be passed on to 
consumers, the company pointed 
out. 

Major items reduced are the 614- 
in. electric saw from $47.50 to 
$39.95, the 14-in. drill with geared 
chuck from $39 to $36.95 and an 
electric polisher from $25 to 
$22.95. Kit prices also were re- 
duced. 

New prices will increase sales 50 
pet during the fourth quarter, John 
L. Baker, executive vice-president, 
predicted. Brand sales for 1953 so 
far are up 20 pct, he pointed out. 

Sales for the fiscal year ended 
June 30 were $12,110,275, up 19 pct 
over the 1952 fiscal year. 


Mass Housing Leads 
In Construction Awards 


H:..y Construction awards in 
the week ended Oct. 8 came to $170 
million, reports Engineering-News 
Record. This brings the total for 
the year to date to $11.9 billion. 

Mass housing, says the publica- 
tion, led other categories, with 
volume at $46.8 million. 


September Poor Month 
For Large Chain Stores 


Sears, Roebuck & Co. joined the 
rest of the nation’s retailers in 
September in reporting a big sales 
loss. Sears’ September volume 
dropped 4 pct below its 1952 per- 
formance for the month—the loss 
being Sears’ biggest percentage 
drop from a year ago since March, 
1952. Furniture, appliances and 
carpeting led the drop. 

Montgomery Ward sales in Sep- 
tember fell 10.7 pct below the 
same month last year. This was 
slightly less than the August drop 
of 11.9 pct which, with one excep- 
tion, was the sharpest decline 
since March, 1952. 

Other chain and mail order 
stores’ performance in September, 











DYKEM STEEL BLUE 


Stops Losses Making Dies and Templates 





Most popular package is 8 oz. can with 
brush in new plastic cap. Simply brush on, 
right at the bench; ready for the layout in 
a few minutes. The dark blue background 
makes the scribed lines show up in sharp 
relief, and at the same time prevents metal 
glare. Increases efficiency and accuracy. 


Write for full information 


THE DYKEM COMPANY 
2305B North 11th St. St. Louls 6, Mo. 











an | 
ZI! 














; MIDWES? 3 
pono STEEL "euies | 








BIG PROFITS— SMALL SPACE 
Satisfies 97% of demand, makes 
stock control easy, sells snips on 
sight. Display Rack, No Charge 
with Best Seller Selection #700 
consists of 12 popular Midwest 
snips, retailing at $23.00. Order 
today, direct, mentioning name 
of your wholesaler. 


always look to 


MIDWEST 


TOOL and CUTLERY Co., Sturgis, Mich. 
for money making ideas 
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SOMETHING NEW 
only JB ¢ 


Suggested Retail 






o~ % 


AN EXCELLENT shin at 
HANDI SCREWPACK 


A beautiful, solid clear PLASTIC BOX containing 
an assortment of full 8 dozen (almost 100) BRIGHT 
ZINC PLATED WOODSCREWS and a good, sturdy 
UTILITY SCREWDRIVER 
NEEDED BY EVERYBODY 
SELF DISPLAYING 


IRRESISTIBLE CONSUMER & SALES APPEAL 


_ Packed 3, 6 or 12 doz. per carton 
Shipping Weight: 3 doz.—approx. 20 Ibs. 


Order NOW from your favorite Distributor (Jobber) 
or direct from Manufacturer: 


HANDI PRODUCTS CORP. 


561 Franklin Ave. NUTLEY, N. J. 


Some exclusive territories still open. Inquiries from Wholesalers, 
Jobbers, Representatives invited. 





New Powerful 


DALTON 


Portable > Electric 


JIG SAW 
Precision Built 
CUTS ANY MATERIAL 


SAWS ANY SHAPE 


Sell to Hobbyists, Carpenters, 
Plumbers, Electricians, Pattern 
Makers, others. 


Amazing New Reciprocal Action Saw! 
Combines UNEQUALLED PERFORMANCE ... 
VERSATILITY . .. LOW PRICE 
to Help You Tap a Big Potential Market! 






Model D-400 

Complete with 

five different 
blades 


List 


$44.95 


Slightly higher 
on West Coast. 








Packaged in self-selling display 
boxes for Christmas promotion. 








Heavy-Duty: 





other saw in its price class: 


steady cutting. 


@ Saws—Circles, curves 
and Keyhole saw. 


recessed, U.L. 
anti-kink spring. 














STILL THE LEADER! 
B & C BENCH VISES 


Rigidly con- 
structed of high 
quality gray iron. 
Accurately ma- 
chined jaws, pol- 
ished and _lac- 


quered. 





Finished in green baked enamel. 
Packed in individual set-up box. 
Available in 134’" and 2%” 


width jaws. 











Other B & C Products: 
C-Clamps * Clamp Fixtures * Bench Hand Grinders 
* Boring and Turning Tool Holder * Lathe Clamp Dogs 
* Woodworkers’ Vises * Quick Action Clamps *¢ Drill 
Press Vises * Tap Wrenches * Lawn Sprinkler. 
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Compare these features with those of any 2x4's 
@ Smooth Operation—Specially built Dayton motor assures smooth, 


@ Reciprocal Action—Produces smooth flow of power to blade 

@ One-Hand Control—Fits in palm 
Makes fast, smooth, accurate cuts. . 

@ Cuts—Wood, plastics, metals, composition boards, hard rgbber, etc. 

straight lines, intricate designs. On inside 
cuts, it makes its own starting hole. A_ built-in compressor blows 
sawdust away from guide line. 

@ Versatile—Does work of a Rip, Crosscut, Coping, Jig, Scr Band 


@ Other top features: Blade changing is quick and easy; side »unted 
approved finger switch; U.L. approved cord with 


Order from your jobber today, or write— 


DALTON MFG. CO., 20 S. Central, St. Louis 5, Mo. annmsssel 


RIPS & CROSSCUTS 





of hand. You simply guide if. 
. no jumping or chattering. 





ADJUSTABLE CUTTING 





EXPANSIVE BITS 


Cut any size hole \% to 3” in 
soft or hard wood! * Tool 
Steel Blades * Rust Resist- 
ant * Quick, Accurate 
Adjustment ¢ Self- 
Clearing Lead Screw. 


HOLE CUTTER KIT 


Colorful, new, 
plastic protective 
case contains two 

Clark adjustable 
Hole Cutters with 
a cutting range 


of % to 2%”. 





Order from your jobber or write 


Qué 


ADJUSTABLE HOLE 
CUTTERS 


Cut holes 5% to 2%” 

in metal, wood, 

plastics * High- 

speed steel] blade— 

stays —! longer—cuts 
easier * Economical— 
one Clark tool replaces 
many fixed radius cutters. 





e@eeeeeeaeaeaeoea eee eeeeeee 


Qué 


ADJUSTABLE CIRCLE CUTTER 


Cuts 1% to 8” holes 
in sheet metal, 
wood or plastics. < 
Combination drill ™ 
pilot and 
high-speed steel 
cutting blade. 









Oo 
Robert Clark Company 


9330 Santa Monica Bivd. 


. Beverly Hills 9, Calif. 
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SINCE 1912 
Protection for Masonry 


“MASONRY 


STANT 


= WATERPLUC 


STOPS THE LEAKS 


In every type usable below-grade room, 








tunnel, dam, water-supply system and 


cellar, Ask for Circular No. 14, 


THOROSEAL 


SEALS THE SURFACE 


Against entrance of moisture into masonry, 
Prevents mildew, which causes sour odors 
in interior rooms. Ask for Circular No. 16. 






QUICKSEAL 


FOR BEAUTIFUL FINISH 
In pastel shades for finish coat over THORO- 
SEAL base applications. Ask for Circular 
No. 15 and Color Card 32-8. 





Write for Pictorially 


described literature 
“HOW TO DO IT” 























compared to a year ago, follows: 

W. T. Grant Co.: September 
sales increased 6.8 pct over Sep- 
tember, 1952. Nine months’ sales 
this year were 8.3 pct above the 
same nine-month period last year. 

S. S. Kresge Co.: September 
sales were 5.1 pct higher than a 
year ago and nine-month sales this 
year were 4.8 pct above the like 
period of 1952. 

Spiegel, Inc.: September sales 
dropped 14.6 pct below sales of 
September, 1952. The cumulative 
total for the first nine months was 
off 5.1 pct from 1952. 

Grayson-Robinson Stores, Inc.: 
Reported a 17.6 pet drop in Sep- 
tember business as compared to 
the like period last year. Nine- 
month totals, this year, were 20.8 
pet lower than the comparable 
period of 1952. 


Dept. Store Sales Down 
In Most of Country 


The nation’s department stores 


| did 3 pct less business in the week 


ended Oct. 3 than they did a year 
ago, reports the Federal Reserve 
Board. From Jan. 1 through Oct. 
3, however, their sales were 3 pct 
higher than in the like 1952 period, 
notes the board. 

Of the 12 reserve districts, 10 
reported lower sales last week 
than in the like 1952 week. The 
biggest sales decline was reg- 
istered in the Dallas district, 
where dollar sales slumped 14 pet. 

The two districts reporting higher 
sales last week, ¢ompared with a 
year ago, were San Francisco with 
a 4 pct gain, and Boston, with a 1 
pet increase. 

Boston registered a 1 pct gain 
in the week; New York sales 
dropped 5 pct. Other declines fol- 
low: Philadelphia, 6 pct; Cleve- 
land, 4 pet; Richmond 3 pct; At- 
lanta, 3 pet; Chicago, 4 pct; St. 
Louis, 6 pet; Minneapolis, 5 pct, 
and Kansas City, 9 pct. 


Appliance Shipments 
High for 8 Months 

Factory shipments of several 
large electrical household appliances 
rose sharply in the first eight 
months of 1953, reports the Na- 


| 
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SELL 
‘VINDOWS 
IN ROLLS 





A SAMPLE WILL PROVE 
SUPERIOR QUALITY 
a ON REQUEST 


The perfect, low-cost 
material for storm win- 
dows, storm doors, and 
porch enclosures. Full 
profit! Highly competi- 
tive price. Easy to in- 
stall. Nine different 
materials in the Sol-O- 
Lite line. Sol-O-Lite 
helps you sell with 
mailers, ads, beautiful 
merchandising display. 
Send a postcard for 
complete information, 
prices and free literature. 














Crystal-Lite, the 
amazing transparent 
window material, 
takes hard wear in 
all kinds of weather. 


SOL-O-LITE 


MANUFACTURING COMPANY 
4303P West North Avenue « Chicago 39, Illinois 





30 Colors Crpre 3 Metallics 


PLASTIC — 
PROTECTIVE PAINT 


Professional Results Always 


Everything you need for a major line of 
self-spray paints . . . quality material . 
foolproof results... popular prices 
- quick turnover . . . easy sales and 
repeats . . . quick, convincing demonstra- 
tion and FULL PROFIT FOR YOU! 
Write for Full Profit Proposition 


Other KERPRO PRODUCTS Now AVAILABLE 
AT YOUR JOBBERS 

@ KERPRO ‘‘SPICE’’ @ KERPRO Weatherproof 

© KERPRO ‘‘PINE’’ Spray, the Invisible 
Home Deodorizers. Umbrella 
and Air Refreshers . © KERPRO ‘‘SNOW"’ 

@ KERPRO insect Flakes for Xmas 
Killers ond *'189°° Decorating 


ALL KERPRO PRODUCTS ARE GUARANTEED 
“lath ee COATINGS Corp. 


© PARK RIDGE, ILL 
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Get EXTRA Sales ere 
MORE one a 


with 
TANDROTINE 


. eos 
ae 


the Popula av PAINT “INNER! 


TANDROTINE is preferred by both painters and 
home-owners for use wherever a high grade paint, 
enamel, or varnish thinner is needed. 


That is because Tan- 
DROTINE is such an excel- 
lent thinner and cleaner 
of brushes, as well as a 
remover of grease. It also 
dissolves wax and does a 
hundred other household 
tasks. TANDROTINE has a 
high flash point, a pleasing 
odor, long leveling and 
even flow. It is slow drying. 


IT’S PROVEN 
IT’S ECONOMICAL 
IT’S a Quality THINNER 











ORDER 
TANDROTINE Today! 


Get ready for 
EXTRA Sales, 
MORE Profits. 


TURPENTINE & ROSIN FACTORS, INC. 
SAVANNAR, GEORGIA 









Get your supply now! 














Sheffield 


Brings You The BEST 


in OLL 
COLORS 


WITH THE COLORFUL DISPLAY 
CABINET THAT SELLS MORE OIL 













TING CHART ON 
WS THE DOZENS OF 


JS COMBINATIONS 





Here's the greatest deal in the 
world in oil colors! The very finest 
quality oil colors . . . in a complete 
range of colors... all triple ground 
in pure linseed oil... all FULL 
STRENGTH... and at popular 
prices! Get this display cabinet... 
and watch your oil color sales 
zoom up! 


$ h eft t Ie? [AZ ronge 


PAINT CORPORATION 














A os 
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RUBBERIZED 


SATIN TONE 


WALL PAINT 


Ready to Use for all in- 
terior and exterior sur- $ 
faces and wall paper GAL. 


& Delivered in e 1 within 
ONE COAT COVERS 150 miles sha 


HOUSE PAINTS $2.45 and $1.45 a Gallon* 
ENAMELS $2.30 a Gallon* 


Write for Color Cards and Prices on Full line 


Attention Salesmen: A few choice territories available! 


TOBIAS PAINT Mfg. Co. 


3302 €AST 87th ST. 





cy £ 4 Se: DP 2 7,.. Sa ee 



















1. Standard Hole- 
In-Cap with Metal 
Nozzle Guns 


2. With Snap-in 
Plastic Nozzle* for_ = 
all Other Guns 





4 At last . . caulking 
compound cartridges to fit 
every type gun! So easy to use. . either way 

there's no after-cleaning required. CALBAR 
Caulk-O-Seal is non-hardening, non-staining and 
meets all specifications! 




























*Plastic Nozzle supplied with each 
cartridge af no additional cost 


SIMPLIFIES INVENTORY... 
ANSWERS ALL NEEDS! 

Write today for complete details 

CALBAR PAINT AND VARNISH CO. 


alelalhiclaitia 16 Maoh 










2612-26 N. Martha Street, Phile. 25, Penne. 
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s5cOOPS 
GOOD 


... of 
profitable 
sales 


... of 
satisfied 
customers 

















Magor’s Eastern Pattern 16 gauge 
scoops are available in three popu- 
lar Brands— Arrow, Bull’s Eye, and 
Gold Target. Their non-splitting,non- 
curling normalized steel blades and 
seasoned ash handles will ring the 
bell with your quality-minded cus- 
tomers... keep them coming back for 
repeat sales and more profits for you. 

To dig into this profitable field 
with the simplified Magor line...sim- 
ply drop a postcard for illustrated 
price list, NOW! 









































































MAGOR 
CAR CORPORATION 
SHOVEL DIVISION 
SO CHURCH ST., NEW YORK 7,N.Y. 

































tional Electrical Manufacturers As- 
sociation. The appliances leading 
the gain are home and farm 
freezers, refrigerators, ranges and 
water heaters. 


Only 2% of Workers 
Now Without Jobs 


Students leaving summer jobs 
to return to classrooms accounted 
for a drop of about 1 million job- 
holders from August to September, 
reports the U. S. Commerce Dept. 

The over-all picture on em- 
ployment remains practically un- 
changed, Commerce _ Secretary 
Weeks observed. 

“Only about 2 pet of all civilian 
workers were out of jobs,” he re- 
ported. 

The department estimated that 
there were 62.3 million jobholders 
in the week ended Sept. 12. De- 
spite the drop from August fig- 
ures, more people were working in 
September this year than in Sep- 
tember 1952. 


Expect Vinyl Toy 
Sales to Jump Next Year 


The market for inflatable vinyl 
toys will double in 1954, predicts 
Robert W. Nickels, manager of 
sundries sales for B. F. Goodrich 
Co.’s industrial product division. 
He estimates the 1954 market for 
such toys at more than $150 mil- 
lion, with inflatable play pond 
sales accounting for half the total. 

The Goodrich official reveals 
that play pond production is now 
on a year-round basis “to assure 
stocks for immediate delivery even 
at the height of the selling sea- 
son.” Sales of inflatable play ponds 
totaled $35 million at retail in 
1953. 


Industrial Output 
Declined in September 


The Federal Reserve Board re- 
ports U. S. industrial production 
dropped slightly in September as 
compared with August. 

“Industrial activity in September 
just didn’t snap back from the 
summer lull,” says one FRB official. 
He adds, however, that the decline 
may only be temporary. 
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Here is a new tool that boatpaes, emald 
shops and service men buy on - A drop 
forged, heet treated, ailoy steel, r and 
wheel puller . . . that iobs easy 
.. that every household can afford. 

No. CD-70 Counter Disploy Corton carries 6 
individually boxed No. HC-70 Pullers (Dia. 
52°"; Reoch 3°‘; Screw 2°’ x 7°"). 

On your counter or in your window this dis- 
play certon will bring you extra sales and 


Write for Catalog Sheet and name of your 
neorest jobber. 


ee Oe 
y. CHICAGO 30, U.S.A 


SMITH 


SPRAYERS 


Eee 


RITESIZE SPRAYER 


2 GAL. COMPRESSED AIR > 


ARMSTRONG 


\ 

























The ‘ladies’ favorite.” 
Dome top welded 
tank. 16” curved brass 
extension. Light 
weight. Extra long, 5 
ft. hose and adjustable 
nozzle enables user to 
spray trees, gardens or 
flowers with no effort. 
Long or short distance 
spray. Brass pump. 
Good seller. Highly 


popular. y9 4 


Complete line of sprayers and dusters. 


As advertised in House & Garden, House 
Beautiful and Many other National Publications 


D. B. SMITH & CO. Send 


426 Main St., Utica 2, N.Y. 
“Originators of Sprayers” 





Catalog 


Canadian Rep. G. L. Cohoon 
1265 Stanley St., Montreal 2, Canada 
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Moline Blocks are avail- 
able in oval and dia- | FELLS iid a} 
mond patterns; for ma- 


nila rope—for wire rope. UP TO 40 sia 


* ae 
M 0 LI N E S TEE L TA C K LE B LO C K S pene i —_ THE WHIZ CHAIN 


fill your customers needs—make a profit SAW AND WATCH SALES INCREASE 


New WHIZ chain saw unit is a real workhorse 
Tough Disston steel blade cuts trees up to 40”. 
Safe and fast for one man to operate. Powered 













Your customers may require single, double or triple blocks — 
for wire rope — for manila rope. No matter what — there's a 





Moline Tackle or Snatch Block to fill their needs. Moline Blocks CIRCULAR SAW by 2¥2 H.P. or 5 HP. Briggs & Stratton gasoline 
are made in a wide range of sizes. They are built to stand engine, velit ériven. Ideal for all purpose farm 
: \ jobs, construction projects, tree trimming, etc 

rough treatment, with hardened steel axles, forged steel hooks, \) 
Ax Other Root-built WHIZ 20” and 26” interchangeable 
3) attachments include: Circular Saw, Mower, Edger, 


high strength cast sheaves and heavy bar _,.... os 


steel U-straps Self-Propelling Unit, Cordwood Cutoff, Rotary Tiller 


=| 
4 
4 Posthole Digger, Snow Blower. 
“34 
<4 
; 





e “> GRINDER If your Jobber cannot supply you—write 
Write to us for descriptive folder. It gives ¥ : xs 
complete details on all sizes and types. Re Lele) 
) a | ¥ MANUFACTURING CO., INC. 
+ . toe 127 East Eleventh St. Baxter Springs, Kansas 
¢ SEVENTY YEARS OF SERVICE 
DISTRIBUTED BY JOBBERS EVERYWHERES (tam 2a 





HARDWARE 
CLOTH ... every 
wire round and 
true to gauge... 
uniform mesh . . . 
free from bulges 

. straight sel- 


vage .. . heavily 


and brightly gal- 





vanized the 
Wright way. A 


Fully Patterns are available for = Wright product 
practically all plows, listers, So all the way from 


GUARANTEED middlebreakers in No. 1 soft = ; ~ rod to you. 


AS TO QUALITY, center or No. 2 crucible steel 
FIT, AND of the highest quality obtain- 


FINISH able. Send today for catalog. (1 Bs T RIGHT Sigal & 
Ul. Vy | WIRE CO. 


STAR MANUFACTURING COMPANY ans 
RCESTER * MASS. 










DIVISION OF ILLINOIS IRON & BOLT CO. 
CARPENTERSVILLE, ILLINOIS, U. S. A. (EST. 1873) 
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FAMOUS NAMES IN 
WRENCHES 





ADJUSTABLE 


FORCE-FORMED SOCKET WRENCHES 
AND ATTACHMENTS 





































WRENCHES ARE 
60% STRONGER 


TOPS IN THE 
LOWEST PRICE FIELD 


ARROW 


A quality line of socket 
wrench sets and open end 
wrenches in bright chrome 
plate, colorful xes and 
packages. 








STEVENS WALDEN, Inc. 
WORCESTER 4, MASS. 








Promotions 


Manufacturers’ New Merchandising Plans 


McGraw Electric Starts 
Advertising Program 


McGraw Electric Co. has started 
an extensive advertising program 
in trade and consumer maga- 
zines on its Toastmaster toasters, 
Manning-Bowman appliances and 
Tropic-Aire—Everhot products. 

Advertisements will be in color 
and in black and white. 

The campaign is dramatized by 
W. E. O’Brien, general sales man- 
ager, who points out that if each 
advertisement weighed no more 
than a common pin, collectively 
they would weigh more than a 
12-ton truck. 


Off-Season Promotion 


Starts On Conditioners 


An off-season promotion cam- 
paign on home air conditioners, 
tied in with family Christmas gift 
giving, was started early this month 
by the Coleman Co., Wichita, Kan., 
to continue for three months. 

The program appeals to dealers 
as air conditioning equipment can 
be offered home owners at a sub- 
stantial savings to keep installers 
busy, Carl L. Burrows, sales vice- 
president, points out. 

Nearly all sections of the coun- 
try had hot weather in September 
and benefits of home air condition- 
ing will be fresh in the minds of 
prospects, he notes. 


Demonstrator Mower 
Plan is Announced 


A “discount demonstrator” p!an 
has been offered on Eversharp 
Power Lawn Mowers whereby a 
dealer can get a mower to be 
used for demonstration purposes, 
freight prepaid from the factory, 
at a discount off the regular dealer 
cost when he buys any five Ever- 
sharp power mower units. 

The plan allows the dealer to 
mark down the demonstrator 
model at the end of the season and 
still get his regular profit margin. 
Or, if he prefers, he may return 
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the demonstrator model to the fac- 
tory during July and August and 
it will be completely reconditioned, 
except for the engine, for $7.50 
and returned to the dealer. 


Christmas Promotion 
To Boost Dryer Sales 


An automatic gas clothes dryer 
for Christmas gift giving is being 
promoted by Temco, Inc., of Nash- 
ville, Tenn., with a dealer mer- 
chandising package and consumer 
advertising. 

The dealer package includes 
cellophane covers with red rib- 
bons and bows to decorate dryers 
used in displays, counter cards 
and a greeting card size mailing 
piece. 

Color advertisements in three 
consumer publications, November 
and December issues, will show a 
Christmas day scene highlighting 
the dryer as a gift for the house- 
wife. 


Dealer Contest On 
New Russwin Line 


An all-expense trip for two peo- 
ple to the Cotton Bow! foctball 
game, or a $500 U. S. Government 
Savings Bond, is the first prize in 
a dealer contest being conducted 
by Russell & Erwin, as part of 
the promotional program on its 
new “Stilemanor” cylindrica!l-type 
standard duty locks and tatches 
and the new “Homegard” light 
duty locks and latches. 

The newly introduced “All Star” 
line of builders’ hardware is being 
backed by national advertising; 
display mounts, envelope stuffers 
and newspaper mats. 

The “Stilemanor” line is avail- 
able in 13 functions and the 
“Homegard” in five. Both lines are 
made in brass, bronze and aiumi- 
num. New installation toois are 
available for both lines. Each !ine 
is distinctively packaged. 

Other products in the “All Star” 
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TOGGLE 
BOLTS 


DHD 
HAMMER DRIVE ANCHORS 


DIAMIDE 
CARBIDE TIPPED DRILL 


KEYSTONE MACHINE MULTI SIZE 
BOLT SHIELDS SCREW ANCHORS 


us: aha or into CO., INC. 


Gar G, New Jersey 


STOCKS IN THE FOLLOWING CITIES 









SHARON'S |, effective, 


fine quality fastener! 








SILL CINCH 
FOUNDATION 
BOLTS 


* Made of finest quality steel 








® Available in sizes Y2x12 and 5/ex14 
* Meets FHA specifications 


* 25 in package, together with 
Sharon's exclusive clinch 
washers with prongs— 
keeps sills rigid 














BY THE MAKERS OF SHARON REFILLABLE ASSORTMENTS 


Sha LAAMOKW Goll aude, Sohal Lo. 


Boston, Mass. - 








NEW! Lavatory Stall Door 
Spring Hinges for Plywood Doors 


~(CHICAGO)— 
SPRING HINGES 


@ ADJUSTABLE CLAMP 
FLANGE FOR MARBLE 
OR GLASS STILES. 
SURFACE TYPE FLANGE 
FOR PLYWOOD DOORS. 








Type HS2142 





This spring hinge, with clamp flange, is specially 
designed for use with Plywood Doors. The door 
flange can be applied to the surface of the door with 
wood screws or, when so specified, machine screws 
with washers and flat hexagon nuts will be furn- 
ished. It is not practical to fasten a mortise type 
flange to the edge of a Plywood Door. 
Polished Brass Metal, Nickel 
or Chromium Plated 


| “Spring Hinges of Quality” 


| Chicago Spring Hinge Cu. 


NEW YORK 
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CHICA 











SOUTHINGTON 
ARE 












Insist on 


for dependability, 

uniformity and 
wide size 
range 


Send for 
PHILLIPS SCREW 
Catalog 


SOUTHINGTON HOWE. MFG. COMPANY 
Since 1867 + Southington, Conn 


EXPORT OFFICE: Joseph A. Gross Company 
25 Beaver Street, New York 4, New York 





Effort-Saving .. . 
Time-Saving .. . 


AMALITE’S 


SCREW 
DRIVER 


For extra sales 
to all those 
who seek fast, 
easy opera- 
tion, without 


It's new! Extra- 

large stream- 
lined handle, 
chrome - plated 


wasted ratchet mechanism, 
ti and highly-polished, 
motion. ground and tempered 


blade—all in one in- 
tegral unit. Displayed 
in the eye-catching two- 
color Display and Stock 
Package, they'll bring fast 
sales—and quick profits. 


Stock Blade 
No. Type Length 
T4161 1/4"' Slotted 1/2" 
T4165 '/4"' Slotted 5" 
7812 No. 2 Recessed 7," 
7802 No.2 Recessed 5" 


S/GHr the Packed 1 dozen 


to a box 





mr. 
1884 PITKIN AVENUE, BROOKLYN 12, N.Y. 


¢) x-acto 


‘TOOLS 





HANDICRAFT KNIVES * BLADES = 


i, £ 


| 


S 








No. 86 Hobby Chest—$12.00 
Retailing from 25¢ to $30.00 


Write today for our new Iiilus- 
trated Catalog of the complete 
X-acto line. 








X-acto Crescent Products Co., Inc. 
440 Fourth Avenue, New York 16, New York 











244 - 








line include the 
nounced pressure-cast, aluminum 
trim hardware, an assortment of 
screen - storm doorware, night 
latches, handle sets and miscel- 
laneous trim hardware. 


Christmas Gift Appeal 


In Coleman Advertising 


To boost the sale of its gasoline 
lanterns, camp stoves and related 
items as Christmas gifts, the Cole- 
man Co., Wichita, Kan., will run 
gift suggestion ads in December 
issues of Saturday Evening Post, 
True, Outdoor Life, Sports Afield, 
Field & Stream and Hunting & 
Fishing. 

To aid dealers take advantage 
of the gift market, Coleman is sup- 
plying a special promotion package 
of ad mats, window banners, a 
Christmas mailing piece and coun- 
ter display material. 


recently an- | 


Market research has shown that | 


in every year since 1949, retail sales 
in December of Coleman lanterns 


and camp stoves have shown an in- 


crease over 
Last year the gain was 23.1 pct 
over December 1951 sales. 

An analysis of guarantee cards, 
packed with each product and re- 
turned by consumers, showed that 
most lanterns and camp stoves sold 
last December were purchased as 
Christmas gifts. 


Brochure Features 
Firearms Advertising 


How the market for arms and 
ammunition is being reached by 
Olin Industries, Inc., is featured 
in a brochure recently issued on 
its consumer and trade magazine 
advertising program. 

The brochure, in four colors, re- 
prints all advertisements of the 
company’s 1953 campaign in 34 
magazines. Olin Industries, manu- 
facturer of Western and Win- 
chester products, claims its adver- 
tising campaign is the greatest in 
arms and ammunition history. 

The company estimates that one 
out of three men is a shooter. The 
breakdown shows there are 14 mil- 
lion licensed hunters, 244 million 
farmers, 3 million youths, and a 
half-million trap, skeet, target 
shooters and plinkers. 


the preceding year. | 








COMET'S 


“SET-OF-SEVEN" 





PAINTS for PLASTICS 
“HOTTEST” ITEM 
IN YEARS 


Wait ‘til you see how this handy 
"Paints for Plastics’ set sells! 7 gener- 
ous jars, including Thinner, in a com- 
pact container for only 69c! Easy 
instructions for mixing additional colors 
on the back. Dries to touch in 

5 minutes. 69c 

Also Comet's Cement 


for Plastics—in Tubes—10¢ 
Grips tight; forms permanent bond 


COMET MODEL HOBBYCRAFT, INC. 


501 W. 35th St., Chicago 16 











LASTEST 
AMG 
REMOVER 





For prices and sample, write 
THE KLEAN-STRIP CO., INC. 
2340 S. Lauderdale, Memphis, Tenn. 
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Rter PROFITS ROLLING’ . . With 


MEd AL Dos | “THERE’S AN R. MURPHY 
WHEELS STAY-SHARP KNIFE TO 


PLEASE EVERY 
For HOBBYISTS and CUSTOMER’”’ 


HOME CRAFTSMEN 


@ Year around profitable, 
fast-selling ALLIED Wheels 
—solid and semi-pneumatic 
tired — for all sorts of home 
craft projects. Available for 
DEALERS in handy display rack assortment, pop- 
ular sizes. Ask your jobber or write for details. 


AVAILABLE THROUGH LEADING JOBBERS 


MANUFACTURERS 


If you make a product that “rolls” — 
seeders, lawn mowers, sweepers, 
carts, etc.—get prices NOW on 
ALLIED Wheels. Priced right, = 

finest quality, produced / 

to meet your engineer- 

ing and delivery 

requirements. 


Whether for everyday kitchen or 
tooling needs ... for specialized 
trade or precision work—there’s 
an R. Murphy knife specially de- 
signed, honed and handled to do 
its particular cutting job to per- 
fection. That’s why you can be sure 
to satisfy any and every cus- 
tomer when you carry the com- 
plete R. Murphy “Stay-Sharp” 
line—blades made of the finest 
tempered steel, precision joined 
to proper-grip handles. 
Order your complete stock now. 
Write for Free catalog showing 
ADJUSTABLE ’ . 
CARTON full line. 


ALL SIZES AND KINDS! aim 
ALLIED WHEEL PRODUCTS, INC. ii 


29 BROADWAY e TOLEDO 4, OHIO 100 YEARS 


1 


Representatives ye: Weorehouses In Principal Cities ROBERT TL MASSACHUSETTS 














MORE THAN 
5000 DEALERS 
ARE DOING A PROFITABLE 
DOG COLLAR BUSINESS 


with ALL PLASTIC 
FLEX-COLLARS 

and FLEX-LEASHES. 

50% Profit on Selling Price 


Your initial investment for 12 FLEX- 
COLLARS and 9 FLEX-LEASHES to- 
gether with this rack and selection 
chart for over 100 breeds, costs you 
only $17.13. These items are high 
profit makers. Just tear out this adver- 
tisement and put it in your Want Book. 
Ask your jobber for this introductory 


A “Hot Number’ for Christmas | ; q =—self-service FLEX-LINE display. 


All introductory offers returnable 
Year after year the Christmas sales of the Hoppe Gun Cleaning (2) € 4 in 30 days if not fully satisfied. 

Pack have continued to increase because this handy, compact, Flex-Leashes HEE Larger self-service FLEX 

gun cleaning kit has proved a most welcome, useful and cher- m6) 6C:COR LINE display assortments 

ished gift for every man with a gun. Order your supply now ‘ B o. and replacemeat stocks 

—from your jobber. Put it on display where gift seekers can 4 " available at your jobbers. 

see and buy it. It’s a winner. ; 


FRANK A. HOPPE, Inc. wy PRAT tela ize) noe ailecmee) 1. 
2314-A North 8th St. Philadelphia 33, Penna. —A/. \ ROCKAWAY, NEW JERSEY 
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LOCKEASE” 
Graphited LOCK FLUID 


For year-round lock main- 
tenance and best protection 
against sticking — rust — 
freezing. 4-oz. “Drop or 
Stream” can, 39c. Order from 





* 





your jobber. 


American Grease Stick Co. Ags | 


ae Michigan 








PRODUCTS 


aes Stainless DOOR-EASE Stick 

amare in two sizes, 1S¢ and 
RICAN Dripless Oil in 

a -02. iar Soe. : 











$ 00 COMPLETE 
ENSEMBLE 


ENSEMBLE AS-193 


CURTAIN SCREEN, 
ANDIRONS and FIRE TOOLS 


ORDER IMMEDIATELY 









Business Assured That Administration 


Has Means to Prevent Runaway Recession 


Commerce Undersecretary Wal- 
ter Williams predicts the U. S. 
economy “in general’ will not be 
called on to make any spectacular 
overnight adjustment. 

Mr. Williams said there will be 
“soft spots” in the economy in the 
future as in the past, but these 
readjustments, scattered industry 
by industry, “are characteristic of 
our dynamic, changing economy.” 

The commerce undersecretary 
notes that reduction in Federal 
spending for defense can only be 
gradual. He assured businessmen 
that the Administration will move 
promptly “if the economic read- 


justments threaten to get out of 
hand and become emergencies ” 

He added that the Administra- 
tion has three “instruments” to 
cope with a serious business dip: 
automatic stabilizers, fiscal and 
credit measures, and overhaul of 
the tax structure to facilitate 
long-range economic growth. 

Enlarging on the term “eco- 
nomic stabilizers,’ Mr. Williams 
said they are unemployment insur- 
ance, farm price supports and re- 
duced tax collections which would 
provide additional purchasing 
power both for individuals and 
businesses. 


“ 





Inventories Piled Up At a Slower Rate; 
Higher Sales Are Held to Warrant High Stocks 


The Commerce Dept. reports the 
nation’s businessmen in August 
reduced the rate at which they had 
been piling up inventories. Manu- 
facturers, wholesalers and retail- 
ers, they say, added $450 million 
to their stocks in August, a con- 
siderable drop from the March- 
through-July pace—when inven- 
tories were built up at an average 
of $750 million a month. 

The department says the smaller 
dollar value of additions to stocks 
indicate that businessmen think 
present inventories are too high 
in relation to current sales. Or, 
says the department, the decline 
in rate might be an indication that 
businessmen figure sales will drop 
a bit in the months ahead—so 
they are gradually adjusting their 
stocks for a lower volume. 

The size of business inventories 
give some indication why business 
might want to reduce the rate of 
buildup. Stocks at the end of Au- 
gust were valued at a record $77.8 
billion—about $6.1 billion above 
a year ago. 

Business sales, though, are run- 
ning well ahead of last year, a 
factor that leads many economists 
to minimize concern over mount- 
ing stocks. Sales in August totaled 
$48.3 billion, up $3.6 billion over 
the like 1952 month. 

Yet, say government economists, 
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the big worry is what would hap- 
pen if sales should suddenly drop 
off. Quite likely, they surmise, 
businessmen would draw down on 
existing stocks instead of placing 
new orders—a practice that would 
lead to production cutbacks and 
unemployment. 

The department notes that 
higher replacement costs account- 
ed for one-third of the $450 mil- 
lion book value rise in inventories 
during August. This means that 
the physical, or unit, growth of 
stocks was smaller than the dollar 
figure would indicate. 

More than 80 pct of the gain 
from July levels was in higher 
stocks of manufacturers. Retail- 
ers’ inventories were “up slightly” 
while wholesalers’ stocks showed 
no change. Retailers’ stocks were 
down, 


Business Men Advised 
To Weigh All Factors 


Commerce Undersecretary Wal- 
ter Williams says business men 
should not put too much emphasis 
on any one set of factors when 
they assess the business outlook. 

He reminded business men that 
it is only natural that perhaps 
some business, or some classes of 
businesses, may be more active 
while others are less active. 














lithe 


fron 





ON §$ 


qu: 
me: 
wil 
will 


tire 
sori 
upo 
























put of 
es ” 
1istra- 
ts’’ to 
s dip: 
1 and 
aul of 
ilitate 
L. 
“eco- 
illiams 
_insur- 
ind re- 
would 
hasing 
ls and 


ld hap- 
ly drop 
urmise, 
own on 
placing 
t would 
‘ks and 


s that 
.ccount- 
150 mil- 
entories 
ns that 
owth of 
e dollar 


he gain 
higher 
Retail- 
slightly” 
showed 
‘ks were 


1d 
's 
ary Wal- 
ess men 
emphasis 
yrs when 
outlook. 
men that 
perhaps 
lasses of 
re active 
ve. 


29, 1953 


FLUE STOPPERS 


Order from 
Your Wholesaler 
or Write Us 
for References 


Attractive assortment of pictures 
lithographed on metal blanks 
permanently clenched into the face 
of the flue stoppers. Folding wire 
fasteners attached to slots raised 
from the metal of the blank. 







Blank Shipping Weight 
Diameter Fasteners Per Doz. ‘a 








No. 

foo '8-17/64" | 6” or 7” | 3 ibs. 7 oz.| 43 Ibs. J. L. CLARK MFG. C0. 
No. 8 | tele die) iommiaal, lelb) 
ivory | 8-3/4" | 7’ or8"| Sibs. | 62 Ibs. 

















Packing — 1 dozen per carton, 1 gross per case. 














BRAIDED 


PICTURE 
CORD WIRE 


IN SIZES 0 TO 6 





INCLUSIVE 


ON SPOOLS, IND. BOXED 


Wr. Retatler: 


Why not buy the products 
which are beautiful to look at as 
well as being of the highest 
quality. This, Mr. Retailer, 
means satisfied customers who 
will come back for more. We 
will be happy to forward our 
descriptive circular on our en- 
tire line of Spool and Coil As- 
sortments, Aerial Wire, etc., 
upon request. 


SOLD THRU JOBBERS 
ONLY! 





15’ & 25’ COILS 
LOOSE 





15’ & 25’ COILS 
IND. BOXED 
















WIRE CORPORATION 


1SLANOD NEW 


/ONG 


YORK 








KEY-BAK KEY-REEL 


for WORKERS and HOBBYISTS 


Everyone who carries keys needs KEY-BAK. 
KEY-BAK hangs from the belt; Swedish 
clock spring mechanism automatically reels 
back keys; 24" long steel chain reaches al! 
locks. Pocket watch size. Fully Guaran 
| teed. Welders, policemen, truckers, farm- 
@ ers, postmen, hobbyists and others will buy 
KEY-BAK from you. Comes packed 12 to 
display box. ORDER TODAY! 

























MODEL NO. 3 
BELT LOOP 









MODEL NO. § 
CLIP ON 





RETAILS: $2.50 each; 
cost retailer $18.00 per 
dez. FOB Pasadena, Cal. 


¢ ime... order 
through your jobber!) 









LUMMIS MFG. CO. *?inciene’t. calf. 
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DOES 
WHAT 
IT SAYS! 


« 


a 
C7, 


by Jackson of London 


RN: 
MILT: rd X 





REMOVES—stubborn surface spots. 
CLEANS—dirt and grime. 
POLISHES—+to high dry lustre, covering 
minor scratches. Triple-action tonic for 
marred furniture —For Varnished, Shel- 
lacked or Lacquered surfaces—Al/ in 
One Bottle! = Retails at $1.25 half pt.—$1.75 pt—$2.75 qt. 
Packed | dozen to carton. 
Trade discount 40% F.0.B. Fastory; L. 1. City, N. Y. 


PNG G10], Me} ma Ge), iele), ce) 0 tia b 


68 WEST STREET . NEW YORK 19, WN 


CONSUMER TESTED 
and accepted for over 
Twelve years. Keep 
a stock on hand; it's 
always in demand. 
Nationally advertised. 















58 th 




















RESULTS 


.. THAT MAKE SALES! 
LUILHOLO 
GLUE» 


The only glue containing 


ORTHONOL 


...the new magic ingredient that 
makes Wilhold stronger, quicker- 
acting, odorless ... produces results in 
30 minutes. 


For all woodwork, formica, 


masonite, paper, fabric, china, 
glass, hard plastics 


and metals. | ——_> 





ALL SIZES 

34 02. to 5 gal. 
Fairly priced — 
full discounts. 
Jobbers 
everywhere. 
“The best repeat item on your shelf." 


Write for displays, descriptive litera- 
ture, working instructions, etc. 


| ACORN ADHESIVE CO., INC. 
Los Angeles 31, Calif. * Chicago 8, Ill. 











* EASIER TO USE 
* LASTS LONGER 
* CLEANS BETTER 


roles 


SUNSHINE 


REG. US. PAT. OFF. 


FRENCH PROCESS| asx vour sonser 
CHAMOIS | cuss evry onneors 
mabe inUSA | DOUBLE VALUE TO THE 








y, OOUBLE DUTY s CONSUMER 





HOYT & WORTHEN TANNING CORP. HAVERHILL, MASS. 








MANUFACTURERS AGENTS WANTED 


TOPPER 


TRADE MARK REGISTERED 
NON-PENETRATING—WASHABLE 
FLAT OIL PAINT 
The tops for all and rough surfaces and ceilings. 


porous 
ame up to 50% reduction. The greatest value on to- 
day's market. 


GILLESPIE VARNISH CO. 
131 DEY ST., JERSEY CITY 6, NM. J. 
8y the Makers of Bulldog Remover 














CHAIR-LOC | 


Amatiing New tlavid 

S-W-E-L-L-S Wood 

© Penetrates wees free 
makes them o-x-s e «> 
sermanentty. 


© Qulekest and sesier o« 
te fix leese shalr -vags 





dove-talls, 
& Fast-Solling impulse ites 
Literature 


CHAIR-LOC CO. 
Lakehurst 3, N. J 


(oe pence, eowens | 


Electric Housewares 


Gift Program Started 


Promotional material 
Fall-Christmas phase of the elec- 


for the | 


tric housewares gift program of | 


the National Electrical Manufac- | 


turers Association is now going | 


to dealers, the Electric Institute 
of Boston, Inc., was informed at a 
recent meeting. 

Dealer participation sugges- 
tions were made by Joseph Bros- 
law, account executive for Ralf 
Shockey & Associates, advertis- 
ing agency handling the associa- 
tion’s promotion, which includes 
sales planners, streamers, decals, 
badges, and display and advertis- 
ing suggestions. 

The Christmas phase of the pro- 
gram, Mr. Broslaw pointed out, is 
part of a year-round program as 
electric housewares can be pro- 
moted for special occasions such 
as Mother’s and Father’s Days, 
anniversaries, birthdays, and June 
bridal gift giving. 


Meat Leads Decline In 
Wholesale Price Index 


The Bureau of Labor Statistics 
reports that the government’s 
wholesale price index dropped 0.1 
pet in the week ended Sept. 29. 
The wholesale index usually leads 
the consumer price index by about 
a month. 

The bureau says the drop was 
led by lowered meat prices. 

However, the index’s category 
for manufactured goods showed a 
1.2 pet gain over Sept. 29, 1952, 
and no change from the week 
before. 


| TV Spots Being Used 


For Farberware 


A series of TV spot announce- 
ments will be used to promote 
Farberware automatic coffee per- 
colators, starting Oct. 3, over 
WABC-TV, Channel 7, New York 
City. 

Three one-minute announce- 
ments will be telecast Saturdays 
at 7:30 p. m., Sundays at 10:30 
p. m. and Tuesdays at 11 p. m. 


| They will be used weekly through 
Write for Free Sampies ae: 


Dec. 15. 
(Resume reading on page 15) 





WATER HEATER 
REPAIR COILS 


For old, new and 
obsolete hecters 
100 DIFFERENT MAKES 
Single, Double, Triple, 
instontaneous, Multi-Coll 
Send for Catalog tyyeg 
DORMONT MFG. CO. 
1314 High Street Pittsburgh, Pa. 














Do You Want To— 


- Sell or buy a store 
- Represent new accounts 


- Hire experienced 
hardware personnel 


* Dispose of surplus 
stock—distress 
inventory—job lot 
merchandise 


- Get sales representa- 
tion for your line 


- Get a job in the 
Hardware field 


THEN — 


Tell It To The Trade 
In The Classified 
Advertising Pages 
Of HARDWARE AGE 


Classified Ad. Dept. 


HARDWARE AGE 
100 E. 42nd Street 
New York 17, N. Y. 





Oo ~M 0 0. 
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MAKE YOUR 
1954 
SPRING 
MONEY-MAKING 
PLANS NOW! 



























MANILA ROPE * 


a 





GET THIS 


COMPLETE, 
LET THIS NEW PACKAGE PROFIT-PACKED 


BE YOUR SILENT SALESMAN SEED 





In hardware merchandising, it's display DEPARTMENT 
that counts .. . that’s why the new Fitler- ! 
designed rope container is a sure-profit AT NO cost! 


Full stock and self-merchandiser is yours with- 
out cost — YOU PAY ONLY FOR WHAT YOU 
SELL—+then pocket the profits! 

242 vegetable and flower varieties in quick- 
moving packets mean a seed for every need— 
grown right!—packed right!—priced right!—for 
steady sales. All seeds pure-bred and tested 
by Hart—respected seed specialists for three 


addition to your impulse sales. Consult 
your Fitler dealer on all rope requirements. 
Your protection is guaranteed by the fa- 
mous Blue & Yellow colored trademark. 


enerations. 
THE EDWIN H FITLER CO olorful, compact self-service rack displays 
* ° seeds—saves time and effort—makes money! 


Traffic-stopping sales aids included to promote 
your store as ‘Seed Headquarters’’—boosts 
garden implement turnover as well. 





ESTABLISHED—1 804 








PHILADELPHIA 24, PA. NEW ORLEANS 17, LA. GET COMPLETE INFORMATION ON THIS SURE-FIRE SALES BOOSTER! 
YOUR COMPLETE CORDAGE LINE — ee a 
re ualt y omce 4 
phone Wethersfield Connecticut 








LAWN TRIMMER 
/WEXLOK MODEL 53—THE eres 







@ Made with the famous LOCK-TWIST 
weave, here’s the most asked for hexa- 
gon mesh poultry netting. SUPER U. S. 
HEXLOK is stronger, more uniform and 
rigid. It lays flat when unrolled .. . 
stretches better . . . is neater looking 

. . assures customer satisfaction. Fur- 








nished in one-inch and two-inch mesh No. 20 wire, ; FOR EDGING 
| galvanized before and after weaving (highly resist- i SIDEWALKS 
} ant to corrosion) in all standard widths. Compact, ara, 
4 even-end rolls each contain 150 linear feet. See and : AND CURBS 
bd compare SUPER U. S. HEXLOK—Ask your jobber! care e 
are oe | a DESERT RAY 
: - | FREE TRUNKS Electric 
d ¢ show LAWN TRIMMER 
to make x UL: \Gndorwrtere 7) ond 







%& Send for complete information 
We dobbers inquire 


Oe Sale! 


Manstacred Exava by en HIRSH MANUFACTURING CO. 


116 INTERNATIONAL ROAD — GARLAND, TEXAS 
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FOR: The nation’s most complete caulking and sealing service. 
see the STERLING catalog Pages in the 1953 “Who Makes Ke 


STERLING PAINT & VARNISH CO. 
184 Commercial St. Malden, Mass. 
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MARSHALLTOWN TROWEL COMPANY «¢ MARSHALLTOWN, IOWA 





























Check these features with the 
shelf hardware line you're now carrying... 


Delivery —-immediate shipments made on all orders. 6 

Packaging-—all items are unit packaged in durable, attractive 
reinforced boxes for shelf use. 

Low Prices—no leader items, but consistent low prices. 

Soles Aids —free display and merchandise boards. 


fae W JOSH HALL 


[7 NEW! MAGIC SPRAY | 


— That Waterproofs Leather! 
— That Mildew-proofs Leather! 
— That Gives Leather Longer Life! 
— That Shines as it Protects! 


LEATHER LIFE y 


Not a plastic—a tested proven safe aerosol 
spray. Pe:feci for home use, golfers, sports- 


man, fervice man ond women.” Works ike magic || | gn rainy days CHICAGO rubber tire sidewalk 
| skates are quiet indoors 


SOLD THROUGH JOBBERS EXCLUSIVELY 
You can handle this complete Kne of rust-proof shelf hard- 
ware staples and specialty items by contacting your own job- 
ber; or, drop us a card with the name of your jobber on it. 
we'll send him our new illustrated catalog anc revised price list. 
REPRESENTATIVES—CHECK ON OPEN TERRITORIES 
In Canada: Dorkin Bros., 408 McGill St., Montreal, Canada 


















































information—TODAY! 


LEATHER LIFE CO., Manufacturer 


Norristown 47, Pennsylvania 


} 

| 

e Important territories for distributors | 
and sales representatives open. pacar ns 2 ore 
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WORLD’S FINEST STOVE and 
ALL-PURPOSE UTILITY MATS 


More Sales! 
Greater Volume! Bigger Profits! 


PHOENIX TABLE MAT CO.,1718 E. 75th Street, Chicago, 49 


SELL 


US US 


See Your Jobber or Write For Your Nearest Distributor 


Looking for New Merchandise ? 


There's still lots of new merchandise being introduced to retail hardware markets. Keep posted an new mer- 
chandise by reading “What's New," which appears in every issue on page 12. During each month HARDWARE 
AGE brings you more listings of new merchandise than any other hardware magazine. 


HARDWARE AGE 100 East 42nd Street New York 17, N. Y. 
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6 COLORS 





















HARDWAR 











YOU'LL SELL MORE 


TANK BALLS 


Featuring 
SURE-GUIDE 


TANK BALL 


FULL COLOR 
CONTAINER 


Each Tonk Ball 
Individually 
Boxed 


| PREVENTS LEAKS 

SAVES WATER BILLS ‘W 
ENDS ANNOYING NOISES™ 
THE SURE-WAY 70 STOP TOILET LEAKS - 


SOP st 


TANK BALL 
-~ 


TOM LEAKY TC 


L.NK BAL 





COLORFUL The ‘ 
COUNTER yre-Guid 
CARD . GUARANTEES 
Perfect Seatin iB tush 

After Eve ry Fl 


Supplied with 
every Dozen 
Tank Balls 


Sold through Authorized Jobbers and Distributors Or Write to: 


FRANKLIN METAL & RUBBER CO. 


2701 N. BROAD STREET PHILA. 32, PA. 





dO you. ie 


use a Li sO 


. write on glassware ? 


Listo is America’s ‘*Pocket 
Pricing System’’ because 
it’s so simple, so conven- 
ient, so easy to use. Only 
Listo gives your customers 
large, clear, easy-to-read 
prices. And only Listo 
writes on everything! 


There’s only one 


EXTRA DUTY LEADS THAT 
DON’T FALL OUT OR BREAK 


the Marking Pencil 
Only Listo bas the 


that perenies an" 
‘ ’ ype Sleeve’’ that 
Writes on Everything picvests break- 
age and keeps 
BLACK D fallin one 
A RE GREEN ing out, 
6 COLORS Brown BLUE YELLOW oe 


TO PENCIL CORP. ALAMEDA, CALIFORNIA® in Canada: LISTO PRODUCTS, LTD. VANCOUVER, B.C 
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! A Trash Burner with 
K\ FEATURES that mean 
more value to customers 


«oe MORE PROFIT TO YOU 


Majestic 
OUTDOOR INCINERATOR 


Quality features assure quick sales 
of this easy-to-handle, profitable 
Outdoor Incinerator. Burns all 
trash safely, quickly. Has cast-iron 
top, aluminized rust-resisting steel 
casing, adjustable draft door, built- 
in spark-arrestor chimney. Two- 
bushel capacity! 


* Aluminized steel and cast iron for long service 

* Heavy steel-rod burner basket lasts for years 

* Completely enclosed to avoid open-flame hazards 
* Top opens wide—unit holds a full two bushels 


See your distributor or write 


The Majestic Co., Inc. 


304-H ERIE ST., HUNTINGTON, INDIANA 








ADJUSTABLE 


PROVEN MERCHANDISER 


Eliminate your display problems. Speed up sales with 

adjustable displayers that will sell. Displayer sturdily 

constructed of both wood and plywood. Enameled ivory 

background. Natural finish platforms and oak exposure. 

Available in following sizes at NET pricus. F.O.B. factory. 

Taxes if any extra. 

No. G4538 double side. 4 x 8 ft. with 10, 12, and 
14" gless shelves 

No. G4534 double side. 4 x 4 ft. with above glass 
shelves 

Overall Height 52"' on all Merchandisers. 


$154.30 


Write far complete HELLER STORE 
FIXTURE Catalog No. OH 


W. C. HELLER & COMPANY 
MONTPELIER, OHIO 

















Classified Opportunities Section 





Help Wanted, Accounts Wanted 
Business Opportunities 


Representatives Wanted, etc. 


Set solid, maximum, 50 words..........-. $5.00 
Each additional word........... 10 


Positions Wanted 


(Special Rate) set solid, maximum, 
PEEL Siccecarcttesvraehancabesres'eee 2.00 
Each additional tS AD 05 


Allow Seven Words for Keyed Address 
or Your Address 





CLASSIFIED ADVERTISING RATES 


BOXED DISPLAY AD RATES 
$8.00 per column inch 


5%, discount allowed for 4 or more con- 
secutive insertions of Boxed Display Ads. 
Cuts or special borders not accepted. 


Address your correspondence and replies to 


HARDWARE AGE 


Classified Opportunities Dept. 
100 East 42nd St., New York 17, N.Y. 


NOTE: Samples of merchandise, literature, 
catalogs, etc., will not be forwarded to box 
number advertisers unless accompanied by 
sufficient postage for remailing. 


No agency commission allowed. 


HARDWARE AGE is published every other 
Thursday. Classified forms close |5 days 
prior to publication date. 


Remittance must accompany order in form 
of check or money order, not currency or 
stamps. 

















| | 
Representatives Wanted Representatives Wanted | 


Accounts Wanted 








SALESMAN 


To fill responsible position on 
headquarters sales staff of a 
nationally known consumer goods 
manufacturer located in northern 
Illinois. 


Contacts will be with top hard- 
ware wholesalers. A great deal 
of traveling required. 


Beginning income about $6,000 
plus expenses. Opportunity to 
increase income as progress is 
made. 


Job requires initiative and re- 
sourcefulness. Experience in hard- 
ware field essential. 


Please give complete details of 
background, including experi- 
ence, education, age, and pres- 
ent income. 


Address: Box B 474, Care of HARDWARE AGE 
100 East 42nd Street, New York 17, NW. Y. 











SALES REPRESENTATIVE WANTED 
WITH FOLLOWING among retail hardware, 
department and house furnishing stores, to sell 
the new ‘Weatherman’? Thermometer. Advise 
lines now carried and exact territory covered. 
Address: Box B-459, care of Harpware AGe, 100 
East 42nd Street, New York 17, N. Y 


LOWEST PRICED LINE 


OF MEDICINE AND KITCHEN CABINETS. 
AVAILABLE FOR ALL TERRITORIES. 
STRAIGHT COMMISSION—EXCELLENT SIDELINE 
Metal Products Division 
THE WALTER S. KRAUS COMPANY 
48-01 Forty Second St. Long Island City 4, N. Y. 

——OUR 29TH YEAR 




















MANUFACTURER WISHES REPRESENT- 
ATIVE TO CARRY one side line only. Na- 
tionally advertised, exclusive line, in big demand, 
with continued repeat business. Several territories 
available. To call on hardware stores and mill 


supply houses. Bonus arrangement. Write Box 
or 8—Cold_ Spring- on-Hudson, New York. 
AINT MANUFACTURER WITH COM 


PL PTE POPULAR priced line suitable for re- 
quirements of Hardware, Paint, Surplus, Army 
& Navy, Lumber Yards, etc. Has several pro- 
tected territories open. Non-conflicting sidelines 
not objectionable. Commission basis. Write par- 
ticulars. Address: Box B-438, care of HARDWARE 
AGE, 100 East 42nd St., New York 17, N. Y. 


WANTED ‘:$ SALESM AN TO COVER 
SOUTHERN OHIO including Columbus and Cin- 
cinnati to call on hardware stores for weil rated 
and_ established mfgr. of brooms, brushes and 
Drawing against commission. Address: Box 








mops. 
B-471, care of Harpware Acg, 100 East 42nd 
Street, New York 17, N. Y. 
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| 
| 
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WANTED SALESMAN AND _ DISTRIB- 
UCTORS FOR NEW HOUSEHOLD SAND.- | 
PAPER HOLDER, Address: Box B-462, care of | 
Harpware AGE, 100 East 42nd Street, New York 
ws. F. 


MANUFACTURER OF CAST BRASS AND | 
TUBULAR products desires distribution through | 


Piumbing Outlets—Hardware Distributors and | 
Dealers, through Established | Manufacturers’ | 
| Representatives. Line consists of Concealed and | 
Exposed Bath and Kitchen Faucets—Valve Bodies 
and Showers: also Tubular Brass Traps— 
Strainers—Shower Bars, etc. and a line of Gate. 
Globe, and Stop & Waste Valves. All territories. 
State actual Territory covered with all detailed 
information. Address: Box B-457, care of Harp- 
is AcE, 100 East 42nd Street, New York 17, 

A 


IMPORTER OF HIGH QUALITY COM- 
PETITIVE ABRASIV E papers has choice terri- 
tories open for aggressive men calling regularly 
on any of the following: Hardware Wholesalers, 
Lumber Trade, Furniture Manufacturers, Com- 
mission basis. Steady repeat business. If expe- 
rienced in abrasives give full particulars. H. S. 
Williams Company, 95 Liberty Street, New York 
& Bw. Y. 

SOME EXCLUSIVELY FULL PROTECTED 
TERRITORIES for HANDI SCREWPACK | 


(see advertisement on page 237) still open. Write | 
only if you are listed in ‘Verified List’? of Harp- | 
WARE. AGE, indicating category (Distributor, 
Wholesaler, Manufacturers Agent, Etc.). Ad- 
dress: Box B-467, care of HARDWARE AGE, 100 
East 42nd Street, New York 17, N. 
WHOLESALE ELECTRICAL SUPPLY 


SALESMEN AS EXCLUSIVE representative for 
New York State or Pennsylvania, or North Caro- 
We distribute a complete line of construction 


materials which includes G. E. wire, cable, and 
devices. Many prominent lines of traffic appli- 
ances and lighting fixtures. Established accounts. 


is protected. Attractive proposition for 

proper individual. Commission and expense. Ap- 

ply in detail. Address: Box B-463, care of Harp- 

— AGE, 100 Fast 42nd Street, New York 17, 
, ‘ 


Territory 


CALLUSIVE PRUIECTED TERRITORIFS 
JPEN ON nationally advertised Mak-O-Washer 
© agents calling on hardware distributors, dealers 
tnd plumbing supply houses. Unique demonstra- 
tion sells eight out of ten on first call. Excellent 
for op g new and high volume re 
peat business. Address Box A-870, care ot 
HARDWARE Ace, 100 E. 42nd a New York 17, 





Manufacturer’s Agent by well es- 
tablished manufacturer of Locks, Lock Sets and 
Saaee! Line of Builders’ Hardware. Territory 
available—Minnesota, North Dakota, South Da- 
kota, Nebraska and Iowa. Address: Box B-460, 
care of Harpware AGE, 100 East 42nd Street, 
New York 17, N. Y, 


EXCLUSIVE PROTECTED TERRITORIES 
OPE FOR MANUFACTURERS Representa- 
tives calling on lumber dealers, building material 
and hardware dealers and jobbers to handle a 
complete line of quality builders hardware tubular 
locks and latch sets. In reply state lines now 
handled, territory covered and experience in build- 
ers hardware. Confidential. Address B-426, care of 
Harpware AGz, 100 E. 42nd St., New York 17, 
a. 


~ WANTED: 


SAL ESMEN ‘FOR “WESTCHESTER, NEW 
JE "RSEY & CONNECTICUT areas. Now cover- 
ing Hardware, Garden Centers, Nurseries, Feed 
and Grain, Lumber Yards, Department Stores. 
Complete line of Trellises, Arbors, Picnic Sets, 
Fences, Lawn Signs, Wheelbarrows, etc. Excellent 
Commission. Season about to start. Phone Long 
Peach 6-8255 or write: Amalga Mfg. Co., Island 
Fars, 1. 1., : a 








: WEST COAST 


Well Established representation, 20 years in 
hardware and housewares, warehouse, shipping 
and billing facilities also available. Please 


write for references or check D & B. 


ROBERT H. CLARK COMPANY 
Industrial District Beverly Hills, Calif. 











w ith "Chicago 





NOTCH SALES REP. 

ce and showroom can guarantee volume sales, 
distribution, concentration, and first class Repre- 
sentation in the middle west to a responsible Mfg. 
on commission basis. I cover and sell leading 
retailers, dept. stores, chain jobbers, catalog 
houses, house to house operators, premium jobbers, 


TOP 
ffi 


end promotional accounts. All replies will be 
he indled in strict confidence. Address: Box B-475, 
care of Harpware AGE, 100 East 42nd Street, 
New York 17, N. Y. 








NATIONAL DISTRIBUTORS 
Established-—Reliable Aggressive 
ANCO CORPORATION Pittsburgh 22, Pa 
Branch Offices 
New York © Philadelphia © Detroit 
Cleveland ¢ Louisville 
Covering all classes of jobbers. We will carry 

the accounts or you can bill direct. 
Write for further information and references. 




















WELL ESTABLISHED SALES ORGANI- 
ZATION TRAVELING eight salesmen and _hav- 
ing 30,000 foot warehouse desires additional direct 
factory lines of Hardware and Houseware Items 
We will consider billing accounts and warehousing 
your merchandise if necessary. If you are tired 
of order takers and are interested in an aggres- 
sive sales force, send full particulars including 
proposition that you can offer. Our factories know 
of this advertisement and your offering will be 
held confidential. Address: Box B-472, care ot 
Harpware AGE, 100 East 42nd Street, New York 
i, ae B 





SOUTHEASTERN 
MANUFACTURERS’ REPRESENTATIVES 


opening new division of hardware and housewares 
items desires exclusive lines in the Southeastern area 
Have good following in chains and large independents 
Firmly established in territory for over 20 year 
Address Box B-466, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 














HARDWARE COVERAGE Texas, Oklahoma, 
Arkansas, Louisiana. Aggressive, capable sales 
representation, with long-established accounts 
Wholesale Hardware and Chains. Need one or two 
good lines. Will be at Hardware Show for per 
sonal interview. Address Box B-434, care of Harp 
WARE AGE, 100 E. 42nd St., New York 17, N. \ 


MANUF 








7AC TURERS REPRESE NT. ATIV E 
ESTABLISHED TWENTY-FIVE YEARS with 
sales force of three men wants builders hardware 
or allied lines for Indiana, Kentucky and Ten 
nessee. We have a large personal following 
among jobbers, contract dealers, chain lumber and 
building supply dealers. Address: Box B-469, care 
of Harpware AGE, 100 East 42nd Street, New 
York 17, N. Y 





MANUFACTURERS REPRESENTATIVE 
NOW SFLLING BRASS fittings & Copper tub 
ing in Michigan to jobbers Wholesale-Retail Hard- 

ware and Plumbing supply trade. Desires a good 
line to fill in especially a good wood handle line 
Address Box B-458, care of Harpware AGE, 100 
E. 42nd Street, New York 17, N. Y. 
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Classified Opportunities Section 











Accounts Wanted 


Positions Wanted 


Business Opportunities 





SEASONED BUSINESSMEN WITH 
AMPLE CAPITAL desires exclusive representa- 
tion or distributorship for nationally known prod- 
ucts or products in New York metropolitan area. 
Must stand complete investigation. Address: Box 
B-473, care of Harpware 
Street, New York 17, N. Y 





CONCENTRATED PERSONAL COVERAGE 
OF NORTH CAROLINA AND VIRGINIA 


I would like to represent an established product to 
sell Hardware Jobbers in North Carolina and Virginia. 
Straight ission lusive territory arrange- 
ment. No imports only interested in standard mer- 
chandise and well noted mfg. Address reply to 
ANDKEW G. BOSEMAN, Mfg. Agent, P. 0. Bor 
472, Enfield, N. C. 

















$15,000 A YEAR MAN wants additional line. 
Still selling old standbye in 5 S. ’. States, 
same as for past 15 years, where he covers a 
fully protected territory, on commission basis. If 
you have a line, known product, he can surely 
put out. Firm he represents of this ad. Address: 
Box B-456, care of Harpware AGE, 100 East 42nd 
Strect, New York 17, N. Y. 





AGE, 100 East 42nd | 


| 
| 
| 
| 


INDIANA HARDWARE DEALER SEEKS 
EMPLOYMENT in any capacity, College grad 
uate; 45; single; excellent health. Twenty years’ 
experience hardware and allied lines: all-around 
mechanic; corporation accountant; accustomed te 
responsibility. Selling present business at good 
profit and will locate anywhere. Address: Box 


6-453, care of Harpware Ace, 100 East 42nd 
Street, New York 17, N. Y 


TOP NOTCH HEAVY HARDWARE SALES. 
MAN available January first; wide acquaintance 
with larger hardware and mill supply distributors 
throughout United Sttes. Willing to travel ex- 
tensively if necessary; Headquarters New York 
City; Inquiries solicited from manufacturers or 
manufacturers agents. Salary, Commission and 
expense basis only, Address: Box B-454, care of 
he 4 Ace, 100 East 42nd Street, New York 


17, N. 





Help Wanted 


HARDWARE SALESMEN. Large, aggres- 
sive, hardware wholesaler, now in process of 








MFGRS. REP. WITH TWO LINES 


20 Years selling Florida Hardware and 
Tackle Jobbers, and calling on all dealers. 
Can add one or two nationally known 
hardware lines. 


Address Box B-468, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 














METROPOLITAN, LOS ANGELES — ES- 
TABLISHED MANUFACTURERS agent de- 
sires one line of hardware or housewares for sale 
to jobbers, chains and premium accounts. Results 
assured for right factory. 100% backing. Reliable. 
Good References. Stanley Ferguson and Asso- 
ciates, Chapman Building, 756 South Broadway, 
Los Angeles 14, Caiifornia. 


| Co., Boston, Mass. 


exp i offers opportunity to men presently 
employed as wholesale hardware salesmen. Some 
established territories available. All top lines of 
hardware, hand tools, power tools, garden supplies, 
etc. Draw vs. comm., plus expense allowance. 
Car necessary. Address: Box B-389, care of 
ih. AcE, 100 East 42nd Street, New York 





Business Opportunities 


SHARON REFILLABLE ASSORTMENT 
SERVICE UNIT FRANCHISES available in a 
few select territories. See our advertisement on 
page 243. Write for details. Sharon Bolt & Screw 








WANTED FOR CASH 


Complete Hardware, Sporting Goods, 
Paints and Housefurnishings Stocks. 
Moved at our expense. Confidential. 


Address Box 6-465, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 











SOME EXCLUSIVELY FULL PROTEC rED 
TERRITORIES for HANDIL SCREWPACK 


(see advertisement on page 237) still open. Write 
only if you are listed in *‘Verified List” of Harp 
WARE AGE, indicating category ( Distributor, 
Wholesaler, Manufacturers Agent, Ete Address 
Box B-467, care of Harpware AGE, 100 East 42nd 


New York 17, N. Y 


“treet, 


HARDWARE STORE. $200,000 volume, south 


prosperous city. Owner retiring. Favorable lease 
available. Address: Box B-447, care of Harp 
ware AGE, 100 East 42nd St., New York 17, N. Y 


eastern state, for sale as going business. Special- 
| izing in builders’ hardware and paint. 100 ft 
| wide visual-front store. Ample first and second 
| floor storage. Serving residential area in small 
| 
| 


FOR’ SALE: HARDWARE STORE & 
PLUMBING SHOP. So. Eastern Pa. Estab- 
lished 50 years. Main Street location. Inventory, 


fixtures & building approx. $25,000. Good bus 
| iness. Owner wishes to retire. Address: Box B- 
| 461, care of Harpware Ace, 100 East 42nd 


Street, New York 17, 


HARDWARE, PAINTS AND ELECTRICAL 
APPLIANCES. Located Long Island where there 
s transient business. Established 50 years. Han- 
dling all National, Popular Agencies. Reasonable 
Rental. Proprietor retiring, Old Age. Volume of 
Business approximately $220,000.00 per year. Ad 
dress: Box B-429, care of Harpware AGE, 100 

‘ E, 42nd St., New York 17, N. Y. 





FISHING TACKLE AND OTHER SPORT- 


ING GOODS lines wanted for Indiana, Ken- 
tucky and Tennessee by well establtshed manu- 
facturers representative. Address: Box B-470, 


care of HARDWARE 


AcE, 100 East 42nd Street, 
New York 17, N. Y. 





Positions Wanted 


PRESENTLY EMPLOYED AS HARD 
WARE MANAGER OVER 20 years experience 
in all phases of housewares, paints and supplies, 
age 41, desires position as sales representative with 
manufacturer or jobber to work Chicago area. Ex- 
cellent references. Address Box-B-430, care of 
oo AGE, 100 E. 42nd St., New York 17, 








SITUATION WANTED — BUYER. MANY 
YEARS experience buying housewares,  cut- 
lery, toys, vacuum goods, wheel goods, and other 
kindred items for wholesale hardware and major 
mail order company. College education, married 
and will move. Address: Box B-419, care of 
ag AGE, 100 Fast 42nd Street, New York 
17, N é 





| 


EXPERIENCED HARDWARE CATALOG | 
MAN fully able to handle Catalog Department | 
of wholesale firm in western states. Can handle | 
complete catalog and maintain sales catalogs. 
Steady, sober, intelligent. Address: Box B-455, 
care of Harpware AGE, 100 East 42nd Street, 
New York 17, N. Y. 


EXPERIENCED 





HARDWARE, HOUSE- 


WARES MAN. Age 35—Married approximately 
eighteen years diversified retail, wholesale ex- 
perience. Desire connection with reputable manu- 


facturer as Sales Representative. Future and 
long term connection first consideration. Presently | 
employed but available at any time. Address: | 
Box B-476, care of Harpware AGE, 100 East 42nd | 
Street, New York 17, N. Y. 


EXPERIENCED SOUTHWEST REPRE- 
SENTATIVE DESIRES CONNECTION with 
manufacturer distributing to wholesale jobber dis- 
tibutors, syndicates, chains industials, hardware. 
Housewares, electrical, industrial builders, plumb- 
ing, supplies in southwest area. Address Box B 
464, care of HARDWARE AGE, 100 ast 42nd Street, 
New York 17, N. Y 
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Top Management: 





YOUR BOOST 1S NEEDED MOST 


IN THIS CAMPAIGN TO BUILD EVERYONE'S INDEPENDENCE 


The present period marks an important 
campaign to strengthen the financial inde- 
pendence of the nation’s people. You and 


other leaders of industry will be the princi- 
pal deciders of the success of this campaign. 
It's the Treasury Department's Independence 
Drive to increase purchases of United States 
Savings Bonds. And the Payroll Savings 
Plan, now operated by 21,000 companies, is 
responsible for the greatest share of Series 
E Bond sales. 

If your company doesn't have the Payroll 
Savings Plan, now’s the time to instal! it! 


If your company does have the Plan, now's 
the time to put extra push behind it! 

Employees who pile up money in Savings 
Bonds feel more secure are actually 
better workers. Moreover, Bond sales build 
a back-log of future purchasing power—good 
“business insurance’ for all of us in the 
years chead. 

This is your country—and it’s your Drive 
Help to put it over! All the material and 
assistance you need are available from 
your State Director, Savings Bond Division 
U. S. Treasury Department. 


The Treasury Department acknowledges with appreciation 
the publication of this message ” FOR 


HARDWARE AGE 23 


This is an official U. S. Treasury advertisement 


Vane 


PAYROW 


prepared under the auspices of the Treasury Department and The Advertising Council. 








Gre! fon free 
GREE 
Hand ‘a Quick 


CHISELS OF HIGHEST QUALITY 


Long-lasting, fine cutting edges . . . socket butt, short socket 
firmer or short socket types... green plastic or hickory handles, 






TOOLS FOR CRAFTSMEN 












ee File oe GRE NLEE 


GREENLEE TOOL dacniodh 1813 HERBERT AVE., ROCKFORD, ILL. 






























Wouldn't you rather 
sell products with this 
kind of high quality 
Lightweight power ? 








be modern-go Lightweight 
POWER PRODUCTS CORPORATION 


GRAFTON, WISCONSIN 

































The 


Originat TOWNSEND 
Wire Stretcher 




























SHOW IT Write 
today 
for 
Catalog, 
YOU'LL SELL IT! og 
Every fencing customer, farmer Information 
and estate owner should own a wire aod 
stretcher to properly Install and main- 
tain his fences. With the Townsend wire Prices 
stretcher, one man can do the job quicker, easier, 
better. Many improved features make this favorite 
of 40 years even better. 
Manufectured and Guaranteed by 
"KINZUA, PA. 
| SHELDON-WELLS CO. su=::, 
Town: 


































INGERSOLL 


SHOVELS 


Edges won't split or curl! 





—because their blades are made of 
TEM-CROSS Ingersoll Process Steel. 


It is cross-rolled to give an interlocking, 
mesh-grain structure and heat-treated to 
hold edge keenness and to resist curling 
and splitting. Write for prices, 


"A Borg-Warner Product” 


INGERSOLL STEEL DIVISION 
Borg-Warne: Corporation, New Castle, Ind. 
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Yardley Plastics Co. . ........... 145 








TAPLIN 
EGG BEATERS 


Efficient operation 
Durable construction 
Smartly styled 


Nine models in the 
popular price range 














THE TAPLIN MBG. CO. 
NEW BRITAIN, CONN. 
Since 1897 





































RECIPE SCALE 
teu Tdeal Gift 


A scale every housewife admires and 
will want for dependable success in 
cooking. Ingredients accurately measured 
by weight including shortening. Has 
kilo graduations for continental recipes. 
Capacity 8 Ibs. by 2 ozs. Colors red or 
white. Body Styron plastic, 


Consult your jobber 
HANSON SCALE CO. (Est. 1888) 


Northbrook, Illinois 





























CASTERS 
and GLIDES 


on Pages 147, 148, 149, 150 
of July 23 issue 


HARDWARE AGE DIRECTORY 
and Order From Your Jobber Today 
FAULTLESS CASTER CORPORATION, Evansville, ind. 
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E 
LA WR ENC UN 


co BEAUTIFUL 
DECORATIVE COLORS 


oLors 
ANON, yp MEW ease 










THEY RE 





FLAT ENAMEL 
SATIN ENAMEL 


IN DEEP 
TONES TOO 















+ 








1124 W. CARSON ST. 
PITTSBURGH 19, PA. 







| SEND FOR 
| MODERN HOME DECORATOR ; 
yt BY LAWRENCE 























LUFKIN RULE COMPANY 


SAGINAW, MICH. © 132-138 LFAYETTE ST., NEW YORK CITY © BARRIE, ONT. 


No. 76 and 76F 
Natural Finish Rules | 
High Quality at a | 
Low Price | 
for increased sales 











: aLDERING 
Perec OL PROFITS 


=, U display and sell Rubyfluid liquid and 
= ———_s °/ paste soldering flux from eye-catching 
—— V4 counter merchandisers. Preferred by 
aA customers because * Rubyfluid is fast 
iP acting, wets out freely, easy to use, 
= makes strong unions. 


— RUBY CHEMICAL CO. 


58 S. McDowell St. Columbus 8, Ohio 


¢ Available in regular or inside markings. 

© Tough, durable select hardwood sec- 
tions. ‘ 

© Prominent markings both edges, both 
sides to I6ths. 

¢ Hard gloss finish protects natural wood. | 




















any finish. 


display card. 


A “DO IT YOURSELF” REPEAT ITEM 


An ingeniously compounded stick 
that fills and colors Nicks, Dents 
and Gouges in natural-finished or 
stained woodwork, furniture, 
leather or plastics. Easily applied. 
Will not bleed or shrink. akes 


Cellophane bag contains 4 sticks 
(dark mahogany, light mahogany, walnut and 
maple), scraper and instructions. 12 kits on 


DECTO PRODUCTS COMPANY, SALEM 8, MASS. 
Maker« also of Decto RUN-SMOOTH 











DRYROX 
The Thirsty Action Air Drier 


FOR FREEZER & REFRIGERATOR. 
Reduces Defrosting to a Minimum. 

Where defrosting is automatic, 
DRYROX reduces sweating. 

DRYROX comes in 4 convenient sizes 
for all around home use, as in base- 
ment, closet and cookie jar. USE 
DRYROX A THOUSAND WAYS! 

Order DRYROX from your Whole- 
saler today. Display in your Freezer 
Supplies and watch DRYROX’S Thirsty 
Action build up sales for you. 


DRYROX Inc., Houston 9, Texas 


4 STICKS -1 SCRAPER 


SOLD THROUGH JOBBERS 























DOMES or 
SILENCE 


Best-known, quickest-selling 


FURNITURE GLIDES 








REMC 


Screw Bumpers. 





Cups; Upholstery Nails; Thumb Tacks; 


Ask your jobber or write— 


DOMES of SILENCE Division of ROBERT E. MILLER & CO., INC., 35 Pearl St., New York 4, N. Y. 






Bakelite Furniture 
Rests and Caster 





1Y2 
PINTLE TYPE Sizes, 1/2”. 2” [°NTL™ TYPE Sizes, 2”, 239” 2” DRIVE ON TYPE—Sizes, 2”, 236” 
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is fast 
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8, Ohio 
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NAT SAYS: 
"Make it your buy-sign 


i 
ATOR. eee always 
nimum. 
eee For your convenience, we can’t repeat too often, 
“National makes the most complete line of fasteners 
for the hardware trade”’. 

With a complete line, National offers you extra 
ease and extra economy in ordering. PLUS, the 
sales advantages of distinctive red and black cartons 
with easy-to-read identification labels that help 
make stock handling ... faster... easier. The shiny 
black boxes resist soiling and fingerprints, always 
give your fastener shelves a snappy appearance. 

Take Nat’s advice ... make National your buy- 
sign always for the best in fasteners, uniform in 
quality and in packaging. For full information on 
the complete National line, write us today. 


nt sizes 


Wood Screws « Machine Screws « Nuts « Cap Screws 
¢ Tapping Screws « Stove Bolts ¢ Carriage Bolts « 
Lag Bolts « Machine Bolts « Cotter Pins 


THE NATIONAL SCREW & MFG. COMPANY 
Cleveland 4, Ohio 


Pacific Coast: National Screw & Mfg. Co. of Cal. 
3423 South Garfield Ave., Los Angeles 22, Cal. 





> 
> 
> 
> 
> 
= 
> 


. SS > 
PROODOUVETS FASTENERS 9 HODELL CHAINS CHESTER HOISTS ty 
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E 
This Display Stand FR 


pany. ROO} 


FRY PAN ines 


DISPLA 


é * Matching rack, of same 
Strong, practical, rubber- | a . construction as in Fry 
covered wire display rack Ver <3 4 - Pan Deal, displays 1 
presents one each of all . mo aan * cover of each size. De- 
four sizes, flags traffic, ee gas . signed for combination 
helps you profit! Ne pm - selling. 
Quantity Number Name Retail Each Total Retail . Quantity Number Name Retail Each Total Retail 
l only 799M Display Stand FREE FREE lonly 798M Display Stand FREE FREE 
4only 737M 7’ Fry Pans $1.75 $7.00 2only 5157M 7’ Covers $ .65 
Z3only 739M 9 Fry Pans = 2.75 . ; 4only 5159M 9” Covers 85 
3 only 740M _ 10” Fry Pans 3.45 ‘ ; 4 only 5160M_ 10” Covers 1.00 
2 only 741M_ 11” Fry Pans 3.95 } ; 2only 5161M_ 11” Covers 1.25 


Deal No. A970M. Price to Dealer $21.23 ened aia Deal No. A5170M. Price to Dealer $7.10 
Prices slightly higher in West 


Dealer Profit $12.27 Dealer Profit $4.10 
(Margin 36.6%) (Margin 36.6%) 
PLUS DISPLAY STAND FREE! PLUS DISPLAY STAND FREE! 


Suy from 
your MIRRO Jobber 


ALUMINUM GOODS MANUFACTURING COMPANY ° MANITOWOC, WISCONSIN 


FIFTH AVENUE BLDG , NEW YORK 10 MERCHANDISE MART, CHICAGO 534 
WORLD'S LARGEST MANUFACTURER OF ALUMINUM COOKING UTENSILS 


$11.20 


All pans and covers available 
from open stock. 


BD. PER. GEN. 
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